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YEARS SERVING 

HARDWARE MARKETS 

AT HOME AND ABROAD 
WITH ORIGINAL AND 
GENUINE SOLID CENTER — 
IRWIN WOOD-BORING TOOLS 


THE IRWIN AUGER BIT COMPANY 


WILMINGTON, OHIO 
— 
IRWIN! 


Also Makers of a Complete Line of Screw Drivers 

















WOOSTER 


PAINTING TOOLS 


ARE GRADUALLY RETURNING TO THE MARKET 


BRUSH MANUFACTURERS SINCE 





ET BRUSHES 


». © WOOSTER, OHIO 


iy SET 
NAVAL 


FOSS: “SE 


SHASTA 


™ SE wy yTH 
M ANY of Wooster’s famous pure bristle 
brushes are being manufactured at the present 


time. Others will follow as materials become 


available. 


For matchless brush quality, whether it 
be nylon or pure bristle, these famous trade 
mames are the symbols of Wooster Quality 
Brushes the world over. Consult your author- 


ized Wooster distributor. 
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Many of your 
neighborhood 
POST readers 
will want this 
new product! 


OCTOBER 24, 1946 


GIVES you EXTRA PROTECTION 
witHouT. “DOORWAY BOTHERITIS” 


Most convenient springlatch ever made. Here's 
bow it works. When you turn your key, 
the bolt is held back. You use the same 
hand to turn the doorknob. No more 
“botheritis” from two-handed door-open- 
ing. As the door opens, the latch releases 
to lock again—a patented security feature. 

“No-Stick” stop button. To keep door un- 
locked, push the “no-stick” stop burton 
(C). Unlike old-fashioned slide types, it 
always operates easily. To lock again, just 
turn the knob (D). Solid, rustless metal 
with high impact and tensile strength — 
pin-tumbler cylinder — gives you the most 


in protection. 


YALE & TOWNE—makers of YALE locks—now present the most remarkable 
lock invention in recent history. Designed for convenience, styled for beauty, 
the “One Arm” Springlatch is as suitable for your home as the valued posses- 
sions it protects. Yale & Towne Manufacturing Co., Stamford, Conn., U.S.A. 
Makers of the famous YALE lines of Locks, Door Closers, Hardware, Pumps, Hoists 


and Industrial Trucks 


~YALE- 


The Locks Recommended by the World's Leading Lock Experts 
SHOP AT YOUR LOCAL HARDWARE STORE 
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"Be te Ct 50 fitble. 


Somehow you know, without being 
told, that the author of “Home, 
Sweet Home” was an American... 


For the simple beauty of his song 
so exactly expresses the love which 
Americans have for home. An atti- 
tude, both strong and reverent, 
born in the cabins of pioneer an- 
cestors and guarded zealous] 
through generations that followed. 
From American hearthstones the 
spark of independence was fanned 
to quenchless flame, and a suc- 
cession of great men and women 
emerged to carry its light abroad 
in the land. 


To people who thus cherish the 
ideal of home, the expression of its 
physical form is no less important. 
So American homes have become 


STEEL PIPE MAKES 


the wonder of the world! Here, the 
home of the Colonel’s lady and 
Judy O’Grady differ in size, location 
and pretension, but seldom in facil- 
ities for necessity or convenience. 


One development, perhaps more 
than any other, makes this possible 
... the invention and mass produc- 


tion of stee/ pipe. 


Yes, steel pipe makes it possible! 
The conveyance of fresh, pure water 
from its source, however distant, to 
and through the home .. . for 
drinking, cooking, bathing, laun- 
dering, cleaning and sanitation. For 
providing conventional heating or 
the advantages of the newly de- 
veloped radiant heat. For cooling 
in summer. For fire protection... 
for a hundred-and-one uses. 


Durable, reliable, economical... 
steel pipe makes these comforts of 
home available to a//! That’s why 
90% of all home piping is stee/ 


piping. 

The interesting story of “Pipe in 
American Life” will be sent upon 
request. 


Committee ow 
Steel Pipe Research 


OF 


AMERICAN IRON AND 
STEEL INSTITUTE 


350 Fifth Avenue, New York 1,N. Y. 


IT POSSIBLE! 


. +» better living through pipes of steel for plumbing and heating purposes. 


HARDWARE AGE 
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How good can a low priced padlock really be? 
Master’s famous No. 22 offers convincing proof 
that Master’s leadership in extra value, extra 
protection, is as dominant in the low priced field 
as it is among the finest padlocks on the market. 
Lowest priced padlock of its type, No. 22 offers 
the matchless strength of laminated construction 


mM 
TT 
Ih 





..-. with 1% inch case built layer on layer of 16 
stout steel plates riveted under 100,000 pounds 
pressure! For many years the fop seller in its price 
class, No. 22 now offers still further advance- 
ments in precision manufacture — and 40 key 
changes for added security. Individually boxed, 
with 12 padlocks in a colorful display carton. 
Ask your jobber! 


"" Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 





Master Jock Company, Milwaukee. Wis.. 
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Welds Leading Padlock Manufacturers 
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(NOTHING FINER FOR YOUR CUSTOMERS 


... than the PLOMB TOOLMOBILE! 


Plomb’s Toolmobile is the most popular mobile work bench on the 








market. The features listed below are the reasons why. Easy locking 
and convenient, the Toolmobile cuts tool losses and saves hours 





of time by taking tools to the job. Toolmobiles are again available 
in limited quantities, so be sure to order yours now. Just remember 
that there’s nothing finer than a Toolmobile for your customers. 






J 
ey 7 
\a ist 3 
‘ ; . , ; 
a Strong, spot-welded constru<- 
f cy af t tion, with reinforced corners 
\ : ‘ 
Fi 4 “+ , , Rack with 24 holes and slots 
: — for pistons, valves ond tools 
: y. = ee ; 


Two socket-rack rails; vise- 


a ane 
= | — = 


ay 


attaching plate; ventilators 
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Three deep drawers and a 


“se 


spacious compartment 


All drawers run on ball- 
bearing rollers 


Drawers have dividers, movable 






partitions or trays 


Rugged, ball-bearing castors, 
two with foot-operated brakes 

















For more details on the Toolmobile 
and Plomb’s complete line of 


quality tools, write for catalog to 


PLVMB TVVL CVUMPANY 


2227 A Santa Fe Ave., Los Angeles 54, Calif. 


PLVMB - TVVLS 
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Right down the line—from manufacturers to jobbers, 
retailers, repairmen and the consumer there has been a 
“waiting list’ fora feed-through cord switch designed... 


For Electrical Devices Rated Up to 2500 Watts, AC or 
DC, 125 or 250 Volts. Carries U. L. listing of 20 amps. 
at 125 volts. 

THE TRILMONT SAFETY SWITCH is double-pole, single- 
throw with fast make and break. Eight silver-to-silver 
contacts provide instant arc quenching and excep- 
tionally long life. 

Tell-Tale Light Saves Current — Protects Appliance — Built 
into the rugged plastic housing are a miniature power 
resistor and neon lamp (good for thousands of hours). 
This lamp, lighting in the ‘‘on’’ position, can be seen 
through slits in top and sides—a warning that appli- 
ance is connected whether in use or not. And it’s the 
only cord switch with warning light carrying a One 
Year Warranty! 
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Attractively Packaged and Displayed—The TRILMONT 
f SAFETY SWITCH is no bin or shelf item. It’s new, 
there’s nothing else like it, and it’s highly profitable! 
So we have packaged the TRILMONT in individual 
o boxes with instructions enclosed and packed them ina 







self-selling display carton that retailers will welcome 
on their counters. 

Distributors and Dealers— Be the First to Offer This 
Exceptional Switch . . . Write us for details. 
TRILMONT PRODUCTS COMPANY 


Makers of the famous Trilmont Safety Heater 
2405 Walnut Street, Philadelphia 3, Pa. 








fe 













OPA APPROVED 


Price $ / 95 
and worth it! 
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IDEAL GIFT FOR 
EVERY OUTDOOR MAN 


tion Scope is the gift that will 


who takes his vacation out of 
doors. Standard for target 
spotting. Widely used by big 
game hunters, explorers, for- 
est rangers, yachtsmen. 


This 20-Power Argus Observa- 


be welcomed by every man 








How to be a Perfect Guide 


to hunters of Christmas Gifts 


Make your store the ideal hunt- 
ing ground for Christmas gifts 
that will be appreciated. Every 
man who hikes, fishes, hunts, 
sails, rides or drives a car will 
like—and use—the Scope. Be a 





perfect guide to gift hunters. 
Display this Scope on your coun- 
ter. Call attention to it when gift 
hunters start circling through 
your store hoping to scare up an 
idea. Here’s just what they need! 


REMEMBER THESE BASIC ADVANTAGES OF THE ARGUS SCOPE 


ur on = 


Coated lens to give a sharp, clear image, even in poor light. 

Quick focusing to save seconds when game is moving fast. 

. Eyepiece design that permits comfortable use with glasses or goggles. 
. Lightness—only 2 pounds—for easy packing. 

- 20-Power, giving a 23-foot field of view at 200 yards. 










argus 


ANN ARBOR, MICH 








ee 


Unless your stock of Argus Scopes is ample, get in touch NOW with 
your WHOLESALER, or write ARGUS, INC., Ann Arbor, Michigan 


@rgus OBSERVATION SCOPE 


Built by Argus, Manufacturers of fine Cameras and precision optical instruments 
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STAINLESS STEEL 


) ia i S L % 
sie 
' = 


AVAILABLE NOW! For your customers 
who've wanted ’em a long time. Two reels in 
one! Lightweight, but rugged ... guaranteed 
to withstand the hardest pull of any Nylon 


line! Stainless Steel. Will not corrode under 





' any condition. Changing reels is simple as 
| a, b, c. Simply give a half-turn to screws with 
a penny. That will loosen ’em, without losing 


‘em. They’re anchored. 
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SPECIAL FEATURES: Star Drag; Oilite Bearings; 
Streamlined Grip; Simple Clutch for Free Spool; 
all Precision Parts. 


List Price, $26.95 Tax Included 
Usual dealer’s discount 


YOU'RE | THE CUSTOMER WE ARE READY 
READY! IS READY! TO DELIVER! 


Wire, write or phone your order to 


PENTAGON PRODUCTS, INC. 


1316 Venice Blvd. Dept. 8 Los Angeles 6, Calif. 





that winter profits are made by the Globe 
dealer. 














Professionals and amateurs will spend money in 
Globe-stocked stores this winter for gloves, 
guards, pads and other hockey equipment. 


Now is the time to start your promotion plans. 
Shoot us a letter today. 


GLOBE SPORTING GOODS MFG. CO. 
251 Causeway St., Boston 14, Mass. 





Empire State Bldg. Public Ledger Bldg. 
350 5th Ave. Independence Sq. 
N. Y. 1, N.Y. Philadelphia 6, Pa. 
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Busy Building Future Sales for 













BOYS! SHOW THIS MESSAGE TO YOUR PARENTS! 



























' ‘ 
' You'll never see o real outdoorsman ae aim or shoot his rifle at anything but a a sate, 
proper target... he handles his firearms OTe with care and respect. Your Daisy —* 


ae ae 





ism made for fun ‘shooting. it is not. lethal weapon but... like a knife, Gamal =~ 
&ule or auto it may cause damage if hondied carelessly. So do not aim or S shoot at 
5; yA re pets, property or any 

















windows, street lights, song-birds, 











other person...ever! Remember, 49° Y - \ carelessness causes acc- 
; idents to millions of Americans every year in cars, homes (Sey 
— vay aes: : B % 
_} factories. So ...if you are careless with <> 53 age SR) 
=e i Daisy or abuse the privilege of owning one..... Aver s se yey 
your parents, parents, Se guardian 2) or police have the right velegyier ga 


to take it from you..and 'you..and ae to should! Don't let this 
happen. Be cc Be careful. Aim and shoo fe, Buddy! 


























a. Sales Insurance 


























5 eh ed se ee ' Daisy is running the largest 
4 ; national advertising cam- 
a MEMORIZE THE SHOOTER’S SAFETY PLEDGE! end . 
; JI l paign in its history during 
3 P edye my self to PROTECT animals, property and people in my 56d tunntk te seture. ln- 
4 P : 7" * , ~ ‘ ‘ B 
Z community by always aiming and shooting my Daisy safely! Q ~ 4 to bicyctists. Cross small ihe 6 ite Milidie cutein bleie bes Gelli 
| goodwill for Daisy Declers 
: now and to help insure 
; more sales for you in the 
3 future. Full col 
Get Your DAISY HANDBOOK NOW! "= at! .... uture. Full color pages in 
| more than 35 national 
4 Ready—the amazing | 28-page DAISY HANDBOOK —your guide to safer shoot- f } magazines reaching every 
' ing, more fun! Featuring Red Ryder, Buck Rogers comic sirips—atomic bombs— i child and parent in Amer- 
y how to saddle western style—adventure stories-—jokes—mechonical morvels 4 jica sells them on “DAISY” 
PI explained — trick shots — manual of rk hip — deraft tips — many 1 
4 t hoot 
; others. Also included .. . complete Daisy Air Rifle Catalog describing the beoutiful grules youlearne N i as - S a 
j Doisys being made and delivered to dealers fast os the supply of materials and 6 STREETS - N ate, Bu be olice de- 
| : labor permits. Get your Hondbook. Hurry —limited supply. Mail dime (10c) and cross FEL 00 % s N partments in every state 
: unused 3¢ stomp with name, address to Daisy—we'll send Handbook postpaid! ” SA = 4 jare receiving copies of 
Always stop at curb WW \ ithese powerful goodwill 
iy ea a NM | messages. 


‘About Deliveries 


a ) Deliveries from Daisy job- 
ibers for Daisy Air Rifles 
Jand Daisy Bulls Eye Shot 
lare coming to you as rap- 
lidly as steadily increasing 
iproduction permits Thanks 
‘for your continued patience 
and understanding. 












AIR RIFLES. - ALITY PRODUCTS. F 


Fl DAISY MANUFACTURING omPuy, 511 OOH 5 5. DEPT. 6 PLIMOUT MICHA, S.A. 
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Sfprunpyicld LEADS THE WAY 




































CHAMPIONSHIP 
SOFT BALLS and 
BASEBALLS designed 
for LONGER, LIVELIER LIFE 














Because quality is so essential for repeat business 

today, the finest materials and workmanship go 
into Springfield T-O-P Q-U-A-L-I-T-Y Baseballs 
and Soft Balls. And every one is precision checked 
before it leaves the factory. 
SPRINGFIELD BASEBALLS, made to the rigid 
specifications of Big-League play, have extra per- 
formance .. . each one is manufactured from care- 
fully selected materials — to the rigid specifications that make Springfield famous for 
top quality. 





**Cushioned Cork” and “Cork and Rubber” centers are wound 
with the best quality wool yarns and cotton finishing 
yarns. Extra selected alum tanned covers are thor- 
oughly cemented and doubled needle stitched with 





waxed 5-strand red Kingston thread. 

SPRINGFIELD SOFTBALL league leader- 

ship means the proper choice of materials . . . 
and manufacturing methods. The selection 
of first grade Kapok, cotton yarns, hides, 
and stitching thread guarantees quality. 
And the use of precision manufacturing 
insures the production of a perfect sphere 
ball. Order now for 47! 


IT 1S THE PERFECT SPHERE BALL THAT COUNTS 
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.» FOR MORE 












MANY MAJOR 
DEVELOPMENTS 


IN CLUB DESIGN 
MAKE GOLFING HISTORY 


——— 



























The Springfield Clubs with the Two-Action* Shafts are for those who want a better 
game. And what golfer doesn’t! 


Springfield Clubs make a more successful game because they provide: 
1. Greater Power 


a sweeter feel at impact, like the sweet feel of 
the time-honored hickory clubs. 





ir 

The new design of the Two-Action* Shaft — 
d narrow at the waist, reverse tapered in the clubhead area — puts a new thrill in golf. 
4 Designed for greater whip — but backed by the strength of steel — the active waist 
‘ of the Two-Action* Shaft adds yardage to every shot. 


The reverse taper of the shaft . . . plus its precision fitting over the new style hosel, 
gives more control . . . adds that sweet feel of hickory at impact! 





That’s why Springfield Clubs feel better! Perform better! Sell better! The result of 
; H scientific design and research, Springfield clubs are the clubs of tomorrow — TODAY! 


Order now for °47! 





ee ee 


Set of 8 Clubs, Models 2-3-4-5-6-7-8-9 Putter to match Potente gendiag 
Set of 6 Clubs, Models 2-3-4-5-7-9 available 
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.. THE NEW, STREAMLINED 1947 


Multi-KkKwik > 
BALL BEARING » 


ROLLER SKATES 


Months of planning, de- 
signing, engineering and 
special tooling have 
gone into the famous 
MULTI-KWIK Chrome 
Ball Bearing “SENIORS,” 
ready now for 1946 
delivery! Order 
with confidence 
and complete your 
line of MULTI-KWIK 
ROLLER SKATES, 


° y ; America’s Finest 
ultic- Kw rng iidpee 
by your jobber, wire 


ee 99 or write today for 
" new catalog and 
eniors name of nearest 
wholesaler. 
G RO 


Me k 


Big and husky, in gleaming rust-proof finish, these fast, fully-adjustable 
BALL-BEARING Roller Skates “float in live rubber!” Contoured heel 
plate, finest genuine leather straps; longer, more rugged axle housing, 
hardened steel channel and clamps, deep drawn foot plates, wider 
tread. Closed: 8% inches. Open: 11% inches. Weigh per pair 4’ Ibs. 


Multi-Khwik NEW IMPROVED 1947 


RUBBER WHEEL 


BEGINNERS’ COMBINATION ROLLER SKATES 


The sensation of the year, improved, streamlined; and it’s an ICE SKATE, too! Big, 
husky, hardened steel-runner chassis that’s fully adjustable from 6%” to 84”. Weight per 
pair: 2 Ibs. Soz. Individually boxed. 2doz. per shipping carton. Weight per carton 55/4 Ibs. 


Mult i- Kk wik the ORIGINAL, 16-DISC WHEEL 


pene OT ee BEGINNERS’ ROLLER SKATES. The leader in its field since 1945, and 

: 7 ae : in demand wherever Beginners’ Roller Skates are sold. Be sure your 
stock includes these clever, little original 16-Disc Wheel Roller Skates. 
For ages 3 to 6. Packed 1 pr. per box, weight 3 Ib. 1 oz. 2 doz. 
per shipping carton. Weight per carton 78 Ibs. 


MULTI-KWIK COMPANY... 


SENERAL OFFICE 11163 MISSO 


FASTERN SHIPMENTS be mode? , , Ph lel-tiels 


ee 


q 





~A DIVISIO 
2 | 


. AVENUt 
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SCORES AGAIN! 


with another first for 
bigger sales . . . better profits 





Red Rascal comes through again with a brand new and dif- 
ferent profit puller for your toy department. It’s a real 
' quality item that will move as fast as you put it on display. 
It's the new Red Rascal Rider. 
) The Red Rascal Rider is made of strong tubular steel, 
rustproof, finished in red and white baked enamel. It has 
Satby Tocking-horse thin .. been designed for the maximum enjoyment and safety of 
ing Over or { Oe kiddies from 2 to 6 year§ old. As a rocking horse, the Red 
- Rascal Rider will ‘sell like hotcakes’’ because of its sturdy 
construction, quality of appearance, and attractive design. 
In addition to its unique features as a horse, it converts to a 
kiddies see-saw and can also be used as a stroller. 
” Yes, here’s a profit builder on which you can get ship- 
4 ments, packed individually, for the holiday season if you 
/ act right now. Suggested retail price 
11 ea West of Rockies $12.75. 
ag | 
3 
GEORGE K. GARRETT CO. 
4 om Chestnut St., Philadelphia 3, Pa. 


Fed, flascal Line nei 


ROLLER SKATES + KIDDIES SCOOTER 
ONVERTIBLE SKATES + ICE SKATES 





Watch for a flood of new business in your 


housekeeping supplies department... 


sei a | 


i 


| 


...1$ backed by a powerful NATIONA 
Your customers are vaaaeiiues being told aes ADVERTISING CAMPAIGN to promot 


tages of this miraculous, time-saving, floor finish . . . 

through newspapers, magazines, and point-of-sale . 

displays. Cash in on these millions of impressions. Be greater sales and profits for ft f 
sure to have an adequate supply of Lustrelast on hand 

... it moves fast! 


JAY HOWARD COMPANY 
664 N. MICHIGAN AVE. - CHICAGO 11, ILL. 


Please send ful! information on Lustrelast, the new, improved water- 
Clear linoleum finish. 


FREE! Attractive point- 
of-sale displays, win- 
dow streamers and other 
merchandising aids that 
tie in with Lustrelast’s 
powerful natienal ad- 
vertising campaign. 


Zone_____ State 


Other (tell what) 


LUSTRELAST is a product of Great Lakes Varnish Works Inc., Chicago, Illinois 





[arouse ae 


scrubbing 
Waxing 


consider, too, £ 4 inal polishing” 





SALES CLINCH 





Wipes clean w 
polishing. One qj 


Requires no special 
marks. 


T 
LEUM 
BEAUTIFIES LING 


Water-clear; won't discolog 
beauty. Adds new luster, Stavil 


2 
a. 
Non-skid; can’t heel mark or 
Keeps out dirt. Resists wear. ¥ . 
Ca 





proof, stain-resistant. 












Immediate Delivery 
on Plastic 


Wood Filler 


WOOD-O can earn you extra profits. 















The handy-man likes it because it 


Sets Hard... 


sili 19¢ Will Take Stain . . . 
Will Not Shrink .. . 


Easy to Use... . 


NON-INFLAMMABLE 





self-seller with a 


GENEROUS MARK-UP 


* Completely safe for home or indus- 


trial use. 


* Packed either 3 dozen or | dozen 
in display carton. 











¢ Each can contains '/4 pound. Mustration of the attractive display carton con- 
40 7.2? 2s & 
PRODUCTS COMPANY 
Peat tt 6. 2. FRIRD BITRE 
eS °S - 8-2 te aS oR U3 See: Se 
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“Who knows 


what to do with a 


wet paint brush?” 





























“JUST INSERT WET BRUSH —IT CLEANS ITSELF!” 











Keepkan is the new, the modern, the easy way to save 
brushes, to keep them clean and like new. Its action is 
clearly indicated in the transparent container above. 

Here is all you do—immediately after painting (1.) 
remove patented brush hanger and attach to top of 
open Kan as directed; (2.) insert brush (or brushes) 
in hanger with bristles immersed in the liquid: That’s 
all there is to it. In a few hours the brush (or brushes) 
is clean and ready for use in paint of any color—or to 
be put away until wanted again. 


THE HOWE COMPANY, STONY CREEK, CONN. 
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Drains every bit of paint out of brushes in a few hours 


Questions and Answers on Keepkan 


Q. Can Keepkan cleaning liquid be used more than once? 
A. Yes, it can be used over and over again. 


Q. Does Keepkan cleaning liquid evaporate quickly? 
A. No, evaporation is retarded by at least 50% over turpentine. 


Q. Can more than one paintbrush be cleaned at a time? 

A. Yes, two or more brushes, used in different colors can be cleaned 
in the same Kan at the same time. Pigments settle at bottom, 
leaving liquid clear. 


Q. Will Keepkan cleaning liquid harm a paint brush? 
A. No. It will not injure the finest bristles. 


Keepkan sells on sight because it’s a new, better, easier way, 


Order from your jobber. 
If he doesn’t have Keepkan yet, write us. 


Keepkan is sold through America’s leading paint concerns: 








Keepkan comes 
complete— with 
patented brush 
hanger and 
liquid. Quart 
can size—69¢ 
list. Gal. can 
size—$1.49 list. 


Keepkan clean- 
ing liquid lasts 
and lasts. Refills 
are available 
for replacing 
normal losses. 
Pts. 59¢ list. 
Also qts. & gals. 























Your display kit has this full-page, full-color reprint of the national 
ad. Your customers will remember at the point of sale, what they 
have read about in the newspapers and magazines. 


Mey istmas” 


with sparkling 


PYREX WARE say 


























OOK at the profits you'll make on the Pyrex ware 
Christmas promotion. Your profit will be nearly 
$2.00 on the $4.90 sale, if you buy in 10-case lots. On 
one of the gift sets alone, your profit is nearly $1.00. 
And gift boxes again! It’s just what you and your 
customers have been asking for. They have real eye 
appeal, are bound to build sales, and save time for 
your clerks. The ovenware Gift Set is packed 1 to a 
shipping case. 
Remember, these full-color ads featuring the Gift Sets, 
will appear in 17 leading national magazines and 113 
Sunday newspapers. Tie-in with this smashing 
campaign by using your Display Kit, which should 
reach you by October Ist. 
Get your share of these big 
profits. 





@ Make your store Pyrex ware 
headquarters by advertising in 
your own local newspaper. This 
free 2 col. x 8 inch newspaper mat 
will bring gift customers into 





your store. 


oy Cte Se Son Comers Cue teat Pan 


ELEVEN-PIECE PYREX OVENWARE SET $245 
POR BARING, SERVING STORING - GIFT BOXED! 








r— 
THREE-PIECE PYREX FLAMEWARE SET $945 
f08 TOP. 0F- STOVE COOKING - OWT BOXED! 


et both of Our PYREX Ware Counter 
DEALER’S NAME 


* These full-color Xmas 














cut-outs (12 of them) fit Don’t forget this trade-mark that 
right over actual Pyrex means top quality to your customers. 
dishes Use them to pep To you, it means top sales and 
up your displays and profit. To everyone—there’s only 
attract customers. one Pyrex ware. 


Ask your distributor salesman to help you plan your Xmas PYREX ware Campaign 


CONSUMER PRODUCTS DIVISION CORNING GLASS WORKS, CORNING, N.Y. 
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Seeing is believing... 
and buying! 


When customers see Queensware you se// Queensware 
every time! That’s because, on display, where Queens- 
ware cast aluminum can be compared feature-by- 
feature with any utensil in any metal at any price, the 
extra quality of Queensware is dramatically demon- 
strated. Queensware’s superiority is convincing! 















13” Chicken Fryer 


Queensware quality sells on sight! 


Its rich-looking lustrous beauty and Jewelcraft finish make Queens- 
ware a stand out! Housewives are attracted by its regal appearance, 
by its resemblance to handworked silver! Likewise, the extra thick- 
ness and extra quality of Queensware aluminum is readily apparent. 
It is easy to see that Queensware is made by specialists to give a life- 
time of beauty and service. On display, its superior design and 
cooking features easily demonstrate why Queensware brings new 
flavor and new health value to food—new beauty and new conven- 
ience to the kitchen. 

Display the complete new Queensware line. You'll find it a 
profitable plan to sell Queensware by the se¢. Every set you sell 
assures complete cooking satisfaction to your customers and extra 
profit to you! Write today for full details and prices. 


Manufactured by 


THE TRIPLE A METALCRAFT CORP. 
Los Angeles 23, California 












Quality Features: 


® Handsome Jewelcraft ex- 
terior 

® Automatic basting Vapor- 
lok domed cover 

® Superior quality permanent 
cast aluminum 





© Easy to clean lifetime beauty 

®New design—no rolled 
edges, rivets, or joints 

® Smooth rounded interior 

® Double “strain as you pour” 
spouts 

© “Pilot Flame” cooking saves 
food and fuel 

® Full, flat bottom for maxi- 
mum burner coverage 

® Scientifically - proportioned 
shiek 





of bottom, sides, 
and cover for even, overall 
cooking heat 


© Plaxo-insulator keeps 
handles cool 

© Easy-grip handles will not 
twist or slip 





10%” Fryer 





National Sales Representatives: LAUTS & BRADY ¢ 1950 Naomi Avenue, Los Angeles 11, Californig 
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CHANGE-OVER to the increasing demand for this new 
Paragon line because “Full Color Means Full Profits”! 
Full Color Decorative tops available in black; tan, red 
and blue linen; mother of pearl. 





Send for YOUR Complete 1947 Catalogue 
and Confidential Price List. 


Write Dept. “HA” — Paragon Utilities Corp. — NOW! 


ORDER NOW—DON’T DELAY 
WRITE, PHONE, WIRE! — TODAY! 







Paragon Utilities Corp. 


s faucets * " 
d bret ndersink ¢ $0 VAN DAM STREET, BROOKLYN 22, NW. Y. 
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HEAVY-GAUGE STEEL 
Chosen for strength and rigidity. 





HOT-DIPPED GALVANIZED 
A special hand process that com- 
pletely covers the Can with the 
thickest possible coating of rust-pre- 
venting zinc. 





SS 


ONE-PIECE BODY 
Lock-seamed and electrically weld- 
ed—tough, durable, wear-resistant, 
leak-proof. 











ONE-PIECE LID 
—fits well, retains its shape, ond 


lids ore interchangeable. 


Py Sg 


DEEP, ROLLING TYPE 
CORRUGATIONS 

Strongest type known — well round- 
ed, closely pitched, assuring free- 
dom from cracks or weok spots. 


SHOCK-ABSORBING 

STEEL BANDS 

—atl top and bottom of Can, pro- 
vide spring-like action . . . hold 
body of Can firm and rigid under 
heoviest abuse. 
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At a first casual glance, you might observe little 
difference between a WITT Can and an ordinary 
corrugated Can. But if you put both into actual use, 


the differences would show up quickly. 


Where the ordinary Can would quickly develop dents, 
cracks, and buckles as the result of wear, the ruggedly 
built, sturdy WITT.-Can would retain its shape for 
years... even with the roughest handling and abuse. 


Yes, Time tells the story of WITT superiority. But 
what makes Time tell the difference? Note these 
points of superiority illustrated at the left—and there 
are many others. These are the built-in-features that 
make WITT Cans the finest corrugated Cans possible 
to produce—actually outwearing Cans of the ordinary 
kind from 3 to 5 times! 

Records of dealer sales, repeat sales, and year-in, 
year-out profits prove one outstanding fact: The best 
Can made is the best for you to buy. . . the best for 
you to sell. . . and its name is WITT! 










CASCO Wakes up the electric heating pad business! 


Here's action for an untapped merket — the first follow-thru merchandising program in heating pad history! 

























Casco Wetproof 30-Fixed-Heat 
Nite-Lite Deluxe Electric Heat- 
ing Pad. No. H50001-1 to re- 
tail at $7.70 plus 41¢ tax. 


® Genuine 100% Wetproof; 
Vulcanized Castex Body: 
safe on wet dressings. 

® 30 Fixed-Heats that never 
vary. 

® DeLuxe Nite-Lite Switch. 

® 3 Thermostat Controls. 

® Luxurious Zippered Satin 
Outer Cover. 

Other Casco Pads to retell at $4.90 

to $10.50, plus tex, Pre- 

fessional Model 


Ped 
and Special Ped for Sinus end 
Muscle 





Now that Casco Electric Heating Pads 
are available once more, there is no rea- 
son to buy inferior brands! All six Casco 
peds are Underwriters’ listed and ap- 
proved ... performance tested . . . full 
size. In all six pads you get Casco’s 
unequivocal superior quality backed by 
long experience, for guaranteed cus- 
tomer satisfaction. 


All Casco Peds operate on AC or BC, 
55 wetts, 115 volts (sinus ped 25 












The first surveys ever made in 
the industry prove that indi- 
vidual departmental selling of 
heating pads doubles sales. 
Casco gives you this perform- 
ance-tested display, to sell more 
heating pads than you ever 
thought possible. See Casco 
Merchandise Offers to obtain 
display at practically no cost. 





















AMERICA'S MOST BEAUTIFUL HEATING 
PAD PACKAGING. Newly styled by Gus- 
tav Jensen, leading designer. Definite 
fashion-glamour appeal gives striking 
display . . . trade-up features on each 
box .. . hard-selling “Facts for Buyers” 
on back . . . helps sell more pads! 


YEAR-ROUND 


PROMOTION PLANS 
FOR YOUR STORE 






Here for the first 

time is a concise, 
complete Plans 

Book with follow- 

thru promotion, 

ideas for every an- 

gle of merchandis- 

ing Casco Electric Heat- 

ing Pads, written for practical 
use by Hardware Stores. 

It’s the only book of its kind in the field! 








Customers will be demanding Casco, because 


All Casco Heating of dramatic ads in 8 of America’s leading Specially prepared Salespersons’ Instruc- 
magazi h ill ff i tore. ion 
Suis exe fatteadad gazines that will pay off in your s = — help your personnel step up 





for the protection of 
your profits. 














Deliveries of the new Cosco Pads will soon be on the way to wholesalers evéry- 
. Demand Casco from your supplier. Ask him for details, or write Casco 
Products Cerporation, Bridgeport 2, Conn. 


FOR NEW AND UNUSUAL CONTRIBUTIONS TO BETTER LIVING, WATCH 
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Ouly, the 
BLACKSTONE AUTOMATIC WASHER 
ofgers this Seum-removing, Double-action 
: “AGITATED-FLUSH” RINSE 











































@ Can you imagine a more thorough method of 
rinsing than to drain all the soapy wash water from a 
washing machine, extract all the soapy water from 
the clothes, refill the tub with clean water twice, and 
actively rinse by agitator action? . 

The Blackstone Automatic Washer does all that and 
more too. Blackstone’s exclusive “agitated flush” rinse 
continues to pour a complete change of clean water 
into the tub as the agitator loosens dirt and soap which 
float to the surface as scum. A high velocity spray 
flushes this scum through louvers in the tub’s circum. 
ference, so that scum cannot be redeposited on the 
clean clothes as rinse water is drained from the bot- 
tom of the tub. 

Only the Blackstone Automatic Washer has this 
more thorough, more efficient, double-action rinse. 


BLACKSTONE CORPORATION 


Jamestown, N.Y. 





roe bee Ck 


A Division of Jamestown Metal Equipment Co., Inc. 


WRINGER WA 
IRONERS - AUTOMBAIC WASHERS » AUTOMATIC DRYERS 
AMD THE BiacKstone (Zasschcoation LAUNDRY 
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Here’s the first advertisement in a ae 


5 National Magazine Campaign 
> » 


Tracy has now built production to levels which permit large and 
immediate deliveries of Tracy stainless steel sinks on a national 
basis. This vastly increased production capacity has encouraged 
expansion of advertising and merchandising to full national pro- 


portions. 


17,000,000 people will see Tracy’s first full-page, full-color 


advertisement in The Saturday Evening Post, House Beautiful, and 


other national magazines during Tracy Week, November 18 - 23. 


It’s your advertising when you tie-in with 


@ window banners @ counter cards 


@ local newspaper advertising 


Contact your local distributor and find out how Tracy Week can 
make more money for you. If you do not know the Tracy distrib- 


utor in your locality—write direct to the Tracy Manufacturing Co. 


Remember: 


The Tracy is a BIG unit sale—a long profit margin item that you 


can get immediate deliveries on and sell right now. 














“1T JUST HAD TO BE A 


nme, 


So lovely, convenient and durable . . . a Tracy 
sink top is a joy to use, a delight to own. Re- 
finements in styling, superb construction, a 
lustrous, silvery beauty that never grows old — 
these are but a few of the qualities which dis- 
tinguish the Tracy sink and make it the choice 
of women who want the finest . . . who recog- 
nize the thrift in lifetime value. 


Ageless Beauty... blending with any color 
scheme, modernizing any kitchen, a Tracy sink 
grows more beautiful the longer you use it. 
The rich, shimmering stainless steel is imper- 
vious to vegetable acids, hot pans and hard 
usage. No surface finish to crack or wear off. 


Permanently Sanitary . . . no foothold for dirt, 
odors or contaminating tastes. Its smooth, 
seamless surface is forever free of tarnish, rust 
or rot — a simple wiping leaves it gleaming. 


Master Craftsmanship ...ruggedly constructed 
of quality materials, sound-conditioned 
throughout, expertly finished, a Tracy sink 
lives up to your fondest expectations. 


It Pays to Own a Tracy. . . greater convenience, 
pride of ownership. — a life-time investment 
which adds many times its cost to the value 
of your home. 


You can get a Tracy now. Write for literature. 


TRACY MANUFACTURING COMPANY - PITTSBURGH 12, PA. 


World’s Largest Manufacturer of Stainless Steel Kitchen Sinks 





THE DRESS, AN ORIGINAL BY HARVEY BERIN 


SINK | 


IN 
STAINLESS 
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LIFETIME 
STEEL 
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BASEMENTS, 
FURNACES, PIPES 





Yes ... Cres-Lite SYNCHROME Aluminum Paint is 
truly ‘The Paint of 1001 Uses’? 

It is a quick-drying, synthetic resin, oil paint, guar- 
anteed to contain only pure 325 mesh aluminum, and 
the highest quality grades of OIL, PIGMENT, and 
SYNTHETIC RESIN. 


One coat of SYNCHROME completely covers most 

surfaces with a chrome-like finish unsurpassed for its 

SPRAY OR BRUSH « SELF-LEVELING + resistance to heat, moisture, fumes, weather and cor- 

INTERIOR + EXTERIOR + QUICK-DRYING rosion. Its high hiding power and durability make it 

+ UP TO 800 SQ. FT. PER GALLON - the best protective coating for any interior or exterior 

1 COAT COVERS MOST SURFACES * surface. For complete details write for a free copy of 
RESISTS HEAT UP TO 600° F. “A Guide to Using Aluminum Paint’’. 








Manufactured by 


CRESCENT Bronze Powder Company 


116 West Illinois St., Chicago 10, Illinois « 1841 South Flower St., Los Angeles 15, California 
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I; was the leading architects and decorators of the country 
who pushed the Formica push plate into the swim of prominence 
and pressing demand among all types of push plate users. 






















These leaders in building recognized early the many advan- 
tages of Formica plates — good looks, ease of cleaning, great 
durability, lack of brittleness and the ability to take hard knocks. 
So in hospital after hospital and public building after public 
building, built under high priorities during the war you found 
Formica push and kick plates specified. 





Naturally such things do not go unnoticed by the smaller buyer, 
and, as you would expect, all buyers now accept these plates 
most readily. 


A standard line of standard sizes and colors — adaptable to 
any color scheme — is sold and packaged by Formica for the 
jobbers stock. 


THE FORMICA INSULATION COMPANY 
4620 SPRING GROVE AVENUE, CINCINNATI 32, OHIO 
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Exclusive Monarch Feature -1896 


One Half Century Ago MONARCH acquired the habit... 
of building ranges of durable unbreakable construction — 
of embodying exclusive selling features that aided dealer 
selling — 
of incorporating lasting quality that increased user satis- 


faction. 


Today... 


as Monarch observes its 50th anniversary, this traditional 
manufacturing policy is more solidly entrenched than ever. 


MALLEABLE IRON RANGE COMPANY 


2406 Lake Street Beaver Dam, Wisconsin 
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Hardware Dealers Hail Choice of 


DUROCHER, Brooklyn Dodgers’ Manager, 


—— 


“Sell CHIMNEY SWEEP 


Orders for America’s No. 1 Soot 
Destroyer pour in because of fiery 
Leo Durocher’s New Radio Program 
—“‘The Sports Question Box.” Starts 

, October 13th, 1:15-1:30 PM, 
EST, over 147 ABC Radio Sta- 
tions, Coast-to-Coast. 









la tf hid 


CHIMNEY 













| Yes, 147 ABC Stations, PLUS hard-hitting 
q estioyer local programs on these additional powerful 
radio stations. WBBM and WGN, Chicago. 
WLW, Cincinnati. WCCO and WTCN, Minne- 
apolis. WISN, Milwaukee. WWJ, WXYZ and 
CKLW, Detroit. WHAM, Rochester. WGAR, 
Pontiac. KJR, Seattle. 
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RACES. FLUES amb C+ 
“WATCH ME SELL CHIMNEY SWEEP,” says Durocher 
















Hardware dealers everywhere are saying — Leo 
Durocher is a “natural” to sell Chimney Sweep. 
And they're saying it with orders. Better hurry 
your own order for Chimney Sweep along right 
now. Leo’s own new program, “The Sports Ques- 
tion Box,” starts coast-to-coast Sunday, October 
13th, 1:15-1:30 PM, EST, over 147 radio stations, 
of the American Brogdcasting Co. With millions 
listening to Durocher and all these extra Chimney 


Sweep radio programs, more folks than ever will 
















Tie in with the great new Durocher Show! 
Order Chimney Sweep’s 1896 Deal Now! 













fa R E E with deal: Colorful counter cards, hand 
circulars, customer order cards for mail- 
ing enclosures, and newspaper mats. 
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Gey than, come G. N. COUGHLAN CO. © WEST ORANGE, N. J. 
ED WE 5 ks kc ic ted oses $18.96 
gk eres $11.38 
Ere $ 7.58 OPEN «. iis nen Cin ea | |Ue 


STOCK a 


want Chimney Sweep to help prevent chimney 
fires; help prevent coal gas explosions, and get 
more heat, cleaner heat, from less fuel. 

Play Ball! You’re Part of The Team! 
When Brooklyn’s famous, fiery manager sends 
customers in for Chimney Sweep, catch those 
customers with Chimney Sweep counter displays. 
Cash in — feature and advertise Chimney Sweep. 
See the way your sales and profits jump. Order 


Chimney Sweep. Order plenty and order now! 


Here’s How ‘‘The Sports Question Box’’ 


Lures Listeners for Leo and Chimney Sweep! 
Listeners send in questions — any questions on any sport — fishing, hunt- 
ing, baseball, football, golf, etc. And Durocher answers ‘em. For every 
question used, Chimney Sweep pays $5 to the sender. And the question 
Leo judges the best of the day brings the sender $50. 











48-oz. Standard 1 doz. $12.00 $7.20 $1.00 ea. 
A-1 12-oxz. Trial 2 doz. 6.96 4.18 -29 ea. 
c 6 Ibs. Economy 1, doz. 11.34 6.80 1.89 ea. 


*FAIR TRADE PRICE PROTECTED 
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CAN OPENER 
Quer $.000,000 Satisfied Users 



























THE KING OF CAN OPENERS 
FOR THE QUEEN OF THE KITCHEN 


° Easy to Use! 
° Easy to Sell! 






Swings Flat 
Against the Wall \ 





The only can opener on the market with 
the Exclusive 3 angle-single pin bracket 












FRANK McCABE 
says... 
Swing-A-Woay is backing up 
its dealers with powerful 
merchandising . . . streamlined 
promotion! No other can opener 
is helping to sell itself...in such 
a tremendous way! Swing out 
with Swing-A-Way and swing 
in on greater profits! 


Head your buying list with the undisputed champion! 






The Can Opener of tomorrow...today! Safe...Handy 








... Smooth Cutting...Easy to operate Swing-A-Way. 






In demand by women everywhere who want the 







Exclusive Features only Swing-A-Way gives. Stock 






‘em. Promote ‘em. Cash in on Swing-A-Way’s Supe- 






riority, Swing-A-Way's ever increasing popularity. 


Swing -A-WAy 


Reg. U.S. Pat. Off. 
STEEL PRODUCTS 


1439 Merchandise Mart, Chicago 54, illinois ° Canadian Address: P.O. Box 330 Port Credit, Ontario, Canada 
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THE McKEE RANGE-TEC SKILLET 


the most advanced idea 












in frying pans 


Because—it is sturdy and long-lived . . . it permits 
the house-wife to ‘look while she cooks” .. . the 
handle remains cool and there is less smoke to 
dirty the kitchen . . . it is cleaned in a jiffy. Be 
sure to stock and sell the McKee Range-tec Skillet 
—and other nationally advertised Range-tec and 
Glasbake items. See your wholesaler, our sales re- 
presentative or write us. McKee Glass Company, 
Jeannette, Pa. » » Quality glassware since 1853. 


McKE E 
RANGETEL |BLASBAKE | 


























THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
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SELLS ON SIGHT 


National magazine ads set fast pace 
for increased consumer demand! 


MAKE ONE SALE AFTER ANOTHER! DUCO CEMENT 
is now selling faster than ever— backed by a great 
national advertising campaign in eleven popular home 
and homecraft publications. 

You can get your share of this business by display- 
ing a carton or a few tubes of this popular adhesive on 
your counter and in your window. It’s a reminder for 
the folks to keep a tube of DUCO CEMENT in the 
house—they need it almost daily. By all means, keep 
your stock up—and keep a display on your counter. 
DUCO CEMENT is a staple in constant demand. Or- 
der from your jobber toaay. 

E. I. du Pont de Nemours & Co. (Inc.), Wilmington 
98, Delaware. 
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BUCO CEMENT 


HARDWARE AGE 





A REAL POWER HOME WORKSHOP... 


Hi gfUls ON SIGHTS 





ow); , 
Cred high unit of sale item that 


sells itself{—a complete power home work- 
shop. 

In spite of its sensationally low price, the 
tools are expertly designed and carefully 
designed to give greatest possible user satis- 
faction—to turn out professional type job. 

All are finished in distinctive red, blue or 


battleship gray baked enamel. Most steel 


ESTABLISHED 
RETAIL PRICE 


COMPLETE y 
OUTFIT 
ONLY _ 


LESS MOTOR 


Slightly Higher in 
Far Western States 


parts are plated with rust-resisting cad- 
mium. Equipped with Chrysler Bronze 
Oilite Bearings. 

Equally appealing to father and son. 

If not available from your jobber, write 


to us for complete details. 


NEW MACHINES AND PARTS ALWAYS AVAILABLE 


ATTENTION JOBBERS! 


Get ready for the Dealer demand for this 
profitable line of power tools. Write for 
details today. 


HOBBYCRAFT POWER TOOLS 


TAYLOR-SHANTZ, INC., 4 COMMERCIAL ST., ROCHESTER, N. Y. 


"Ta 


OCTOBER 24, 1946 























HARDWARE AGE 





ALL WINNER) 


FOR YOUR 















For attaching to bike or coaster 
wagon, Bright aluminum bed 
and stakes. Wood rails. Metal 
wheels. 12” high. 










RADART 987 
A 


safe dart game, General Electric | 
Alnico darts. No points. No bending to | 
pick up. Darts stick to target. . 






$7 49 mystery 
List {RON 







A toy iron that heats (not hot 
enough to burn) without electric- 


ity. Just pour wa- 
ter on harmless 
chemical pad. 
= heating 
















List 


RECORD PLAYER 







Not just a toy. Plays up to 10” recora 
with one turn of crank. Good tone. 
Long-life mechanism. Well styled. 








$6.95 


LIST 









CIRCUS nied 
WAGON 





ROCKET SLED 


A deluxe coaster. Easy to steer. Rust- 
proof gunmetal finish on metal parts. 
Sturdily built with T runner construc- 
tion. 44” long. 








A real action toy. Animals move 
around cage when wagon is in 
motion. 12” long. 







$4 .00 


LIST 













3 FESTIV FYRE ° 98 
Sprinkle in your fireplace. Makes Ceo. Cs Kn ight CO. LAUNDRY CADDIE ¢ 


fire burn with beautiful colors. 
Rush bound containers make at- 
tractive ornaments. 


A rust-proof aluminum shelf with re 
taining sides. Hooks on edge of laundry 
tubs to hold soap, etc. Appeals to every 
409 GRISWOLD DETROIT 26, MICHIGAN housekeeper. 














Geo. C. Knight Co. 409 criswotp, DETROIT 26, MICH. 
PLEASE SEND COMPLETE INFORMATION REGARDING ALL ITEMS CHECKED BELOW: 













CTRAILER Cummiry cart (1) RECORD PLAYER | 
$4.98 CimysTERY IRON (PAINT MASTER [J ROCKET SLED | 
List Cicmcus wAGon (COXITCHEN UTENSILS = [J LAUNDRY CADDIE 
GE CEety Sane CIFESTIV FYRE (JRADART 
Place bushel basket in the frame. 
For hauling laundry or leaves. FIRM NAME STREET. 














Makes a dozen other home jobs 
easier, All metal construction. 





CITY ZONE________ STATE - 


















A GIFT THAT PACKS A 
“REEL” CHRISTMAS THRILL 


If you're fishing for Christmas busi- 
ness, here's the item that will land 
sales. Watch your customers go for it 
while your cash register gives with a | oi uty 
merry jingle! Order now for Christ- / oe: . : 
mas sales...and Christmas profits! "ge sy le 
wo vee 



























y YOU 
LAND THE 
BEST SALES 
WITH. «. 


The on 


FLY REELS 














@ BUILT IN TWO SIZES 


Built in two sizes to meet the needs of all fly Fishermen. 
} Model 100 carries 30 yards "D" double-tapered line with 100 
feet of backing. Model 200 carries 30 yards "B" double- 

' tapered line with 300 feet of backing. 
J Show your customers something new . . . different... 
finer than they have ever seen before. Show them these 
} , deluxe Thompson Reels! There's a sure formula for more 


sales and more profits. 






















F Thompson Reels will give your tackle department new 
_giita] Something to display . . . talk about . . . attract new 
Sigstomers and re-new the interest of old ones. 








Thompson Reel business is NEW business. These reels do 
not compete with anything else in your stock. Designed for 










the sportsman who is satisfied only with the finest in fishing 






equipment. Thompson Reels are made to fish with . . . to 






own witl)pleasure ., . and to show with pride. 







THOMPSON REEL DIVISION 


Floyd T. Lovens, Inc. 
Bank of America Bldg. San Jose 16, California 








WATCH FOR “THOMPSON” ADVERTISING IN NATIONAL OUTDOOR MAGAZINES 
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From T; 
to Fi 


Sold Exclusively by 


MUNRO SALES, INC. 


751 State St., Utica 4, N.Y. 


New York, N.Y. 230 Fifth Ave. 
Chicago, Ill. 209 S. State St. 
Durant, Okla. 324 W. Plum St. 
Atlanta. Ga. 934 Williams Mill Rd. 
Los Angeles, Calif. 751 S. Mariposa Ave. 
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HAS ALL OF THESE 
SUPERIOR SALES FEATURES! 


le 


i 















It’s a common practice more and more today, at least among alert bl 
hardware dealers, to realize that “customer satisfaction” is a major (\ ; PERFECT 
; : BALANCE 

factor in any sale... that’s why so many dealers are pushing Mas- i 2 
ters Handi-Cart . . . the customer satisfaction lasts long after the buy- 7 
ing transaction is forgotten. ; o j 

ce , SMOOTH ‘ Aa— 

In originating the Handi-Cart as a new type of home and garden Ss porte 

vehicle, Masters based their design on the number of sound features 3 
which, as yet, have not been equalled by any imitation. These fea- . 5 
tures are just as sound today and have as much “customer appeal” s Cane 
as they had the day the first Handi-Cart was on display. It’s strictly . 
good business on your part to put some enthusiasm in the sale of EASY TO @ Just p 


Masters Handi-Cart because customer satisfaction in sale after sale Loan 


builds up the strongest business asset... Good Will. Look over the 


ps + eodl 












four major features shown on the right, acquaint yourself with the root. 
value represented by each of them. We have every confidence that STRONG to ma 
once you appreciate the sales features of the original Masters Handi- plus HANDLES oe on 
Cart, you will agree that this is the unit that will build Good Will for 7 
> es ss Heaviest practical gauge steel, order 

you. Your jobber can supply you or write for full descriptive litera- electrically welded throughout. 
SS DI: 
ture today—Address . . . . fo behetd—@ ics tae ae ose 





Masters Building * 
Benton Harbor, Mich 
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MASTERS PLANTER COMPANY 









Sure-fire SALES APPEAL- {— 


+4 


TEACH customers a 
w “lawn game’ 
the ne IL PLINK! 


SH * PU aie : 
ig weeding fun! : | B Self-Selling 


kes ! 
goes profits for you: ° a ] POINTS 
oe ; ® Sturdy steel construction 


—reinforced handle that 
withstands weight and 
pressure. 








® Trigger control releases 
spring that shoots the 
weed. 


® Tubular shaft encloses 
simple spring mechanism 
—both engineered for 
long life. 


iP > 
w 


® Weighs only 35 ounces— 
“cane-length” (34 inches) 
—baked enamel finish, 
black and red. 


® Packed in individual en- 
velope—shipped 12 to a 
sturdy container. 





© Six tempered-steel, rust- 
proof prongs grip the 
weed and roots. Steel 
disc slides up as prongs 
enter the ground, ‘‘cock- 
ing” the weeder(see inset). 


























Just put the Colson “Rifle Weeder” in your customer’s hand and it’s 
sold! The advantages of this new weeder are very obvious—“stand-up” 
weeding of lawn and garden... sure, safe elimination of weed and 
root... and “selective” weeding. Yes, it’s the effortless, efficient way 
to make weeding fun instead of drudgery! 


Be ready to meet the tremendous demand for the “Rifle Weeder” — 


RATION 
order now from your distributor. IMMEDIATE DELIVERY! we 


co 
THE COLSON Elyria, Ohio 


A10 , 
~~ d more information on 


the “Rifle Weeder”. 


DISTRIBUTORS, RETAILERS—zmail the coupon foday for all the details Plesse 000 


on prices, profits, and FREE sales aids—folders, window banners, and mats. 








A PRODUCT OF THE ENGINEERING SKILL OF Company 
* d. 
’ oF, PRPORA Di «op 
ELYRIA, OHIO City 
+ CMILOREN'’S VEHICLES ee eee 


‘STERS - INDUSTRIAL TRUCKS AND PLATFOR@MS «+ LIFT JACK SYSTEMS + BICYCLES 
STEEL CHAIRS «© WHEEL STRETCHERS « INHALATORS + TRAY TRUCKS + DISH TRUCKS - INSTRUMENT TABLES 





- American Brand Rope 
\ is easy to handle.. 


The high quality of “AMERICAN BRAND” ROPE is something you can see and feel. 
The rope is smooth, supple and easy to handle. This comes from using only the 
choicest fibre and processing it with the sole intent of making the very best rope 
possible. Another result, seen only by watching the performance of “AMERICAN 
BRAND” ROPE on the job, is the strength and durability that makes full service 
value always a certainty. American Manufacturing Company makes a full line of 


top quality cordage for Marine, Agricultural, Oilfield, Fishing and Industrial uses. 


aa aa 
American Brand 


CORDAGE 


ROPE * TWINE - OAKUM>* PACKING 
A Complete Line from One Source of Supply 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
Sales Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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The em "Round, PROFIT MAKER 
EMBURY 


{aR PILOT 


LANTERN 





Here are some other 
EMBURY dependable 


{ Money Makers rT 
x © 


il 


EMBURY MANUFACTURING COMPANY (iim 


WARSAW, N. Y. 


OCTOBER 24, 1946 





The Pilgrim foretathers put their trust in God but 
they also took their guns along .. . to be SURE. 








@ Over a period of 60 years “Hodell’” has been a sure sign | HODSLL CHAINS | 


of quality in chain. For Hodell has built staying power into 
every one of the 157 varieties that have been doing chain 
jobs better in homes, on farms, and in industry. Welded or 


weldless, with or without attachments, they're made for 





every use. In chain sales, where satisfaction and repeat ag he RS 
3 ; SELL HODELL 
business depend so much on service over a long period of +. to be SURE! 


To be certain of maximum chain 


time, no name is so reassuring as Hodell : . . a name that sales display Hodell chains 
. prominently. There's a type to 
fit every chain need. And their 


has stood for dependable quality in every link since 1886. leptin adi aman Gaia 
tance will identify your store to 
your customers as a buying 


Heavy current demand for our products prevents us from assuring immediate center for quality merchandise. 
So sell Hodell for their sake 


delivery of all types of Hodell chain. Meanwhile, we'll gladly send descrip- pens os asics 
tive literature on the complete line, with a promise to fill your orders as ae ’ : 


fast as conditions permit. 
(Reprints for the asking. 


Use your own letterhead.) 


JACK © SASH» SAFETY - LADDER - PUMP + LIBERTY MACHINE + PROOF COIL - STEEL LOADING 
LIBERTY COIL + PASSING LINK + BULLDOG + SAMSON © FLAT LINK + REGISTER - DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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e Kink” Bibb 


e Ho Hos (Registered) 
; ight 


Sells Itself 9” . 


All brass body, ste™ 
and bonne? nut 





AY—The spout 
k” Bibb is set 
o that when 


full length 
of the 


sen BRASS MFO: 


Parce-Pris 
igs ANGE 


1 numBot? 


tes 3% CALIF. 





LOOK FOR THE co a 
RED HANDLE As these illustrations show, our 
“No Hose Kink” Bibb is a really 


BIG improvement in design, 
which prolongs hose life by 
eliminating sharp bends near 
the coupling. This bibb will 
make a big hit with your cus- 
amber tomers, when you show them 


OLD WAY its advantages. “NO HOSE KINK” 


No, 132 S.0.T.,tee handle (No, 136, loose key); 

No, 134 S. 5. S., tee handle (No. 138, loose key); way 
%" and %" 1. P. thread, standard hose thread, 

rough brass finish, 


AGE OCTOBER 24, 1946 








black e: 
Grain S< 


may be 
either fc 


THE SPOTLIGHT IS ON YOU! 


A MESSAGE TO MYERS DEALERS 


Take a much deserved bow, Gentlemen! During these important 
fall months YOU are the No. 1 feature in Myers national 
advertising. 













In the most important farm and home magazines we are telling your theoree 
prospects that you are the running water expert in your commu- a: . 9 ene ¢ 
nity—that you are the authorized Myers Dealer—that they can PN + tae & Steel. T 
count on you for sound advice and depend on you for superior . op tetes 
running water service. Our advertising is linking your business é aaa ; springy 
with the best-known product and the most highly respected name Rey . t That's w 
in the water systems industry. \ = re why ev 
? , To ge 
By making full use of our new Sign and Store Display Program, shovels, 
you will complete this strongest of selling combinations. “INGER: 
Way to | 
THE F. E. MYERS & BRO. COMPANY 


Dept. F-30, Ashland, Ohio 





Water Systems *© Pumps * Hay Unloading Tools 
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Edging their way to “Top Sellers” § THESE STEELS 
: take the 












ont of 
HACK SAW 
BLADES 






Blade finishes now 
black except Mold- 
ers’ Shovels and 
Grain Scoops, which 
may be had with 
either face or back 
polished, 


— 


ENGINEERING 


————w 













—— 
ENGINEERING 
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| 
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PRODUCTION 














Ingersoll Shovels have this quality of extra toughness be- 

cause they are the only shovels made of Tem-Cross Tillage “ i 
Steel. This special tillage steel is first cross-rolled to produce rogsssceatibentnttn 
an interlocking mesh-grain structure. Then it's made extra 
springy by special heat-treating under exacting control. blade makers. Where “D-B-L 

That's why Ingersoll Shovels hold a keen cutting edge. That's Blades” are preferred, remember only 
why every blade edge is guaranteed split-proof. 

, To get this extra value in finely balanced, super-service 
shovels, spades and scoops for your customers, specify 
“INGERSOLL” on all your orders. Watch them “edge their which insures blades with tough cutting 

§ Way to top sellers” for you. edges, high impact resistance and rela- 


+ \) Mt 
tive freedom from decarburization. i] - ee | 


Steel is again available to 


Ingersoll has had a 6-year record in 
the successful production of this steel 





*Furnished in the original D-B-L Reg- 


————= 
wa 
ular, -"5-4" and D-B-L 2, -“6-5”, 
INGERSOLL . 
D-B-L* 


SHOVELS - SPADES - SCOOPS 










INGERSOLL SPECIAL STEELS FOR SPECIAL USES 


Alloy Steels Soft Center Steels IngAclad (Stainless-Clad Steel 
Armor Plate Shovel Steels Stainless Steels and Sow Steels 
Clutch Plate Steels Knife Steels including ‘'18-4-1’’ and Molyb- 


Tillage Steels TEM-CROSS Steel denum and D-B-L Hock Saw Steels 




















== 


Fert... in 1907 








The ORIGINAL All Steel Stall] | A MODERN GW Sted Stall 


Still Peat in 1946 


@In 1907, William Louden designed the first all-steel 
cow stall with non-threaded fittings . . . the first steel 
stall not requiring expensive cutting, threading and 
fitting by a plumber. And priced within the reach of 
the average daityman. Crude as they were they were the 


@ The new Louden “Testall” . . . the very latest in mod. 
ern design with extra comfort, safety and sanitary fea- 
tures, Each cow is provided her own individual water 
bowl, salt cup, and feed manger. Possibility of injury 
is reduced to the minimum, A great stall in which 
animals will set even new production records, 





first exhibited at the National Dairy Show. 




















THE First NAME IN 


BARN EQUIPMENT 


har +tlways been LOUDEN 








WATER BOWLS 


S 











@ There’s a real ‘opportunity for 
you in the barn equipment field. 
A chance to make plenty of sales 
with substantial profits. And it’s 
one business that is going to be 
good for years to come, because 
America’s barns have been neglec- 
ted for years. 


To get the cream of this big 
market, line up with the leader. 
Line up with Louden. Louden not 
only started the barn equipment 
industry back in 1867 with inven- 
tion of the first hay carrier . . . but 
Louden has led the industry ever 
since . . . introducing the first Lit- 
ter Carrier . . . the first Flexible 
Door Hanger . . . the first All-Steel 
Cow Stall (illustrated above) . .. 
the first individual automatic 


Water Bowl . . . and many other 
“firsts”. 


In addition, Louden has always 
been recognized for high quality, 
long lasting equipment . . . backed 
by aggressive advertising and sales 
promotion. 


Many profitable Louden dealer- 
ships are still available. So write 
today for full details of this com- 
plete line of barn equipment and 
earliest delivery dates. 


THE LOUDEN MACHINERY CO. 


510 S. Court Street Fairfield, lowa 
BRANCH: Albany 1, New York 


LOUDE ey 


5 FOR FARM BU/LD/INGS 


HARDWARE AGE 





A fine group of Stair Nos- 


- STAR FINAL cota 


for TODAY'S METAL TRIM NEWS 


Here’s the good news from Youngstown 
Manufacturing, Inc. Instead of a few limited 
styles, there are now over 100 “Superior” metal trim 
shapes available, and prompt delivery will be made on all or- 
ders. Made of the finest alloy, “Superior” trim is fin- 
ished by the exclusive Schuler luster process to 
give you uniform finish of every piece of trim. 
And for perfect straightness and easier installa- 
tion, “Superior” offers True-Edge Quality. 
It will pay you to check with Youngstown Man- 
ufacturing, Inc. for all your metal trim require- 
ments. Use the handy coupon today—send for 
free literature and price lists. 





An outstanding collection of matched 
designs for Wall Covering, available 
for light weight, 1/16" and 1/8" Wall 
Covering, and 3/16" Wallboard. 


PROMPT 
DELIVERY 
A llent g ; ON ALL 
n excellent group “Se 
for Sink Tops, Cab- ee ORDERS 
inet Tops, and 
Floor Instal- 
lations. BRANCH OFFICES AND WAREHOUSES 
YOUNGSTOWN MANUFACTURING, Inc. 
YOUNGSTOWN, OHIO 
363 W. Peachtree Street NE, Atlanta, Ga. 
363 S. Wall St., Columbus, Ohio 


ways 217-219 N. Alabama St., Indianapolis, Ind. 
126 N. 3rd Street, Philadelphia, Penna. 


ther 

















lity, 
cked 2038 E. 70th Street, Cleveland, Ohio 
sales 506 Dudley Street (Rox.), Boston, Mass. 
12480 Evergreen, Detroit, Mich. 
20 Vesey Street, New York (Export Dept.) 
aler- eee EE ee SRT ee Sm Serva 
vrite | YOUNGSTOWN MANUFACTURING, Inc. 
ne | 66-76 S. PROSPECT ST. YOUNGSTOWN, OHIO 
anc 
} Please send us literature and prices 
co | Company 
| Your Name 
| Address 
City. State 
et eee Se ee ee ee ee ee 
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- BACK AGAIN! tiie 
Scietigicol A F NEW---MODERN = Super cot ees 
rot ower xenon! MV UD Ba iM Pp 
vit rottt_ /” With ats Five Big Features 

i The upper half of this “SUPER-FORCE” is the same design as 


cut the old style plunger. This design was right — but it was 
not carried far enough. 


@ From here down, “SUPER-FORCE” is NEW. 


This added 4 inches gives exactly the 
—_— right amount of ADDITIONAL PRES- 


ta SURE needed to force or pull 
a 



















% Even the BELL-SHAPE of “SUPER- 
FORCE” adds to its power. The air, 
compressed in the top chamber, is 

forced into an even smaller space in the 
lower chamber. POWER is thereby multiplied, 
and in a matter of minutes any obstacle caus- 
ing stoppage is removed. 

4 Lower collar design gives non-slip feature. 
5 Ten Year Guarantee. 










SUPER-FORCE PUMPS are now 
available for immediate ship- 
ment. Liberal discounts. Na- 
tional tradepaper advertising 


supports sales. Demonstrator 


counter-card and literature fur- ad R | PRODUCTS CO.INC. | D U C T | PRODUCTS CO.INC. | C G.. | | G. 
nished. Write or wire, today! 114 W. Hubbard St. - - Dept. H - Chicago 10, tll. 


Something New Has Been Added! 


THE LOWER PRICED NEW BACON 
SNOW DOZER 


Yes, something new HAS been added to the New Bacon line . . . 
the beautiful red and yellow enameled lower in price Snow Dozer. 
Here is the modern way to clean the snow off sidewalks and drive- 














ways for homes and service stations . . . No over-exertion and 

backache from shoveling heavy snow . . . Easy to use, simply 

roll the Snow Dozer along . . . it scoops up the snow and QUICKLY ASSEMBLED 
moves it to one side . . . Cleans strip 21 inches wide... teas cals 


All steel . . . Enamel finish . .,. Immediate delivery. 


YEAR AROUND SALES 


For steady year around sales, stock 
the complete nationally advertised 
New Bacon line of hand cultivators, 
seeders, and snow plows... a profitable 
item for every season. 


NEW BACON, INC.,1300 BATAVIA, DEPT. R, ROYAL OAK, MICH. 


HARDWARE AGE 


NO STORAGE PROBLEM 


Packed knocked down, one 
complete unit in 6” x 18” x 
22”, 200 Ib. test corrugated 
earton within pareel post 
limit. Shipping weight 19 lbs. 


WRITE TODAY FOR 
COMPLETE DEALER INFORMATION 





















ALL-STAR LINE brings in 










In the Star line there’s a saw for cutting every- 
thing a hack saw or band saw can cut—from 
tool steels to ham bones. So, display the Star 












+“ = line out front. Let customers see you've got 

ner, is what they want, whatever they want! With the 

a ie complete Star line you just naturally complete 

plied, more sales. 

eaus- Selling’s easier, too. People know Star 
blades. Star displays and selling helps let 

ure. them know you sell ‘em. 






STAR HAND BLADES = = =e = ee 


After a series of exhaustive experiments, Clemson 
Bros., Inc., developed the high-speed steel “MOLY” 
Type blade. Molybdenum is the vital element used 
in the manufacture of this blade, can be secured 
in either hand or power style, is guaranteed fast 
cutting and free from disadvantages of tooth strip- 
page or dulling too easily. 

The STAR Unbreakable Special Flexible hack 
saw blade combines ability to cut the hardest 
materials, with a toughness and resistance to 
breakage that is unrivalled. Made with a green ——— 
finish, specifications data are printed on each 
blade. 


STAR BAND SAWS ug = = wm 


STAR flexible back metal-cutting Band Saws are 
made from highest grade steel. They excel in fast 
cutting, long wearing qualities. Band Saws are 
available in coils, or cut to measure and then 
welded. The new STAR Outline Band Saw, also 
with flexible back, comes in 100-ft. coils. 

Also skip-tooth bands for cutting certain metals, 
plastics and wood. 


STAR POWER BLADES ax as = = => 


STAR Power Saw Blades are designed to give 
maximum cutting service at lowest cost consistent 
with good workmanship. The selection of the 
proper blade for individual sawing operations is 
important. For fast cutting the STAR high-speed 
steel, “MOLY” or 18-4-1 Type power blades are 
recommended. 


STAR HACK SAW FRAMES as oe 
The STAR Hand Hack Saw Frame is made of 
Nes, 


heat-treated spring steel, is strong, rigid and 


easily adjustable. A new cam action lever- 
ago BROS, Inc, Middletown, W. ¥. 
















































lock ar- 
rangement 
automatically 
sets the correct 
tension on the 
blade and permits LOCOCO 
quick replacement. @ 912 


ALL-STAR Line is sold exclusively through distributors 








AGE 
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YOU CAN DEPEND ON 


GOULDS 


FOR YOUR PUMP BUSINESS 











In these trying times we know you have not received enough 
Water Systems from us. Perhaps you have had to go to other 
sources and certainly we can’t blame you for that. 

The time is coming when you will want to consolidate your 
business. Maybe you are wondering if Goulds can take care of you. if 

If you could see the manufacturing facilities we have developed, 
you would know Goulds is prepared to make and deliver all the 
Water Systems that Goulds distributors and dealers may need. Not 
now, of course, for reasons beyond our control but when supplies 
and conditions approach normal. 

YES, you can rely on Goulds: a complete line—with the fore- 
most developments in Water System design. You'll be ahead of the 
procession if you keep on depending on Goulds. 


GOULDS PUMPS, INC. + SENECA FALLS, N.Y. 







The famous Goulds Jet-O-Mattc, 
for both shallow well and 


deep well service. 








Ss 












. } 
a I ov Sie, 2 Sagat a RE 
FOR EVERY FARM AND HOME NEED 


— = ot, ibn isle — 


ex 
Bet 
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FOR YOUR BIGGEST 
LAWN SPRINKLER 
SALES OF ANY 
YEARON ~— 
RECORD ... 2 


OUTSTANDING NEW 

IMPROVEMENTS .. . NEW STREAMLINED 

DESIGN ... AND AN AMAZING NEW SALES IDEA MAKES THE 
1947 RIEGER LINE OF LAWN SPRINKLERS THE BEST EVER OFFERED! 


You know the quality of Rieger Sprinklers from 
last season’s guaranteed products . . . you know of 
their overwhelming dominance in every price class 
. .. you know of the tremendous user-satisfaction 
they enjoyed! Now, they’re more soundly engi- 
neered than ever, some employing a ball bearing 
principle of rotation, others featuring new im- 
proved balance, further streamlined design, greater 
mobility. And here’s news! Rieger Sprinklers now 


require but 2 to 3 Ibs. water pressure for operation! 

Coupled with the engineering superiority of 
Rieger Sprinklers, Rieger will soon announce a 
sensational new scientific horticultural develop- 
ment that will make every Rieger Sprinkler a 
DUAL PURPOSE sprinkler . . . will double the 
value to the user . . . and, used as a sales idea, will 
establish new high records in sales volume for 
dealers everywhere! 


WATCH FOR THIS IMPORTANT RIEGER ANNOUNCEMENT! 


OCTOBER 24, 1946 




















But with Storm-Proof Hardware on 
the job security remains the same 


The No. 55 Storm-Proof Junior 
Hanger illustrated is built light 
without sacrifice of strength. Espe- 
cially designed for the light type 
of sliding doors. 


The No. 88 Storm-Proof Hanger is 
an adjustable type, also flexible. 


riga 
Doors can be quickly adjusted in hae nay 


both vertical and lateral positions. 


i 2M ae eh ee / e 
No. 55 Storm-Proof Junior Hanger a 10n 
Ae 
Either the No. 55 or No. 88 will deliver exceptional service 


regardless of the weather. Neither rain, hail, snow nor sleet 
will mar the smooth-working efficiency of these sturdy hangers. 





The hangers serving these sets have two wheels, in tandem, 
with antifriction-steel roller bearings. Hangers glide along 
smoothly on the specially designed Storm-Proof Rail with its 
deep protecting hood. 


Your trade will welcome the return of these popular hangers 
in time to guard life and property from the ravages of the 
No. 88 Storm-Proof Hanger winter weather ahead. Order your supply now! 


NATIONAL MANUFACTURING COmrantyY 
+ ws + . $FRuarwee, tesrnocw * 2° * @ 
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OPAL, LIBERTY and ALDURA! These MULTI- 
STRAND brands of screening give you and your 
customers the edge in more ways than one. 


You get the edge when you sell OPAL, LIBERTY and 
ALDURA because you have the great sales advantage 
of a unique screening feature—the famous MULTI- 
STRAND EDGE. This five-strand reinforced edge of 
flat, heavy wire is found in no other screening. The 
MULTI-STRAND EDGE helps build sales and satis- 
fied customers because it makes the screening lie flat 
and gives a strong gripping area for staples or brads. 
When you recommend MULTI-STRAND, you pro- 
mote quick, easy installations that stay put. 


Printed foot numerals on this edge make planning 
and measuring easy and provide you with an ever- 
ready inventory. You cut down waste. 





ith MULTI-STRAND SCREENING 


You and your customers get the edge, too, with a com- 
plete line of quality screening that meets the demands 
of all climates and pocketbooks. In addition to OPAL, 
heavy zinc coated—LIBERTY Bronze, and ALDURA 
aluminum, now made of Alcoa Alclad wire—this line 
of screening includes PLASTI-SCREEN. This modern, 
plastic screening is made of heavy gauge .015 filament 
(Dow Chemical Company’s Saran) and meets proved 
quality standards. 


Your customers undoubtedly are demanding more 
screening than we can supply now. But by getting 
your screening from MULTI-STRAND jobbers, you 
have access to headquarters for screening, the NEW 
YorkK WirE CLOTH COMPANY — makers of the only 
complete line of screening on the market today. 


NEW YORK WIRE CLOTH COMPANY 


500 Fifth Avenue 


OCTOBER 24, 1946 


New York 18, N.Y. 

























- 4 “jhe 
“PM. REEL-LINE 


Assembled on 2% inch 
diameter steel pole. Six 
feet high, after being set 3 
feet in concrete. Three 65 
feet strands of six wire, 
steel cable wound on 
stamped steel. 

All aluminum castings. 
Disengaging handle at 4 
height fer easy rewinding. 


With more new homes under construction and 
more new washing machines on order than ever 
before in American history, the revolutionary 
Reel-Line Disappearing Clothesline opens a tre- 
mendous new market . . . representing a natural 
companion item. Our intensive research, 
recently conducted with pilot models, revealed 
9 out of 10 housewives to be “live” prospects. 
Get the real facts about the Reel-Line Dis- 
appearing Clothesline; the line that eases 
wash-day drudgery; keeps backyards clear of 
unsightly obstructions. Get set to sell Reel-Line 
Disappearing Clotheslines. 





ayront HOSA at 
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This Display Will Help 


ou Sell— 
4 “v"-Belt 


PULLEYS 


The No. 50 Display 
Board provides an as- 
sortment of 24 pulleys 
in the 12 most popu- 
lar sizes ranging from 
1" up to 5” in 
diameter. 


Pulleys are for "A" 
section belts and 
come in !/2" and 54" 
bores. 


The Display Board is finished in RED, WHITE and 
BLUE, and has storage space in the back for addi- 
tional sizes. 

Ask Your Jobber 
or Write 


CHICAGO DIE CASTING MFG. CO. 
2507 W. Monroe St., Chicago 12, Ill. 














“MAKE YOUR OWN" 


CARPENTERS’ SAW-HORSE SET 


























biel 


A portable home work bench with novel SWINGING 

TOOL TRAY « HAS MANY USES. Complete hardware 
and copyrighted instruction 
sheet for easy assembly. 
Lumber is not included. 
Packed in attractive dis- 
play carton. See your job- 
ber or write direct to 


CHAS. O. LARSON CO. 
Sterling, Illinois 




















__~ 4+ IDEAL HITCH 
PO for Your Sales Wagon! 


Twist 


Z Cilevis LEVISES 


Straight 
Clevis 


They Hold Their Shape 


@ Extra STRENGTH 
© Extra TOUGHNESS 
J @ Extra LONG WEAR 
| _ *urvese @ Made of High-Strength Steel — 


Accurately Forged — Designed 
for Maximum Service and Farm 


, Ne: 586-A @ Order from your wholesaler, or 
7 Clevis Midland Industries — Now! 
s Available 
DLAND INDUSTRIES 
W 


910 Second Avenue S.W 


CEDAR RAPIDS, IOWA 


HARDWARE AGE 








; erybody Wauts One / Sell a sameness Tool and you'll do a big business in popular Handee accessories. There We 
ze: over 300 (they fit other portable tools too) and the demand is constant, unlimited! ie 


eal for the home worksho , for the tase - , 
SS p " Feature the accessories in the customer-tempting, glass covered Handee Display 
Mebby fan, repairman, mechanic. Handee 


ij the original tool of this type and it's They'll sell themselves. Write now for the special deal on the Case and contents. 


Moday's finest. The famous “TOOLSHOP That's not all. Sale of the Handee paves the way for the Precision Attachments, ¢ 


IN YOUR HAND” grinds, drills, polishes, exclusive and profitable feature of the Handee line. Made for the Handee only, 


fouts, engraves, carves, sands, saws, etc. enable the beginner or expert to do perfect work. Set of 6, nationally advertised ot $7.9. ‘3 
Works on all materials. 25,000 r.p.m. ; 


AC or DC. Wt. 12 oz. With these Accessories and Attachments the Handee Tool performs more operations — q 
ith t c th ther Portable Electric Tool at rice, 
HANDEE KIT A YEAR ‘ROUND SELLER. with greater accuracy than any other Portable Electric at any pri 


The handsome steel carrying case holds YOU CAN'T BEAT THE ADVANTAGES OF THE HANDEE LINE ” 
the Handee and 45 accessories. Nation- 


ally advertised at $27.50. Handee with ¢ H i ¢ A G 9 ie a4 £ E L & fe. ¥ & ° ¢ o e 


7 accessories only, $20.50. 1101 West Monroe Street, Dept. HA, Chicago 7, Illinois 
IESE DEALER HELPS + NATIONAL ADVERTISING a SHIPMENT 


: | GUARANTEED 
IN TIME FOR 

- CHRISTMAS 
..ORDER NOW!) 





| 


I 
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LL FREE! 
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| 








BROAD PRICE RANGE 


7 | 


.. With One Thing in Common— 


Luality { 


Want to sell a line of braces that meets the widest 
possible demand? — Sell the Millers Falls line! 

Can you supply the master craftsman who wants 
a brace with every refined constructional detail? —., 
You can from the Millers Falls line. 

How about the occasional 
user? He doesn’t always require 
a ratchet mechanism and other 
refinements. There’s a Millers 
Falls plain or sleeve brace that’s 
just the thing. 

All Millers Falls Braces, no 
matter what the price, have one 
thing in common — Quality. 

Meet the demands of a// cus- 
tomers. Make more profits 
through repeat sales of other 
quality Millers Falls Tools. Con- 
centrate on the Millers Falls line. 


MILLERS FALLS exerawre 
COMPANY gy 


GREENFIELD - MASSACHUSETTS 


HARDWARE AGE 
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Cheney Nail Holding Hammers with 
the exclusive, patented nail-holding 
device offer a greater utility than 
any other hammer. Drive nails in 
the hard-to-get-at places, in many 
instances without using ladders or 
scaffolding. Easier nailing—more 
nailing—less fatigue. 


SALES REPRESENTATIVES 
| Eastern, Midwestern, Central and For Western Stotes: 
JOHN H. GRAHAM & CO., INC. 
New York City 
Sovthern States: 
SANFORD BROTHERS 
Chattanooga, Tennessee 


ra 


FACTORY: LITTLE FALLS, N. Y. 
SALES OFFICE: 217 BROADWAY, NEW YORK, N. Y. 


HENRY cHENEY wanes CORPORATION 
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Now, don’t buzz over to 
the cash drawer to see if 
these profits are there. 
They definitely are not. 


You never had these profits, though 
by rights they should be yours. 
They march straight into your store 
every day and then march straight 
out again—still in the pockets of 
your customers. 


These profits you miss completely 
are the profits on items people 
would buy at your counters if they 
were only reminded at the proper 
time and proper point of purchase. 


The man buying garden tools, for 
instance, will add a sharpening 
stone to his purchase if it’s dis- 
played at the garden tool stand. 
The customer purchasing knives 
knows they have to be kept sharp 


READ “THE CASE 
OF MISSING PROFITS!” 


A “who-done-it” thriller written exclu- 
sively for the hardware dealer—with 
a solution that means more profits in 
your cash drawer at the end of the 


day—every day! 


to cut—he'll be pretty 
sure to buy sharpeners 
when they’re displayed 
at the cutlery counter. 
And so it goes. Hand tools, sport- 
ing goods, farm implements, paint, 
household goods and other lines 
create related sales for the hardware 
dealer who uses his display space 
for modern merchandising. 
The Solution? 


It’s Related Displays. To round out 
your customers’ purchases—need 
we suggest that a “rounded out” 
purchase is always a more profit- 
able sale?—-CARBORUNDUM 
brings you a new development in 
a sound merchandising technique. 
It’s a series of Related Displays that 
tie up the logical abrasive products 
with the items people come in to 


buy. Displayed where it sells fastest, 
every item keeps moving! 


The story of this associated-use 
display of hardware is presented 
in our entertaining and truly help- 
ful new brochure, “The Case of 
Missing Profits.” We know you'll 
want to use the valuable ideas it 
contains and there’s a copy await- 
ing your request. 


At the same time, make sure you 
get a copy of the brand new 1946- 
47 Hardware Catalog on Abrasives 
by CARBORUNDUM. The buy- 
ing information you require is con- 
tained in this useful and practical 
catalog, along with a full descrip- 
tion of the world’s only complete 
line of abrasive products. The 
Carborundum Company, Niagara 
Falls, New York. 


Se oe on on en a a a a a a ae a a a a a a a 


THE CARBORUNDUM COMPANY 
Merchandising Division, Niagara Falls, N. Y. 


I should like to have a copy of ° 
“THE CASE OF MISSING PROFITS.” 


Name 








Firm Name 


Address - 


City and State—— 








CLIP AND PASTE ON PENNY POST CARD 


TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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TED FASTENERS 


our Store! 


ACME CORRUGA 


as Sileat Salesman in 














7 Self selling . Their fast Acme Fasteners... 
to save : turnover means versatile home 
your sales efforts . extra profits repair need 







HANDY AS NAILS 
MORE HOLDING POWER 
SHARP AS TACKS 


Acme Corrugated Fasteners are used 
in homes everywhere for repair of all 
wood household items. So, get ‘em 
up on your counters, put em to work 
building sales for you. Their small 
display space will repay. See your 
jobber now for those colorful, appeal- 
ing cartons of 12 boxes, 50 fasteners 
to a box. Three sizes: 3gx4, 1x5, 


Y¥gx 5. 


NEW YORK 7 ATLANTA CHICAGO 8 LOS ANGELES 11 


ACTME STEEL COMPANY 
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BONAIRE’S SA WK OT GUI DE 


A completely new 
MITER BOX idea! 


Ay P 
) Held in place 
* with left hand 


Saw-Kut Guides come individu- 
ally boxed, 12 to a shipping 
carton, weight, 35 pounds. Size 
WM" x6"%6%". 


ORDER FROM YOUR JOBBER TODAY! tame doors” 


pre-cutting boards. 


THE BONAIRE CO. 


EXCLUSIVE NATIONAL DISTRIBUTORS 


58 GLENWOOD AVE. MINNEAPOLIS 3, MINN. 
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THE AMERICAN FORK AND HOE COMPANY DURABLY IDENTIFY 


TRUE TEMPER PRODUCTS 


| AT PRODUCTION LINE SPEEDS WITH.... 


MEYERCORD DECALS 


Here’s brilliant, lasting product identification that meets the 
demand for quantity output on high speed production lines. 
Whatever your needs. . . trademarks, instructions, or patent data 
... whatever your surface ... wood, metal, glass, plastie—even 
crinkled finish ... there’s a Meyercord Decal to do the job. 
They’re easy to apply and “‘stay put’. Any size, colors or 
designs can be reproduced. No screws, bolts or rivets required. 
Investigate Meyercord Decal nameplates. Technical consultation 
and designing service on request. Mail inquiries to Dept. 11-10. 


SEND FOR THIS NAMEPLATE SELECTOR 


It’s new! It’s useful! It’s free! Meyercord’s 
slide-rule type Decal Selector shows how to 
select and apply 6 different kinds of Decals 
to 14 unusual surfaces. Easy to use. Please 
send requests on your company letterhead. 


THE MEYERCORD Co. 


World's Largest Decalcomania Manufacturers 


HARDWARE AGE 
























































1s SENSATIONAL VALUES 
IN & NEW ELECTRIC DRILLS! 


..» for Homes, Hobby Shops, Farms, Repair Kits... 


@ Hundreds of Uses—At Popular 
Prices——-Plug Into Any Socket 


@® Built by Black & Decker, the 
world’s largest manufacturer of 
Portable Electric Tools 


@ Sold by Leading Distributors 


$21.95 
The Black & Decker Mfg. Co., 


653 Pennsylvania Avenue, Towson 4, Maryland. 


If)” (Ssrted’) Home-Utility 
Portable Electric Drill 


BENCH STANDS 

for both models 

convert drills into 

drill presses for ex- 

5 95 tra leverage .. . 
1 smoother, more ac- 
curate work... 

one-hand operation. 


% ” (Saree) Home-Utility %” Bench Stand . . $ 9.95 


in steel 


Beat Electric Drill Ye” Bench Stand . . 14.95 


BLACK & DECKER 


-HOMEGTIITY. 
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No — about the Painters’ Vote when it comes to 
removers. . They’ ve registered their choice by unques- 
tioned majorities. And here are the winners. 


LINGERWETT 


Largest selling remover in the land. 
It does the job better because it re- 
mains wet, as its name implies. That 
means its powerful solvents remain 
active till the toughest finish is sof- 
tened up right down to the surface. 
No hard scraping. It's the ideal all- 
purpose remover. 


WONDER-PASTE 


Like Lingerwett, this remover cuts 
through any finish — paint, varnish, 
lacquer, enamel, shellac, etc.—and is 
just what's needed for upright sur- 
faces and exteriors. Safer and easier 
to use than the torch. 


NO-WASH 


This remover is winning friends fast 
because it completely eliminates the 
need for a wash-up. Leaves no waxy 
residue. 


‘ A rtment 
Order from your jobber. j } | your paint depo 


Write us for information. oe. 4 - © se 
| oe sell itsel 

other paint materials. w retails for 25¢ 

ensive— oz. 
MAIL ee * -l- CIDE is rege _pottle; 75¢—1 Ot 

COUPON FOR INFORMATION and Advertising Material | “pottle; 45¢ 9 — gallon — 

pe ov. If your we 
Order @ 


\\ paint and 


WILSON-IMPERIAL COMPANY 
Dept. H-1062, 115 Chestnut St., Newark 5, N. J. 


SSOPSDO SOOO SSD OD DOOD 1.20— quart; 


WILSON-IMPERIAL CO., Dept. H-1062, 115 Chestnut St., Newark 5, N.J. ro 
average P 


We are interested in handlin the items checked below. Please send n- 
information 4 ‘ better nots ply you writ 


C) LINGERWETT C) WONDER-PASTE [) NO-WASH 


We are now handling the tems checked below. Please send advertising 
materia! 
[) LINGERWETT [) WONDER-PASTE [ NO-WASH 


ofit for ¥ 
e us direct. 


ber cannot s¥P 
supply todoy! 


1 


ae RUSTICIDE PRODUCTS CO. 


* 3125 PERKINS AVE. CLEVELAND 14, OHIO 
| 
| 


Street 


City _ Siete 


66 HARDWARE AGE 








MAKES ALL THE DIFFERENCE 


for ality for Cole 


te TEXOLITE 


Prize-W inning 
“Masterpiece” Begonia 


Add imperial Texolite* color to a cheerless cludes window and 


room ... and watch its appeal blossom. counter displays, 


Recommend Imperial Texolite regularly... | complete literature and one of the finest 


and watch your profits grow. Texolite’s color cards in the industry. And seasonal 


smart shades are styled by experts, en- 
dorsed by famous interior decorators. More, 
they stay beautiful because Texolite quality 
is tops. To help you sell, Texolite offers a 


great, new merchandising program. It in- 


programs have been arranged to béost sales 
all year ‘round. Ask your paint and hard- 
ware jobber how to put this selling power 
to work for you... or write direct to 300 
West Adams Street, Chicago 6, Illinois. 


#Trademark Reg. U. S. Pat. Off 


United States Gypsum 


For Building - 


Steel - Insulation « Roofing ~ Paint 





For industry 
Gypsum - Lime - 


OCTOBER 24, 1946 





Evidence of Quality 


THE Cortland LABEL 
IS YOUR ASSURANCE 
OF CUSTOMERS’ 

GOOD-WILL 






WIRE SCREENING 
High quality Cortland brand 
all-purpose screening will give 
complete satisfaction. 





ROTECT the good-will of your customers with Cortland superior 

quality wire screening. Like all Cortland products, the quality of 
Cortland brand wire screening builds customer confidence and will 
bring them back again and again. 






The consistent, never failing quality of Cortland brand wire screening 
assures your customers complete satisfaction. Only the finest material, 
with generations of experience and rigid control of manufacture go into 
Cortland products. Cortland brand wire screening is rich looking and 








HARDWARE CLOTH ; a5 ; 
Heavily galvanized after weav - extremely durable. It will give long dependable service in all kinds of 
ing. Available in standard 
widths weather. 











The Cortland label is a hallmark of finest quality—possible, only, by 
extensive research and improved manufacturing methods. You can 
depend on the Cortland label to be true evidence of quality. 














Knowing how important it is to all our 
dealers to have a dependable source of 
supply for quality wire products, we are 
making Cortland famous products just as 





. rapidly as maximum production effort 
POULTRY NETTING BRAND PRODUCTS permits. Until, however, a much higher 
Hexagon continuous twist and YOUR ASSURANCE OF SATISFACTION level of production can be reached, there 





won't be enough wire products to supply 
the accumulated civilian needs. 






Straight Line lock twist.Strong 
uniform mesh 


WICKWIRE BROTHERS, INC., CORTLAND, N. Y. 
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Make more MAKES THE DIFFERENCE! | 
f 
aluminum qm 
tos a 
paint sales : a = 


PERMITE’S 
co 





Dont miss profitable sales by carrying just one type of aluminum 
paint. Stock Permite’s COMPLETE-3 and you will have a complete line 


for more sales and more profits. 

Permite OUTDOOR -— for all exterior surfaces. Permite CHROME FINISH 
— a satin-smooth, chrome-like finish for interiors. Permite HOT-SEAL — 
for hot surfaces. That's Permite’s COMPLETE-3. They meet every cus- 
tomer demand for good aluminum paints. 

Permite Aluminum Paints are completely ready-mixed. ‘Just open the 
can and use. Each is scientifically blended of 99+% pure aluminum 
pigment and an exclusive, specially processed vehicle developed by 
Permite aluminum paint specialists. : 

The vehicle makes the difference! Perfect 

multiple leafing insures easy flowing 

application, a brilliant finish, long wear. Stock Permite'’s 
Meet the growing demand for alumi- GOLD PAINT, too 


° . . ’ 
num paints by stocking Permite s Permite PERMA-GOLD is a reedy- 
COMPLETE-3. See your distributor or had tiie tenien eliitil oaks, 
write direct. Special vehicle insures easy appli- 


ALUMINUM INDUSTRIES, Inc. cation and a lasting, lustrous finish. 
CINCINNATI 25, OHIO 


PERMITE ‘ic ALUMINUM PAINTS 
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HERES THE 


HOTTEST 


ITEM IN THE 
TOP LINE PARADE 
economical - Quick - Healthful / 


Revolutionary new cylinder-type room 
heater. Portable with easy-grip handle. 
Customers appreciate its good looks and 
economical performance. (“Out and Up” 
heat flow gives maximum comfort in min- 
imum time.) Enter your order now for this 
eye-appealing, fast-selling TOP LINE 
heater. 


ALSO AVAILABLE IN LIMITED QUANTITIES 


All Aluminum 
Super-size 
Lightweight 
Automatic 
Electric fron 


All-Metal 
Attic Fan 


Improved 
1947 Model 
Electric 


|, <a 
¥ ; Churn >. 
} } 
New t 
30-Gallon 3 
All-White 
Electric 
Water Heater 


TOP LINE 


TOYS APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 

















R-V-LITE 
The #Ul- Purpose WINDOW MATERIAL 
BUILDS VOLUME SALES 


MORE eggs—BIGGER eggs when “Vitamin-D” sunshine rays 
reach birds. R-V-LITE admits over 60 times more “Vitamin-D” 
rays than window glass—builds sturdier chicks and pullets— 
increases egg yield. That means steady, repeat business and 
bigger profits for R-V-LITE dealers. 





Ideal for storm doors and 


windows and a host of other 


uses. 

@ ®-V-LITE keeps heat in and cold 
out. Sell it to prevent drafts and 
cold epidemics in the home and 
all farm animal buildings. Trans- 
parent, shatter-proof, weather- 
proof, durable. Backed by strong 
magazine and radio advertising. 


te eee 














Listen to TRUTH 
+" NOTHING BUT THE mcQueeN 


with ALEXANDER 


he radio from coos 


Pree! Dispens- 


ing Display Rack 
and other selling 
. helps. 


¢-to-coast 
Ont 


ORDER FROM 
YOUR JOBBER TODAY 


ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE 


3470 N. Kimball Avenue, Chicago 18, Ill. 


HARDWARE AGE 
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HERE’S YOUR HANE 
peers CARRY-ALL PACKAG 






































/ DARK AXLE PRESSURE GUN NO. 3 CUP 
19) cis -— ee as ——~ J\ 


S APEX GREASES FOR EVERY FARM NEED 





Se 








The Farm Special Grease Package .. . . a profitable, fast turnover item designed to 
introduce APEX Greases to consumers, and to bring about repeat sales of the three 
widely used greases contained in it. This carry-all carton is suitable for counter and 
window display, with eye-catching space for marking the retail price. 


NO MESS * NO WASTE NO AIR POCKETS 


25 LBS. GREEN PRESSURE GUN GREASE IN THE FIL-RITE CONTAINER 
APEX Green Pressure Gun Grease has a heavy body that will lubricate the 
most difficult jobs. The illustration pictures how the Fil-Rite Disk allows com- 
plete emptying of container of all grease, saving time, eliminating waste— 
a natural for consumer appeal! ; . . ALSO PACKED WITH FILMALLOY (Graphite) GUN GREASE. 


Reg. Trademark 


LUBRICANT PROFITS —_ Contact Your Hardware Jobber NOW .. . or Write Direct 








APEX POINTS THE WAY TO PROFITS! 
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ath Devoe products open 
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otninsendannieneenenemmenedt 
Read that again, Mister, because we mean it’s a 
BIG new market! Every property owner in the coun- 
try needs protection against the molds, termites and 
other insects that destroy wood and fabrics. Most 
know they need it. That’s a big market. A profitable C 
a 


market. 


These new Devoe products put you right into this 
market with both feet. They bring you extra, profit- 





able sales that didn’t exist before—because no pre- 
vious products met the need so fully, so widely. 
Write, or see your Devoe representative today and 
make sure you’re in on this big, profitable, new 


market! 


DEVOE WOOD PRESERVATIVE 


An oil base product that won't wash off like previous 
water solutions. Applies by brush, dip or spray. 
Penetrates—and you can paint right over it! Harmless 


to humans and animals — but lastingly effective 


_ c= aA “* =. =A! 


against wood-destroying agents. In two types— 
Green for general use. 


Clear for special applications. 


DEVOE ROPE AND FABRIC PRESERVATIVE 


Efficiently protects rope, canvas tarpaulins and other 


awe wc 


fabric items from rot and insect damage. Oo 


NATIONALLY ADVERTISED 


© Country Gentleman @ Successful Farming © Farm Quarterly 


© Small Homes Guide @ Architectural Forum 


‘EFFECTIVE SALES AIDS 
© Window Display 










© Sales Training Data © Consumer Booklets 


’ - . — 


DEVOE & RAYNOLDS COMPANY INC. 


HARDWARE AGE 
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Au Untapped, 
Profitable Market 


EVERY HOME WITH A COAL 
FIRED FURNACE OR STOVE 
A PROSPECT 

Nationally Aduertised 


(Better Homes and Gardens, etc., etc.) 


CLEANS FURNACE and CHIMNEY 
and KEEPS THEM CLEAN 


Profitable 
fo you 


May OR 
You sell ease and A Economical for 
simplicity to replace hard, th e Custom er 


dirty work or expensive service. 


ONE BRICK DOES T Sell season 
OES THE TRICK supply. 8 wes $2.30 


Just Toss On The Flames 
(repeat every 30 days) or 4 tricks $1.15 


MORE THAN 50,000 PRESENT DEALERS “Say age 
SAY “ONE CUSTOMER TELLS ANOTHER” 


Harmless to equipment or persons 


' “Fire Chief” is a registered Trade Mark and indicates manufacture by 


THE KNACK CORPORATION 


General Offices - 2345 First National Bank Bidg., 
Detroit 26, Michigan 
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yy FAMILIES. 
+ a t a > M CUSTOMERS 


FOR THES ILEX 
LOX-IN GLASS FILTER 


yim 


IMMEDIATE DELIVERY! 


FREE SALES HELPS... .<;. 





Beautiful 5 color die-cut Silex Attractiye 4 color eye-impelling 
on Wie items cccttae Gini 
free with purchase of 36 filters. 
“PLUS Consumer Folders, Prepared Newspaper Ads 
and other free sales helps. 











THE J I 4 COMPANY 


HARTFORD 2, CONN ST. JOHNS, P.Q. CANADA 
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... and being ac- 
claimed by women 
where.... 


HERMAC Automatic 
i es “Cantilever 
B 100% Even 

F Heat . 
an organiza- 
isinded on 
E that “just 


was- not 


wn to meet 


Bxacting re- 


Ents of our 


r American 


war market. 


MACARTHUR 
PRODUCTS, Inc. 


indian Orchard Mills 
SPRINGFIELD, MASS. 
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e ALL-ALUMINUM PRODUCTS NOW - 


YOU *:: DEMAND! 
| THE 
THE se SSN fi : | 


ORDER Silent Butlers now a ” Ly 
oS. Signe Ps : ‘ 
i af ~ . *% § 
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ELECTRIC HEATERS GOOD LOOKING * NEW 


@ 45% more conductive due HAND-HAMMERED EFFECT 


to all-aluminum construction. 

Boked crackle finish. Riv- HIGHLY POLISHED 

eted. 6 foot heavy cord 

ad Gaeta: Adased ENGRAVED COVER DESIGN 
by Underwriters Labora- 

tory. AC-DC 


= we) 
ud bE 


a ae reine 
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t 
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@ Here is the GIFT that will be a sales 


leader for the Holiday season! It 





POSTWAR DESIGN & CONSTRUCTION 


is attractive and sturdy in 
construction. Inexpensive and eye- 


ALL-ALUMINUM TOASTERS appealing. We have them ready 


to deliver packed twelve to a car- 


®@ Require a minimum of care. 
No plating to wear off. The 
TURN-OVER type with con- 
vex doors. Even, golden 
brown toast. AC-DC 


ton-each one artistic and bright. 


— hin, wmenognnn + 


LIGHT - BRIGHT - NEW 


ORDER from your JOBBER 


PENNSYLVANIA AIRCRAFT WORKS, Inc. 
Manufacturers of Electrical Products & Metal Specialties 
611 North 40th Street, Philadelphia 4, Penna. 


@a~ i a —— 


HARDWARE AGE 





ree peneraay 


WASHINGTON 


HEATERS and RANGES 


The hundreds of thousands of satisfied users of Washing- 
ton Appliances are ae best salesmen for these quality 


heaters and ranges . 


. a potent factor in the big future 


replacement and new customer market for Washington 
Dealers. Although we have stepped up production, de- 
mand continues to exceed our best efforts. We are mak- 


ing every effort to overcome this condition. 





GEORGE WASHINGTON 
COAL RANGE 


The modern styling, rounded 
corners for easy cleaning, the 
striking lines, the gleaming 
porcelain enamel finish — all 
contribute to the smart ap- 

, Pearance of the George 
Washington Cast Balanced 
Range. 


Pies 
















MARTHA WASHINGTON 
HOME FURNACE (COAL 


Down-Draft Hot Blast Com- 
bustion insures maximum effi- 
ciency. Heavy-duty special 
alloy slotted fire pot and large 
heavy ribbed combustion 
chamber, adding extra heat- 
ing surface, insure long life 
and added years of satisfac- 
tory service. 




























WASHINGTON FRUGAL 
Oil BURNING HEATER 


Down-Draft Hot Blast spreads flame in 
the radiator-type combustion Sma 
insuring maximum heating capacity. 
truly beautiful, powerf uf and hectile 
heater. 


BACKED BY AN 
84 YEAR TRADITION 
OF QUALITY 
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Established 1862 


GRAY & DUDLEY COMPANY 
NASHVILLE, TENN. 



























FREEPORT 


MACHINE WORKS, INC. 


Office: 16 East 52nd Street 
Showrooms: 1150 Broadway, New York 
Plaza 3-8225 
@ SAUCE POT shown — stainless steel. Factory: FREEPORT, N. Y: 


HARDWARE AGE 





Recognares WYCHIAN 


Housewives the country over rely upon JUICE KING for the finest in 


home juicers. This confidence—inspired by recognized superiority 


in workmanship, quality and design—is your assurance of customer 


satisfaction and increased sales. Models retail up to $9.95 


Confirming JUICE KING superiority are these 
six important features: 


® Unique Single-Stroke Handle 

®@ Patented Juice-All Strainer 

@® Deep-Well Cup 

®@ interlocking Cup and Strainer 

@ Encased Steel Handle 

®@ Iridited .. . to preserve enamel finish 


‘yA 


| Re 
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‘TIL THE NIGHT BEFORE CHRISTMAS 


IMMEDIATE DELIVERY 


DARE CHRISTMAS 
TREE STAND 











Constructed of heavy 
gauge strip steel— 
sets up to height 
of 8 inches with 
17” base. Color: 

Christmas 
Green. 







STAND NO. 306 







IMPORTANT: This stand knocks down (2 base 
cross members and 4 upright braces which inter- 
lock with base and are nailed to tree) and ships 2nd 
class freight. Exceptionally strong. Easily assembled. 
Little storage space needed. Easily carried home by 
shopper. PACKAGING:One knocked down complete with 
5 nails in Kraft envelope, 18x3x1%, 24 envelopes to 54 Ih. 
carton. 
Write Today for Complete Information 


Another 
Fast Sale 
Good Profit 
Product By 
PRODUCTS, INC. 
66 EAST JACKSON ST. 


BATTLE CREEK, SESE An 


Kwik-Lite 


VALUE 


| Brass-Wire-Inserted 














WORLD'S FINEST! 
prices KITCHEN TOOLS 


ALL-ALUMINUM e@_ BRIGHT FINISH 


Rugged Construction 


Jobbers & Retailers report turnover far above average. 
Full Standard Discounts with freight allowance to some 
points. ®@ Domestic shipping weight: about 1 Ib.per dz. 


ORDER THESE FAST MOVERS TODAY! 


WESTERN METAL PRODUCTS 


5240 San Fernando Rd. Glendale 3, Calif. 























The Extra 







Kindler Wick 








Woven of 









Asbestos Yarn 








* e ] 
Lights Quicker—Lasts Longer 
Long recognized as the Quality Kindler Wick for 
oil burning heaters and ranges. 
| Sold by leading wholesalers. Ask your Jobber or 
write for details. 


ASBESTOS TEXTILE COMPANY, INC. 
167 W. Wacker one, Coege 1, Ul. 


Westchester Brickote Products Co.. Inc. 


Manufacturers 














ELECTRIC FIRELOGS 
Andirons and other Accessories for the Fireplace: 
IMMEDIATE DELIVERIES 








Red Bulbs, Aluminum Spinners and Pins for Electric 
Firelogs now available as a replacement item. 





Ow products are nationally known and proven best sellers.. 
Literature sent upon request 





WESTCHESTER BRICKOTE PRODUCTS CO., Inc. 
1528 Williamsbridge Rd., New York 61, N. Y.. 
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[hn Tallin’ the World / 


vow warm my ARVIN keeps me 


Building a big demand and sure profits 
for dealers who have Arvin Portable 
Electric Heaters in stock—consumer 
advertising is appearing regularly, 
from September through December, in 
one or more of the leading national 
magazines pictured below . . . aggres- 


sive, selling messages like the one re- 


1 WHEN YOU HAVE AN ARVIN Fan Forced 
produced at right. Electric Heater in your bathroom. every 
One in your family will enjoy it so much 


they'll feel like cellin’ the world about PAN-FPORCED TYPE — chases chills tc 
bathrooms and other cold spurs 
Arvin's circulating heat surrounds you the home, Many wed in oth 
f - bathe or dress and camp cottages. Gives 


advertising—and you'll cash-in splen- with \comMoe while you ba forced heat, Easily carried 
keeps dad warm while he shaves IE yl“ RE Rh Tela 


. P tc ak . hy’ rath 
did profits on the Arvin Portable Elec- guards against chills during baby's bar oe RS 
4 rc Your toe flicks a switch—srares 45 cubic saeves 292 portable 
tric Heaters you have in stock. feet of warm air per minute billowing 

, around you, any ame or place, to chase 
chills away 


Tie-in your store with this appealing 


\“2 


Carry it easily to your bedroom, game 
room, den plug it in any, 110 AC 
outlet enjoy mtant comfor 


Beautifully built and hnyshed in ivo 
other attractive colors. Heating 
and fan are enclosed—safe with cl 


Another Arvin — the radiant h 
ar right—-comforadiy watt 

spot in your home or office 
Arvin you choose will give yo 


pendable service 


Many thousands are now in use. All the 
new Arvins are Underwriter’s listed for 
safety. Sold by electrical, hardware and 


department stores 


yy rote. $8.95" 
x. 
~ ‘ ‘ 
~ . 
cs the name on many fine products from 


NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 


ARVIN Too Fight Radios « Electric trons and Anolances « Metal Chrome Dinette Sets 


Outdoor Metal Furniture + Laundry Tubs «+ lroning Tables « Car Meaters 











> 
a oe 
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Gilead Mastic 
HELICOPTERS 


size 
6°x3%e"x1%” 


PLASTIC HELICOPTER 
WITH TWIN ROTORS 


New streamlined action toys in bright plastic 
colors. String can be attached to front of heli- 
copter. When pulled, the wheels rotate the tail 
propeller and the twin rotors, which turn in 
opposite directions. These items are very popu- 
lar because of the wide spread post-war pub- 
licity given to helicopters. 

No Retail Each _ Ship. Quvont 


HC.3_ 67¢ 6 Doz. 


~~ 


~~ 


PLASTIC HELICOPTER 
WITH SINGLE ROTOR 


This helicopter is slightly smaller than the one 
illustrated above and has only one rotor. Comes 
in brilliant plastic color combinations. When 
pulled, the turning wheels rotate the rotor, mak- 
ing it a lively little action-pull-toy. 


No. Retail Each Ship Quent. Ship. Wi. 
12 Doz. 


IDEAL NOVELTY & TOY .. 
200 Fifth Ave., New York 10, N. 


Please ship us via 


...Doz. HC3 Helicopters to retail at 67c. 
Doz. HC! Helicopters to retail at 25c. 


I ea iaioll 


Buyer's Signature... 


on 


HARDWARE AGE 





ICE-ROLLER SKATES 
Year ‘round convertible 
Roller Skate with rubber 


wheels, plus toughened 


steel runners 


ICE SKATES 


Double runners for begin- 
ners 2 to 7 years of age 





TO PEP-UP YOUR PROFITS! 


ROLLER SKATES (e-101) Take 
full range of shoe sizes from 7 to 12. Rust- 
proof finish. Supports doubly reinforced. 

Retail price $2.39 


ICE-ROLLER SKATES «c-155) 
Convert from roller to ice skate in a few 
minutes. Includes rubber wheels, run- 
ners, bolts, locknuts and screw-driver 


ICE SKATES (e-200) Made in com- 
plete range of sizes for all beginners, kid- 
dies, juniors, and adults. All steel, light 
in weight, rustproof finish. Fully adjust- 
able. Kiddie-Junior size. Retail price 
$2.39 adult size at $2.59 


KIDDIES SCOOTER (c-20s) Bal- 
anced for safety with four rubber wheels. 
Unique steering mechanism. Silver gleam 
rustproof finish. Non slip rubber tread mat. 
Retail price $2.98 

West of Rockies $3.29 


With the holiday buying season right here did you ever see a better 
looking profit line than RED RASCAL’S SKATES and SCOOTERS? 

For looks each one has plenty of eye appeal. For quality, each one has 
plenty of buy appeal. And for price, each one has sales and profit appeal. 

This RED RASCAL Line is a “sure sales bet’’ for the big holiday 
season ahead. Roller skates, ice skates, and scooter have all been de- 
signed, developed, and proved to appeal to the parents of children 
from 2 to 7 years of age. Each one comes packed in an attractive three 
color carton . . . unbeatable for counter displays . . . outstanding in 
making extra sales. j 

These are only the first in the big RED RASCAL Line that is on its 
way. For complete details and prompt shipment on all these items 
for this holiday season, write ,wire, or phone direct to 


GEORGE K. GARRETT CO., INC. 
1421 Chestnut Street - Philadelphia 2, Pa. 





When You Seti CHAMPIONS 


You (au COUNT YOUR CHICKENS 
BEFORE THEY'RE HATCHED 


How come?... Because every Champion staple. Low cost production, low overhead, 
Fluorescent and Incandescent Lamp you sell maximum package and display appeal, and 
is good for repeat business later on. Champion a straightforward wholesaler-to-retailer policy 
quality makes sure of that. without red tape or restrictions—these are 

And because Champion Lamps net you __ the factors that give you advance notice of 


every last cent of profit on this big volume maximum lamp volume and profit. 


ASK YOUR WHOLESALER FOR CHAMPION LAMPS 

















EES 




















Lynn, Massachusetts 


A OIiVISItON OF CONSOLIDATED ELECTRIC LAMP 


HARDWARE AGE 
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TRADE MARK 


PACE SETTERS 


Leading jobbers from coast to coast are now delivering the fine PAL Baby Walker 
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UNION Cleaning Rod” 


No luck hunting for Union Gun Imple- 
ments the last four years! So you’ve a back- 
log there of over-due SALES as soon as we can 
ship sporting goods in adequate quantities. 


Your sportsmen-customers know UNI0N Quality 
from “way back”. Now they’re looking forward 
to a still finer line of UNton Cleaning Rods and 
Brushes, with quality and utility at a new high. 
We'll have them for you—along with new-feature 


items in UNION 


Roller and Ice Skates 
Fishing Tackle, Chisels and 
Screwdrivers, Hack Saw 
Frames, Gun Implements 


HARDWARE COMPANY 


tw FUE Ged FW 
TORRINGTON. CONN. 


YORK OFFICE i 











FLASHMAS TER 
LASHLIGHTS 


The Flashlight Line for 


Rapid Turnover and Quick Profits! 
The Unit Lite 

Flashlight with Key 

Chain. Complete with 

bulb and battery. 


One dozen to coun- 
ter display box. 


Three dozen to a 
shipping carton. 


$3.50 dozen 


= 
The Unit Lite 


The Tinee Lite 


Flashlight for Purse 
or Pocket. Complete 
with bulb and 2 bat- 
teries. One dozen to 
a counter display 
box. Three dozen te 
a shipping carton. 


The Sentry Lite 
Palm-grip utility 
flashlight. Complete 
with bulb and 2 bat- 
teries. One dozen to 
shipping carton. 


$7.20 dozen 


The Sentry Lite 


All “FLASHMASTER” flashlights have unbreakable 
plastic cases; bulbs and batteries standard and easily 
replaceable. Prompt deliveries. 

F. O. B. WINSTED, CONN. — 2% 10 DAYS NET 30 


SOLE DISTRIBUTORS 


THE BURROUGHS COMPANY 


225 Sth AVE. WINSTED 
NEW YORK 10 CONN. 





Product of Cresale, Inc. 








HARDWARE AGE 








SPORTSMAN-DESIGNED, 
sportsman-tested, sportsman-approved . . . Converse 


Sporting Footwear can help you make extra, profitable sales to the 


hunters and fishermen who are your customers. Find out for yourself what so 


many other alert sports goods dealers have learned to their profit — “It 


Pays To Keep Company With Converse!” 


CONVERSE RUBBER COMPANY 
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NEW 
PENNSYLVANIA 

DUTCH 

WEATHER 


Hand decorated, hand painted, in beautiful shades of 
Pennsylvania Dutch red and blue. Figurettes come out 
or go into house to predict the weather. Hand made of 
wood, with roof covered in deep red Rayon Flock Plush, 
for added eye appeal —and floor covered with green 
Rayon Flock—a nice kitchen item. 

Priced for rapid turnover—VOLUME profits for you. Immediate 
deliveries. Or this fast money maker now. Dealer’s cost $9.00 per 
dozen. (Don’t forget the Christmas season coming up. Get your 
orders in early.) 

DEALERS — JOBBERS: Write today for illustrated catalogue and 
price list on complete line of our fast-selling specialties. We prepay 
freight on single orders of 10 doz. or more. 


NOCKONWOOD INCORPORATED 
Dept. H Bloomfield, lowa 








CHAMPION 
Coat and Hat Hook 


cast aLuminum No. 7406 


Supplied in 
Bright Aluminum 
Finish 7406AL 
Dead Black finish 
7406DJ and Dull 
Brass Finish 7406C. 

Packed 2 dozen in 
a box with screws. Two 
gross in a case. 

The 7406 is a substan- 
tial, well made hook, rea-— 
sonably priced. It is cast 
of aluminum and, therefore, will never rust. 


Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 


THE CHAMPION HARDWARE COMPANY 














(Tne FaceoL Walker Rishon Is SMASHING 
TOY SALES RECORDS! 





Here is a new and different wheel toy for 
youngsters from 8 months to 3 years . . . safe, 
sturdy, beautifully finished in non-poisonous 
Polymerin enamel or gleaming chrome. 

Backed by national advertising. Just put it on 
display . . . it sells itself. 





IMMEDIATE DELIVERIES :—Order now for 
your holiday needs. We will ship on date you 
specify. In fact, we will handle your order 
quicker today than prior to the war. You 
can forget about priorities, allocations, 
delays and red tape. Walkee-Bikes 
will be delivered when you want them. 
Write for catalog page and prices. 











Jobber Inquiries Invited 





Fageol W alkee-Bike, U.S. Patent No. D-144703 \ 


CALDWELL INDUSTRIES, INC. * KENT, OHIO 





A new member of the BANA family 


é BAN CAN 


OPENER 
0 —“S 


AVAILABLE SOON 
THROUGH YOUR 
LOCAL JOBBER 


et THE SPECIAL AGENT 45 BANA ALL METAL 


TOY PISTOL “seoors: 


SHOOTS! 
* Slip-Tite HOSE COUPLINGS © BANA SWIVEL SNAPS ® 


all BANA products 


BANA COMPANY #116 New Montgomery St., San Francisco. Calif 


HARDWARE AGE 











ested and Proved 





EQUIPMENT 
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ey - 
Mm >/ AND REMEMBER—YOU'VE 


an ea fi NEVER SOLD A BETTER LINE 
OR DEALT WITH A 
FINER COMPANY 


pes 
You 
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ace er ofits 
t 
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PRAC pul 
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SPRAYERSIANDI DUSTERS 





HAY TIOOL AND 
BARN EQUIPMENT 


LIVESTOCK EQUIPMENT 
j FARM VENTILATION 
; EQIUIPMEINT 

| POULTRY | EQUIPMENT 


in” 


Sell “‘Diamond-H’”’ Equipment and 


YOU’RE OUT IN FRONT 


You can really throw out your chest when you offer HUDSON 
equipment. It marks you as the dealer that believes in offering the finest 
lines of the best companies. And that ‘““Diamond-H” on every HUDSON 
product is a standing invitation to people to make YOURS their favorite 
store. For that trade-mark stands for what folks want: correct design, 
and sturdy construction to provide low-cost labor-saving service. 


Be the dealer who is out in front with the leading line—the HUDSON line. 
The payoff will come in the extra sales and extra profits HUDSON has 
brought dealers for over 40 years. See your jobber—or write us for details, 

D. HUDSON MANUFACTURING COMPANY 


589 East Illinois Street, Chicago 11, Illinois 
Branches in the Principal Cities of the U. S. 
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JACKSON 








peace” Pgs 
OY hh 
THE LINE THAT HITS THE MARK 
FOR BOTH USERS AND DEALERS 


Users of Jackson products . . . over a period of seventy 
years . . . have found that they can depend on the 
sturdiness of construction and all-round utility of 
Jackson Wheelbarrows and related equipment to as- 
sure economical, low cost service. To them, the Jack- 
son Line hits the “bull’s-eye”. 








In like manner, dealers have found that Jackson is the 
line that completely fills their customers’ needs and 
provides a valuable means of maintaining good will 
and repeat business. 


Satisfactory service to both user and dealer is the 
“bull’s-eye” of Jackson service, and is the constant 
aim of the entire Jackson organization. 


Details can be obtained from the nearest 
Jackson Distributor ... or write us direct. 


JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 
Est. 1876 


ManKLe-<fgLapU> PRODUCTS CORP. 


ROCHESTER, MICHIGAN Cable Address: Marfeather 











20,000,000 GARDENERS 
Will Want This Gift This Christmas! 


MARKLE ALUMINUM 


GARDEN TOOLS 


with the Patented* Finger Rest that 
Banishes Gardening Fatigue 


They're going to be the greatest Christ- 
mas gift for gardeners ever offered, so 
be sure to place your order now and 
cash in! Their super strength, patented 
finger rest and gleaming beauty are 
solid selling points. One look and 
your customers will say, “THAT'S for 
my gardening friends"—and there 
cre 20 million gardeners! If your 
jobber doesn't stock them, order 
today for immediate delivery from 
stock. 


SETS ARE ATTRACTIVELY GIFT-BOXED 


The matched set, which 

includes garden trowel, 

transplanting (or bulb) 

trowel and cultivating 

fork, is nicely boxed—no 

wrapping or display problem. 

Sets retail for $3.95 each and 

there's a big profit for you. Big 

turnover — big profit—no wonder 

dealers are calling Markle garden 

tools “the sensation of the garden world.” Free advertising 
cuts and display cards available. Order today from your 
jobber or direct. Jobber inquiries invited. 








HARDWARE AGE 











* WATER BOWLS 


Are You Losing Sales on this Profitable 


Over-the-Counter Item? We Have Them 


IN STOCK—READY FOR 


IMMEDIATE DELIVERY 
ALSO FAST SELLING 
PROFIT MAKING — 
ous “— 
STOOLS Roper nn 


GIRTON MANUFACTURING COMPANY 


MILLVILLE, PENNSYLVANIA 


Plant-TJested Equipment For The Wodern Dairy 
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The 1947 
Model 


It's Ready y 


“PRIDE-O- LAWN" 
SPRINKLER 


Engineered for the most efficient and scien- 
tific known method of sprinkling. 


Designed for beauty unequalled in any 
other sprinkler. 


Constructed or heavy, cast alluminum with 
brass bearing. Completely rustless. 


Guaranteed for life because there is noth- 
ing to bend, break, clog or adjust. 


Priced for quick public acceptance and 
real profit for the retailer. 


"It rolls, spins and sprays” 


Available through leading 
wholesalers. Write to us for 
descriptive literature and 
the name of your nearest 
supplier. 


INLAND 
MANUFACTURING CORP. 
156-164 Ellicott St. 
Buffalo 3, N. Y. 


@ The Stewart dealer plan offers an opportunity 
for you to make extra profits without investing your 
money or carrying any of our merchandise. Here’s 
all you do. Send for Stewart literature and famil- 
iarize yourself with our products. Then send us the 
inquiries. That’s all there is to it because we do the 
selling and pay you the commissions. 


Left: Stewart ornamen- 
tal iron lanterns in 
bracket and pier types 
are made in various 
sizes and in several 
combinations of metal. 

















Right: Stoop railing 
design M-281. Stewart / 
railings are made in an kh 
unusually wide variety ‘ie 
of designs fo meet all 
requirements, 





In addition to the items illustrated, Stewart prod- 
ucts comprise: Chain Link Wire Fences and Gates 
for all types of property. Plain and Ornamental Iron 
Fences and Gates. Folding and Sliding Steel Gates. 
Balcony, porch and stair Railings in Plain or Or- 
namental Iron, Steel Benches and Settees. Iron and 
Wire Window Guards. Wire Mesh Partitions. Flag 
Poles. Bronze Plaques. Baseball and Tennis Court 
Backstops. Stadium Seat Brackets, and many other 
products in iron, wire and bronze. Write for litera- 
ture today! 


THE STEWART IRON WORKS CO., INC. 
1337 STEWART BLOCK, Ti 1, OHIO 
“Experts in Metal Fabrications Since 1886” 


HARDWARE AGE 





CUT YOUR | AWN STORY 


SHORT WITH 


The Doo-Klip Double-Action Pruner 
Slices as it cuts! Has terrific cutting pow- 
er and leverage action. Tough, induction 
hardened alloy steel cutting blade slices 
through the heavier branches. 


Price, $2.50 


LEWIS ENGINEERING & 
MANUFACTURING COMPANY 
Alliance, Chio 
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Doo-Klip adds two fast-selling Y 
items—a new Hedge Shear and 
Double-Action Pruner, At a glance you'll see the 
improvements in design that make for faster 
cutting and non-tiring action! This wider Doo- 
Klip line will increase your lawn tool business 
in the Spring, Summer and Fall! 


The New Doo-Klip Hedge Shear cuts faster! 
Stalks can’t slip or bunch because both hard steel 
blades have ground escalloped edges. Rubber 
handles cushion shocks—finger grips prevent 


blisters. Price, $4.50 








Snip-itt Grass Shear 
$1.35 











& Hordwore deciers can create new EXTRA 
PROFITS from ready and walting home modernizo- 
tion jobs by owning and renting out this Lincoln 
Speed-O-Lite sander. Peeple giadly pay up to 
$5 per day in rentals alone. Besides you sell large 
nts of supplies that are needed in any floor 
finishing of building modernization program. 








THE LINCOLN SPEED-O-LITE 


A 


This famous rental sander has earned th upon th ds of dol- 
lars for hardware and paint dealers from coast to coast. The rental 
income that ranges up to $5 per day Is only a starter. 





SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures complied by a number of your fellow dealers clearly indicate 
thet you can ADD SALES of sandpaper, paints, varnishes, seal, tools, etc., 
averaging up to $10 per day to each and every Lincoln Speed-O-Lite 
rental customer. We urge you—write today for full details about the 
Speed-O-Lite Sander Rental business. 






























e Adequately rust-proofed 
e 1000 key combinations 
e Very nearly thief-proof 


Wherever an exposed lock 
is used — garages, tool 
boxes, gates — your 
customers can depend on 
the Sterling Rotary Lock 
to keep possessions se- 
cure. Dependable service 
for a quarter of a cen- 
tury. The lock is rust 
proof, and it won't chip, 
scale or blister. Simply 
constructed with only four 
permanently joined parts 
—rotary shackle, locking 


back plates. Available in 
two sizes—2!/," shackle to 
retail for 85¢; 134"shackle 


your jobber, or write for 
information. 


STERLING LOCK COMPANY 
1301 S. Third St., Minneapolis 4, Minn 


for 60¢; Chain I5¢. Ask | 











assembly and front and | 

























For Immediate Delivery 


Conveniently 
placed ON 
and OFF 
switch. 







fils. clips. 








EXECUTIVE MODEL 


is a beautiful yet sturdy fixture that adds to the ap- 
pearance and efficiency of any desk —for office or 
home. It is constructed of heavy white metal castings, 
stands 14% inches high, wt. 10 lbs. The stationary 
hood is 19 inches wide and contains a parabolic type 
reflector that takes an 18 inch No. T-12, 15 watt fluer- 
escent bulb. Wired for 110 volts, 60 cycles, A.C. cur- 
rent. The Executive Model is finished in Brown 
Crackle, (individually packed). Sold only through 
recognized Hardware and Electrical Wholesalers. 


WESTERN 
FLUORESCENT LIGHTING CO. 


3242 Roosevelt Road Chicago 24, Illinois 





FLUORESCENT DESK LAMPS 

























“A Mast for Every Home” 













Get Set for Spring Sales with 
IMPERIAL LAWN - EDGE TRIMMER! 


@ Every home-owner is a sure-fire prospect for this 
Imperial Lawn Edge Trimmer which makes quick, easy 
work of trimming straggling, over-hanging grass 
along sidewalks. Sturdily constructed and nationally 
known, this Imperial Lawn Edge Trimmer is a demand 
item that will insure quick sales and customer satis- 
faction. Put yourself in line for extra profits this 
spring—order from your jobber now! 


IMPERIAL BIT & SNAP CO.—RACINE, WIS. 


HARDWARE AGE 
































THE ANGLE of HITCH— 
IGHT A CHAIN CAN CARRY 


It is not enough to know the safe working load of a given 
chain. The approximate hitching angle at which the sling 
chain will be used must also be considered. Factors such as 
this make it important to “engineer” chain to particular 
applications. 


That is where you benefit by handling McKay Chain... for 
with this engineered line, you can always recommend the 
exact type, grade and size chain for every working condition. 
McKay Chain, correctly specified, properly used and regularly 
maintained, insures safe load handling. 

The McKay Man will gladly explain the procedure for 
engineering chain to specific requirements. Call him today 
and let him show you the many profit advantages of selling 
the full line of McKay “Engineered” Chain for industrial, 
commercial and agricultural uses. 


GENERAL SALES OFFICE: YORK, PA. 


yn ty ee 
lead of each angie 


17,500 tbs. 
14,000 tbs. 
10,000 ths. 


MKAY 
Engineered Chain... 


* Herness Chains 
* Tie-Out Cheins 
¢ Machine Chein 
* Helter Cheins 
© Wagon Chains 
* Breast Chains 
* Sling Cheins* 
* Anchor Chain* 
* Trace Cheins* 
* Repair Links 

* Feed Chains 

* Heel Chains 

* Tire Chains 


© McK-Alloy Chain’ 
© Hi-test Chain* ‘ 
* Steel Loading Chain* 
* Proof Coll Chein* 
© XX Dredge Chain’ 
* Crown Dredge Chain* 
© Steam Shovel 
Hoisting Cheins* 
© Twist Link 
Machine Chain 
© Victor Pattern 
Coll Chain 
* Ohio Pattern Cow Ties 








THE VE 


G ELECTRODE OMMER al HA S 


COMPANY 
PITTSBURGH 22, PA. 
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* Twist Link Coil Chain 
© Victor Breast Chains 
® Passing Link Chain 

* Sash Chain 

* Conveyor Chain 

* BBB Coll Chain’ 


* Pump Chain 

* Log Chains’ 

© Well Chain 

* Chain Hooks 

* Stage Trace Chains 
* Stretcher Chains 


* These chains are always proof-tested 














WU ad | — 
THE HOUSING NEEDS. 4-5” GETS BIGGER.| 5.25. -crevnouno- 
... $0 DOES THE CALL FOR FINE TOOLS a 


We are doing our best to meet the big demand for 
OHLEN-BISHOP carpenter and woodworking tools. No. 20 COMPASS 
Unfortunately there is only so much fine steel, so much 

c 


skilled labor to make these dependable tools — we 
will not sacrifice quality. [ 


~ 


When we reach your order, be assured it will be filled ae ath 65 BUTCH ER 


with the same fine quality products for which OHLEN- 
BISHOP has been known throughout almost a century * 


of saw making. 
LEN-BISHOP MFG. COMPANY hd :* 


901 Ingleside Ave., Columbus, Ohio 
No. 333 
DADO 








No. 225-A ~ CROSSCUT 


/ Extra Luality IS BUILT 


into every detail of 


UNIVERSAL Sprayew 


Years of experience, years of specialization in the exclusive production of 
sprayers, plus the determination to make the best sprayers on the market has 
resulted in dozens of extra-quality features throughout the UNIVERSAL line. 
Take for instance the side seams of our compressed air tanks. First they are lap- 
jointed, then riveted and then firmly soldered. This type of construction is 


absolutely leak-proof and greatly reinforces the tank. 
When construction superiori- 


* ties like these are produced by 
the highly efficient mass- 
production methods which 
Universal uses, the result is ex- 

Nh tra quality sprayers at “ordi- 
nary sprayer" prices. 


RIGHT NOW... 
sales are still necessarily confined 
to present Universal distributors. 
But keep your eye on Universal — 
it's by long odds the best line to 


handle. 


UNIVERSAL METAL PRODUCTS CO. 
MICHIGAN 




















Soldering side seam of Universal 


compressed air tank. SARANAC 


HARDWARE AGE 
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ut TAT-ANTU pray 


(FORMULA 83) 29 


A STEADY TUNE ON YOUR CASH REGISTER! 













3 SIZES 
35¢ PKG. 


(Mounted 12 on 
Attractive Counter Card) 












$1.00 CAN 


(4 oz. Farm Size) 







$1.00 SHAKER- 
TOP CAN 


(For Tracking) 














Your customers will like the satisfaction-or-money- 
back guarantee. And once they try TAT-ANTU, 
they'll buy it again and again. So, if you haven't 
. . - . . . 
already done it, stock this fast-selling, repeat item 
now. Unit packages containing our 3 most popular 
sizes plus merchandising aids are available from 
your jobber. If he can’t supply you, write us today! 


TAT-ANTU (Formula 83) is amazingly effective for not 
. . but all three approved, modern 





ome... not two. 
methods of rat control. 


1. FOR FEEDING—a ready-to-use bait. Tasteless; requires 
no prebaiting. 
2. FOR DRINKING—a concentrate powder for dusting on 
drinking water. 
3. FOR TRACKING—a concentrate powder for dusting bur- 
rows and runways. Rats walk on it 
. it irritates their feet . . . they lick 
their feet .. . and die! 








Other Outstanding TAT Products Are: 


FOR HOUSEHOLD AND GARDEN USE: TAT Ant Traps, Ant 
Bait, Roach Traps, TAT Mo-Go (kills molés’and gophers), Insect 
Repellent, DDT Concentrate Sprays, Wettable Powders and Dusts, 
Weedette (2,4-D Weed Killer) . 















FOR FARM USE: TAT 35% DDT Concentrate, 10% DDT Dust 
Poultry Delouser, 25% and 50% ODT Wettable Powders; 3% 
DDT Special, Weedette (2,4-D Weed Killer). 


TAT Sowa 5 


CONTAINING ANTU 
SO POWERFUL—ONE LICK KILLS RATS 








NATIONALLY ADVERTISED 


We're telling the TAT-ANTU (Formula 83) story to your 
customers this Fall in these 12 leading national and sec- 
tional, home and agricultural publications . . . American 
Poultry Journal, Better Homes & Gardens, Country Gentle- 
man, Hoard’s Dairyman, New England Homestead, Path- 
finder, Pennsylvania Farmer, Popular Mechanics, Poultry 
Tribune, Progressive Farmer, Successful Farming, Wallace's 
Farmer. 
















O.E. LINCK CO., INC. MONTCLAIR, N. J. 
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RUBEROID ‘They sell on eight . te 


Every homeowner [i 
is a prospect 

for this new, 
HANDY ROLL! 


@ New, attractive, convenient 
package makes this many-use fire- 
proof paper easier for you to han- 
dle and display — easier to sell. 
Customers like this improved, 
handier roll and it enables you to 
sell by the package instead of the 
old, bothersome method of by the 
piece. Here’s 20 yards of 18” wide 
asbestos paper all ready to go— 
doesn’t even have to be wrapped. 
Uses pictured on colorful label makes package its own 
best salesman! If you are not already handling this profit- 
able, quick-moving item, get in touch with your jobber 
or write us today for prices and full information. Dealer 
helps are available—easel display and consumer leaflets. 





Wrapping heater pipes, fives, 


Protecting wood partitions, walls 
furnaces, air-conditioning ducts. 


and ceiling against fire. 


— 


a 


In grease pan under broiler. For making homemade gaskets. 


| 


Pot holders and surface Protection while soldering or 
protectors. welding in workshop or garage. 


The RUBEROID Co. 


Asphalt and Asbestos Building Materials 
500 FIFTH AVENUE, NEW YORK 18, N. Y. 

















because they’re 


JUDD Bright Wire Goods are quality products 
that sparkle with eye-appeal. These fast-mov- 
ing, customer-accepted goods mean increased 
profits for you. : 

Finished in the new, bright Kadmilite, JUDD 
Bright Wire Goods glisten like highly polished 
silverware. Bundled in brilliant red clips and 
bands, JUDD Screw Eyes and Screw Hooks sell 
on sight. 

Color .. . sparkle... these two features of the 
new JUDD Bundled Bright Wire Goods add up 
to eye-appeal, buy-appeal. 

For profitable results, convenience and econ- 
omy of buying, order your merchandise from 
JUDD, manufacturer of the most complete line 
of Bright Wire Goods. 


H. L. JUDD COMPANY, WALLINGFORD, CONN. 
87 CHAMBERS STREET, NEW YORK 7, N. Y. 


HARDWARE AGE 
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Refillable model 
$3.98 retail. 


Refills $2.00 
retail. 


DISPLAY AND SELL... 


A “QUICK TURNOVER” 
ITEM WITH A “BIG PROFIT” 


Bridgeport Aer-a-sol is the way to year ‘round insecticide profits. 

There is a tremendous fall market for Bridgeport Aer-a-sol in- 
secticide, proven by an astonishing sales record last fall. 

There is no better or quicker way to kill moths, moth larvae 
and moth eggs. 

There is no cleaner or quicker way to kill cockroaches. 

There is no season for moths, cockroaches, bedbugs, silver fish 
and other household insect pests. 

Every apartment house, restaurant, grill, tavern, bakery, meat 
market, store or factory where food is handled will find Bridge- 
port Aer-a-sol indispensable for killing roaches and flies. 


A quick turnover item with a big profit. 


“CASH IN” 


on Fall and Winter 
Insecticide Business 


eee Ur 
+ Guaranteed by > 


Junior Size 
$1.00 retail 


Non-Refillable 
model 
$2.98 retail. 


MORE CONSUMERS buy Bridgeport 
Aer-a-sol than all others combined. 
Here’s why: 

. Superior, straight-away safety-type spray nozzle 
that controls particle size for most economical and 
efficient results. 

. Convenient and economical. 

. Effective multi-purpose formula 

. Attractive Blue Container 

. Aggressive advertising 

. Free merchandising helps—displays, newspaper 
mats, leaflets, etc. 


- BRIDGEPORT BRASS 


“Bridge 


OCTOBER 24, 1946 


BRIDGEPORT BRASS COMPANY, BRIDGEPORT 2, CONN. _ Established 1865 








Phantom view shows patented 
R-W Lock Joint method of support- 
ing and coupling track. Lock Joint 
Trolley Tracks and Ball Bearing 
Hangers are available in a wide 


range of sizes to suit every need. 


Richards-Wilcox Ball Bearing Hangers 
and Lock Joint Trolley Track 


Doors that slide—barn doors, industrial 
and fire doors, vanishing house doors— 
are safer, smoother, more dependable with 


Richards -Wilcox door hardware. With 


the famous R-W complete line—‘‘A Hanger 
For Any Door That Slides’’—you can be 
sure you have the right answer to every 


sliding-door hardware requirement. 


Richards-Wilcox Mfg. Co. 


OVER 66 YEARS 


HARDWARE AGE 








FOR MORE TOOL MILEAGE 


A new process of electronic hardening gives greater 
strength to the cutting edges of UTICA Pliérs and 
insures still more tool mileage. Always the choice of 
skilled mechanics everywhere, UTICA Tools are. 
better and stronger than ever. Sold only through 
recognized jobbers. 





UTICA DROP FORGE & TOOL 


CORPORATION 
UTICA 4,NEW YORK 
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in the clean, convenient 


NEW PUFFER PACK 


y 


Hardware stores all over the country have found Lub- 
















a-Spray an unusually fast, profitable seller. It’s a 
‘natural for householder, car owner and sportsman 
alike, because Lub-a-Spray is the most effective and 
easiest method of graphitoid lubrication. Just squeeze 
the handy puffer pack and the job is done. An easily 
controlled graphitoid spray penetrates instantly -- it’s 
air - floated into hard-to-get-at places, assures long- 





lasting lubrication. That’s why Lub-a-Spray has thou- 
sands of uses--and millions of users. Stock this fast- 
moving item now. Order Lub-a-Spray from your 
jobber today. 


MANUFACTURING CO. 


MILWAUKEE 1, WISCONSIN 


se r hardw 


res 
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ZMP21 With thousands of hand 
rinders in use in home workshops, 
Simonds Abrasive Utility Kits are 
natural Christmas sellers. 


Still Time 
to Get These 


\Aerigloored 
ClUlcra— 


Get your copy of the Simonds Abrasive Hardware 
ilies boned Catalog now and you'll still have time to build up 
a complete fast-selling line of practical gift items. 
16 informative pages, liberally illustrated with top 
quality abrasive specialties priced to give you 
extra Christmas profits. Everything for the home- 
craftsman and hobbyist, useful items for the 
housewife, necessary additions to every tool chest 
Fp me sed . . - easily stocked, quickly sold. Utility kits of 
individually Boned specially selected Mounted Wheels and Points, oil- 
stones, knife sharpeners, pocket and all-purpose 
stones ... the catalog lists these and many other 
items to step up your Christmas sales pace. Attrac- 
ag nr -snl oy Toe tively displayed, these abrasive tools readily sug- 
gest themselves as useful, practical, welcome gifts. 
Get off to a sound selling start by stocking these 
profitable utility items now. Send for Simonds 
Abrasive Catalog today. ‘ 


SIMONDS ABRASIVE COMPANY 
Tacony and Fraley Streets, Philadelphia 37, Pa. 


SIMONDS 


ABRASIVE CoO. 


Send for this catalog 
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RED JACKET’S 


Yew WATER 
SOFTENER 


Removes Hardness 
and Tron 
at the same time! 


AS SIMPLE AS 
A-8-C 


The Model “SA” Water Soft- 
ener is the most advanced de- 
sign in water softener history. 
Actually its principle of oper- 
ation is a revolutionary de- 





velopment made possible by i 

consistent research upon the : 

part of Red Jacket Engineers. “% MODEL "SA" ° 

There is no other unit like it. *e * 
4, ** 


Super-Exchanger material © euce no®™ 
makes possible a_ greater 
capacity than ever before combined with the ability to fe- 


move iron as well as hardness at the same time. 


Regeneration is so simple a 10 year old child can do it. 
Only two valves to operate, the main control valve and the 
waste valve. Everything else is automatic. The unit operates 
downflow in service. During regeneration the flow is up- 
ward and the Super-Exchanger material is washed, brined 
and rinsed without any attention on the part of the operator, 
whatsoever. Never before has so much convenience been 
packed into such an efficient softener. 


IT 1S SIMPLICITY IN EVERY SENSE OF 


% GREATER CAPACITY—FEWER 
REGENERATIONS — because of 
Super-Exchanger material. 

x REMOVES HARDNESS AND 
IRON — at the same time. 

% SIMPLE REGENERATION PRO- 
CEDURE — Only three steps 
necessary; A-B-C. 

% BEAUTIFULLY FINISHED — in 
sparkling white enamel with chrom- 
ium plated trim. Worthy of instal- 
lation anywhere in the home. 


“Wakes Drentt’ WK SIX SIZES TO CHOOSE FROM 
RED JACKET — a size for every home. 


Contact your jobber today for com lete 
information about the Model ''S. 


THE WORD 










service 
products 


RED JACKET 
MFG. COMPANY 


for ove 63 yea 


IOWA 


DAVENPORT 
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SELL) THERMOSTATIC HEAT 
REGULATOR SETS....To Owners 
of OIL HEATERS Sold Since-1939 


You have a long list of ready prospects for this A-P Heat 
Regulator Set—all the owners of Oil Burning Space Heaters 
using any A-P Constant Level Oil Control sold and deliv- 
ered since 1939. 

Tell all these old friends how THERMOSTATIC TEM- 
PERATURE REGULATION can be added to their heaters 
easily and at low cost — with the A-P Model 240-ED Heat 
Regulator Set. They'll appreciate the convenience and luxury 
of steady room comfort at the touch of a thermostat dial, and 
the fuel-saving advantage that will practically pay for the set. 

Get ready for this EXTRA sale and profit now! Write 
for descriptive literature, prices, and samples of advertising 
and selling material. 











Easily Installed — Just mow 
Electric Conversion Tep on 
present Manvel Control and 
connect to Thermostat and 
Transformer. 


(Be sure your mew Heater Lines are 
equipped with AP DEPENDABLE OIL Controls — for faster 
sales, greater customer satisfaction. ) 


AUTOMATIC PRODUCS COMPANY | 


2442 NORTH THIRTY-SECOND STREET, MILWAUKEE 10, WISCONSIN 


DEPENDABLE 
Ok Controls 


DESIGNED TO ELIMINATE SERVICING 
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STANLEY 


{ ul 


i 


“ 


STANLEY 


Anvil Tools * Awls * Bars — Ripping ¢ Bit Braces * Boring 
Tools * Breast Drills * Chisels, Cold * Chisels, Wood °* 
Hand Drills «+ 


Hammers 
Punches * Rules * Saw Sets * Scrapers * Screw Drivers * Sledges 


Levels * Marking Gauges * Mitre Boxes * Planes 
Soldering Irons (Electric) * Spoke Shaves * Squares * Vises 


STANLEY TOOLS, New Britain, Connecticut 


The Tool Box of the World 
OCTOBER 24, 1946 





STANDARD AND SPECIAL ; eS Ge 
Every Type . . . Every Material BS 
Every Purpose .. . Every Finish € , 

OVER 22,000 SETS OF DIES 


.. STAMPINGS 


OF EVERY DESCRIPTION 
Blanking . . . Forming . . . Drawing . . . Extruding 
Let us quote on your requirements . . 


WROUGHT WASHER MFG. CO. Presccer of washers 


2218 SOUTH BAY STREET e MILWAUKEE 7, WISCONSIN ( 








TRIPLE -ACTION 


D, 
ADVERTISED Rant? St 


COMPANION 
PRODUCTS 


= ee me LUBRICANTS NEEDED 
et NS = \ IN EVERY HOME, OFFICE | 
<i Po <i AND SHOP 








FROM YOUR JOBBER | 


te 


DOOR-EASE STAINLESS STICK ,. 
LUBRICANT AMERICAN GREASE STICK CO. 








with € 
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COLVMBIAN 
Homeshop VISES 
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STANDARD THE COUNTRY OVER’ 





Here's the line of tank heaters stockmen want. 
Thousands sold every year because this heater 
has everything necessary for efficient, trouble-free 
performance. This nationally advertised line of 
oil burning tank heaters is in big demand. Now 
is the time to cash in. 


Efficient! Economical! Oi Burning! 
“A FAVORITE WITH STOCKMEN EVERYWHERE” 


Standard the country over! The favorite water 
tank heater for stockmen everywhere, because they 
provide the greatest possible heat radiation below 
the water line. All the heat is applied to the 
floor of the water tank 
where it should be. All 
steel or cast iron con- 
struction. No bolts or 
packing. All connections 
are welded solid to the 
heater. Burns all kinds of 
fuel oil. Used also for 
brooder stove, hot dip 
tanks, spece heater, feed 
cooker, etc. 


FINEST LINE OF 
TANK HEATERS 


MODEL 
CS-5 


SELF. SINKING 








Order Now! Cash in at 
the peak season! Write 
for descriptive literature 


and prices. 












better draft conditions. 


excess draft 


SIPHON FEED—tInsures uniform feed, and steady 
heater 


barrel for filling. 


FUEL DRIPPER—Controls flow of oil 


tensiher. 


ASBESTOS WICK—No burners to get out of order 





Teatares THAT SELL! 


REVOLVING HOOD—Placed at top of smoke stack. Gives 


WEATHER SHIELD—Keeps out rain and snow, orevents 


DETACHABLE 6-QUART FUEL TANK—May be taken to 


FLAME SPREADER—Serves as smoke burner and heat in- 








MANUFACTURERS OF 





for LEAKS- 


Now you can offer clean, conven- 
ient “first aid’ for leaky water 
pumps, radiators, valves and 
many other steam or water-carry- 
ing units. Eliminate handling 
messy bulk-lengths of asbestos 
packing by placing a handy Lucky 
Strike package display in your 
store traffic pattern. Talk LUCKY 
STRIKE to your jobber today! 











@ Duz-All Tractor Loader 
@ Steam Cleaner 

* @ Electric Tank Heaters 
@ Cultivator Shields 

* 








General Farm Equipment 


STEBRING 
MANUFACTURING 
COMPANY 


200 Main Street, GEORGE, IOWA 





ATTRACTIVE 2-COLOR 
COUNTER DISPLAY 


25 neat glassine envelopes,each 
containing 30” of lubricated, 
graphited asbestos packing. 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 
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Write to us for our interesting proposition on the 
“Home’’ Kit and the other Hallowell Tool Kits: “Socket 
Wrench”, “Socket Screw” and the “Auto” Kit. 


Kits: Patents Pending OVER 43 YEARS IN BUSINESS *Reg. U. S. Pat Off 


J 


JENKINTOWN A ond 736 E BRANCHES: BOSTON - CHICAGO «+ DETROIT + INDIANAPOLIS + ST. LOUIS + SAN FRANCISCO 
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CABINET 
HARDWARE 





ATTRACTIVELY PACKAGED 
for Zuich, Profitable Sales 


% SAVES TIME Envelope packing permits 
better service to your customers. Envelopes 
and cartons are clearly marked for easy 
identification. 


% SAVES SPACE Cartons are of uniform 
size, requiring a minimum of shelf space, 
One dozen items packed in a carton. 


% PREVENTS LOSS OF SMALL PARTS 
Envelope packing assures customer that all 
parts and screws required for installation are 
there when needed. 


Se PROTECTS FINISH Plated surfaces can- 
not become scratched — Envelope packing 
gives full protection, 


There are four complete matched sets to 
choose from — designed and priced for any 
style home, large or small. Best of all, it’s a 


profitable line for you to sell! 









NATIONAL LOCK COMPANY 
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THE MARVEL’ 








Barnes Automatic Pumps deliver “33,000 for 
1” performance. For each gallon of gasoline con- 
sumed, Barnes Pumps deliver 33,000 gallons of 

water — the equivalent of 4% tank cars. That's real 
economy. And economy coupled with Barnes extra 
dependability, portability, and ruggedness means 
cheaper and faster completion of the job. 


Barnes “33,000 for 1” performance is made pos- 
sible by precision engineering and close tolerance 
machining to allow within the pump direct flow 
from suction to discharge. The suction inlet is in 
direct line with the impeller. There are no “water 
detours.” This eliminates needless friction and 

allows the power unit to operate without unneces- 
sary labor. Fuel consumption is low and perform- 
ance is high, for in Barnes Automatic Centrifugal 
Pumps water takes the natural, direct flow route. 


Barnes ‘33,000 for 1” Pumps have proved their 
worth over the years for farms, ranches, nurseries, 
municipalities, utilities and other general uses. 
Write today for full descriptive literature. 


LET YOUR BARNES DEALER HELP 
SOLVE YOUR PUMPING PROBLEMS 








ARNES MANUFACTURING CO. 


“-  @) a. 
auaakily ume WManufactarers gor 50 Years Mansreto, Ono 
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“‘TINKER to EVERS to CHANCE” 


If you know baseball history you remember that famous 
double play which usually retired a side— Tinker to Evers 
to Chance—three men who played with such team-work 


that games were won by their efficient co-operation. 


Close team-work between manufacturer, jobber and 
retailer makes a winning combination too. And this is 
especially true in selling bolts and nuts for which no 
demand can be created with the public as for kitchen 
utensils, paints and varnishes, stoves, radios, refrigera- 


tors and electric fans and mixers. 


Lamson & Sessions, as manufacturers, provide the finest 
quality of products—the start of this double play—and 
these products are packaged in cartons that are full 
telescoping, to keep the contents clean, and labeled 
legibly. An all-over design identifies the carton—an 
Award winner in the All-America Package Competition. 
Besides that, Lamson & Sessions offers the Speed- 
Merchant, stock and display cabinet which enables the 





LAMSON 


YOl ov Nol 5 ae dey a 


STOVE BOLTS + SHEET METAL SCREWS « WIRE ROPE CLIPS + PIPE PLUGS » WEATHER-TIGHT BOLTS » MACHINE SCREWS AND NUTS 


hardware dealer to keep the“ 5-and-10” sales for himself. 
The Ready-Reference List is a handy device to enable 
you to find list prices at a glance for a full line of the 
most commonly stocked and most readily sold fasten- 
ings. And finally, there are booklets of printed bin 


labels to aid you in keeping your stock plainly labeled. 


Your jobber stocks the Lamson Line—and keeping his 
stocks complete to fill your orders promptly is the 
“play” he makes on this team. And finally you, third 
member of this team—you and your hardware store— 
complete the “double play”. If your stocks are complete, 
properly balanced, you are sure to make a profit with 
the Lamson Line. And for a good “coach” on your side- 
lines, is the National Retail Hardware Association, 
always ready with sound merchandising ideas and store 
layout counsel, every time you come to bat. 

THE LAMSON & SESSIONS COMPANY, General Offices, Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 





‘AGE BOLTS » MACHINE BOLTS + PLOW BOLTS + NUTS + LAG SCREWS + LOCK NUTS + CAP SCREWS «+ COTTERS + SET SCREWS 


& SESSIONS 


the Lamson Line 






ANNOUNCING THE NEW 194 
LINE OF “C. Q.” GRINDSTONES 


Available in many sizes, designs and prices 
to satisfy your customers’ needs, the new 
“C. Q.” line of modern grindstones provides 
unusual profit possibilities for all hardware 
merchants. 

Ruggedly constructed of strong steel to with- 


stand rough use, each model will give years’ 


of extra service. Every unit is attractively 
finished in beautiful, lasting colors — fine 
for sales-producing floor displays! 
Here is the complete line of motorized, foot- 
powered and hand-operated units, each 
carrying a selected stone of Ohio grit to doa 
better than usual sharpening job. 
Dealer franchises will be quickly assigned 
. resolve to get your share of the rapidly 
growing demand. Backed by over sixty 
years of customer acceptance, the new 1947 
“C. Q.” line is a natural for 
you. Write and we will give 
full details about our mer- 
chandising program for the 
coming year. 


Send for this folder today! 


This file size folder contains com- 
plete descriptions of the entire 
ZN 
- 
s 


Cc. Q.” line. Send for it at once. It's free! 
ABRASIVES 
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1125 GUILDHALL BLDG. CLEVELAND 15, OHIO 
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Yes, there is a big, beautiful market for SILOO FUEL 
OIL TANK SOLVENT. Whether it's oil burners or space 
heaters, diesels or oil ranges, SILOO FUEL OIL TANK 
SOLVENT will clean the system and keep it clean. 

In fact, this safe solvent is highly effective in any system 
that uses straight-run or catalytically-cracked fuel oil, 
kerosene, range oil, stove oil or similar fuels. 


Just pour SILOO FUEL OIL TANK SOLVENT into tank 
or drum. It clears and cleans clogged lines, oil filters, 
strainers and burners by removing sludge and gum 
deposits and dispersing water due to condensation. 
Keeps new underground tanks continuously clean by 
preventing the formation of gummy oil residues. 


SILOO FUEL OIL TANK SOLVENT is used in the 

home and in industry. Stock it to meet both demands— 
display and sell it to make a nice profit. 
Contact your jobber today. 









SILOO FUEL OIL TANK SOLVENT E 
is non-inflammable, non- 7 
explesive, non-toxic, non-corro- 
sive—always safe to store 
and use the year round. 








pea FOR ALL TYPES Salve ACSIBUES 
CORPORATION 
(Tank Solvents Division) 

General Offices: 331 Madison Ave., New York 17 


Petroleum Solvents Corp. of Canada, Ltd., Montreal 
Plant and Laboratories: Port Reading, New Jersey 
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PANTHER and DRAGON 


STAY WORKABLE LONGER! 


PANTHER AND ORAGON 
friction & rubber TAPES 


Solid Through Recognized Independent Wholesalers 


HAZARD \ 
\H 


\ 
\H INSULATED WIRE WORKS 


Division of The Okonite Co 


Wilkes-Barre, Pennsylvonia * Offices in Principal C 


=m 
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...and high dielectric 
strength 


Wauen a tape buyer gets 
PANTHER or DRAGON, he’s sure of good 
working qualities... qualities that comply 
with, and in many points exceed, current 
A.S.T.M. and government specifications. 


Pantuer and DRAGON Fric- 
tion and Rubber Tapes adhere securely, 
have high dielectric and tensile strength, 
make for neater, surer and longer-lasting 
splicing jobs. PANTHER and DRAGON 
Rubber Tapes have the additional quality 
of fusing securely. 





FLINT HOLLOW GROUND CUTLERY 


Ads like this now appearing in 


all these popular magazines! 
Saturday Evening Post 
* Womor Home Companion 
Newsweek 
* American Home 
Better 


Homes and Gardens 


* Bride's Magazine 
Good Housekeeping 


House Beautiful 


* House and Garden 
* Ladies Home Journal 
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LET VOLLRATH’S REPUTATION FOR QUALITY 


ASSUR 


come 
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YOUR FUTURE IN KITCHENWARE! 








Year after year, Vollrath beauty and durability at- 
tracts the customers you want—the host of women 
who are accustomed to having and wanting better 
things in their homes. With pride, these wise 
housewives ask for Vollrath Ware. 

Isn’t it just good business to attract them to your 
store... to serve them by selling them the kitchen- 
ware they know about — Vollrath Porcelain 
Enameledware! 

So many women know of Vollrath’s 72-year 
reputation for quality—your future in kitchenware 


is assured! 


SHEBOYGAN, WIS. 
NEW YORK + CHICAGO - LOS ANGELES 











NOW AVAILABLE} 


Premier P-20 


Portable Electric Water Heater 





te UNDERWRITERS’ LABORATORIES APPROVED 


ORDER 


THE NATIONAL 


TOLEDO 4, 





DIRECT FROM 





Water Heater with 1500 Watt genu- 
ine Chromalox heat unit is the an- 
swer to quick supplies of hot water 
on the dairy or poultry farm, in lab- 
oratories, resorts, camps and homes. 


HOT WATER 
BY THE PAILFUL 


A pail of water hung on switch arm 
sets unit in operation . . . when 
pail is removed, switch shuts off 
automatically, 

% IT’S PORTABLE 

— Unit is hung by slotted bracket 
from small bolts, nails, or screws 
on walls, posts, etc. 


% YEAR-AROUND SELLER 


IDEAL COMPANY 


OHIO 





The Premier P-20 Portable Electric | 




















There's no limit on the sales 
you'll bag this fall and winter 
with Handy HannaH Clothes 
Dryers! 28% feet available 
clothes line — 30” sq. by 46” 
high when open. Rapid turn- 
over at $2.39 retail. 
Order plenty from 
your jobber todayl 
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GUN Co zon 
SALES 


this Fall and Winter 
















SELL THIS G 
FAST- tae 
GIF ~ NOW 


RARVIT CARVING TONGS 


A fast selli novelty ... a carving 
tongs for holding roast or fowl while 
or for transferring from oven. 


CHROME 


retails for 


3.00 
HEAVY SILVER PLATE 


retails for 


7.50 


Individually packed in gift boxes. 
FREE Blue mirror background display stand. 


IMMEDIATE DELIVERY 
.-. ORDER TODAY 














carving 





NATIONALLY 
ADVERTISED and ~/7 | 
Guaranteed by “% 
Good Housekeeping 
Magazine. 
Factory Representatives 
anted 
as 2 Retail 


Prices “Available 


QUEEN CITY BUCKLE MFG. CO. 


CINCINNATI, OHIO 














CHRISTMAS 
SUGGESTIONS} 





Good Cooking Made Easy 
The 


CHEF-AN-ETTE 


Files all recipes in an orderly 
fashion. Appeals to every house- 
wife as quickest, easiest way to 
file those treasured recipes, 
newspaper and magazine cut- 
outs, etc. Every recipe always 
at finger-tips. Five indexed vol- 
umes. All steel and very attrac- 
tively finished in black and 
white. Modern design. 54 pop- 
ular recipes on 3x5 cards in- 
cluded. 


The "KNOW HOW" for Mixing Drinks 
The BAR-ETTE 


The BAR-ETTE enables anyone at a 
moment's notice to mix the right drink 
for the occasion, please the most dis- 
criminating, and fill those unusual re- 
quests. 70 recipes printed on 3x5 cards 
—all types of highballs, those fancy 
cocktails that are the women’s delight 
and plenty of room to add those special 
drinks every amateur bar man invents. 
Attractively finished with rich cream 
colored books and lustrous black frame. 
Order from your jobber or write 
for details. 


PROMPT DELIVERIES 




















LBAR SALES & ENG. CO. 7G. tn Os."A 
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PORCELAIN 
ENAMELED 
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‘( MmeEMCO 


MEMCO is destined to receive preference by 
housewives and progressive independent mer- 
chants everywhere. 





The complete MEMCO line now on display at our 


New York Office - - - - - 200 Fifth Avenue 
Chicago Office - - - 1400 Merchandise Mart 
Boston Office - - - - - 25-27 Portland Street 


THE MOORE ENAMELING & MFG. CO. 
WEST LAFAYETTE, OHIO 
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NOW ADVERTISED IN LIFE MAGAZINE 





Bonds a Wide Variety of Materials 


Such as: 





Wood 
Wallboard 
Plaster 
Concrete 


Metai Linoleum 


just took at the features that Plastics Sheet Rubber 
Glass Painted Surtaces 


make Fiexscreen sell so fast! Ename! Foil 


WITHSTANDS SHOCKS — Holds more firmly — won’t 

crack loose. Sets flexible — absorbs shocks and expan- 

@ Stops flying sparks— prevents fire-damage to sions of widely dissimilar materials that crack ordinary 
rugs, floors, furniture. “dette!” eximenta. 


@ Easily opened or closed with one hand—with RESISTS MOISTURE— Makes heat- and moisture-resist- 
exclusive Unipull control. ant bonds in bathrooms, kitchens, etc. 


Sheer, flexible, woven-metal curtain lets MORE CLEAN AND EASY TO USE— Does not stain or discolor 
firelight shine through. surfaces—it’s white! Noninflammable, too! And since no 
heating is required, it’s quickly and easily applied. 


@ Adds distinctive charm and beauty to any home. 





Need not be lifted aside to add fuel—no fuss, no 
bother, no burned hands. 


Heat-tempered metal fabric will give life-long DISPLAY IT! CASH IN! 


satisfaction. 
Order your supply 


Ready for instant use, its convenience makes for from your wholesaler! 
increased safety. 


A size, type, style to suit any fireplace. 


@ Remarkably low in cost—popular sizes as low 
as $12.50 retail. 


@ Nationally advertised in leading magazines— 
customers ask for it. 


Send for a Bennett Flexscreen Catalog + 


BENNETT-IRELAND INC. Casein ashi of orion 


MAKERS OF FRESH-AIRE FIREPLACE UNITS 350 Madison Avenue, New York 17, N.Y. 
1046 NORTH STREET, NORWICH, NEW YORK DIVISION OF THE BORDEN COMPANY 


HARDWARE AGE 
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GRAND SLAM 16 TRAY ASSORTMENT «.., 


Small Investment—Attractive Mark-U p 


—Requires Little Space 


Feature it! A packaged Assortment of 16 quality- 

built Camfield Serving Trays to start you off in 

the tray business—a complete and profitable tray 

department in itself. 16 size and color combina- 

tions to delight every gift-shopper. All are 5 ply 

constructed from formed plywood — rich, smart, 
won’t re; i) «distinctive and colorful as Christmas itself. This — 
xpan- PLUS attractive counter unit —only $51.72. Retail 
inary value — $86.20. Your PROFIT — $34.48. Stock re- 
placements available in 38 size and color selections. 
Order now for Christmas selling. 


set. be a oA : : ™ 
aaa ’ = : | “GRAND SLAM” 16 Tray Assortment Includes: 


3 large, 3 medium and 5 small Leatherette Trays; I each 
large, medium and small Walnut; and 1 each large and 
ce no ; yr js small Cork Surface Trays—plus handy counter mer- 
at chandiser to display any 4 trays. Retail — range 
; from $2.95 to $6.95. Packed as a unit. Your price— 
only $51.72. Order on the attached coupon— 

now. 


color 


7 
CAMFIELD 


2 * ©0ee000000008 


cy 
Dept. HA-10 . 
CAMFIELD MFG. CO. ys 
Grand Haven, Mich. it 
Please enter my order for (No...) CAMFIELD e 
“GRAND SLAM" 16 TRAY ASSORTMENTS. Counter mer- 6 
chandiser included free with initial 16 tray assortment. 6 
This. order is to be shipped through my nearest Camfield e 
distributor. 
* 
. 
a 
© 
- 
e 
*. 
* 
* 
* 





Signed 


* : res Store 


} : : a 
CA : fy, des Fe, Address 
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for every kind of fishing 


4 “Old Hi of H-I” is constantly on the job to 
WN 772~ help you build more business and greater 

. » profits. From the pages of all the leading out- 
door publications, “old Hi” is telling fisher- 
men about the great new line of H-I tackle 
and urging them to see their dealer. 


HORROCKS -IBBOTSON 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 





120 

















Eventually 


(BUT NOT RIGHT NOW) 


THE FAMOUS 


Tucker-Duck 


PRODUCTS 
WILL BE AVAILABLE 


@ Folding Cots 
and Chairs 


@Folding 
Lawn Chairs 








@ Children’s 
Furniture 


@ Camping 
Equipment 


@ Canvas Spe- 
cialties 





The materials simply aren’t available! There- 
fore Tucker-Duck production remains curtailed 
and we can’t accept your orders. But keep 
your eye on Tucker-Duck . .. and when our 
popular priced line is again available, we’ll 
let you know. 








HARDWARE AGE 





SON Ze eee nee - 


—— 


Oc 

















ee al 


UULL 


THE MAGAZINE FOR MEN 





ZIPPO national advertising 
to boost your holiday sales 
will be more than double 
any previous campaign. 

To the left are shown but 

a portion of the media 

that will bring orders 

to your store. We have 
available counter cards, 





streamers, mats, cuts, 

radio scripts, suggested 
advs., etc., etc. 

Get back of ZIPPO—the 
lighter that made the world 
lighter-conscious. Remember 





no dealer or customer ever paid 
a cent to repair a ZIPPO. 


ZIPPO MANUFACTURING CO., DEPT. X, BRADFORD, PA. 


- ; d Ster- 
‘Engine turne §20*. 
: ing Silver sngsilverCase 
el Plain Sere Plain cacine burned 
silverlike Case 14K Gold Case Gold Case $ 
sive Se 
2.50. $1.00 extra $165*. 
SS jnitial or 548 ? commen 


Attach to firm letterhead and mail 


LEGION BRADFORD, PA. 


MAGAZINE Please send price list of complete ZIPPO line and new items. 
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Our Master Is Only One of 


3 MILLION Dog Owners 


and Every One a Prospect for 


THE NEW , g 
ANAS 


By Far the Finest Leash Ever Made 





Packed with sensational new features that 
assure quick, high-profit sales! 


Here it is—the first sensationally new idea in dog leashes that opens 
a rich new market for you now. The amazing ’Lastic-Leash is 
completely different and far superior to any leash ever made. Just 
imagine —this leash is ALWAYS THE RIGHT LENGTH, stretch- 
ing easily as the dog pulls, then curling back instantly. It is 
STRONG enough to stand a 200-pound pull yet COMPACT 


















BACKED BY MULTI-MILLION enough to tuck into a woman’s purse or man’s pocket. It is RICH 
READERSHIP IN NATIONAL AND SUPREMELY DISTINGUISHED in appearance. Depend 
MAGAZINES on it—these are features that will instantly appeal to every dog 
ati and publicity owner in your community. And there are plenty of them—for 1 
A hares otc Leah customers 10 YOU! out of every 11 Americans owns one or more dogs! 
; Powerful advertising messages 
Sions total over 17,000,000 ~~ Pv Sure-fire Sales-maker for BIGGER Holiday Profits 





Sym te eeerten Onder From Your Wholesaler Today! 


Folks will be Christmas-shopping early this year. And the 
Kellogg ’Lastic-Leash makes the perfect gift—because it’s so 
smart, so handsome, so luxurious and distinctively different— 
and so beautifully packaged! Best of all, YOUR PROFIT on 
every ’Lastic-Leash is greater than on several ordinary leashes. 
Be first to offer them—order from your wholesaler now, or 
write for distributor’s name. 


Order by Code No. K-9’Lastic-Leash . . . Retail List $6.00 
KOILED KORD DIVISION 


KELLOGG SWITCHBOARD & SUPPLY COMPANY 
6644 South Cicero Avenue, Chicago 38, Illinois 


Leading Manutacturer of Telephone Systems, Radio Apparatus and Industrial Electrical Equipment 
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Here’s Why Every Dog Owner Wants 


the Amazing /27¢ -Leash 


No Tangling...No Tripping 


Dog lovers will appreciate the 
gentle, stretching action of the 
’Lastic-Leash. It never hangs 
slack. A dog can be at the owner’s 
heel or five feet away, yet this 
leash is always just the right 
length — off the ground, never 
tangling in the dog’s legs. 


Compact. . . Lightweight 
... and Strong 


The Kellogg ’Lastic- Leash is 
made of tough, resilient DuPont 
Neoprene rubber, with the spring- 
like coils permanently molded 
in. A reinforcing core of Nylon 
adds amazing strength and long 
life. So rich in appearance, so 
compact, so convenient, yet 
’‘Lastic-Leash has 200 pounds 
tensile strength! 
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Pulls Gently... Doesn't Jerk 


The ’Lastic- Leash “gives” as 
the dog pulls—eliminates sud- 
den jerking. It’s the ideal—the 
humane—leash to use with or 
without training collars. It 
stretches easily, then curls back 
instantly. 


Beautiful . . . Long-Lasting 


’Lastic-Leash is the smartest 
looking Leash on the market to- 
day! Has colorful plastic hand 
loop; strong, gleaming nickel- 
plated swivel-snap and ferrules. 
The total extended length, handle 
to snap, is 5% feet. The coiled 
section retracts to only 7 inches. 


Made by the 
Makers of Famous 
KELLOGG 


KOILED KORDS 


Kellogg ’Lastic-Leashes use the 
same sound, tested stretch-and- 
retract action as Kellogg KOILED 
KORDS for electrical appliances. 
The retracting action is perma- 
nently molded right into the tough 
DuPont Neoprene rubber. The re- 
sulting “no-dangle, no-tangle, no- 
kink” quality makes KOILED 
KORDS today’s best buy in elec- 
trical cords. To see them is to want 
them—and that spells extra sales 
for the dealer who offers them. 
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For Heater Appliances 


nvenience, 
Assuree or tecially designe 


cord ——., roasters, grills, 


om heaters, etc. 


electric i 
chment plug 


ines ceemaith ats 
and heater plug’. $2.98" aii 
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Reorder These, Too, for 
Extra Christmas 
Season Profits 


Your wholesaler can make prompt 
deliveries of KOILED KORDS for 
electrical appliances in plenty of 
time for Christmas buyers. Order 
a good supply of all three KOILED 
KORD types now from your 
wholesaler. 


Retail prices protected by Fair Trade Acts 








for every child from Enjoy 2% Glove Sales 
5 months to 3 years 


Than Ever Before 


AUTO SEAT DELUXE NO. 71 


Heavy canvas with metal frame. 
Equipped with colored spinner 
beeds and removable fiberboard 
bettem. Color, maroon, trimmed 
in white. 



































JUVENILE SWING NO. 21 i . 
Extra heavy canvas with | ad | with 
metal frame. strong web }} all 


straps and safety belt. Color, 
blue, trimmed in white. 


METAL STAND NO. 10 
Can be used for both baby swing BABY SWING NO. 51 


and juvenile swing. Tubular cold Metal frame. Heavy canvas cover. The most popular repeat-sales 


rolled steel. Clear lacquer finish. 


Rubber feet. Packed in individ- Safety spring. Color, white H i i 
acked in indivi housekeeping glove in America 


wal corrugated cartons. Easily trimmed ia blee. 
assembled. ; 
Widely advertised in national magazines, new 


FIVE FILER BROTHERS cribs, seats and swings are sold to dealers | Ebonettes are in such demand that only recently 
exclusively through jobbing channels. The dependability of the care- | have we been able to increase production enough 
fully selected local jobber is an important safeguard for dealers who . e 

sell the Filer-Allen line. to meet it. Dealers everywhere report growing re- 
Filer-Allen juvenile furniture, nursery chair and archery sets have peat sales due to women s enthusiasm for the bare- 
first met the approval of the local jobber before being offered to the | hand efficiency of easy-to-wear Ebonettes: easy on 
dealer. This assurance is important not only to the established and off, without tugging; short fingers fit every 


dealer but also to those whose acquaintance with merchandising is . 
of fairly recent origin. Rely on your local jobber. He can be hand to tips, aed floppy 


depended upon. Write to us for his name. 
roomier palm for comfort; 
re amazing . non-slip finish. 
THE FIVE FILER BROTHERS Made of DuPont neoprene, 
Grete Cl oe long lasting in all house- 
OTHER LINES CARRIED: L. E. Stemmler Arche © Ryder Nurse iqui " 
an 6 desea dane eee ry hold liquids. For a profit 
able business built on satis- 


fied customers, insist on Only three sizes to stock, 
small, medium, large — 


Trl LEAR = ANILILEE INI | areal Desc 
/ OMpany THE PIONEER RUBBER CO. 


306 Tiffin Road, Willard, Ohio 
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Frigidaire operates world’s largest 
porcelain finishing plant for appliances! 


er was first to apply a porce- 
lain finish successfully to household 
refrigerators, nearly a quarter-century 
ago. Since then, the finishing process 
and the porcelain itself have been 
steadily improved until the porcelain 
on Frigidaire appliances of today is 
world famous. Time, heat, water, 
paint, fire, scufing—none of these will 
harm Frigidaire Lifetime Porcelain. 

Yet Frigidaire Lifetime Porcelain, 
while being the finest obtainable, is 
not a high-premium product ! 


By modern methods of production; 
by continued improvement; by steady 
increases in economy of manufacture, 
Frigidaire -has put this finest of all 
appliance finishes within reach of mil- 
lions of home-owners. And Frigidaire 
has probably produced more porcelain- 
finished refrigerators than all other 
manufacturers combined ! 

This has meant added enjoyment 
and satisfaction to purchasers, a higher 
unit of sale and increased profits to 
Frigidaire dealers. 


Here then— in this world’s- largest 
porcelain-finishing plant 
example of Frigidaire leadership. An- 
other reason why the Frigidaire fran- 
chise is more eagerly sought and more 
jealously guarded than any other in 
the industry. Another proof that the 
Frigidaire dealer and his customers 


can 


-is another 


Devend on 


WW MME 
to do things RIGHT. WA, 


Proof of the enduring finish of Frigidaire 
Lifetime Porcelain is shown in actual tests 
with excessive heat, lemon juice, scuffing, 
and paint. Years of experience have proved 
how well Frigidaire Lifetime Porcelain 
stands up under such treatment. 


You’re twice as sure with two great names 


FRIGIDAIRE 
made only by GENERAL MOTORS 
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This is the name to build 
good customer relations... 


and the LOFSTRAND” Stainless Steel Insecticide 
SPRAYER will do more to win friends and in- 
fluence sales than all] other sprayers! All parts 
and workmanship are unconditionally guaran- 
teed. Write for information to, THE LOFSTRAND 


COMPANY, 966 Selim Rd., Silver Spring, Md. 


*This rugged Lofstrand Sprayer was designed for, and built 
to the tough specifications of the U. S. Army Engineers. 


EACH ISA 
MASTER PRODUCT 


Our washers are flat, clean-cut 
and hand-sorted —no scrap, 
no slu wd no mis-cuts. In he 
twenty- ears we have been 
servin the ardware trade, we 
have learned how to fill your 
needs, whatever they may be. 


U. $$. Washers © S.A. E. Washers 
Riveting Burrs * Square Washers 
Expansion Plugs * Machinery Bushings 
Aircraft Washers © Discs 
Light Steel Washers * Copper Washers 
Brass Washers * Aluminum Washers 
Stainless Steel Washers ¢ Etc. 


and over 10,000 sets of tools 
for special washers. 








6400 PARK AVENUE 


THE MASTER PRODUCTS CO. CLEVELAND 5, OHIO 


HARDWARE AGE 









GOOD-WILL BUILDERS! 


eee You're sure of 
repeat customers...and 
profits...with these popular 
















OPEN END WRENCH SETS 






POPULAR SIZES—ATTRACTIVE METAL CASE 





Here are standard design, quality made wrenches 
that are the “backbone” of every well stocked 
tool kit. Drop forged of special analysis tool steel, 
scientifically hardened and finished, the wrenches 
give your customers the rugged kind of service 
they expect. 










Supplied in sets of 5 wrenches, having 10 differ- 
ent openings, from %” to %” inclusive. Packed 
in red enameled metal case. Details and prices 
on request. Write Dept. HA. 
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MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 
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You undoubtedly 
carry a recognized 
line of drills because 
you know that the 
manufacturer’s brand 
helps make the sale 
and that his reputation stands behind the 
product. 


Bolts, nuts, rivets and screws aren’t 
branded, but the carton or package is. . . 
and the manufacturer’s name is just as 
important as in drills. Fasteners represent 
a good proportion of your volume and are 
an item of major importance to the user. 
So it is profitable to make full use of the 
bolt manufacturer’s reputation. 


Thousands of users rate the RB&W 
EMPIRE brand at the top . . . because ex- 
perience has proved their superiority in 
terms of speed of assembly, holding power 


helps make sales 


The RB&W EMPIRE Trademark on 
Bolts and Nuts Is Also a Business Builder 








and appearance. By capitalizing upon 
this reputation—which is continually for- 
tified by outstanding national advertising 
—the RB&wW distributor can increase his 
share of the potential business on this 
profitable item . . . and at the same time 
protecting the customer good will he has 
built up on other services. 





QUALITIES WE ADVERTISE 
CAN MAKE SALES FOR YOU 


RB&W advertising informs your customers and 
om ees about the extra values in the RB&wWw 
rand—advantages in strength, accuracy and 
appearance—that result from RBaW’s tremen- 
dous investment, over the years, in research and 
development work and manufacturing facilities. 





TACOMA OR ATLANTA... 
THE QUALITY IS THE SAME 


One reason the RB&W brand is preferred lies in 
the fact that the user can depend upon uniform 
quality—throughout each shipment and from 
shipment to shipment. Any RB&W EMPIRE bolt in 
one distributor's stock will have the same char- 
acteristics as any one in another distributor's 
stock—clean-cut head, accurate well-finished 
barrel, perfect threads, high physical properties. 
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Russell, Burdsall & Ward Bolt and Nut Company _ Factories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill. 
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_ Offices in Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 
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Get Lined Up Now for A 


BURKS Dealership 


Then you'll have ALL these 
important advantages — 


@ Complete line of Deep Well Systems— 
both turbine and vertical centrifugal 
types. Lift water 210 feet. 


@ Complete line of Super Turbine Shallow 
Well Systems. All equipped with LIFE- 
LOK to give them longer life. 


@ Practically NO "“profit-eating” call 
backs after a BURKS System is in- 
stalled. 


@ Year around national advertising. 


@ Steady local advertising—sales folders 
and displays. 


@ 100% backing by the company. 


Write today for complete details about the 
BURKS Dealership in your locality. 


DECATUR PUMP CO. 


52 ELK ST. DECATUR 70, ILL. 








@® BURKS Vertical Educer 
Deep Well Water System 






| 
| 
| 


| again be in position to start filling dealers’ orders completely and promptly, 
| as we did prior to December 1941. In any event, we here are very much 


| to all our dealer friends to have a dependable source of supply for quality 









CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAINS 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 































AUTOMOTIVE ... AGRICULTURAL... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 


it could be possible that by the time this advertisement appears we may 








aware of the peacetime job that lies ahead and how important it will be 






chain. You can count on CM...as always. 


COLUMBUS -McKINNON 


CHAIN CORPORATION a 









(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 
126 FREMONT AVENUE, TONAWANDA, NEW YORK 


Sales Offices: New York, Chicago, Cleveland, San Francisco 
HARDWARE AGE 
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Good Cattle need Good Fence! 


— and there’s more 


U°S°S AMERICAN FENCE 


in use than any other brand 







orE livestock is being raised today than ever 
before and it will take plenty of fence to sat- 
isfy this increased demand. 

Farmers, everywhere, have made U-S-S Ameri- 
can the best selling brand. They prefer American 
for its long service life ... its tension curve which 
keeps the fence tight . . . its hinge joint which takes 
the pressure from the heaviest animals ... and its 
close spacing of bottom wires to keep small animals 
from getting through. 

Dealers who handle U-S-S American Fence and 
other U-S-S American Products get the help of 
strong promotion in leading farm journals. Millions 
of advertising messages are going out every month. 
Your customers hear the nation-wide United 
States Steel Radio Show every week and free litera- 
ture is available for you to distribute from your 
store, 

For better farm business, sell the U-S-S Ameri- 
can line. 


































The extra push behind U-S* 










AMERICAN FENCE 
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| and farm. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 


TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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MAGNAGRIP 
Magnetic Knife and Tool Rack 
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Guaranteed to Hold Its Magnetism 
For Kitchen Garage Home Workshop Factory 


The newest, smartest, most practical labor-saving rack for 
knives, scissors, tools . all stainless steel and steel items, 
heavy and light! Just touch tool to rack. Permanent mag- 
netism grips it safely and securely. 


MAGNAGRIP protects knife edges, is easy to keep clean. 
Heavily plated and white enameled for smart beauty, 
MAGNAGRIP is a multiple sale item with instant appeal! 


List price $2.95, Dealer's discount 1/3, or $1.97 each 
IMMEDIATE SHIPMENT = 4! Prices Fos 


New York City 


Minimum Order 
Ve Dozen 


GENERAL PAINTS, Inc., Cutlery Division 


Dept. 2 


45 Vesey Street New York City 7 








BOMMER 


SPRING HINGES and 


“KEILSON™ 


MAIL BOXES 


Bommer welcomes to its family of products the 
well known “KEILSON" line of Government ap- 
proved Mail Boxes. Since 1876 the manufac- 
turers of both BOMMER Spring Hinges and 
“KEILSON" Mail Boxes separately were win- 
ning the approval of the trade. Now, together 
as Bommer Products they will endeavor to ren- 
der an ever wider service. 


BOMMER PRODUCTS ARE THE BEST. 
TRADE MARK 


BOMMER SPRING HINGE CO. BROOKLYN 5, N. Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 























NOKORODE SOLDERING PASTE 


Will fiux all metals except Aluminum. 
Takes the place of acid in all soldering 
jobs. Absolutely non-corrosive, safe as 
resin and rapid as acid. Not affected by 
heat and does not spatter. The solder will 
not turn dark after using, and the work has high 
tensile strength. 


NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 
soldering acid . . . ready for instant use. Packed in 
one and five gallon containers, also in steel drums 
equipped with faucets containing approximately 55 
gallons. 


NO CHARGE FOR CONTAINER 
CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 


RESIN SOLDERS. ALSO MANUFACTURED IN 
PLAIN STRING AND BAR FORM. 





THE M. W. DUNTON COMPANY 


678 EDDY STREET 
PROVIDENCE 3, RHODE ISLAND, U. S$. A. 




























AS ESSENTIAL AS THE PAINT BRUSH! 
PERSSON 
PAINT HOOKS 

~—_— a 


RETAIL PRICE 








wae wees 


Makes painting easier 
.- faster.. better! 


These new, inexpensive hooks put the 
paint can in the right place . ~. . 
save paint . . prevent accidents) 
Paint can is instantly placed where 

ded. fely and ly—ond lad- 
der may be shifted without removing 
the con. 

Simple to use, instantly adjusted for 
right or left side of any ladder or 
stepladder. Two cans may be hung on, 
opposite sides with ease. 

Made of quolity steel, with permanent 
rust-proof finish. Pocked one dozen in 
colorful counter display box. ; 


Write for details to Dept. B 





ie right position: 
wOTe HOOK OvER 
TOP OF RUNG 



















For left position: 
HOOK UNOEE 
and OVEl RUNG 


T. G. PERSSON COMPANY 


224 GLENWOOD AVE., BLOOMFIELD, NEW JERSEY 


& 











HARDWARE AGE 
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eres.@ 








If you're the kind of a 
dealer who likes to say 


I KNOW IT. 
WILL GIVE YOU 
GOOD RESULTS 

















You value the good will of every customer who 
enters your store. That’s why you'll welcome 
“3 Types for 3 Uses”—it will give you the 
opportunity to assure results on every aluminum 
painting job, whether it’s exterior wood or 
interior woodwork; brick, concrete or plaster; 
heated surfaces or metal roofs. You can’t promise 
good results on all these surfaces with a single 
all-purpose” aluminum paint! 

“3 for 3” will give you the opportunity to 
offer your supplier's ALuminuM METAL AND 
Masonry Paint for metal roofs, masonry, in 
fact for every use except exterior wood. ALUMINUM 
House Paint for flexible, lasting protection of 
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primer. ALUMINUM ENAMEL for satin-smooth, 
chrome-like interior surfaces—it’s heat-resisting, 
too—for furnaces, ducts, water heaters. All 
nationally advertised—aH identified with the 
Alcoa Albron shield on the packages—your 
guide to quality in aluminum pigment. 

The wide interest in “3 for 3” by leading 
paint manufacturers indicates that your supplier 
will probably offer these paints soon. Today’s 
problems of paint production may require that 
you wait—but if you like “3 for 3”, let your 
supplier know. 

ALtuminuM Company oF America, 1984 Gulf 
Building, Pittsburgh 19, Pennsylvania. Sales 
offices in principal cities. 











Our appreciation - 


Everyone is proud of his contribu- 
tion to the success of another. We 
are grateful to our many customers, 
suppliers, and employees who have 
made our continued growth possible. 
We are striving hard to show our ap- 
preciation by continually advancing 
our manufacturing standards — im- 
proving Royal Products. Even during 
the present difficult times, Royal 
Products, now in production, are 


moving to distributors in greater 


FIREPLACE 
FURNISHINGS 


- 
quantities than any previous period GAS SPACE 


of our fifty-five years. 





HEATERS 
7. 


* ~" ESTABLISHED 1891 


CHATTANOOGA IMPLEMENT & MFG. CO. 


CHATTANOOGA 6, TENN. 





LOW-PRICED RESIDENTIAL 
CONSTRUCTION 


HAS CREATED A BIG DEMAND 
FOR THIS ITEM! 





IDEAL FRICTION STAY NO. 17 
FOR 
CASEMENT SASH AND DOORS 


* Two adjustable friction heads assure friction in ANY position 
© Reversible, right or left hand, permits 180° openin:. 
* Cadmium plated and Bakelite washers. 


Packed one doz. per box with screws and instruction sheet. 
List price $5.40 doz. Working mode! at list price 60¢. 


Sold only Through Hardware Distributors 
“SATISFACTION GUARANTEED” 


Ideal 1hra4s. Works 


250 E.5t% STREET 
ST. PAUL 1, MINN. 


Manufacturers of Builders Hardware Specialties such as 
Ideal Screen Door Latches, Barn Door Latches, Storm Sash 
Adjusters, Screen Door Hinges, Casement Sash Friction 
Stays and Other Popular Items. 











Plastics for fabricating tu Ux 
home workshop represent a bix 
and rapidly expanding market. It 
is a market that we have devel- 
oped almost single-handed through 
consistent advertising in Popular 
Science, Popular Mechanics, Me- 
chanix Illustrated, Popular Home- 
craft, Home Craftsman, Science & 
Mechanics, and other magazines. 


Now demand for C-B Plexi- 
gles, Lucite, Bakelite and other 
plastics is at a level in most cities 
that will enable you to operate a 
C-B Plastics Department at an at- 


tractive profit. We want you to 
have that profit—so that we can 
concentrate more fully on distri- 
bution ! 


We are ready to give you all 
necessary information and mer- 
chandi jons for instal- 
ling a profitable C-B Plastics De- 
partment. To start you off with 
the proper stock, we have prepared 
special, moderately priced stock as- 
sortments of sheets, rods, tubes, 
and special shapes—all fast movers 
—all available for immediate ship- 
ment. Write us today for complete 

details. 





F CARMEN-BRONSON Company 
, Jobber Division 
165 EAST 3rd STREET - DEPT. 10R - MOUNT VERNON, N. Y. 
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CLARK GEM FLUE STOPPERS 


Attractive new 
series of pictures 
lithographed on 
metal blanks per- 
manently clenched 
into the face of the flue stoppers. Folding wire fasteners 
attached to slots raised from the metal of the blank. 


#1 Com 25 Flue Stopper 


Specifications for the complete line 
Blank Shipping Weight 
Diameter Fasteners P. Dos. a 
2! all ¢ or jas Wires 7 oz. 
” or ” ry 


7 7.29/32" 


819/64" 


bs. 
6” or 7” “ . 7 o2. 


4” > 
—— oats . 13 oz. 
fer 5”, 6”, or 7” 


PACKING—1 dozen per carton, h, gross per case. 


Order from Your Wholesaler, or Write Us for 
Reference 


J. L. CLARK MANUFACTURING CO., Rockford, Illinois 


#0 
25 Flue 








HARDWARE AGE 
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CLEVELAND 


Gj Club 


FASTENERS 


You get a whale of a lot of 
fastener toughness packed into 
Cleveland High Carbon 
Heat Treated Cap Screws by 


YTRUSION’ 








Use Cleveland High Carbon Heat Treated Cap Screws for assembly jobs 
needing fasteners of high tensile strength. They’re notably tougher—by actual tests— 
because they’re made by the Cleveland-developed Kaufman Process which double 
extrudes over-size steel to form accurate-to-size heads, shanks, and strong smooth- 
running threads. Complete modern heat treatment adds the extra touch that assures 
you the toughest fastener in this class. Write for Catalog F or ask your jobber. 


CLEVELAND 
Top ually aaa es 
FA S | E N E g S J % ve Jobber for Cleveland ee 





as aula ieee al . 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND "ACCURACY 
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AY vO! AHEAD! 


All-important identifying marks 
made with MARKAL PAINTSTIKS 
won't come off—unless you take 
them off. Sun, rain, cold, sleet, 
snow—no weather condition can 
destroy them. Besides, MARKAL 
PAINTSTIKS penetrate wet, mois- 
ture-frozen, or oily surfaces — 
they mark right through them. 


MARKAL PAINTSTIKS are made of 
special weather-resistant paint. The 
marks are clear, distinct. posi- 


tive—not messy like the old A WHOLE SHOPFUL OF TOOLS IN 
paint bucket and brush ONE... . FOR HOBBYISTS, CRAFTSMEN, 


method. Se | MACHINISTS ... WORKS WOOD, METAL, 
PLASTICS, GLASS 


Distributed by | Bi as 
é gger profits than ever are coming 
Outotending Jobbers Fa all hot and cold | your way with this great tool that y 
Additional in surfaces broke all sales records, for Casco is 
Distributors Wanted recognized as the leader, with more ” $ 50 
‘ A Specific Type | exclusive features than any other tool 
MARKAL PAINTSTIK on the market. Sold only in retail 
ware 1 for Every Marking Job | stores, Casco is nationally advertised— Exclusive finger- wun 35 ‘ac- 
to bring customers to you—in maga- grip — Sitted steel 
zines of every type: general, voca A ons.90 


MA RKA L CO 633 N. Western Ave. tional, arts-and-crafts and mechanical ‘ vatue it 
7 Chicago 172, Ill. trades. This means business! separatory. 
Origina rs of Paint Stick 
tac aside DELIVERIES STILL ARE LIMITED and based on allocations, but producti 
is improving rapidly. Casco Products Corporation, Bridgeport 2 2, Conn. 


ey spre 


REG. U.S. PAT. OFFICE 









































|| GIVES YOUR TRADE 
oo. a _| 4-WAY PROTECTION 
OF SHACKLE || AT ONE PRICE! 








DOUBLE, | & veveeie 20mm er =. A 
LOCKING » : oa s 

= —— WHAT A STORY FOR YEAR 'ROUND SALES! 
— The exclusive PENETRATING FUME-KILLING 
feature of KEYSPRAY gives guaranteed results. 
SOLVENIZING ACTION does a remarkable 


d es—the “ bl ing” ‘ P P ° 
pre 8 a px Pecos oni sy ca... job of cleaning, re-lustering fabrics. « Gallon, 
, half-gallon, quart, pint sizes. Packed in stand- 





Dealers — Don't Miss the Extra Sales 


Investigate. Ask your Jobber. 
ard cartons, to sell at a good margin of profit. 


Order Either From Your Jobber... or Direct 

; Promote year ‘round traffic and volume. 

+e KEYSTONE CHEMICAL CO., INC. 
CLEVELAND 13, OHIO 

We'll see you at the Housewares Snow 














HARDWARE AGE 





hike Water off a Duck's Sack 


Mother Nature provides the perfect principle that explains Kay-Tite Guaran- Cut out and fill in the coupon below for the profitable Kay-Tite Waterproofing 





teed Waterproofing. The oil secreted by a duck’s glands forms a protective $20.88 Deal. Set up a Waterproofing Department. It will be the best 50 second 


film over the feathers and skin that effectively locks out water! investment you ever made. 


Kay-Tite Guaranteed Waterproofing works on the same idea! As easy as pie 
to apply to all masonry surfaces, Kay-Tite locks water out by thoroughly sealing 
the inner and outer pores of masonry, providing a protective, watertight coating. 
By reading a simple instruction manual (9 minutes reading time) you can 


easily become a qualified expert on industrial and home waterproofing prob- 
KAY-TITE Company, West Orange, N. J. 
. P Send us the $20.88 Kay-Tite Deal 
lems. Then, set up a Kay-Tite Waterproofing Department in your store. Kay- y ood hy eh Ghee. le tnt 
$20.88. Total Selling Price $34.80— 
Shipping Cost Prepaid. 


Tite is easy to display, easier to sell. You can depend on Kay-Tite Guaranteed 
NAME 











CITY STATE 


JOBBER'S NAME = 
m7 


trade priced. KAY-TITE COMPANY, WEST ORANGE, N. J. 





! 

i 
Waterproofing for substantial volume and sound net profit, for it is fair- ADDRESS 

q 

1 
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FAST MOVING PROFIT BUILDER 


STERLING UTILITY 
IMMERSION HEATER 


THE OIL BURNING HEATER 
WITH PATENTED-STAINLESS 
STEEL VAPORIZING BURNER 
Fuel is vaporized in the patented burner 
engineered by the designers of the famous 
Breese Burner. The generated gases and 
not the raw fuel are burnt giving more 
HEAVY GAUGE efficient and economical operation. 
STEEL WITH 
WELDED SEAMS 
WEIGHS ONLY 
42 18s. 


PORTABLE - MORE EFFICIENT - 
BURNS OIL - GASOLINE - 
KEROSENE - DIESEL FUEL 
USED AS WATER HEATER 
OR SPACE HEATER 


Used in stock tanks, this heater will warm the water to desired drinking 
temperature in the coldest weather. This means increased milk produc- 
tion in the winter months. Boils water in open vats for slaughtering, 
defeathering, bathing or washing. May be used as feed cooker or space 
heater to warm chicken coops, milkhouse, barn stall area and small out 
buildings. Low retail price means fast turnover. 


WRITE FOR FACTS 
AND PRICES To GEORGE HENRY COMPANY 
DEPT. H10 430 WN. Michigan Ave., Chicago 11, Ili. 











PROFITABLE 
HARDWARE STORE ITEMS 








SHEPS By ~ —— 
Ol. three 














Sandvik Bow Saws 











FAST SELLING Because 
They Are FAST CUTTING 


® Pulpwood @ Mine Timber 
© Poles& Ties © Firewood 
For speedy turnover and quick profits 
stock the complete line of Sandvik Saws 


Ask your jobber’s salesman or write: 


SANDVIK SAW & TOOL CORPORATION 
47 Warren Street, New York 7, N. Y. 




















Made from seme 
ever 30 years. 
oll, pure 





shape Moat sre, Shore Me Ys 
formule pw 














tallow. 
“BEST POR LEATHER IN ALL KINDS OF WEATHER" 
From the Foot Bones of beef enimais processed is 








Omehe Packing Houses, comes the Pure Neatsfoot 
Oli used in SHEPS NEATSFOOT OILS. 


Made in three grades. Pure—Prime—Ne. | 
Softens—Preserves Leather 


Sold by jobbers everywhere. Inquire of salesmee 
NEATSLENE COMPANY 
Rey W. Sheperd, 
OMAHA &, souneame 








‘“DIXIE’’ 
NOZZLE 


“Dixie’’ Nozzles are built for hard use. They 
are ruggedly constructed of brass rod and 
heavy wrought brass . . . and yet are moder- 
ately priced. The ‘Dixie’’ is one of a complete 
line of Nelson Noz- 

zles. All Nelson ame 
sprinkling equip- waa 
ment is sold only FOR 

through Hardware — 
Jobbers. 


MFG. CO. 
PEORIA, ILLINOIS 


HARDWARE AGE 











BRING TRADE TO YOUR STORE 


by featuring this much needed item in your advertising 


Every home needs SOME repairs 
so it pays every dealer to advertise 


DURHAM S ROCK-HARD WATER PUTTY 
the big-selling long-profit repair plastic 





( wERE'S wHar \ 
FOLKS NEED 

to repair walls, 
floors, plaster, 
woodwork, fur- 
niture. Just mix 
with water and 








Here’s the per- 

manent way to 

fill cracks or 

holes in wood, tile, 

stone or plaster. Eco- \SX 
nomica]. Easy to use. 

You can mold, chisel, 
polish or paint it. 

One Pound Can. ..00° 


The PLASTIC Repair Material 
in POWDER Form 


The Modern 
PLASTIC 
for lasting 
Home Repairs 
ce agente odie d 
mends cracks 


holes in wood, tile, 
stone plaster. 


shrink or fall out. 
Easy to use. Eco- 
nomical. Mold it, 
chisel | it, polish or 


ONE POUND CAN 
Ad No. 21 
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sas modern repait-plastic 
po. in powder-form 
permanently 
fills cracks or 
holes in wood, 

tile, plaster 


For lasting repairs in walls, floor 
or furniture, use Durham’s 
Rock-Hard Water Putty. Does 
not shrink, fall out or chip off. 
Economical, just mix with water. 
Easy to use. Hardens quickly. 
Sticks and stays put. 


ONE POUND CAN.. 00° 





Ad No. 41 


Durham’s ROCK-HARD — 
WATER-PUTTY = Purehaen 
2 Rock Har 


cen, SEAM ERTE earth 
PUTTY 


out. Easy to use. 
ONE POUND can.00c 


Ad No. 11 


FREE 


Do you use newspaper ads or 
handbills to increase store-traffic 
and promote sales? 

Naturally !—so naturally you'll 
want mats of these ads on 
Durham’s Rock-Hard Water 
Putty. Through magazines like 
Popular Mechanics, Popular 
Science and the Home Crafts- 
man, Durham’s Rock-Hard 
Water Putty is advertised to 
millions of men with home 
work-shops. 

Through magazines like Bet- 
ter Homes & Gardens, Durham’s 
Rock-Hard Water Putty is ad- 
vertised to millions of home- 
owners who are always inter- 
ested in the best way to make 
lasting home repairs. 


Long Dealer-Profit 

Durham’s Rock-Hard Water 
Putty leads in the field of mod- 
ern home-repair plastics. It 
SELLS better, because it 
WORKS better—and it pays the 
dealer a long-profit. 

Tie in with Durham’s advertis- 
ing to draw customers on this 
long-profit item. Send for these 
free ad-mats. Do it NOW— 
while it’s on your mind. 


| oe ff Fs se Ue.LhUmWT bed 
Donald Durham Co. 
Box 804-R, Des Moines, lowa 7 
Please send FREE ad-mats as checked 
below: 
0 Adil () Ad21 () Ad 31 (OC Ad 41 2 


Store Name 


(Wholesaler) 
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emp me we aaa ae re wr Oe 


FROM THE HOUSE OF HOUSEWARES “HITS” 


TO RETAIL FROM 


25+. 1° 


VERY SOFT 
VERY ABSORBENT 
DURABLE! 


A new quality product from Ideal, one of 
the fastest growing rubber housewares 


manufacturers in the country. Sponges 


come in 4 sizes. 


ome ley 4 
foe ley 4 
eK ieley. 
SP100 Vaeley: 


‘Gel lela ed een a leh jreen, bive and pink 


SANITARY— 

INDIVIDUALLY WRAPPED IN 
CELLOPHANE WITH COLORFUL 
LABEL ON INSIDE 


IDEAL RUBBER CO. 
200 Fifth Ave., New York 10, N. Y. 


Please ship us via... 


...doz. $P25 
doz. $P75 


Store Name 
Address 


« Buyer's Signature 


















































Wins strong protective, work gloves are 
the product of one of America’s largest 
textile mills. They are Riegel-controlled — 
in one plant — from raw cotton to finished 
glove. This single close supervision of every 
detail results in unexcelled quality — dur- 
ability — economy. Riegel Textile Corp., 
342 Madison Ave., New York 17, N.Y. 


WORK GLOVES 


HARDWARE AGE 











WATERPROOF 


PAINT 


Euencrete b3., NEW YORK 18, N.Y. 
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2 
Ain 
Tr > 
Sone! 744; 
Ry ed WATERPROOFS 
UCTION 


Attractive COLORS 


STOPZIT WATERPROOF PAINT waterprdofs, protects, pre- 
serves, and beautifies porous masonry surfaces. 

STOPZIT WATERPROOF PAINT is easy to apply and can be 
used inside or outside, above or below grade. 

STOPZIT WATERPROOF PAINT puts an entirely new facing 
on the surface to which it is applied, sealing cracks and 
protecting the walls from moisture, dampness and seepage. 
STOPZIT WATERPROOF PAINT will not peel or chip and its 
hard, tough colorful finish may easily be cleaned with water. 
STOPZIT WATERPROOF PAINT covers approximately 100 
square feet per gal. depending upon the porosity of the 
surface to which it is applied. 


$1.45 PER QUART $495" 
5 GAL. $3.85 PER GAL. PER GAL, 
LIST PRICE 


STOPZIT IS GUARANTEED! 
YOUR CUSTOMERS, SATISFACTION IS ASSURED! 





boreal 


progits. 
IMMEDIATE DELIVERY 




















SETTING NEW HIGHS 
in SALES and 
PROFITS! 


BACKED BY A NATIONAL 

ADVERTISING DRIVE TO 

STIMULATE YOUR SALES 
e 


STOGK TANK 
HEATER 


THE PIONEER -Hundreds 
of dealers now handle it. 


DEMAND 


Every farmer who has a stock 
tank is @ prospect because it 
saves him time and disagree- 
able work in disagreeable 
weather. It helps to produce 
more milk and beef. 


DEPENDABLE 


For years the Warner safe, 
economical heater with 
Minneapolis-Honeywell regu- 
lator and chromalox trouble- 
free heat unit has proved its 
reliability under the most 
extreme weather conditions. 


PROFITABLE 


A qood seller during Fall 
and Winter at full profit to 
you. Some territories still 
open. Write for agency 
details. 


IDEAL CO. 
TOLEDO. OHIO 





Your customers are being 
reached through a concen- 
trated advertising drive 
which is building even wider 
acceptance and demand for 
this world famous product. 
No other pulley products get 
such vigorous, persuasive ad- 
vertising support. Take full 


CONGRESS 3-COLOR 
DISPLAY CARD 

a 
50 Pulley Assortment — 27 
popular sizes with diameters 
ranging from 1!” to 5”—in- 
dividually packaged—attrac- 
tive 3 colored box with above 
free 3 color display cart. Per- 
petual inventory card in- 
cluded. Complete assortment 
advantage of this costs $15.00 .. . your profit 
promotion by placing this $11.40... gives 76% mark-up. 
live pulley display of & 
CONGRESS DRIVES in win- Still selling at March ‘41 
dow or on counter. prices through your jobber 


CONGRESS ror” DRIVES 


3750 E. OUTER DR. — DETROIT 12, MICH. 





strong 


Base and top housing, 
precision machined cast iron. 


wes —i000 watt, 110 volt, Wt. 55 Ibs. 
W88D—1000 watt, 220 volt, Wt. 55 Ibs. 











THE NATIONAL 
906 N. SUMMIT ST.. 

















AnEntirely New Line of Wall Decorations Under ConvexGlass | 


Exquisitely charming, delightfully fascinating 
alluringly enchanting 


The pietures are of rare beauty reproductions of rare paintings, and reproduced in exact | 

original colors. } 

The Convex Glass not only gives the pictures a distinguished appearance, but actually 
shows them in a better perspective, than | 
joes ordinary glass. 


Plastic Resin 
WATERPROOF GLUE 


We have tremendous assortment of subjects, 
in size from 3% inch to 8 inches in diam- | 
eter, In price from $2.70 to $9.60 per dez. | 
pieces. 


The assortment consists of dogs, horses, | 
kittens, Colonials, flowers, Old Masters, | 
Babies, Birds, alse with real preserved 
tropleal flowers. | 


‘ 


/ 
Here’s why this glue 
is a profit-maker for you 


and 


LEO KAUL 


A show with this magnificent line in | 
your window, will attract many new | 
customers. 


Completely Mustrated price list #274 Z | 
will be sent te amy hardware dealer on 
request. 


#48630 Z, Assortment of florals in pairs, | 
in detailed natural colors, on ivory colored | 
background. 6 inches in diameter, $7.20 

per doz. pairs, cach pair in GIFT BOX. | 


#4833 Z Four Colonial Subjects. $8.40 
per doz. pairs, each pair in a GIFT BOX. 
These are just two numbers, we have many 


333 & 335 Z 
South Market St. 
Chicago 6, Ili. 








An excellent all-year-around re- 
peat item...Weldwood Glue is 


| a favorite of hobbyists, handy 


men, and skilled cabinet makers. 


| Its unique selling points include 


tremendous strength . . . easy 
mixing in cold water. . . rot- 


ah, 


waterproof... . 


proof... 
stain-free. 


Packed in convenient-sized 
cans. Priced from 10¢ up. Ask 
your jobber for prices and com- 
plete information, or write direct 
to United States Plywood Cor- 
poration, Industrial Adhesives 
Division, Dept. 297, 55 West 
44th Street, New York 18, N.Y. 


WELDWOOD 


PLASTIC RESIN 


WATERPROOF GLUE 


HARDWARE AGE 























New Flashlight 
Battery Packs 
93% More Energy! 



























































o 
A AME PRICE... nearly double the electric energy of 
A famous pre-war “Eveready” flashlight batteries... 
Be big full-page announcement campaign in color run- 
—_ ning this month in LIFE, SATURDAY EVENING 
POST, COUNTRY GENTLEMAN, AMERICAN, and 
= dozens of other top-rank magazines ... millions eager 
to buy — that’s the meat of this great new “Eveready” 
battery story. 
And that’s the reason you should get your order in 
now — TODAY — if you haven't already stocked these 
powerful new cells. 
and Shipments are pouring out—there’s plenty for every- 
one. And there’s no change in price — either to you of 
red the public! That's the kind of a deal everyone’s been 
isk waiting for! Get an order in — get a share of this NEW 
ve business! 93% MORE ENERGY 
ect Nearly twice the electric energy 
7 The registered trade-mark “Eveready” distinguishes products of “af Pow poe Cpa yoad 
st NATIONAL CARBON COMPANY, INC. famous pre-war veces, That’ 
¢ 30 East 42nd Street, New York 17, N. Y. today’s high-energy “Eveready” 
F . - , battery, as proved by the “Light 
Unit of Union Carbide and Carbon Corporation Industrial Flashlight” test de- 
UCC prea h4 American Standards 











High Energy Means Brighter Light, Longer Life 
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i errs oo oii i i=” 
: - NO. 1080 
+ P HEAVY DUTY 
NO. 1090 LEGGINGS : - ne 3 RUBBER SURFACE SUIT 
For mining, commercial fishing, all 


w f ‘ as 
pm "ane Wcuaeer a> acid operations and wherever resis- 
Prevents liquids from running NO. 3062 WADERS ae ~~,’ Lt. 4 = 







— or ro ee an For dock workers, construction laborers and others able alone. Fully cemented seams, 
sion. ui with belt, ad- who work in muddy, wet places. Seams, crotch corduroy edge stand collar. Entire 
oesble bok straps and instep and inseam reinforced. Sturdy black rubber boots unit vulcanized after making. Over- 
straps. Sizes: small, medium, pk ye Cw eA, eC, — alle hove high bib front, strongly 

ui i u ; bib front for .extra ; : x . 
sang. height. Color: black. Size: Regular only. Shoe — — = — 





size: 8-11 inclusive. 


Hard Working PROTECTION 






Hodgman industrial garments are custom built Fabrics are coated in our own i and all gar- 
for workers who must have complete, dependable ments are strongly constructed and heavily re- 
protection against water, mud, acids, caustics, inforced in proper places. 





abrasives, greases, oils and other harmful agents. Whenever safety and health are of para- 















Whatever the particular hazards, Hodgman mount importance, order Hodgman high quality 
has industrial clothing designed and manufac- industrial garments for maximum protection, 
tured to give long wearing, hard ae pro- durability and economy. 
tection under the most severe service conditions. ne 















You'll 
Send for Catalogue Sheets C451B (Industrial Aprons); C455 (In- 
dustrial Clothing); C456 A (Rubber Surface Clothing). 
FRAMINGHAM, MASSACHUSETTS 
261 Fifth Avenue 173 W. Madison Street 121 Second Street 
New York 16, New York Chicago 2, Wlinois Sen Francisco 5, California 
Philadelphia Atlanta Pittsburgh Dallas Les Angeles Milwaukee St. Paul | 
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The weed killer that 





ers 





National publicity and national advertising in 
many markets insure plenty af custome; interest 
—faster turnover—greater profit for you! 


CAD on 


This summer people everywhere have read about, talked 
about and used chemical weed killers. They have seen 
2-4 Dow Weed Killer destroy dandelions and other weeds 
easily—without digging or hard work. Early in the spring, 
your customers are going to begin asking for 2-4 Dow 
Weed Killer by name—to buy it on its merits. 

That's why 2-4 Dow is the number one choice of dealer 
and customer alike. That's why you should stock up early 
with an adequate supply—ready to get your share of the 
enormous weed killer sales volume. 


Add up the markets: home owners, farmers, ranchers, 


You'll make more money with 


The Dow line of Agricultural Chemicals 


@ Quick-Root 
@ App-l-Set 
@ Dowax 


®@ Specific DDT formulations 

® insecticide dusts and sprays 
@ Soil and storage fumigants 
®@ Phenothiazine 


AGRICULTURAL CHEMICAL DIVISION 


THE DOW CHEMICAL COMPANY MIDLAND, MICHIGAN 


New York * Boston + Philadelphia « Washington + Cleveland « Detroit 
Chicago «+ St.Louis * Houston * SanFrancisco * Los Angeles + Seattle 
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@ Dowflake (Calcium Chloride) 


/ 


-on the job! 


Effective wherever weeds are a problem! Almost 
everybody has found that the easy way to kill 
weeds is to spray them with 2-4 Dow Weed Killer! 


growers—maintenance managers of golf clubs, estates, 
cemeteries, parks, highways and many others! Be ready 
for: “impulse’”’ buyers, who see your counter display... . 
repeat customers and their friends . . . and new customers 
who will see Dow’s strong national advertising! There is a 
world of profit waiting for you in 2-4 Dow Weed Killer. 
Place your order now! . 


2-4 Dow Weed Killer is conveniently packed in liquid 
or powder form. Sizes: four ounces up to 50 pounds; or 
one-half pints up to 50 gallons; also 25c and $1.00 
packages for counter display. 


r 


DOW 


CHEMICALS INDISPENSABLE 
TO INDUSTRY AND AGRICULTURE 
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The STUART CLOSED BACK SHOVEL 


The standard of comparison among all 
popular priced shovels. Blades of high 
carbon steel, heat treated. Quality X 
Grade Handles, smoothly sanded, and 
thoroughly waxed. 
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The WILSON OPEN BACK SHOVEL 


A Genuine Leader ltem—the undisputed 
value leader among all low priced 
shovels. Blades of carbon steel, heat 
treated. No. | Grade Handles, smoothly 
sanded and thoroughly waxed. 
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HARDWARE MERCHANTS 


CAN INCREASE VOLUME 
AND PROFITS WITH THIS 


POPULAR MERCHANDISE 


The Wood Shovel and Tool Company 
announces a new line of popular priced 
snow shovels, snow pushers, sidewalk 
cleaners and furnace scoops. It in- 
cludes the following items: 


Steel D Handle Snow Shovel 

Long Handle Snow Shovel 

Steel D Handle Furnace Scoops 

38” Steel D Handle Ribbed Snow 
or Street Shovel 

18” Snow Pusher 

24” Snow Pusher 

Open Back One Piece Sidewalk 
Cleaner 

Welded Socket Ferrule Sidewalk 
Cleaner 


All of these are popular priced, and 
carry Wood’s “Eureka” label. All are 
attractively finished to catch the eyes 
of customers. The sockets of the Shovels 
and Scoops are polished. All handles 
are thoroughly sanded. D handle tools 
are equipped with substantial steel] D 
tops. 


This is the kind of winter goods shovel 
line, for which smart merchants have 
been waiting. It includes volume sellers 
only. Every item is a hot number, no 
slow movers to tie up capital and de- 
crease profit. 


Easy customer acceptance of each of 
these items is assured, because The 


| Wood Shovel and Tool Company en- 


joys a national reputation for producing 
tools of dependable quality only. 


Furthermore, with this line, merchants 
are assured of repeat business from 
customers who are sure to be satisfied 
with what they have bought. 


Write to your nearby Wood jobber for 
prices and other detail information 
about Eureka Brand Snow Shovels, 
Snow Pushers, Sidewalk Cleaners and 
Furnace Scoops. Steel for blades and 
wood for handles is limited, so get your 
order on record as quickly as possible. 
Patronize your hardware jobber be- 
cause serving you is his business. 


(Advertisement) 
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AMERICAN CHAIN 


Answers Another Chain Question... 


AMERICAN Weldless Chains are 
made by automatic processes that 
insure strength. Most wire type 
weldless chains are made by form- 
ing a secure knot in a length of wire. 
Flat link chain (American, Safety, 
Sash, etc.) is made by stamping 
blanks from strip stock, folding and 
inserting them to form a continuous 
chain. 
Shown here are some of the more 
’ \ \ popular patterns of AMERICAN 
| Weldless Chain. These and other 


\ \ pie i types of weldless chain are made 
PAMERICAN AMIE SAFETY 


\ by AMERICAN in a wide range of 
sizes and a selection of finishes. 


-» »«SELL AMERICAN - - + rae compere can une 


American Chain Division makes all types of electric welded and fire 
welded chain — all types of weldless chain made of formed wire 
or stampings — a complete line of chain fittings, attachments 


and assemblies — repair links — cotter pins — hooks. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


/ In Business for Your Safety 
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Informal Editorial Comments... 





Just Among Ourselves 





... By Charles J. Heale 








NOTHER big Atlantic City con- 
vention is history. Records for 
attendance again were shattered 
and sessions were especially well at- 
tended. And the weather was perfect 
for the entire period. 

Again wholesalers returned home 
with much less than they would like 
to have had in the way of firm prom- 
ises for early deliveries of many 
lines—yet the outlook on that score 


ARLY in the new year when 

Congress reconvenes, the Ways 
and Means Committee is expected to 
give prompt consideration to tax re- 
form measures which may, and 
should, tax co-ops and other forms 
of tax-exempt business operations 
which compete with private enter- 
prise. 

Harpwak™ AGE has long advocated 
co-ordinated industry and trade ac- 
tivity on a militant basis, that such 
tax measures might be enacted. Other 
publications, in this and various 
fields of distribution, are in accord. 
So are organized wholesalers and re- 
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The Atlantic City Convention:— 


has improved and is improving—but 
rather slowly. 

Based on the general opinions 
heard, the hardware business has a 
fairly cheery outlook for some time 
to come. There will be plenty of pro- 
duction of hardware and allied lines, 
as quickly as possible, and plenty of 
demand for all that can be processed. 

As might well be expected, the 


opinion was practically unanimous 


Where Do the Manufacturers Stand 
On Putting a Tax on the Co-ops?:— 


tailers in the hardware business and 
they are doing a good and active 
job. But how do hardware manufac- 
turers, individually and collectively, 
feel on this vital subject? 

Except for a few isolated expres- 
sions, we are not conscious of pro- 
ducers giving this subject the atten- 
tion it merits. It is just as much a 
problem of interest to them as to 
distributors as the co-op movement is 
steadily becoming as important, com- 
petitively, in manufacturing as in dis- 
tribution. 

Several wholesalers who attended 





that a complete elimination of OPA 
would be a great boon to the hard- 
ware business and to every other 
essential post-war activity necessary 
for a more complete and more sound 
resumption of a civilian, peacetime 
national economy. 

The first and complete story of the 
major happenings of the Atlantic 
City convention is presented in this 
issue, starting on page 168. 






the recent Atlantic City meeting were 
responsible, to a marked degree, for 
putting retail co-op stores into the 
hardware business and, in a few in- 
stances, actually serviced some of the 
early co-op wholesale developments. 
This they have learned to regret. 
Manufacturers now serving wholesale 
co-op units may soon face a similar 
rude awakening. 

If “Blank Mfg. Co.” produces 
snowshoes and sells the co-ops it 
didn’t get worried when the co-ops 
bought out a well established milk- 
ing machine factory. But when the 
co-ops buy out or establish a snow- 
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the little Bianks do get worried 
and how! And there are several ex- 
amples that prove this contention. 


In 


." will be no easy fight to assess 

taxes on the co-ops and other 
competitors of tax-paying, privately- 
owned businesses. The co-ops are 
potent foes, politically and finan- 
cially. They know their way around 
among public office holders and have 
long been waging a bitter and ag- 
gressive fight to retain their unfair 
tax exemption advantages. They won’t 
give up easily. 

Harpware Ace has polled every 
member of the last Congress, and 
every known candidate for the next 





GREAT many items of merchan- 
dise sold through wholesale- 
retail hardware channels have been 
decontrolled. A great many, in fact 


all, should be decontrolled. 





We Shall Miss Robert P. 


= night before the big Atlantic 
City convention started, Robert 
P. Boyd slept away. His passing 
takes from hardware ranks a most 
modest yet distinguished gentleman, 
for whom an entire industry has long 
had a great affection and apprecia- 
tion. There was truly only one Bob 
Boyd. 
For many years he was secretary- 
treasurer of the Old Guard and ser- 
geant-at-arms for the Southern 
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shoe factory then Mr. Blank and all 









Decontrolled 


If the co-ops are to be taxed the 
same as those with whom they com- 
pete in the fight, the accomplishing 
of this objective requires the whole- 


The Co-ops Are No Pushovers 
the Political Arena:— 


Congress, in an effort to gain an 
inkling of Congressional thinking (if 
any) on the subject of taxing the 
co-ops. To date, after two mailings, 
only a handful of Congressmen have 
clearly stated their views and the 
score is not encouraging. 

A great many replies indicate 
clearly that the co-ops have done a 
better selling job to date and prac- 
tically all replies imply that the “folks 
back home” have not impressed their 
elected and prospective representa- 
tives in Congress that “taxing the 


Hardware Store Merchandise:— 


For the guidance and information 
of our readers, we present in this 
issue, starting on page 155, an up-to- 
date list of such decontrolled mer- 
chandise. In each succeeding issue 


Wholesale Hardware Association. 
When I first knew him he was an 
active southern sales representative 
for Savage Arms Corp. Literally, he 
knew and liked everybody in the 
hardware business and the feeling 
was mutual. 

He lived happily and usefully, 
doing the things he best enjoyed, to 
the grand age of 82. Elsewhere in 
this issue are more facts about his 
long hardware career. 














hearted support of all hardware man- 
ufacturers as well as wholesale and 
retail distributors. This support 
should be getting under way at once. 


co-ops” is really an important and 
proper procedure. 


Of course, we realize that many 
professional politicians are most skill- 
ful in evading any issue which may 
cost votes, but, nevertheless, we are 
keenly impressed with the need of 
continuing the fight in a bigger and 
better way. Retailers and wholesalers 
can’t do it alone. They must have, 
and should have the entire industry 
in this fight. If not the co-ops will not 
be taxed. 





supplementary lists will be published 
—until that happy day when all 
hardware store merchandise is free 
of OPA entanglements. May that day 
come soon. 






Boyd:— 


In a wide measure Bob Boyd typi- 
fied the spirit of the Old Guard. He 
and the organization stood for the 
same principles and objectives and 
no better man could have been se- 
lected to handle, as he did for so 
many years, the secretarial duties of 
that group. 

Bob Boyd was a great hardware 
man with a heart bigger than him- 
self. He will never be forgotten 
by the thousands who knew him. 


HARDWARE AGE 





















are man- 
sale and 
support 
at once. 


ant and 


it many 
ost skill- 
ich may 
we are 
need of 
ger and 
lesalers 
st have, 
industry 
will not 


blished 
ren all 
is free 
iat day 


d typi- 
rd. He 
or the 
s and 
en se- 
for so 
ies of 


dware 
him- 
zotten 


m. 


AGE 


and lands like a feather 


PRN WS 


It moves with the strength of an eagle and lands like a feather, 
closing doors gently but firmly . . . its reserve strength under per- 
fect control, balanced and applied in a precision built, friction- 
free mechanism. 

Easy opening and positive closure are features that also 
describe your sale of Lockwood Ball Bearing Door Closers. 
Why not sell the best? You'll secure and hold a greater share 


of this great market. te 


3 
LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Division of Independent Lock Company ° Fitchburg, Massachusetts 


OCTOBER 24, 1946 





lockwood 
builder's’ 
hardware 











, subject of selling 


has brought forth endless courses, 
books, systems and articles. There 
are few of them which do not have 
worth while ideas for all of us. 

In applying the thoughts expressed 
in this chapter to the specific job of 
selling builders’ hardware, I can 
enly draw on my own experiences 
over many years in selling this type 
of merchandise. 

Planning 

My first suggstion for you would 
be to plan the day’s work carefully, 
or the prospect to be solicited, so 
that as little time as possible be lost. 
Such planning will save a great deal 
of lost effort. Appointments made in 
advance, and the keeping of those 
appointments on time, are most 
desirable. 

Having planned our day, let us con- 
sider a specific job to be solicited. 
Prospects in this busines are much 
easier to spot than in many other 
businesses. Dodge reports, or other 
building reports, will give us leads. 
Architects and contractors give us 
more when we cultivate and serve 
them properly. 


Who Buys the Hardware? 


The more you can know about 
who buys the hardware before the 
call itself is made the quicker you can 
arrive at the point of sale. Endless 
time can be eliminated by learning 
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A Sequel to “Taking the Mystery § Out 


By ADON H. BROWNELL 


Part 6 


Sales Technique 


who is the one who will make the 
decision. 

Perhaps you will find that several 
persons are involved. You may be 
called upon to assist the architect in 
writing the specification but find 
that the owner makes the final selec- 
tion. In such a case you, of course, 
will work through the architect to 
the owner. 

In other cases the architect may 
have specified the hardware in some 
one make than the one you sell with 
an “or equal” clause and the con- 
tractor may be the one who buys the 
hardware. In such a case price is too 
often the deciding factor, for the con- 
tractor naturally wants to buy for 
the lowest price he can, based on the 
specifications. The owner is out of 
the picture. 


Price Not Everything 


Contractors do not consider price 
alone. They have learned through 
hard experience that a contract on 
hardware placed on price alone can 
often be the costliest contract on the 
job. The reputation, service, delivery 
and co-operation of the hardware 
dealer also count strongly in placing 
contracts. Sell the contractor on the 
savings he will enjoy and the annoy- 
ances he will avoid by letting you 
handle his work. 

In the case of selling the owner, 
who may be an individual, a school 
board or building committee, it is 
helpful if you can have a contact 





















directly or indirectly that will help 
you obtain a favorable hearing. 
Mutual friends or business associates 
make valuable contacts for you where 
you do not have them directly. 

The more you can know about the 
situation before you are on the selling 
spot the better able you are to handle 
conditions as they arise. Does your 
competitor have an inside track with 
architect, contractor or owner? What 
are your competitor’s talking points? 
How many competitors have you? 
If you can know the answers in ad- 
vance of your contacting the buyer 
they will aid you in meeting situa- D 
tions as they arise. a ct 
shor 
hetté 

Almost all of us are influenced by the 
our reactions in meeting people, par- the 
ticularly for the first time. So are 
your prospects! On approaching 
your prospect introduce yourself and 
pronounce your name and your com- 
pany distinctly. Do not take it for gain 
granted that your prospect knows door 
who you are. key 

State your reason for calling or buil 
show your samples in a logical, sim- 
ple fashion, avoiding technicalities 
as much as possible if you wish to C 
hold your prospect’s attention. prot 

To create interest, that you may pros 
have the opportunity of fully pre- pres 
senting your proposition, tell him for | 
early in the story how he will gain in h 
by doing business with you and re- proc 
peat those points throughout your evid 
interview. your 
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Your builders’ hardware department may 
be well organized and you may handle 


exceptional merchandise, but you can’t 
make a profit unless you know how to 
sell its merchandise and service. This 
chapter, the final one in the series, 


stresses important 


For example, do not just say, “Mr. 
Owner, I have figured cylinder locks 
keyed alike on all exterior doors.” 
That may mean something to him 
but again it may not. A competitor 
might figure bit key locks, keyed 
alike and the owner would think he 
was getting the same thing. 


Dramatize Presentations 


Dramatize your presentation. Have 
a cut-open model of a cylinder and 
show him how it works. How much 
better a selling statement sounds to 
the owner if you say, “Mr. Owner, 
the security you will receive from 
using cylinder locks on all your 
exterior doors, the protection they 
give to your property, the conveni- 
ence of carrying this one small key to 
gain entrance to all your exterior 
doors instead of a cumbersome bit 
key will be yours for the life of your 
building by buying this hardware.” 


Emphasize Security 


Continue to emphasize security, 
protection and convenience and your 
prospect cannot help but be im- 
pressed with your desire to look out 
for his interests. You thereby create 
in his mind a desire to have your 
products. You offer him concrete 
evidence as to why he should buy 
your merchandise instead of that of 
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points in 
which, when applied, will bring success 


selling 


é 


ADON H. BROWNELL — 


| 


others and what he will gain by doing 
business with you, even if your price 
is higher. 

Cylinder construction, three-tum- 
bler locks, brass hardware all mean 
something to us. We see what the 
owner gains by their use but we must 
not expect the owner to know what 
he is gaining unless we interpret 
those gains into simple language that 
he will understand. Security, protec- 
tion, convenience, economy, long 
wear, easy application—such words 
he will be able to understand with- 
out being experienced in hardware 
at all. 

People will pay more for what they 
want and they want the things that 
benefit them most. So hammer home 
to them the benefits they gain by 
buying from you. 

Competition 

Never knock a competitor—every 
knock is a boost. I well remember a 
few years ago a high-powered sales- 
man, who was representing an archi- 
tectural magazine, called on me to 
sell advertising space. He spent his 
entire time lambasting a competing 
architectural magazine with whom 

















we had advertised. It took him so 
long to get that out of his system 
that he never did get around to tell- 
ing me how we would gain by using 
his program. Needless to say, he 
did not get an order. 

Suppose a prospect brings in a 
competitor’s list for you to figure. 
You see that it is listed in plated 
steel, broad bevel design with bit key 
front door lock, totally inappropriate 
for the type of home that the owner 
is building. Do not say, “Mr. Owner, 
that kind of hardware is no good, 
it isn’t suitable for your house, we 
wouldn’t figure that kind of junk.” 

Mr. Owner may have selected it 
himself because the competitor’s man 
could only sell on price. While 
everything you said was true, you 
probably would so offend him that 
he would walk out on you. 

Study the list in his presence and 
study it slowly and _ thoughtfully. 
Then show him that cut-open cylin- 
der and explain how he will gain se- 
curity, protection and convenience by 
using cylinder locks. 

Suppose it is a modest, five-room 
house. A remark like this will not 
offend, “Mr. Owner, I notice your 
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plans call for a colonial design. 
Wouldn’t you like to have this beauti- 
ful colonial design hardware (show- 
ing sample)? It is so much more 
suitable for that fine home you are 
building that you will be proud to 
have it on your home instead of the 
usual commercial broad bevel set you 
have listed for me to figure, and it 
won't make five dollars’ difference in 
your cost of the entire house.” Al- 
most any owner would say “yes” to 
that question. 

Having received a favorable an- 
swer, you can then swing into a sell- 
ing story on the use of brass hard- 
ware instead of steel by saying, “And, 
if I may make another suggestion, 
the use of brass hardware is worth 
so much more that its initial extra 
cost will be quickly forgotten. 

“It costs no more to install brass 
hardware and it will never wear out 
or rust and spoil your woodwork or 
the beauty of your home.” 

And so I might go on, but I trust 
that in these few examples I have 
conveyed the general idea of how to 
build your prospect up without of- 
fending him or directly knocking 
your competitor's list. Such a prac- 
tice will bring greater customer satis- 
faction, increased profit and _per- 
sonal satisfaction to you and your 
company which should be enough of 
a gain to warrant your trying it out. 

It’s allright to compare your good 
brass hardware against cheap, plated 
hardware, but never to say your com- 
petitor’s hardware is cheap. You 
probably sell cheap, plated hardware, 
too. 

In my varied hardware selling 
experience I have found that any 
make of hardware has ample good 
points to discuss with the prospect. 
To say, “Blank Hdwe. Mfg. Co. 
makes cheap hardware,” is not good. 
Some day you may sell Blank Hdwe. 
Mfg. Co.’s line and have to eat your 
own words, 


When to Try 
To Close Your Sale 


Many salesmen have talked them- 
selves into sales and out again. Hav- 
ing presented your proposition, made 
all the, build-up suggestions you feel 
should be made, and having heard 
your prospect saying “yes” on vari- 
ous points, come quickly to a close 
by asking for the order while the 
prospect is in the “yes” mood. 

By reading Chapter 52 on selling 
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hints, as presented in the book “Tak- 
ing the Mystery Out of Builders’ 
Hardware,” you will gain additional 
suggestions in selling technique of 
builders’ hardware. 

Finally, when the sale is made 
never forget to sincerely express 
your thanks for the business and then 
fill the order as agreed. Remember, 
you have promised much in the way 
of quality and service. Be sure to ful- 
fill those promises if you want to re- 
tain the customer’s good will. 


The Best Advertisement 


The most powerful sales mover I 
know is the word-of-mouth advertis- 
ing given gratis by a satisfied cus- 
tomer. 

This brings to a close the final one 
of our six chapters on “Putting a 
Profit Into Builders’ Hardware.” It 
can be a profitable business. It is an 
interesting business. 


A profitable and interesting busi- 
ness carrying an adequate income 
for employer and employee is highly 
desirable. The fact that it is a some- 
what complicated business has this in 
its favor—not everyone is in it. It 
takes brains, personnel and money 
to run such a business and run it 


properly. 
The Territories 


The rewards have been pointed 
out as well as the budget, the dan- 
gers and the pitfalls. The better the 
territories, which are large enough 
to warrant such a business, are cov- 
ered for the various builders’ hard- 
ware manufacturers, the better the 
business as a whole becomes. 

These chapters are intended to con- 
vey the message that the reward is 
well worth the effort when the busi- 
ness is intelligently managed and 
operated. 
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I'm trying to make a living in the hardware business.” 


HARDWARE AGE 





ng busi- 
income 
is highly 
a some- 
s this in 
in it. It 

money 
| run it 


pointed 
he dan- 
tter the 
enough 
are Cov- 
” hard. 


tter the 


to con- 
ward is 
ie busi- 


od and 











Hardware Store Items That 


ave Been Decontrolled 





Here is a list of items commonly sold 


in hardware stores and which OPA, in 
past months, has exempted or indefini- 


tely suspended from price controls 








HILE this list is intended to be as complete as pos- 


sible, some items may have been left out intentionally 
or inadvertently. In compiling the list, the sole con- 
sideration was to include in it the wide range of merchan- 
dise usually carried by most hardware dealers and to make 
of the list a ready and easy reference to OPA-exempt hard- 


ware merchandise. 
* * 


A 


ACCESSORIES, men’s such as tie clips, 
money clips, key chains, watch chains, buckles. 

AIR CONDITIONING EQUIPMENT, port- 
able under 1 h.p. 

AIR CONDITIONING UNITS, §self-con- 
tained, over 1 h.p. to 12,000 BTU and up to 
but not including 25 h.p. 4 

ALUMINUM MILL PRODUCTS including 
but not limited to plate, sheet, strip, foil, tube, 
wire, rod, bar, slugs, shapes, extrusions, forg- 
ing stock and rerolling slabs. 

AQUATIC SPORTING GOODS other than 
apparel and shoes. 

AMMUNITION for small arms. 

ANTI-FOGGING window components. 

ANTI-SPLASHER FAUCET ATTACH- 
MENTS. 
ae AND PARTS subject to RMPR 

_APPLIANCES, commercial and institutional 
kitchen and fixtures for use in hotels, restau- 
rants, schools, hospitals, industrial and public 
cafeterias and similar establisments, such as 
ranges, broilers (including salamanders and 
combination types), automatic deep fat fryers, 
bain maries, baker stoves, steam jacketed ket- 
tles, stock kettles (electric), vegetable steam- 
ers—commercial steam tables, kitchen work 
tables and kitchen ‘serving tables, warming 
ovens, plate warmers, griddles—commercial, 
automatic egg broilers, coffee urns and coffee 
making systems, toasters—commercial (gas), 
toaster—commercial over two slices, glass- 
washers—commercial, pot racks, pot sinks and 
vegetable sinks, dish and food carrying trucks 
and urn stands. This does not include articles 
which are customarily used in both stores and 
commercial and institutional kitchens such as 
slicing machines, food choppers, food grinders 
and coffee grinders. 

ARRESTORS, lightning. 

ARTICLES OF GLASSWARE, CHINA, 
POTTERY OR METAL for decorative house- 
hold use (except lamp bases and articles for 
the preparation, storage and service of foods 
and beverages). 

ARTIFICIAL OR PRESERVED GLASS, 
PLANTS, STEMS, BUDS, VINES, FRUITS, 
FLOWERS, PETALS, LEAVES AND FOODS 
a decorative household use and store dis- 

ay. 

_ ARTISTS’ SUPPLIES such as but not 
limited to easels, pallets, drawing boards and 
water colors. 
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ASBESTOS paper, millboard, cellular sec- 
tion pipe covering blocks, and laminated sec- 
tional pipe covering and blocks. 

ATOMIZERS, perfume. 

AWNINGS AND AWNING HARDWARE 
and pulleys. 


BADMINTON equipment other than ap- 
parel and shoes. 

BAGS, garment, except paper. Coffee urn 
bags. Open mesh woven from twine. Fabric 
or plastic bags for household use in preserving 
food and beverages. Cedar chip and sawdust 
bags for use as moth preventatives. 

BALLS, medicine. Glass ice balls for ‘‘chil!- 
ing without diluting’ food and beverages. 

BALUSTRADES, wrought iron. 

BANDS, tree saver. Rubber bands. Plastic 
poultry leg bands subject to MPR 523. 

BARBECUES, household use. 

BAROMETERS, household use. 

BARS, tow (auto). Dowel bars for concrete 
paving. 

BASEBALL equipment, except shoes. 

BASKETBALL equipment except shoes. 

BATHS, bird. 

BATTERIES, dry. Primary wet cell. Grow- 
ing and laying batteries (poultry). 

BEATERS, carpet and rug. 

BEDS, dog and cat. Baby beds (auto). 

BEEKEEPERS machinery, supplies and 
equipment. 

BEESWAX comb foundations and beeswax 
combinations containing 50 per cent or more 
beeswax. 

BELLS, hand, cow, ship, sleigh, dinner. 

BELT DRESSINGS. : 

BELTING, leather and textile, subject to 
RMPR 136. 

BELTING, leather and textile subject to 
RMPR 136. 

BEVERAGE COOLING and dispensing equip- 
ment. 

BIBS, paper. 

BICYCLE TIRE FLUID and bicycle tire rim 
cement. 

BILLIARD equipment except apparel and 
shoes. 


BILLIES. 


BINDINGS, aluminum. 

BIRD HOUSES, FEEDERS AND BATHS, 
CAGES, STANDS AND HOOKS. 

BLADES, razor. 

BLANKETS AND COMFORTERS with built- 
in electric heating elements (electric heating). 

BLANKETS AND COVERS, horse and cat- 
tle (other than utility and camp blankets), 
which are (a) cut, shaped, fitted and fabricated 
from cotton, jute or wool fabric, with leather 
straps, hardware, and other attachments; or 
(b) square unscoured blankets 80 by 84 ft. 
and larger with reinforced leather straps. 

BLANKS, key, al] types and materials. 

BLOCKS, segment (clay). 

BOARDS, bread and meat for household use. 

BOATS, 25 ft. or less in length, except toy. 
Alo over 25 ft. length. Boat equipment, parts, 
and accessories exclusively designed for use on 
or in connection with boat or vessel operations, 
including propellers and shafts but not includ- 
ing marine engines, parts, and accessories. 

BOBSLEDS and equipment except apparel 
and shoe. 

BOLTS, track. Aluminum bolts. 

BOOK-ENDS. 

BOOKMARKS except paper. 

BOOKS, appointment and date. 

BOWLING equipment except apparel and 
shoes. 

BOWLS, closet manufactured in vitrified 
clay sewer pipe plants. 

BOWLS, ice. Soap dispenser bowls. 

BOWLS, slop, manufactured in vitrified clay 
sewer pipe plants. 

BOXES, chess and checker, handmade and 
inlaid; paperboard and plastic flower; cutlery ; 
mirror covered when sold separately and not 
part of a unit containing an article not ex- 
empted. Mail boxes, except rural. Grit boxes 
(poultry). 

BOXING EQUIPMENT, except apparel and 
shoes. 

BRACKETS, wall, hand carved wood. Orna- 
mental iron. 

BRICKS, fireclay. 

BROODERS, floor and battery. 

BROOMS, household including those made of 
broom corn, fiber, or other material. 

BRUSHES, industrial, power driven. 

BUCKETS, wooden. 

BUCKLES and parts such as fasteners but 
not to include any slide fasteners. 

BUGGIES, horsedrawn. 

BUILDERS’ HARDWARE except the follow- 
ing which remain subject to price control. 

Barrel bolts, six inches or under, iron and 
steel. ; 

Bit key front door lock sets with wrought 
trim. 

Coat and hat hooks, aluminum base, cast 
iron, and steel base wire. 

Cellar window hardware. 

Cylinder entrance lock sets, knob or handle 
operated, with cylinder locks having dead bolts, 
latch bolts, and finger operated stop works 
with cast handles and wrought iron. 
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Cylinder rim night latches and rim dead 
locks, with cast iron, steel or die-cast cases, 
iron or brass bolts, die-cast and brass pin 
tumbler cylinder, conventional operation, stand- 
ard size, standard backset. 

Cylindrical type cylinder entrance handles 
and knob lock sets, standard commercial de- 
sign. 

Door stop 3 in. or less, aluminum base, cast 
tron and steel base wire. 

Hinges and butt hinges, steel, but not in- 
cluding ball bearing and other type bearing 
hinges and checking floor hinges. . 

Inside lock sets, knob operated, with tubula- 
and light weight cylindrical locks and latches. 
mortise latches, less than 2'4 in. in height, and 
l-tumbler bit key locks 3% in. or less with 
wrought trim. 

Rim lock sets, steel and iron case locks with 
iron bolts, pottery or steel knobs. 

Tubular type cylinder night latches and dead 
locks. 

BUILDING MATERIALS, miscellaneous cast 
and heat metal, covered by MPR 591 or the 
GMPR as follows: (also see individual listings) 
Air and fume conductor devices and accessories. 
Batten strips. Coal chutes. Caps, corners, and 
cornices. Flag poles and staffs. Flushings, ex- 
cept lead. Formed valley but not including 
rolled valley. Incinerators, metal. Industrial 
metal doors. Iron and steel grating and floor- 
ing. Iron and steel hand rails and stai-way 
ruards Iron and steel stair treads. Louvres 
Metal awnings. Metal masonry anchors and 
inserts Metal concrete accessories and spe- 
cialties. Metal concrete forms, including cais- 
son tubing and piping. Metal plastering ac- 
cessories and specialties (not including metal 
or wire lath). Metal roof deck. Metal and 
metal-bound weather-stripping. Miscellaneous 
sheet metal work except metal base, and 
pressed steel stud and joist framing. Mold- 
ings, bindings and edging. Open web steel 
joists. Partitions. Rainwater disposal devices 
and accessories. Ridge roll and accessories. 
Sanitary risers. Shutters, metal and metal cov- 
ered. Skylights. Terrazor st:ips. Tie and tim- 
ber connectors. Tie rods and accessories exrept 
bolts and nuts. Vault doors. Ventilators, ex- 
cept marine or motor operated. Walk gates 
not including farm gates and fences. Window 
sash and frames, metal and metal covered, ex- 
cept basement, utility, residence casement and 
residence double-hung type, all of which re- 
main subject to price control. 

BULBS, electric lamp, fluorescent, therapeu- 
tic, gaseous, carbon, and arc light. 

BUOYS, seine made wholly or in part of rub- 
ber, synthetic or substitute rubbe-. Life buoys 
and preservers, not covered by MP 3403 

BURNERS, incense. 

BUSHINGS, wood and combination wood and 
metal, subject to RMPR 136 


Cc 


CABINET HARDWARE, except pulls, knobs, 
catches, latches and steel hinges. 

CABINETS, humidor smoking. Sewing cabi- 
nets, except cabinets for sewing machines. 

CAGES, bird and cage stands 

CALCIMINE. 

CALLS, bird and game. 

CANDLERS, egg. 

CANDLES. 

CANOES and accessories except sails. 

CAPPERS, bottle, household. 

CAPS AND CLOSURES. Auto gas tank and 
radiator caps. Novelty pouring caps and meas- 
u.ing caps of liquor bottles. 

CARAFES, silver plated, chrome or chrome 
trimmed (household or personal ‘use). 

CARDS, decorative (other than paper). 
Christmas and New Year, non-personalized 
greeting cards and Christmas and New Yea: 
gift money holding cards. 

CARRIAGES, baby. 

CARTRIDGE CASE reloaders, trimmers, 
swedgers and reshapers for use in hand-load- 
ing ammunition. 

CARTS, shopping and garden. Serving. 

CASKET AND CASKET SHELL hardware. 

CASTERS. 

CASTINGS, steel, covered by general steel 
casting and railroad specialties regulation Re- 
vised Price Schedule 41. 


CATCHERS, grass. Fowl. 
CATTLE LEADERS. 
CAULKING COMPOUNDS. 
CHAIN AND CABLE, auto tow. 
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CHAIN AND CHAIN FITTINGS, ASSEM- 
BLIES, subject to RMPR 136, not including 
power transmission. 

CHAINS, tire. 

CHAIRS. 

CHESTS, ice, portable camp and picnic type. 

CHINA, decorative household except lamp 
bases, containers and other articles for the 
preparation, sto.age or service of food and 
beverazes. 

CHIPS, poker and racks. 

CHUTES, mail, except pneumatic. 

CLAMPS. 

CLEANERS, wallpaper, jewelry and eyeglass. 
Comb cleaners. 

CLEANING FLUID, based on sodium alkyl 
benzene sulphat or sodium alkyl benze sul- 
fonate, packaged for household use. 

CLEVISES covered by RMPR 136. 

CLIPPERS, hair. 

CLOCKS, battery operated except auto. 
Chime, hall (grandfather type), onyx cased. 

CLOTH, glass and plastic. 

CLOTH, aluminum, glass, monel and plastic 
sc.een. 

CLOTHS, paper dish. Unwashed and washed 
wiping cloths covered by MPR 484 prior to 
suspension. (This suspension does not include 
any new materials.) 

CLOTHING, industrial safety, for protec- 
tion against specific industrial hazards: coats, 
pants, suits, aprons, sleeves, gloves, and like 
articles containing metal and mineral insula- 
tion or reinforcement or fabric or leather spe- 
cially treated to resist extreme heat, cold or 
chemical free agents, but not including gloves, 
sleeves, aprons and like articles made of nat- 
ural, synthetic and substitute rubber or work 
clothes or wo k gloves. 

CLOTHESLINE props and reels. 

CLOTHESPINS. 

COASTERS, beverage. 

COCKTAIL mixers and shakers. 

COLLARS, leather dog and cat. 

COMPASSES. 

CONTROL EQUIPMENT covered by MPR 
591 and the GMPR all sale except the follow- 
Ing: 

(a) Check and draft damper regulators, non- 
electric of the following types only: 

(i) Boiler draft damper regulators. Hot wa- 
ter heating boiler damper regulators. Steam, 
vapor or vacuum heating boiler regulators. 

(ii) Domestic hot water heating boiler 
damper :egulators—aH types and sizes for 
domestic hot water heating. = 

(iii) Warm air furnace and space heater 
regulators for damper regulation on warm air 
furnaces and portable space heaters. . 

(b) Gas bu-ner prima controls for auto- 
matic firing-electric of the following types 
only: 

(i) Manual or automatic reset gas pilot 
light safety switch with electrical switching 
mechanism actuated by thermocoupled pilot 
generator, liquid or gaseous expansion or 
metallic expansion means. 

(ce) Gas burner primary controls for auto- 
matic firing non-electric of the following types 
only: 

(i) Self-contained domestic hot water-heater 
regulators consisting of valve and immersion 
thermostat or pilot safety control, or any com- 
bination of two or more of these when designed 
specifically for that purpose. 

(d) Limit controls—electric of the following 
types only: 

(i) High limit controls for steam heating, 
responsive to vacuum or pressure changes, 
seale range 35 Ibs. pressure or less, with line 
or low voltage two position control circuits. 

(ii) High limit controls for hot water heat- 
ing, bimetallic or liquid bulb immersion type 
responsive to water temperature changes, for 
line or low voltage two-position control. 

(iii) High limit controls for hot water heat- 
ing, bimetallic or liquid bulb surface type re- 
sponsive to water temperature changes, for line 
or low voltage, two position control. 

(iv) High limit controls for warm air heat- 
ing surface or immersion types for line or low 
voltage two position control. 

(v) Blower control switches, single stage for 
warm air heating, surface or immersion types. 
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(vi) Combination controls for warm air 
heating incorporating high limit control and 
single stage blower control. 

(vii) Thermostatic controls for domestic hot 
water heaters responsive to water temperature 
changes, line or low voltage. 

(e) Low Water Cut-Off, with or without 
pressure control and with an operating pres- 
sure of 30 lbs. or less. 

(f) Oil Burner Primary Controls for Auto- 
matic Firing-Electric, of the following types 
only: 

(i) Stack mounted oil burner control relays 
with low voltage thermotatic control circuit. 

(ii) Oil flow metering control valve, capable 
of automatically maintaining high and low fire, 
and equipped with automatic safety cut-off. 

(iii) Oil lifter either separately or in com- 
bination with Oil Flowing Metering Control 
Valve. 

(iv) Electric Conversion units fo: convert- 
ing manually operated Oil Flow Metering Con- 
trol Valve to electric operation. 

(g) Oil Burner Primary Controls for Auto- 
matie Firing-Non-Electric of the following 
types only: 

(i) Oil Burne- fuel units incorporating an 
oil pressure regu'ating valve. 

(ii) Constant level flow control valves for 
regulating flow of oil to oil burners, and 
equipped with non-electric automatic metering 
for flame control. including those designed for 
domestic hot water heaters. 

(iii) Constant level flow cont-ol valves, non- 
metering type. 

th) Refrigeration Controls-Electric, of the 
following types only: 

(i) High or low side domestic refrigerator 
controls with an electrical rating of % P, 
AC, or less, and especially designed for new or 
replacement purposes on domestic refrigerators. 

(ii) Remote bulb or capillary tube domestic 
refrigerator temperature controllers, with an 
electrical rating «f % HP, AC, or less, and 
especially designed for domestic refrige-ators. 

(j) Relays—-Electric, of the following types 
only: 

(i) Line or low voltage relays especially de- 
signed for temperature control circuits, rated 
15 amp. 110 volt AC or less and with 2 PDT 
switching action or less. 

CONTROLLERS, electric fence. 

COOLERS, ref igerated, as follows: bever- 
age, water, milk. 

CORD, aluminum and iron and steel braided 
with wire core for uses other than transmis- 
sion of electric current. 

CORDAGE, of fiber content consisting solely 
of jute, flax, hemp or istle or any combination 
thereof. Had fiber cordage and twine (ex- 
cept binder, baler and imported twine) made 
from hard fibers including but not limited to 
abaca. sisal and henequin. 

CORNICES, cast iron. 

COVERS, ironing board. Beach chair re- 
placement. Glider. Printed and decorated pa- 
per table covers. Lamp shade covers. Covers 
and bags of fabric or plastic for household 
use in preserving food and beverages. Paper 
toi'et seat covers. Home appliance (textile) 
covers. Sewing machine (textile) and washing 
machine (textile) covers. Textile cloak hanger 
covers. Auto steering wheel. 

COVFRINGS, floor, made principally of fiber, 
grass, jute. hemp or sisal. Floor coverings 
made one of a kind and in one pattern. 

CR''TCH PARTS of rubber, synthetic or 
substitute rubber. 

CURLERS, wool hair. 

CURTAINS, paper shower. 

CUSHIONS, dog and cat. Pin cushions. 


D 


DAMPERS, fireplace, iron and steel. 

DECORATIONS, Christmas. 

DECOYS, bird and game. 

DEHYDRATORS, food, for household use. 

DEODERANTS, room. 

DFODORIZERS, ice box and refrigerator, 
touserold use. Also portable, mechanical and 
electric. 

DIARIES. 

DIALS, sun. 
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DINERS, dog and cat. 

DISHES, plastic. Food dishes of white lined 
paperboard, ground wood paperboard, molded 
pulp wood and wood. 

DOILIES, paper. 

DOLLIES, wheel. All metal industria] dol- 
lies. 

DOORS, cleanout. 

DOWELS, wooden cooperage. 

DRAINAGE, plumbing — specialties and 
staples, as follows: California specials. Com- 
bination drains. Combination hinged beel 
traps. Combination hydrant, drains, and cess- 
pools. Drains and drain covers. Revent fit- 
tings. Sisson joints. Stack base fittings. 
Stringer fittings. Waste tees. Traps of cast 
iron only, with or without brass plugs, but not 
including traps commonly furnished with 
plumbing fixtures such as sink or lavatory 
traps. Leader shoes. Manhoff fittings. Putty 
cups. Range boiier stands. Sink brackets, col- 
lars and couplings. Test plugs. Test tees. 
Trap screw ferrules. Union ferrules. Vent 


+ boxes and vent cups. Solder nipples, bushings, 


ferrules, etc. Back water valves. Cesspools 
and cesspool plates. Cleanout tees. Closet fix- 
ture connections, including closet bands and 
flanges. Drive ferrules. Fresh-air inlets. 
Fume connectors. F & W fittings and similar 
adaptations. Kafer joints. 

DRAPERIES, paper. 

DRESSINGS, belt. 

DUMBBELLS. 

DUMPS, ash. 

DUSTERS, hand operated, insecticide. 

DYNAMITE. 


E 


EDGINGS, aluminum. 

EMBLEMS AND INSIGNIA. 

ENGINES, miniature gasoline for model air- 
planes, boats and racing cars, % h.p. or less. 

EXERCISE EQUIPMENT, dumbbells, elastic 
chest pulls, grip developers, Indian clubs, medi- 
cine balls, steel spring exercisers, wands, and 
home exercise machines. 

EXERCISERS, steel spring. 

EXPLOSIVES AND BLASTING caps. 


F 


FABRICS, woven paper. 

FEEDERS, bird. Poultry. 

FENCES, wrought iron. 

FENCING equipment (sporting) except 
shoes. 

FIBER, sisal plastering and sisal plastering 
filling. 

FIGURES AND ANIMALS, wood carved. 

FIGURINES AND ORNAMENTAL STATU- 
ARY designed for ornamental use (not includ- 
ing articles which may be used for any other 
purpose). 

FIREARMS, small and parts. 

FIRE ESCAPES, portable, for attachments 
to residences. 

FIRE EXTINGUISHING compounds (dry 
chemicals). 

FIREPLACE EQUIPMENT. 

FIREPLACES, portable. 

FISHING TACKLE. 

FISHNETS. 

_ FITTINGS, flanged. Manila and wire rope fit- 
tings. All forged or cast steel, carbon steel, 
steel alloy and copper alloy fittings, screwed, 
flanged or welding ends except fittings desig- 
nated by manufacturer for less than 250 
SWP. Educator - (lift) fittings. 

FITTINGS, flanged. Manila and wire rope 
fittings. All forged or cast steel, carbon steel, 
for 20 cents or less; to wholesalers for 15 
cents.or less. Also plastic bathroom fixtures 
and accessories subject to MPR 523. 

FLAGS. 

FLATWARE, sterling ssilver, including 
knives, forks, and spoons. 

FLOOR SURFACING AND FLOOR MAIN- 
TENANCE machinery and equipment subject 
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to RMPR 136, including only the following: 
general floor machinery used for scrubbing 
(wet and dry), floor polishing, waxing, steel 
wooling and disc sanding, including combina- 
tion scrubbers and water pick-up machine 
sanders (drum type), floor edgers and terazzo 
grinders. 

FLOOR SWEEPING compounds. 

FLOWERS AND FRUITS, artificial. 

FLOWER POTS, unglazed. 

FLUORESCENT LAMPS. 

FLY SWATTERS. 

FOOTBALL equipment, except shoes. 

FOOTWEAR, rubber, synthetic or substitute 
rubber. 

FORGES, hand or power operated. 

FORKS, vulcanized fiber. 

FRAMES, picture, license plate. 

FREEZERS, ice cream. 

FUNNELS, of rubber, synthetic or substitute 
rubber. 

FULLER’S EARTH. 

FURNACES, chimney. 

FURNITURE, cast metal, aluminum and 
wrought iron. Specified items of furniture for 
porch, lawn, garden, and general outdoor use 
such as serving carts, chaise lounges, gliders, 
swings, rockers, also exempted. In general, 
outdoor furniture that is upholstered and made 
with rattan, bamboo, reed or metal frames 
remains under ceilings. 

FURNITURE HARDWARE including metal 
slides and glides but not including casters. 
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GAGE AND OIL CUP glasses. 

GAGES, air, pencil type (auto). 

GASKETS, packings and oil seals, except 
automotive, including mechanical packings, 
packing in sheets, slabs and strips, and other 
products, of rubber, synthetic or substitute 
rubber. * 

GATES, porch, selling to consumers for $3.00 
or less; to dealers at $1.65 or less; to whole- 
salers $1.40 or less. 

GLASSES, sun and cases. 

GLASSWARE, decorated household, except 
lamp bases, containers and articles for the 
preparation, storage and service of food and 
beverages. Engraved, etched, cut and sand- 
blasted glassware designed for use in prepara- 
tion, service, and storage of foods and bever- 
ages. Crystal glassware of high lead content 
completely hand-finished without use or rings 
or molds. Stem and footed glassware. Glass- 
ware electroplated with precious metals e.g. 
silver deposit ware. 

GLIDER slip covers, replacement cushion 
sets and glider raincoats. 

GLIDERS. 

GLUE, casein. 

GOGGLES and goggle lenses, except those 
qualified as industrial equipment. Safety gog- 
gles. 

GOLF EQUIPMENT except apparel and 
shoes. 

GRINDERS, coffee, hand operated, household 
use. 

GRADERS, egg. 

GRAPHITE. 

GRIP developers. 

GRIPPERS, comforter. 

GUARDS, stairway. Window and door. 

GUNS, custom-built (uncataloged) or re- 
built, enhanced. 

GUTTERS, aluminum. 

GYMNASIUM apparatus. 
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HAMES. 

HAMMOCKS with or without stands. 
HAMPERS. 

HANDCUFFS. 

HANGERS, paperboard, garment. 
HARDENERS, floor. 


HARDWARE: Cabinet, except pulls, knobs, 
catches, latches, and steel hinges. 





Casket and casket shell. 
Furnitu:e hardware including metal slides 
and glides but not including casters. 

Lavatory hardware. 

Refrigerator hardware (for commercial re- 
frigerators). 

Sash ha:dware, including sash pulleys, ex- 
cept for the following items which remain 
subject to price control: sash fasteners and 
lifts. aluminum base, cast iron and wrought 
steel. Sash pulleys, drive-in type, wrought 
steel. 

Screen and screen door hardware, including 
grilles and guards and storm sash hardware, 
except the following items which remain sub- 
ject to price control: Rim, mortise, and tubular 
sereen door latches, steel or cast iron. Screen 
and storm sash hangers, steel. Spring hinges 
for sc-een and storm doors, non-adjustable 
type, steel or cast iron. 

Showcase hardware. 

Venetian blind hardware. 

HARNESS, leather, dog and cat. 

HATS, paper novelty. 

HEATERS, poultry water. 

HEATING AND WINTER AIR CONDI- 
TIONING EQUIPMENT COVERED BY MPR 
236, MPR 272, MPR 591, and the GMPR as 
follows: 

Blast traps and strainers. 

Conversion grates, except fireplace. 

Fireplace dampers, iron and steel. 

Furnace pipe, fittings, and accessories, all 
types and sizes—black iron, bright tin, gal- 
vanized iron. 

Registers and grilles, all types. 

Smoke pipe, fittings, and accessories, black 
and galvanized, all sizes but not including 
smoke stacks or breeches. 

Solar systems, all types for heating and hot 
water generating. 

Stove pipe, fittings, and accessories, all 
types and sizes. 

HOCKEY. field, equipment except shoes. Ice 
hockey equipment. 

HOISTS, chain, manually operated. Hoists, 
all types, subject to RMPR 136. 

HOLDERS, Christmas tree; plastic candle- 
stick. Wood knife holders. Crib blanket and 
quilt. House number. Self-feeding baby bot- 
tle holders. Place card holders. 

HOLLOWARE, plastic. Sterling silver. 
Precious metals or plated with precious stones. 

HOODS, paper, used in covering young 
plants, seedling, etc. 

HOOKS, paint. 

HORNS, shoe. 

HOSE AND TUBING, flexible, metallic, ex- 
cept electrical metallic tubing. 

HOUSE NUMBER markers and holders. 

HOUSES, dog and bird. 

HOUSEWARES, see individual items. 

HYGROMETERS, household. 


I 


ICE CUBE MAKERS, cabinet type. 

INCENSE. 

INCUBATORS, poultry. 

INSULATORS, high voltage, as defined in 
the NEMA Manual, Part IV, dated Jan. 31, 
1946, in Section 8-HV, including only the fol- 
lowing: 

All wet process porcelain or glass low volt- 
age pin type insulator’. : 

All high voltage pin type insulators, includ- 
ing posts, clamps, and other variations. 

All guy strain insulators. 

All spool type insulators. 

All suspension insulators, including hewletts. 

Outdoor switch and bus insulators of all 
types, including parts. 

Special and apparatus insulators except those 
assembled with metal parts but including tubes 
and wall, roof and floor bushings. 

IRONS, electric curling iron. 

ISINGLASS. 
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JACKET, textile coaster. 
JUG SETS, silver plated,. chrome, chrome 
trimmed (household or personal use). 
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KENNELS, dog. 

KEYS AND PINS, machine, covered by 
RMPR 136. 

KILLING CONES. 











KITCHENWARE items sold to consumers for 
30 cents or less; to dealers for 20 cents or less; 
to wholesalers for 15 cents or less. Kitchen- 
ware, plastic, subject to MPR 136. 

KNIVES, pocket. 

KNOBS, gearshift. 
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LADDERS, except step ladders. Ladder ac- 
cessories and attachments such as paint hooks 
and extension racks. 

LAMPS, carbide: therapeutic for medical 
treatment (ordirary heat lamps remain under 
ceilings). Are lamps. Mining. 

LANTERNS, carbide. 

LAVATORY HARDWARE. 

LEADERS, cattle. 

LEADS, leather, dog and cat. 

LINES, fishing, including tarred lines com- 
posed in whole or in part of silk, rayon, nylon, 
linen or cotton. 

LOCKS, auto gas tank. 

LUGGAGE, made of paperboard. 


M 


MACHINES, home exercise. 

MANTEL PIECES, ornamental! 

= EQUIPMENT listed as such in 
MPR 1 

aeene HARDWARE, except turnbuckles. 

MATS, door. Paper ironing mats. Printed 
or embossed paper tray mats. Rubber floor 
mats. Coir yarn mats, matting, and rugs. 

MATTRESSES, air, of rubber, synthetic or 
substitute rubber. Dog and cat mattresses, 

METERS, photo exposure. 

MITTS, shoe polisher. Textile soap mitts. 

MIXERS, cocktail. 

MOPS. 

MOPSTICKS. 

MOLDINGS, aluminum. 

MOWERS, gang and power lawn. Hand 
lawn mowers. Parts for power lawn mowers. 

MUZZLES, leather, dog and cat. 
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NAILS, cut nails, cut spikes, and cut tacks, 
lead head naila and other nails and staples 
made of two or more materials, not including 
nails covered by Revised Price Schedule No. 6 
or MPR 188. Wire shoe nails. Aluminum 
nails. Non-ferrous nails, tacks, escutcheon 
pins and staples covered by the GMPR before 
this suspension. 

NAPKINS, printed and decorated paper. 

NOVELTIES, decorative paper. Alabaster, 
marble, onyx, shell, bark, bone, butterfly 
wings, gourds. Also paper novelties such as 
confetti, garlands, streamers, bells and others 
used in room and window decoration. Novelty 
wall plaques, masks and decorations designed 
solely for ornamental use but not including 
articles which may be used for any purpose 
whatsoever other than ornamentation. 

NUTS, aluminum. 


Spare tire. 
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OILERS (oil cans for lubricating purposes). 
OPENERS, bottle. 


ORNAMENTS, Christmas tree including elec- 
tric light bulbs, cords, and sets. 
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PADS, ironing board. High chair. Play 
yard. Basket. Nursery seat and other nursery 
pads made with new or used filling materials. 

PADLOCKS. 

PAILS, wooden. 

PAINT-MASKING products, specialty. 

PAPER, crepe, decorative colored. Shelf pa- 
per. Asbestos paper. Waterproof papers form- 
erly covered by the GMPR, which includes pa- 
pers laminated by, or infused with, asphalt or 
an asphaltic compound which may contain some 
resin or wax, and containing more than 12/5 
per cent by weight of the moisture-resistant 
agent. 

PENCILS, mechanical and sets and bases. 

PENS, dog, exercise. 

PENS, fountain pens and sets and bases. 

PET SUPPLIES, see individual items. 

PIGMENTS, color—dry, flushed and pulp, in- 
cluding cadmium pigments. 
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PILLOWS, air, of rubber, synthetic or sub- 
stiqute rubber. 

PHOTOGRAPHIC EQUIPMENT: A number 
of minor items such as follows: Sensitized 
photographic film and plates and photo sensi- 
tized material except amateur roll film and 
motion picture film and cartridges for ama- 
teur use; adapter rings; cable releases ; camera 
spools; camera stands; darkroom timers; 
densitometers; developing and fixing tanks; 
easels; e posure meters; ferrotype plated ; film 
hangers, racks, loaders, sheaths, s'itters and 
splicers; film viewers; flashlight attachments; 
flash bulbs; glass slides; lens, caps, and 
shades; montage kits; negative files; pan 
heads; paper safes; plate drying racks; plate 
holders; print and film washers and d-yers: 
print embossers ; printers; printing frames and 
masks; print pads, tongs, rollers, and straight- 
eners; print trimme-s; projection reels and 
cans; projector screens: projector stands; 
range finders; reel cases; reflectors and stands; 
retouching desks; rewinders: safelights and 
slides; slide binde-s and mounts; slide car- 
riers and changers; slide files; slide film view- 
ers and projectors; stereopticon machine; 
stirring rods; squeegees; supplementary lenses 
and filters; tilt-tops; trays; tripods and tips; 
vignetters. Cameras, p-ojectors, and enlargers 
remain under price control. 

PHOTOGRAPHIC CHEMICALS, packaged, 
for developing, fixing, toning, and bleaching, 
intensifying and retouching negatives or 
prints, except chemicals containing silver salts. 

PICTURES, hand painted. 

PINS, cotter. Escutcheon (non-ferrous). 

PIGEONS, clay and also traps for releasing 
clay pigeons. 

PIPE, smoke, fitting and accessories, black 
and galvanized all sizes but not including 
stacks or breeches. Stove pipe, fittings, and 
accessories, all types and sizes. Furnace pipe, 
fittings and accessories, all types and sizes— 
black iron, bright tin and galvanized iron. 
Continuous stove wood pipe. Machine-banded 
wood pressure pipe. Solid bored wood pressure 
pipe, machine banded or wire bound. Wire 
bound wood pressure pipe. Wood-lined pres- 
sure pipe. 

PIPE FITTINGS, see Valves and Pine Fit- 
tings. 

PIPING ACCESSORIES covered by MPR 591 
and the GMPR as follows: 

Clamps and couplings except garden house 
clemps and couplings. 

Nozzles, except garden hose nozzles. 

Pipe bangers and rests of only the roller and 
spring suspension types. 

Gages, all types. 

Perfection oil and molasses gates. 

Post indicators and floor stands. 

Wood casing and lining for pipe. 

Valve boxes. 

Syphons for steam gages. 

Try cocks. 

Sleeves. 

Escutcheons, except those used or sold with 
plumbing fixtures. 

Floor or ceiling plates except those used or 
sold with plumbing fixtures. 

Spigots but not including plumbing fixture 
faucets, cocks or bibs. F 

PITS, ash. 

PLASTIC ARTICLES, designed for decora- 
tive use in household, except lamp bases. 

PLATES, molded pulpwood and paper board, 
including cake circles and butter chips. 

PLATEAUS, mirror table. 

PLAYGROUND APPARATUS. 

PLUMBING EQUIPMENT AND ACCES- 
SORIES covered by MPR 591 and the GMPR 
as follows: 

1. Automatic cellar and basement drainers— 
syphon operated only. 

2. Cast iron pressure pipe and fittings. 

8. Cocks, metal, all types of pressures limited 
to the following: steam cocks, gas and water 
service cocks, meter cocks, ground key, brine 
cocks, corporation cocks, hydrant cocks, lubri- 
cated cocks pet cocks, cylinder cocks, gauge 
cocks, spring loaded cocks, asbestos packed 
cocks, but not including brass gas stove 
stops, or radiator air valves. 

4. Firefighting (standpipe) equipment. 

a. Nozzles. 

b. Play pipes. 

ec. Racks. 











d. Siamese (or steamer) connections. 
e. Wrenches. 
5. Hydrants (i.e., fire, wall, street washers, 





yard). 

6. Liquid soap di nt except 
portable, or detachable eames unit 

7. Manhole frames and covers (i.e., catch 
basins, catch basin’s covers, area gratings). 

8. Meter boxes, outside only. 

9. Permanently installed lawn 
equipment. 

10. Plastic pipe and tubing, and pipe fittings 
manufactured from copolymer vinyl and 
vinylidene chlorides commercially known as 
Saran B-11. 

11. Metal clad wood plumbing fixtures. 

12. Road and curb boxes and gratings. 

13. Separators—grease and oil. 

14. Shower stall doors and door frames. 

15. Shower enclosures to be mounted on bath 
tubs only. 

16. Sprinkler (fire protection) system equip- 
ment—all types including heads, devices, alarm 
valves, wrenches, etc., but not including pipe 
and fittings. 

17. Plumbing equipment and _ accessories 
specifically designed for institutional, commer- 
cial or industrial installations, as follows: any 
manufacturer of plumbing equipment and ac- 
cessories specifically designed for institutional, 
commercial or industrial installations, and 
which are not specifically suspended from price 
control, may apply to the Mechanical Build- 
ing Equipment Price Branch, OPA, Washing- 
ton 25, D. C., for an o:der suspending from 
price control sales of his items specifically de- 
signed for institutional, commercial and in- 
dustrial installations. 

POLE LINE HARDWARE and line con- 
struction specialties as defined in Order 604 
of RMPR 136 

POLES AND STAFFS, flag. 

POLISH, shoe, floor, furniture. automobile, 
and industrial vegetable wax finishes and 
dressings if they contain not less than three 
per cent of one or more of the imported vege- 
table waxes, cornauba, ouriary, or condelilla 
wax. 

POPPERS, corn, household. 

POTS, unglazed flower. Paperboard flower. 
Pots and tops, chimney. 

POTTERY, decorative household except lamp 
bases, containers, and articles for the prepara- 
tion, storage, and service of food and bever- 
ages. 

POULTRY EQUPMENT., see 
items. 

POWDER, aluminum, bronze. 

PRESERVERS, life not covered by MPR 403. 

PROPS, clothesline. 

PUMICE. 

PUMPS, hand tire. Oil burner pumps for 
oil burners subject to MPR 591. 

PUNCH BAG equipment, except apparel! 
and shoes. 

PUTTY and CAULKING compounds. 


RACKS, clothes drying. Carrier (auto) for 
luggage, pipe, fish poles. Hat. Wall (all hang- 
ing racks such as boxes, corne: shelves, knick- 
knacks, scones, what-nots, etc.). Tie racks. 
Reading (except typewriter copy) racks. Poker 
chip racks. Shoe racks. 

RADIATOR, wood enclosure. 

RADIOS, crystal receiving sets. Include 
crystal receiving sets with built-in ear phones 
but does not include headph attachments. 

RAFTS, life, pneumatic made of rubber, 
synthetic or substitute rubber. 

RAZORS, except electric. 

RECORDS, phonograph. Record albums. 

REELS, clothesline. Garden hose reels. 

REFACTORIES, all types, as defined in 
MPR 416 and MPR 592. 

REFRIGERATOR HARDWARE (for com- 
mercial refrigerators). 

REFRIGERATORS over 16 cu. ft. capacity 
as follows: commercial, display, reach-in walk- 
in. 

RENTALS on consumer durable goods. 

RIBBON, paper and cellophane. 

RIDGES, aluminum. 

RINGS, fruit jar. 
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RIVETS, solid steel (4% in. in diameter and 
over). 

RODS, lighting. 

ROLLERS, dock. 

ROOFING, aluminum. 

ROSIN, gum and wood. 

ROTTENSTONE. 

RUNNERS, rubber floor. 

RUST REMOVERS, containing less than 50 
per cent petroleum or petroleum fractions. 


SADDLERY HARDWARE. 

SAILS AND SAILMAKING. 

SASH HARDWARE, including sash pulleys, 
except the following items which remain sub- 
ject to price control: Sash fasteners and lifts, 
aluminum base, cast iron, and wrought steel. 
Sash pulleys, drive in type, wrought steel. 

SAWBUCKS. 

SCALES, baby. Commercial types( bath- 
room scales continued under ceilings). 

SCISSORS. 

SCOOTERS, motor. 

SCRAPERS, foot. 

SCREEN AND SCREEN DOOR HARD- 
WARE, including grilles and guards and storm 
sash hardware, except the following items 
which remain subject to price control: 

Rim, mortise, and tubular screen door 
latches, steel or cast iron. 

Screen and storm sash hangers, steel. 

Spring hinges for screen and storm doors, 
nonadjustable type, steel or cast iron. 

SCREWS, aluminum. 

SCYTHES 

SEATS, baby (auto). 

SERVERS, coffee, silver plated, chrome 
trimmed (household or personal use). 

SHARPENERS, knife. Lawn mower. 

SHAKERS, cocktail. 

SHAVERS, ice, household. 

SHEETS, paper, for lining bakery pans, 
bowls and other cooking utensils. 

SHUFFLEBOARD EQUIPMENT. 

SHOES, horse and mile, horseshoe pads, 
calks and othe- horseshoe accessories of rubber, 
synthetic or substitute rubber. Aluminum 
horseshoe. 

SHOWCASE HARDWARE. 

SILLS, aluminum. 

SKATES, ice and skate-shoe combinations 
but not shoes without skates. Roller skates and 
skate-shoe combinations but not shoes with- 
out skates. 

SKIING EQUIPMENT, except shoes. 

SMOKING equipment and accessories. 

SNAPS, bull. 

SOFTBALL EQUIPMENT, except shoes. 

SOUVENIRS, wood, leather, metal, cloth, or 
Pottery, on which have been printed, engraved, 
stamped or burned, the names or pictures of 

» Camps, reso:ts, states and which sare 
sold only as souvenir items. 

SPATULAS, made of rubber, synthetie or 
substitute rubber. 

SPRAYERS, hand operated insecticide. 

SPRINKLERS, lawn. 

SPOONS, flat wooden, not sold to ultimate 

Vulcanized fiber. 


SPORTING GOODS, see individual items. 

SQUASH EQUIPMENT other than apparel 
and shoes. 

STANDS, umbrella. Bird cage. Hammock 
and swing. Plant and ferneries. 

STAPLES, see nails. 

STEEL WOOL, industrial. 

STOKERS, industrial and marine, with feed- 
ing capacity of 1200 Ibs. per hour or more. 

STOOLS, kitchen and bath. 

STOPPERS, rubber bottle, liquor accessory. 

STOPS, portable door. 

STOVES, portable camp, designed for use 
with solidified gasoline as fuel. 

STRAINERS, paper paint. Strainers and 
filters, pipe, industrial and marine. 

STRAPPING, fabricated iron and steel, in- 
cluding flat band and wire strapping and 
corner clips and seals used for reinforcing con- 
tainers. This suspension does not apply to cold 
or hot rolled strip or wire sold for general 
purposes nor does it apply to bale ties. 

STRAWS, paper drinking. 











STRIKING BAG EQUIPMENT except ap- 
parel and shoes. 

STRIPPERS, nail. 

STROLLERS, baby 

STROPS, razor. 

SULPHUR. 

SUPPORTS, tent. 

SURVEYING INSTRUMENTS, including 
levels, transits, and drafting instruments but 
not drafting room supplies. 

SWATTERS, fiy. 

SWINGS, baby. Swings with or without 
stands. 
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TABLES, umbrella. 

TACKLE, fishing. 

TACKS, see nails. 

TAGS, SEALS, ENCLOSURES, Christmas 
and New Year's. 

TAPE, gift tying, wrapping, and cable. 
Christmas and New Year printed decorative 
paper tape. Friction tape and splicing com- 
pounds made wholly or in part of rubber, sub- 
stitute or synthetic rubber. 

TARPAULINS. 

TELEVISION receiving sets and television 
sets in combination with radio and/or phono- 
graph sets. 

TENDERIZERS, meat (chemical and drug). 

TENNIS equipment except apparel and shoes. 

TENNIS, paddle and table equipment. 

TENTS and tent supports. 

TESTERS, ignition fuel and electrical sys- 
tems. 

THERMOMETERS. 

THERMOSTATS, bi-metallic and _ bellows 
types except those covered by MPR 591 or 188. 

TIRE, traction devices, bicycle tire fluid and 
rim cement. Lawn mower tires. 

TOBOGGANS and bobsleds except apparel 
and shoes. 

TONGS, ice cube, household. 

TOOLS, hand-operated, especially designed 
for the manufacture, repair or maintenance of 
aircraft, military or navy vehicles and equip- 
ment. 

TOOLS, specially designed, subject to RMPR 
136, but not specifically listed by name in Ap- 
pendix A of RMPR 136. 

TOOLS AND MACHINERY, specially de- 
signed, subject to MPR 581. 

TOWELS, printed and decorated. 

TOYS AND GAMES except velocipedes, tri- 
cycles, scooters, automobiles, wheeled play cars 
and metal wagons longer than 18 in. Toy and 
game parts except engines for mode! air- 
planes, boats, and racing cars, apparel for 
dolls and parts of velocipedes, scooters, chil- 
dren’s autos, wheel play cars and metal 
wagons. 

TRACK AND FIELD EQUIPMENT, jave- 
lin, discus, athletic shot, toe boards, athletic 
hammer, vaulting poles, vaulting and jump 
standards. 

TRAPS AND SNARES, animal. Trap and 
snare rentals. 

TRAPS, bucket. 

TRAYS, novelty and decorated serving. Food 
trays of white lined paperboard, ground wood 
paper board and molded pulpwood and wood. 

TRICKS, magicians. 

TREADS, rubber, composition and fabric 
stair. Aluminum stair treads. 

TRUCKS, industrial hand, not including lift 
trucks and portable elevators as well as special 
purpose commercial trucks covered in MPR 188. 

TUBS, bath, portable of rubber synthetic or 
substitute rubher. Wooden. 

TURNBUCKLES. 

TWINE, wrapping, fiber content of which 
consists solely of jute. flax, hemp, or istle or 
any combination thereof. Paper twine. 
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UMBRELLAS, beach and lawn, metal. Um- 
brella stands. 
Vv 


VALVES, air and vent such as are used 
on radiators. 

VALVES AND PIPE FITTINGS as follows: 

Valves and pive fittings, covered by MPR 
591 and the GMPR, as follows: 

Note: The heading of this sub-paragraph is 
not to be construed as including plumbing and 
heating fixture fittings or trim. Items of 
plumbing and heating fixtures fittings or trim 
are dealt within sub-paragraphs (9) and (4). 
The terms “brass” and “bronze” are used in- 
terchangeably. 

(a) Valves, as follows: 
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1. All manually operated valves of iron, steel 

or steel alloy regardless of size or pressure 
designation (i.e., gates, globes, angles, cross, 
checks, blow offs, stop checks, needle, lubri- 
cated or asbestos packed plug, saddle or clamp 
type, butterfly, throttle and quick opening 
valves). 

2. All manually operated brass valves desig- 
nated by the manufacturer to operate at pres- 
sures in excess of 125% SWP (i.e. gates, 
globes, angles, cross, checks, blowoffs, stop 
«checks, needle, lubricated or asbestos packed 
plug, saddle or clamp types, butterfly, throttle 
and quick opening valves). 

3. Manually operated brass valves designated 
by the manufacturer to operate at pressures 
125% SWP or less, limited to the following 
types and sizes: 

a. Throttle, quick opening and self-closing 
valves. 

b. Needle valves. 

c. Butterfly valves. 

d. Lubricated «» asbestos packed plug valves. 

e. Valves with bolted bonnet or outside screw 
and yoke. 

f. Globe, angle or cross valves specifically 
manufactured for oil and/or gas services. 

g. Sampling and vent valves, except radia- 
tor vent valves. 

h. All brass valves larger than 2” I. P. S. 
2%” nominal diameter tubing size. 

j. Irrigation valves larger than 2” I. P. S. 

k. Valves with stuffing boxes or seals for 
refrigerant gases. 

4. Single pressure and multi-pressure 2, 3, 
and 4 way hydraulic and pneumatic valves. 

5. All motor ope:ated and gear valves of 
cast iron, steel, steel alloys, and brass when 
designed for industrial piping systems, power 
generating stations, marine services, sewage 
disposal plants and water works. 

6. All automatic, regulating and/or float 
valves, except the following which remain sub- 
ject to price control: 

a. Flow control valves and appurtenances 
for domestic heating systems. 

b. Low water cut off, with or without pres- 
sure contro] and designated to operate at a 
water pressure of 30# or less. 

ce. Brass or iron pop safety and/or relief 
valve for steam and hot water heating boilers, 
low pressure (up to 15% maximum SWP). 

d. Water pressure regulators designed for 
domestic use. 

7. Grease and oil pressure valves and fit- 
tings, except those covered by RMPR 136, 
MPR 246, or MPR 452. 

8. All alloy iron pipe, pipe fittings and 
valves (i.e., copper-nickel-iron, nickel iron and 
silicon iron). 

9. All hose fittings and valves except gar- 
den hose fittings. 

10. All equipment designed for use on gaso- 
line and oil bulk stations, filling stations, tank 
ears and tank trucks limited to the following: 
hose nozzle valves or faucets, hose nozzle check 
valves and strainers, fill boxes and caps, tank 
vents, gauge boxes, foot valves, suction strain- 
ers, truck tank faucets, manifold valves, load- 
ing valves and anti-freeze valves. 

11. Valves specifically designed .for marine 
services as follows: Any manufacturer of 
valves specifically designed for marine ser- 
vice, and which are not specifically suspended 
from prige control, may apply to the Mechan- 
ical Building Equipment Price Branch OPA 
Washington 25, D. C., for an order suspending 
from price control sales of his valves speci- 
fically designed for marine service. 

(b) Fittings, as follows: 

1. All bushings and plugs made of brass, 
iron and steel, except iron bushings and plugs 
4” IPS or smaller for-the largest dimension. 

2. Cast iron drainage fittings limited to the 
following : 

a. All fittings larger than 6” IPS. 

b. All drainage fittings, regardless of size, 
specifically designed for support of horizontal 
waste above floor of wall hung, wall outlet 
closets. 

8. Cast iron screwed and flanged fittings 
limited to the following: 

a. All fittings larger than 4” IPS regardless 
of pressure designation. 

b. All fittings designated by the manufac- 
turer for more than 250% SWP regardless of 
size. 

c. All flanged unions. 

4. Malleable iron flanged or screwed fittings 
(but not including malleable iron unions and 
union fittings, and circulating boiler fittings) 
limited to the following: 

a. All fittings large than 4” IPS regardless 
of pressure designation. 

b. All fittings designated by the manufac- 
turer for more than 150# SWP regardless of 
size. 

c. Railing fittings, drainage fittings, air 
tested fittings for air brake or other com- 
pressed air services. 

(Continued on page 309) 
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in the interior of the store 
and finds it pays profits 


7 last few years of 


meat rationing have brought the home 
butchering supply department to the 
fore in many stores. The Indepen- 
dence Hardware Co., Independence, 
Mo., is one firm that has gone all- 
out in promoting this department. 
Supplies for home butchering are 
made the leader for many seasonal 
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Home butchering supplies are shown on this table in the housewares section. 


Home Butchering Supplies a Leader 
In This Missouri Store 


Independence Hardware Co. features 
the line in window displays and 





Harry Chase, who 
has charge of the 
home butchering sup- 
plies, looks over ar- 
ticles in the store's 
farm parts section. 


display windows. In the houseware 
section of the store, an open-top dis- 
play table is used for showing such 
essentials as butcher steels, hog scrap- 
ers, lard cans, lard presses, trace 
chains and cotton gloves. Harry 
Chase, who is a friend of President 
Harry Truman, has charge of the 
farm department at the store. 
“Handling a full line of butcher 

































supplies does more than account for 
increased sales volume and profit,” 


says Mr. Chase. “The line is a big ° 


drawing card. More and more farm 
people are doing their own butcher- 
ing. And that’s not all—many city 
residents are doing much the same 
thing. They have found that in this 
way they can get better and cheaper 
meat and have what they want when 
they want it. Here’s the proof. Re- 
cently, I purchased a full line of home 
butchering supplies and we are 
doing our own butchering out at 
my own house.” 

Mr. Chase explains that the aver- 
age complete sale usually runs 
around $40. For this amount a farm- 
er or city homeowner can have a 
full and complete line of the tools 
and supplies required. This list will 
include a dozen to 18 pairs of cotton 
gloves, two or three trace chains, four 
to six hog scrapers, two lard cans, 
three knives or butcher steels, two 
cast iron kettles, and one lard press. 

Locker systems have been a big 
boost to home butchering supplies 
according to Mr. Chase. 

The Independence Hardware Co. 
has small cards, giving available 


(Continued on page 260) 
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W. S. ALLEN 


D EALERS are over-stock- 
ed, but with what? Thousands of times 
every day. thousands of different con- 
sumers are told by thousands of dif- 
ferent dealers that thousands of differ- 
ent items wanted by these consumers 
are not available. Mr. and Mrs. Ameri- 
ca, the buying public, have been led 
to believe that most items they formerly 
purchased are in short supply. 


Why Are They Greater? 


If this is true, then why are inven- 
tories greater than ever before, not only 
in dollar value but in units. Dealers’ 
stores are bursting at the seams! With 
what? With merchandise, some of 
which will be harder and harder to sell 
as time goes on. 

Do you remember just a few short 
months ago when furniture dealers 
were selling furniture without springs? 
Where do you think the springless fur- 
niture market is today? For the last 
few years we have been accepting toys 
made with substitute materials. How’s 
that market going to be this Christmas? 
Tinseled and glamorous, greatly over- 
priced novelties of countless types have 
been produced to catch the easy money. 


OCTOBER 24, 1946 


Are the Shortages? 
Inventories Are Up! 






“The dealers, and in some cases the distributors, have swollen 





inventories of normally slow-moving or non-moving items they 
have purchased at prices which even now seem unreasonable 
and later may prove disastrous”, Mr. Allen states. He urges 
keeping purchases of merchandise new to the field at reason- 
able levels, checking back orders, studying local demands and 


giving careful attention to operating costs. 


By W. S. ALLEN 
Sales Manager, 


Winchester Repeating Arms Co., 


Now the crowded store shelves and 
stockroom storage spaces are bulging 
with merchandise—merchandise which 
must be paid for by someone, sooner or 
later. 

Let’s say that the dealer has paid the 
distributor for the stock he has in his 
store. Stock represents assets. Sales 
slow up—values drop—assets shrink. 
When assets shrink it’s necessary to 
curtail operations or call on reserves or 
outside credit. What can be the ulti- 
mate result? Retarded operations, 
shrunken profits—bankruptcy! 

Does this mean that we who think of 
these things are calamity howlers or 
pessimists who will cause an early end 
to the sellers’ market? 

In the medical profession the out- 
standing doctors are talking preventive 
medicine. They say “Let’s not take care 
of the patient to the best of our ability 
when he’s ill. Let’s take care of him 
to the best of our ability while he’s 
healthy to prevent him from getting 
sick in the first place.” 


The Three “R’s” of Business 


We’ve talked for a long time of the 
worries we have with OPA, high taxes, 
Government interference, etc. Those 
we can’t always alter by ourselves. This 
is a discussion of the good old funda- 
mentals—the three “R’s” of ordinary 
business, things that are wrong with us 
as manufacturers, distributors, dealers. 


Division of Olin Industries, Inc. 






Why can we, have shortages and bulg- 
ing inventories at the same time? 
Present market conditions have caused 
many dealers to over-buy and many 
distributors to over-sell. In the past 
several months we have talked to many 
merchandisers about this problem. The 
stories they tell are interesting and in 
many cases would be humorous if there 
wasn’t a note of possible tragedy lurk- 
ing in the background. The president 
of one company told us a story which 
illustrates the point. 


’ An Example 


Several months ago a salesman came 
in with a picnic item retailing at $5.95 
which looked a lot like the prewar 
98-cent article, agd certainly to all in- 
tents and purposes would give no more 
service or utility. The buyer thought 
a few dozen, or at least a couple of 
gross would be sufficient for this large 
wholesale hardware _ establishment. 
However, upon the insistence of the 
salesman the buyer volunteered to take 
the salesman in to talk with the presi- 
dent of the company. The president 
indicated that he agreed with the buyer 
but as an experiment said he was will- 
ing to take it up with several of their 
salesmen who happened to be in the of- 
fice at the time. One salesmen said he 
could sell 4000, another 3000 and so 
on. As a result the president told the 
buyer to purchase a carload, A couple 
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of weeks later, when the apparently 
non-critical item was received in the 
warehouse, it was released to the sales 
men. 

This was Wednesday. On Thursday 
morning the buyer came to the presi- 
dent and said “I don’t know what to 
do—we are sold out of ‘X’ item and 
we could probably sell two more car- 
loads.” Said the president “I have 
been with this company forty-two years 
and we have sold more ‘X’ items in the 
last twenty-four hours than we have 
sold in all the years I have been with 
the company. We’ve sold our carload 
and we are out of that business. We'll 
buy no more now or any time soon.” 

Another distributor told of a certain 
toy which was purchased by their buy- 
er and later grabbed up from the sales- 
men by their many dealers. Some of 
the more candid purchasers told them 
it was an excellent 29-cent item, al- 
though it was intended to sell for 98 
cents. Sure enough, many of the deal- 
ers who bought them still have them. 

Another wholesale hardware dis- 
tributor told us of buying an item sold 
in stationery stores. The first 2000 went 
like hotcakes and he was tempted to 
buy many more. However, he said, 
“Get thee behind me Satan,” and de- 
cided to stay in the hardware business 
rather than go into the stationery busi- 
ness. 


Swollen Inventories 


And so it goes. The dealers, and in 
some cases the distributors have swollen 
inventories of normally slow-moving or 
non-moving items they have purchased 
at prices which even now seem unrea- 
sonable and later may prove disastrous. 
Many distributors told of accepting 
most anything into their own stocks. 
Some distributors have indicated they 
shipped items to dealers that the deal- 
ers hadn’t ordered, knowing that the 
dealers would, in most cases, keep the 
items. 

Many manufacturers have been al- 
lotting their products to distributors. 
Distributors in turn have been allotting 
their products to the dealers. In most 
cases, these allotments were determined 
by selecting a certain prewar period 
which was used as a base. Purchases 
during this prewar period determined 
the allotments. All things considered 
this method is probably the fairest to 
all concerned. However, there is one 
weakness in the allocation system 
against which we must all be on guard. 

As long as a distributor allocates 
merchandise to his salesmen, who in 
turn reallocate to dealers, the dealers 
will consider the items as critical and 
often will reorder even if they have 
adequate sfocks. As a result, the deal- 
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ers will continue to build their stocks 
even though manufacturers’ and distribu- 
tors’ shelves are bare. This may give 
a false impression of the overall con- 
ditions in the industry. 


An Example 


We have all heard stories of people 
who placed orders with several sources 
even though they expected to buy only 
one of an item. One of our men tells 
a story of his wife who placed a definite 
order for an electric clock with a local 
hardware store, a local electric appli- 
ance dealer and a local department 
store. She called frequently on all three 
of these accounts to ask whether or 
not the clock had arrived. Then one 
day she spied an electric clock in 4 
drug store window. That night she felt 
very proud as she showed this clock 
to her husband. He asked her where 
she had purchased it and she told him 
at the corner drug store. When he ask- 
ed her whether or not she had called 
the other people to cancel her orders 
she seemed very much surprised and 
indicated by her attitude that she felt 
this was unnecessary and a waste of 
time. Following 4s a little different story 
of order duplication. 

Many distributors have entered many 
unnecessary orders over a period of 
time with manufacturers—dealers with 
distributors. Let us say certain items 
on a distributor’s order were back-or- 
dered by the manufacturer. A month 
or so later the buyer would be check- 
ing his records and find the unshipped 
portion of the order. He would then 
say to himself, “I'd better put in an- 
other order just to be on their books 
and protect myself.” We can all im- 
agine what this means in extra orders, 
invoices, shipping tickets, correspon- 
dence, checks, book entries, etc. Cer- 
tain manufacturers are contacting their 
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distributors asking that all unshipped 
orders on file be reviewed. After tie 
review, if it is possible to cancel all 
outstanding orders and issue one new 
blanket order, this is done. 

Another thing which is contributing 
to the delinquency of this already seri- 
ous situation is the lackadaisical at- 
titude on the part of many salesmen 
and many buyers. The past few war 
years have dulled the edges of our 
abilities as buyers as well as the abili- 
ties of salesmen. Many of us will have 
to readjust our sights and give these 
matters careful study. Many new sales- 
men are entering our field both as 
manufacturers’ representatives and dis- 
tributors’ salesmen. The majority of 
these are younger man, many of whom 
have had service records. They are 
used to getting things done and ap- 
proach their sales problems with a fresh 
viewpoint and a willingness to tackle 
the job and see that it’s done quickly 
and well. 

Some of us, old-timers, are going to 
have to watch our steps to be sure that 
these young men don’t make us look too 


bad. 


Federal Reserve Report 


The Board of Governors of the Fed- 
eral Reserve System had a report com- 
piled recently by the Division of Pro- 
gram Service, Bureau of Agricultural 
Economics, United States Department 
of Agriculture, entitled “National Sur- 
vey of Liquid Asset Holdings, Spend- 
ing, and Saving.” 

To quote from this report— 

“The personal holdings in U. S. Sav- 
ings bonds and bank deposits — rep- 
resenting the bulk of the wartime sav- 
ings of individuals—are concentrated in 
a relatively small segment of the popu- 
lation. Ten per cent of the spending 
units in the United States—the 10 per 
cent that individually own the largest 
amounts—own 60 per cent of these 
liquid assets. A quarter of the spend- 
ing units own no bonds or bank deposits 
at all, and another quarter own only 3 
per cent of the aggregate personal hold- 
ings in these forms. 

“Because of this concentration, the 
effect on the postwar economy of the 
personal liquid assets accumulated dur- 
ing the war will depend in the main 
on how a relatively small part of the 
population decide to use their holdings. 
Although in 1945 the concentration of 
income was somewhat less pronounced 
than before the war, about 30 per cent 
of the spending units of the nation 
saved nothing out of 1945 income. Most 
of the money saved in 1945 was saved 
by a small proportion of the people. 

People’s expressed intentions for 


(Continued on page 256) 
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There’s a shortage in 
this tiny bit of hard- 
ware and in all parts 
of the nation builders 
are calling for more 
and still more nails. 


By GILBERT BAILEY 


appeared in the maga- 
zine section of The New 
York Times and is re- 
printed by special per- 
mission. 


_ a nation of builders 


and fixers is down an all-fours look- 
ing under the cupboard for a sack 
of tenpennies. All over the country 
people are getting behind with their 
work, all for the want of what was 
until recently the common nail. The 
nail shortage has been building up 
to a national stymie and it’s holding 
up the works all down the line from 
housing to peanuts. 

To hold things together in 1946 
and keep them from pulling asunder, 
the American people could probably 
use about 800,000 tons of common 
nails. (In tenpennies, this would be 
about 100,000,000,000 nails.) At the 
rate nails are being turned out now, 
we may not get more than 500,000 
tons. The situation is reminiscent 
of colonial days when a thoughtful 
bride included a box of hand-cut 
nails in her dowry. These days peo- 
ple are actually salvaging old nails 
for re-use, a type of frugality which 
went out of fashion when mass pro- 
duction came in. 

For the average householder who 
needs a few nails to putter with, it 
isn’t so bad. Reports from the ham- 
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This article originally 





Tenpenny Nail—a National Crisis 






























































mer and nail circuit indicate that 
four out of five hardware store bins 
are empty most of the time. But by 
making the rounds with a counter 
periscope and using influence, a man 
can usually pick up a pound or two 
of some kind. If he happens to be 
standing by when someone does real- 
ly “open up a keg” he may, with 
luck, find the amount and kind he 


wants, 


They Need Nails 


For the farmer and other people 
who need a keg or two at a time the 
shortage is more painful. Across the 
nation roofs are leaking and floors 
are sagging; thousands of repair 
jobs are hung up on a nail which 
isn’t there. You can patch the hen 
house with scotch tape or hold down 
the barn roof with paper weights or 
fix the gate with glue. 








Drawing by Jim Kelly 









The effect on housing has been 
serious. A Chattanooga builder is 
held up because of eight kegs; a 
Washington contractor is stopped 
cold on a veteran’s project; a pre-fab 
manufacturer lays off 75 men; an 
ex-service man wires President Tru- 
man: “I have all it takes to build a 
house but one keg of nails.” Letters 
to Congressmen and appeals to Gov- 
ernment agencies flow into Washing- 
ton from all parts of the country. 

Big builders especially have been 
hard hit. “You should hear the sob 
stories we get,” one nail man said. 
“Jobs held up, interrupted, post- 
poned, workers standing by—it’s all 
true, too; that’s the sad part of it. 
We used to fill orders twenty tons at 
a time. Now we spread a ton around 
like the seven loaves.” 

He estimated that there is about 
70 per cent more demand than there 
are nails. If he accepted all orders 
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that come in, his books would be full 
up into 1948. 

Other industries have also suffered, 
and there is no end to the ramifica- 
tions. To build the drying racks for 
peanuts, the growers in Georgia, Ala- 
bama, Virginia and Florida need 
some 1,000 tons of nails. Without 
them, no peanuts. Without peanuts, 
the shortage of fats and oils would be 
worse. For the want of fats and oils 

already the nail shortage has po- 
litical overtones. 

Or take the Douglas fir industry 
in Oregon—a nail dilemma with 
more than the usual pair of impaling 
horns. Without nails, the lumber- 
man can’t even produce the wood 
which nails go into. Recently a man 
from Oregon arrived at the Federal 
Housing Agency offices with an urg- 
ent plea from home-state lumbermen. 
They had promised to build new 
homes for their loggers—homes with 
roofs on them, but they could not 
find roofing nails. The loggers were 
threatening to leave. 

Firms that package perishable 
foods on the West Coast need a spe- 
cial kind of nail and lots of them. 
Manufacturers of pre-fabricated 
houses use the same kind. Which is 
the more important — pre-fabs or 
packaged food, and when? Should 
the Government intervene or trust 
the gyrations of supply and demand? 

Foundries must have nails to 
build their sand forms. Recently they 
have not been able to get enough. 
In fact, nails have been so scarce 
that they have been digging them 
out of the forms and using them 
over again. For some foundries it is 
a choice between re-using nails and 
laying off men. 


Prices Are Up 


Of course, the price has gone up. 
A hundred-pound keg, which should 
be selling for about $6.50, is re- 
ported to be black marketing for 
$50 in Florida, $30 in Chicago, $25 
to $40 on the West Coast, and $15 to 
$25 in the nation’s capital. At least 
one nailmaker has found a luxury 
market for nails made of aluminum 
and copper. 

Nails are not really big business. 
American people probably spend 
about $100,000,000 a year on the 
common type, which is about one- 
seventh of what women spend on cos- 
metics. But they happen to be the 
warp and the woof. 
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The bulk of common nails is used 
for building—everything from great 
apartment buildings to simple win- 
dow boxes. Counting those which 
are not hit on the head (8 to 10 per 
cent wastage), it takes about 350 lbs. 
to put up a $6,500 two-bedroom 
frame house, 300 lbs. for a brick 
house, 250 lbs. for a pre-fab, 190 lbs. 
for an average reconversion job and 
about 80 lbs. for a trailer. In 1946 
the veterans’ housing program alone 
will use some 200,000 tons, or about 
42 per cent of all the nails made. By 
FHA estimate, that will leave about 
275,000 tons for all the other items 
that nails are used for. It’s not 
enough, and thus the national head- 
ache. 

The reasons for the present lash-up 
are complex. During the war we neg- 
lected the lowly nail in favor of bat- 
tleships, tanks and other steel corn- 
modities. Meanwhile, a seething de- 
mand was developing. Then came the 
steel strike. And now an_ undisci- 
plined spree of overbuying, duplicate 
ordering, etc., a kind of “run” on 
nails, which makes them very hard 
to come by. Everyone seems to have 
forgotten that you cannot have an 
economic boom without plenty of 
nails laid by to put it together. 

To meet the crisis and, especially, 
to help the veterans’ housing pro- 
gram along, the Government recently 
awarded priority on nails. Builders 
of homes for veterans now have first 
rights on all nails after they reach 
the dealer. Other nail users will have 
to wangle them the best way they 
can, unless public interest is in- 
volved, as in peanuts. The Civilian 
Production Administration has been 


“spot expediting” nails to the peanut 
farmers. 

OPA also has been coaxing the big 
steel companies to make more nails. 
Common nails have normally been a 
low-profit item which the steel com- 
panies handled as a kind of come-on 
for other business. To jack up incen- 
tive, nails have received two price 
boosts totaling $14 a ton over and 
above the general price increase on 
all steel. Recently the nailmakers 
have been doing better. By setting 
goals for them to shoot at, OPA 
hopes that by September production 
will be up to perhaps 70,000 tons a 
month, which is about three-fourths 
of what the big steel companies are 
capable of producing. 

Big steel companies make almost 
all the common nails. A straight steel 
wire (low carbon steel) is fed into a 
nail machine. It cuts the cold wire, 
hammers out a head and sharpens a 
point all in one operation. An eight- 
penny machine drops the nails into 
a pan at the rate of about 200 per 
minute, complete with the little 
marks just below the head which tell 
who made them. (That’s the way de- 
tectives traced the Lindbergh ladder 
to Bruno Hauptmann.) The answer 
to the nail problem lies in feeding 
more steel wire into machines. 

There is also a philosophical side 
to the nail situation. The Bible con- 
tains a number of references to nails 
which point back to about 1500 B. C. 
Metal nails have been fairly common 
at least since the beginning of the 
Iron Age. During all but perhaps 
125 years of this, say, 3000-year pe- 
riod, nails have been in short sup- 
ply. Indeed, the long march of prog- 
ress seems to have been somewhat 
retarded all along the way by a nail 
shortage. 

Religious Prejudices 

In some periods of history there 
has been a _ religious prejudice 
against the metal nail. Solomon al- 
lowed no pounding of metal in his 
temple. In 1864 the Mormons tied 
their temple together with wooden 
pegs and rawhide thongs. In Colonial 
days there was a kind of frontiers- 
man’s or artistic feeling against the 
mass production nail. Barns were 
put together with wooden pegs up 
into the nineteenth century and some 
of them are still standing—if this is 
any comfort to the man without a 
roof over his head. 
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Method builds business in the 
items advertised and helps to 
increase general store volume 


Mrs. Grace M. Lambert, manager, at 
the round dining room table located 
at the rear of the store and near 
the major appliance department. This 


table is 


the firm's 


pm advertising copy- 


display tie-ups are accounting for 
greatly increased store traffic for the 
Harbor Hardware & Electric Com- 
pany, Aberdeen, Wash. 

The first is a conventional round 
dining room table which is located 
at the rear of the store in the elec- 
trical appliance department. A draw- 
ing of this table with a large ques- 


Harbor Hardware & Electric Co. 

has newspaper advertisements 5 

tie up with interior displays. a 4 
t 


newspaper advertising. 








important feature in 









tion mark in the center was made 
into a cut. Twice each week this cut 
is run in a small display advertise- 
ment in the local papers and under 
the cut is the sentence, “Come in and 
see the new -————— which r- 
rived this week.” 

One time the feature will be some 





Island tables are used in front of wall displays the full length of the 
chinaware department and shoppers pass them on their way to the table. 
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Advertising and Display Tie-Ups 
Are Big Stimulants to Sales 
























small electrical appliance; another, 
several pieces of a new metal kitchen- 
ware line, again, several pottery 
pieces which have been out of stock 
and are in demand. 

“This plan has a number of ad- 
vantages,” says Mrs. Grace M. Lam- 
bert, manager of the store. “First, 
having the table in the rear, we draw 
traffic the full length of our glass 
and chinaware department. Second, 
having the table in the new elec- 
trical appliance department brings 
more shoppers back through the 
store to see the new electric stoves, 
washers and refrigerators. 

“Always using the cut of the table 
in our advertising copy, with the 
large question mark above it has it- 
self created interest. Many custom- 
ers tell us they always turn to the ad 
first thing to see what we have on 
the table, or listed under the cut.” 

The other advertising copy-display 
tie-up is a double table set at the 
front of the store. Seasonal displays 
are used on one of these tables. 
Twelve of these displays are used a 

(Continued on page 256) 


165 





a.! ” , 
ie hie o He 


View of the remodeled section showing the railed-in gallery above. 
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This section for gift merchandise is at the entrance of the store. 
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| the Blow 


Hardware Co., of Waupun, Wis., 
remodeled one side of its store by 
using an effective step-up, display ar- 
rangement. Sales of gifts and house- 
wares which are stocked on that side 
of the store have since increased 55 
per cent. 

The Bléw remodeling campaign not 
only gave the firm an attractive left 
side store arrangement, but it also 
permitted the storing of extra stock 
items behind the partition,’ accord- 
ing to Harold Blow, manager. 

“This remodeling program has 
worked out very well for us,” Mr. 
Blow says. “Customers like to pick 
out merchandise from the four step- 
up levels, beginning at five inches 
above floor line. The arrangement 
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Closeup of the same section illustrating the step-up arrangement. 


The Blow Hardware Co. is realizing 
on a modernization program which 
it will expand in the near future 


allows us to show much more mer- 
chandise and it has resulted in addi- 
tional sales.” 

The new display arrangement has 
a light wall background, with glass 
shelving holding the smaller gift 
items such as pottery, glassware, 
vases, figurines and other items of 
interest to women. The top ledge of 
the new section is painted in an at- 
tractive light shade with a dark trim. 
Above this ledge is a gallery display 
area, with staircase leading to it. On 
this gallery are larger items such as 
lamps, hampers, card tables and toys. 


OCTOBER 24, 1946 


Near the front door, on the same 
side of the store, is another sizable 
display of gift items and this area is 
popular with women shoppers. While 
there are no step-up displays at this 
spot, the general decorative scheme 
is much the same as in the larger, 
adjacent display section. 

The wall background in this sec- 
tion is made up of mirror sheeting 
and glass shelving. This makes it 
possible to show the merchandise 
effectively, especially since indirect 
lighting is employed. 

A knee level ledge here provides a 


fine display area where gift items can 
be shown. One small wall area of 
this section is covered with plaques 
of various types. 

“Our housewares section is very 
popular with town and farm women 
in this area,” says Mr. Blow. “They 
come from considerable distances at 
nearby towns and hamlets to inspect 
our housewares department and 
make purchases. We are confident 
our business will grow still more.” 

Mr. Blow declares that the same 
type of remodeling will be carried 
out throughout the entire store in the 
near future. A storage basement is 
now in the process of being con- 
verted into a glamorized appliance 
section, with an entrance stairway 
near the front of the main floor. 
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The shoreline as seen from 
the Marlborough - Blenheim. 


‘he joint annual con- 


vention, at the Marlborough-Blen- 
heim, Atlantic City, N. J., October 
14-17, 1946, was the largest annual 
gathering of the National Whole- 
sale Hardware Association and the 
American Hardware Manufactur- 
ers Association ever held. Total 
registrations fell just short of that 
for last March when those two as- 
sociation and the Southern Whole- 
sale Hardware Association held 
their triple Victory Hardware Con- 
vention. Attendance was approxi- 
mately 2300 and registration 1922. 
The big convention was the 91st 
semi-annual meeting of the Amer- 
ican Hardware Manufacturers As- 
sociation and the 52nd annual gath- 
ering of the National Wholesale 
Hardware Association. It was the 
86th semi-annual convention of 
NWHA’s affiliate, the National As- 
sociation of Sheet Metal Distribu- 
tors. 
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The Story of the 


Brief discussions on the subject, 
“Where Do We Go From Here?” 
were given at the Wednesday morn- 
ing joint session by representatives 
of manufacturing, wholesale and re- 
tail divisions of the hardware field. 
Herbert P. Ladds, president, Na- 
tional Screw & Mfg. Co., Cleveland, 
Ohio, then vice-president of the 
manufacturers’ association; Henry 
J. Allison, president, Allison-Erwin 
Co., Charlotte, N. C., then vice- 
president of the NWHA and Earl 
Deal, York, Neb., president of the 
National Retail Hardware Associa- 
tion, were the speakers. Messrs. 
Allison and Ladds were elected the 
next day as presidents of their re- 
spective associations. 


Resolutions Adopted 


At its final session NWHA 
adopted a resolution calling for 
“equitable taxation of business” as 
follows: 

“WHEREAS the discriminatory 
features of our tax laws favoring 


cooperatives, place private industry 
at a great disadvantage and 

“WHEREAS the industrial prog- 
ress and the high standard of liv- 
ing in this country have been the 
result of the incentives provided by 
the profit system and 

“WHEREAS the new Congress 
should give full consideration to 
the amendment of our tax laws to 
provide equitable taxation of busi- 
ness, therefore, be it 

“RESOLVED that our members in 
convention assembled this seven- 
teenth day of October go on record 
as strongly urging the amendment 
of our tax laws to provide for equal 
taxation of cooperatives and all 
types of business now benefiting by 
preferential tax advantages, and 
be it therefore further 

“RESOLVED that members _ be 
urged to cooperate with the Na- 
tional Tax Equality Association in 
its efforts to solve this problem by 
expressing their individual views to 
members of Congress and by lib- 
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Atlantic City Convention 






OINT annual hardware convention of the American Hardware Manufac- 





The Marlborough-Blenheim, 
convention headquarters in 
the foreground. 


turers Association and the National Wholesale Hardware Association had 
an attendance of about 2300 at Marlborough-Blenheim, Atlantic City, N. J., 
October 14-17, 1946. Herbert P. Ladds heads manufacturers’ association and 
Henry J. Allison is president of NWHA. N.A.S.M.D. re-elects A. M. Vorys as 
its president. Wholesalers urge “amendment of our tax laws to provide for 
equal taxation of co-operatives and all types of business now benefiting by 





eral financial support, and that 
members urge their customers and 
suppliers to follow this same 
course.” 

Wholesalers’ resolutions also in- 
cluded the following: 

“RESOLVED that we extend our 
sincere thanks to the Trade Publi- 
cations for their cooperation and 
to the Central States Hardware 
Club who arranged for the special 
trains to and from the Convention. 
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preferential tax advantages.” 


“RESOLVED that we express our 
sincere thanks and appreciation to 
the National Retail Hardware As- 
sociation for their splendid assis- 
tance to the Hardware Industry in 
providing an effective program of 
merchandising and up to date oper- 
ating methods thus assuring the 
success and continued leadership of 
the retailer in the sale of hard 
good lines.” 

Other resolutions thanked the as- 








sociation officers and headquarters 
staff and the speakers. 


Honor Charles F. Rockwell 


At the Tuesday morning session 
of the American Hardware Manu- 
facturers Association announce- 
ment was made that a watch would 
be presented to Charles F. Rockwell, 
secretary-treasurer, unable to be 
present at the convention because 
of a recent operation from which 
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A. M. VORYS 


Vorys Bros., Inc. 
President N.A.S.M.D. 
Vice-president N.W.H.A. 


he is now recuperating. The watch 
carries the engraved inscription, 
“Presented to Charles F. Rockwell 
of the American Hardware Manu- 
facturers Association in apprecia- 
tion of 20 years’ loyal service to the 
hardware industry 1926-1946.” 
Miss Mildred B. Francis, secretary 
to Mr. Rockwell, for that entire 
time was honored with the presen- 
tation of a gold wrist watch, gift 
of the association. Robert G. 
Thompson, The Lufkin Rule Co., 


Saginaw, Mich., a past president of 


the manufacturers’ association 
made the presentation. A resolution 
embodying the association’s appre- 
ciation of Mr. Rockwell’s efforts in 
behalf of the group was passed at 
the final session of the manufactur- 
ers on Thursday morning. 

The Sheet Metal Association 
passed two resolutions one urging 
every effort to avert a runaway in- 
flationary market and the other a 
memorial to the late Bruce Haines, 
E. E. Souther Iron Co., a past pres- 
ident of the association. 

Officers of the American and the 
National associations were elected 
at their final sessions on Thursday 
morning. Herbert P. Ladds, Na- 
tional Screw & Mfg. Co., Cleveland, 
Ohio, was elected president of the 
manufacturers’ association succeed- 
ing John S. Tomajan, The Wash- 
burn Co., Worcester, Mass. The 
wholesalers named Henry J. Alli- 
son, Allison-Erwin Co., Charlotte, 
N. C., as president to succeed Ed- 
ward F. Pritzlaff, John Pritzlaff 
Hardware Co. A. M. Vorys, Vorys 
Bros., Inc., Columbus, Ohio, was 
reelected to head the sheet metal 
group. Complete details as to other 


170 


officers elected and new members of 
their executive committees are pub- 
lished elsewhere in this issue. 


Edward F. Pritzlaff Speaks 


At the Tuesday morning session 
of the National Wholesale Hard- 
ware Association, Edward F. Pritz- 
laff, John Pritzlaff Hardware Co., 
Milwaukee, Wis., said in his report, 
as president: 

“The half year that has passed 
since our March meeting at Atlan- 
tic City has been an exceptionally 
busy and profitable one for the 
hardware wholesaler. We had con- 
fidently looked forward to a great 
improvement in the supply situa- 
tion, and had hoped for the rapid 
elimination of the stifling wartime 
rules and regulations. We have 
been greatly disappointed and dis- 
illusioned. Government bureaucracy 
does not readily consent to passing 
out of the picture but tries to per- 
petuate itself. Instead of the “Law 
of Supply and Demand” acting we 
find many items of hardware still 
under artificial price ceilings and 
restrictions, which retard produc- 
tion and the orderly flow of mer- 
chandise to the consumer. In spite 
of the marked absence of many 
items in our inventories, we are en- 
joying a great increase in volume 
of business; and with the elimina- 
tion of the excess profits tax we 
can look forward to a normal profit 
this year. Our problem now will 
be to practice economy and review 
our business methods and policies 


EDWARD F. PRITZLAFF 


John Pritzlaff Hdwe. Co. 
Retiring President 
N.W.H.A. 


in order to continue to prove that 
the wholesaler, in his activities, af- 
fords the most economical means of 
bringing merchandise from manu- 
facturer to ultimate consumer. 
“Our executive secretary‘s print- 
ed report gives you a good picture 
of the activities of your association. 
I wish to say that George and Tom 
Fernley and their staff of assis- 
tants have continued to give us 
their best work and the result of 
this work is apparent to all of us 
in the flourishing condition of our 
association and of the wholesale _ 
hardware industry in general. I 
wish to thank them for their untir- 


A section of the Atlantic City boardwalk. 
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EXPLANATORY NOTE OF PRICES 
Items 1, 2, 3, 4 and 6 represent Dollars per gross ton (2240 


lbs. ) 
Item 5 represents Dollars per net CWT (formerly quoted 


per gross ton). 
Items 7, 8, 9, 10, 11, 12, 13, 14, 15, 16, 17, 18, 19 and 20 repre- 


sent Dollars per hundred pounds. 
Item 21 represents discounts from Price List which would 
need to be consulted. 
For Example: 
lst item, Pig Iron, Basic—Valley, $16.75 per gross ton . 
(22i0 Ibs.) Table of Marl 


2nd item, Foundry Pig Iron No. 2—Chicago, $11.00 per 
gross ton (2240 lbs.). 

7th item, Common Iron Bars, Pittsburgh, 95/100 of a ; 
Dollar (equals 95c.) per 100 Ibs. mate 

9th item, Tank Plates, Pittsburgh, $1.00 per 100 Ibs., etc. 











steadily until July, 1917, to points that probably will not be surpassed in this generation. In November, 191% 

prices were agreed with or fixed by the Government on a majority of these items. The strong market con 
tinued until the signing of the Armistice. Then there was a “marking time” or gradual easing off until late 191° 
when the market began advancing again by leaps and bounds until July, 1920. This was the turning point of th 
greatest inflationary movement we have yet witnessed, which was followed by the Post-War deflation culminatin; 
early in 1922. Perhaps more remarkable, however, was the steady recession in prices from April, 1923, to September 
1929, when production was steadily mounting, together with profits, to record heights. 

The March, 1933, figures represent the period of the culmination of the banking crisis. Those for August, 1933 
are the first Steel Code prices under the N.R.A. filed Aug. 29 of that year. The June, 1938, figures reflect the drasti 
price cuts announced near the end of that month when the basing point system was broadened by the addition o: 
many new market centers, and differentials in price at the various basing points were eliminated or modified. 

The 1941, 1942 and 1943 prices marked (*) are based on ceiling prices established by Government Price Adminis 
trator or later by O.P.A. 


In considering this chart the fact should be taken into consideration that the cost of labor is much greater thar 
prior to 1914. OLIVER BROTHERS, INC. 


CC steadily unit july, 1917, is particularly called to the long price movement starting in April, 1915, advancin 




















Co}. No. 1 2 3 4 6 6 1 8 9 100 
Item . Price | Sept. | Sept. 5| Oct. 2 | Oct. 1 | Nov. 1 |Dec. 22) July July | Mar. | Jan. | Jan. 1 | 
No. Material Based, | 1899 | 1900 | 1902 | 1904 | 1905 | 1906 | is07 | i908 | 1909 | i910 | 1912 
1 | Pig Iron, Basic . Valley | fo ~ | 16.75 | 23.00 | 22.00 | 14.50 | 14.95 | 16.88 12.37 
2 | Foundry Pig iron, No.2... Chicago | 21 -00 | 1 15.50 23.00 13.50 ANTS 25.60 | 24.60 | 17.50 16.60 | 19 19.00 | 14.00 
3 | Bessemer Pig Iron Pittsburgh | 23.75 | 14.00 | 21.75 | 12.86 | 16.85 | 23.85 | 22.90 | 16.90 | 16.40 | 19.90 | 38 15.15 
4 | Steel Billets, Bessemer. ..Pittsburgh | 38.00 | 17.50 | 29.00 | 19.50 | 26.00 | 29.60 | 34.00 | 27.00 | 25.00 | 27.00 | 19.50 
6 | Wire Rods Pittsburgh 33.00 | 35.60 | 26.00 | 32.00 | 39.00 | 36.60 | 33.00 | 33.00 | 33.00 | 24.50 
6 | Heavy Steel Scrap...........Chicago | 16.50| 9.00 | 18.60 | 10.00 | 14.50 | 17.60 | 15.60 | 11.50 | 12.60 | 16.50 | 10.60 
7 | Common Iron Bars Pittsburgh a| 1.95] 1.30| 1.80| 1.30] 1.80] 1.80] 1.70] 1.40| 1.40| 1.70] 1.25 
8 | Merchant Steel Bars Pittsburgh | 2.60] ,1.10| 1.60] 1.30] 1.60| 1.60] 1.60| 1.40] 1.20| 1.48] 1.15 
9 | Tank Plates Pittsburgh | 2.76] 1.10| 1.75] 1.40] 1.76| 1.70| 1.70] 1.60| 1.30| 1.56] 1.16 
10 | Structural Material Pittsburgh | 2.25] 1.45] 1.86| 1.40| 1.70| 1.70| 1.70] 1.60] 1.30] 1.65| 1.26 
11 | Steel Sheets, No. 24 Black Pittsburgh 3.00| 2.75| 2.40] 1.75| 1.90] 2.25| 2.25] 2.15| 2.00] 2.10| 1.66 


12 | Steel Sheets, No. 24 Galv. Pittsburgh 2.60| 2.70| 3.10] 3.25] 3.05| 2.75] 3.00| 2.40 


13 Barb Wire—Galv. Pittsburgh 3.25 | 2.80} 2.50; 2.06 | 2.26} 2.45} 2.45] 2.40] 2.40] 2.15] 1.85 


14 Wire Nails—Standard Pittsburgh 2.65 | 2.20; 1.90 1.60 1.80; 2.00} 2.00; 1.95; 1.95} 1.85 1.55 


Pittsburgh 2.40} 1.96; 2.05 | 1.60] 1.66; 2.06} 2.06] 1.76; 1.80; 1.80; 1.50 





16 Cut Nails 
16 Copper, Ingot New York 18.50 | 16.76 | 11.56 | 12.75 | 16.62%) 23.00 | 21.00 | 12.87%] 13.00 | 13.93 | 14.26 
















































































17 Spelter Zinc -....St. Louis | 6.35] 4.02%} 6.26| 6.00] 6.10| 6.56] 6.80| 4.36] 4.65| 6.00] 6.10 
18 | Lead—Pigs St.Louis | 4.60] 4.324) 4.10] 4.20] 6.26| 6.15] 6.00| 4.40] 3.8241 4.60| 4.45 
19 | Tin—Pigs New York | 32.00 | 30.75 | 25.00 | 27.86 | 32.60 | 42.70 | 40.25 | 27.20 | 28.65 | 32.74 | 44.50 
20 | Tin Plate Pittsburgh | 4.65| 4.65| 4.00| 3.30| 3.45| 3.90| 3.90] 3.70 3.45 | 3.60] 3.40] 
21 | Steel Pipe Pittsburgh | | 70% | 67% | 7834%| 79% | 76% | 12% | 4% | 79% | 78% | 81% | 








Col. No. 1 : 3 4 5 6 7 8 9 10 11 
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100 East 42nd Street, New York City 17, N. Y. 





DITOR’S NOTE:—We again submit the revised TABLE OF MARKET VALUES 

by Oliver Brothers, Inc., with offices at New York and Chicago, who are recognized 
the most reliable sources of price information in America. Requests have come from al 
the world for additional copies of the previous issues of this Chart, which is an indicati 
value and importance of the information herein contained. 


We believe that the work involved in compilation and the value of the information 
would justify this Table being made a permanent record of your office. 


We again express to Oliver Brothers, Inc., our appreciation of their courtesy in supp 
Chart, and which we recognize as a service rendered the trade by their organization. 




























































































































































































































































































3 10 11 12 13 14 16 16 17 18 19 20 21 22 23 24 25 26 a7 28 29 
Mar. | Jan. | Jan.1| Jan. Aug. | April | Mar. | The Peak Government) May a Dec. | April | Sept. | Sept. | Dec. | April Sept. | Sept. | Sept. | Sept 
i909 | i910 | 1912 | 1913 | 1914 | 1916 | 1917 | July | ¢Asreed | 1918 |. '40* | 1919 | 1920 | 1920 | 1922 | 1922 | 1923 | 1924 | 1926 | 1926 | 1927 

| 1917 

| Nev. 1917, @ Note 
4.96 | 16.88 | 12.37 | 16.46 | 13.00 | 12.50 | 32.00 High $490 33.00 | 32.00 | 25.75 | 34.30 42.17 | 48.60 | 31.12 | 24.90 | 31.00 | 20.76 | 19.96 | 19.26 | 17.11 
6.650 | 19.00 | 14.00 | 18.48 | 14.44 | 13.60 | 35.66 avtiith& 9] 33.60 | 33.50 | 27.25 | 37.30 43.50 | 46.76 | 32.934] 28.41 | 32.61 | 21.11 | 20.80 | 21.25 | 20.11 
6.40 | 19.90 | 15.15 | 18.15 | 14.90 | 14.65 | 37.66 |Hich 5695) 37.25 | 36.16 | 27.95 | 35.30 43.50 | 50. 46 | 35.32 | 29.95 | 32.77 | 22.01 | 20.96 | 2¢.38 | 18.00 
5.00 | 27.00 | 19.50 | 28.40 | 20.17 | 19.60 | 70.00 _Hich & \exellersiee| $1.00 38.50 | 38.50 60.00 | 60.00 | 39.55 36.55 | 46. 71 37.00 | 33.60 | 36.00 | 33.00 
3.00 | 33.00 | 24.50 | 30.00 | 26.25 | 26.00 | 80.00 |, ‘ths, 57.00 | 57.00 | 52.00 | 52.004 s200 | $7.00 | 46 69 | 46.25 | 50.00 | 46.00 | 45.00 | 45.00 | 43.00 
2.50 | 16.60 | 10.60 | 12.75 | 9.75| 9.15 | 24.26 | 35.50 | 28.60 | 28.75 | 16.05 | 21.66 | 23.75 | 24.81 | 17.39 | 17.44 | 22.381 16.55 | 16.18 | 14.25 | 12.50 
1.40] 1.70] 1.25] 1.65] 1.26] 1.20| 3.60 /Hish 525 3.60) 3.60] 2.35] 3.45] 4.05] 4.60/ ,2.33 474 2.864, 2.66| 2.60| 2.25] 2.16 
1-20] 1.48] 1.16] 1.40) 1.18] 1.20) 3.26}, Hieb& | 2.90] 2.90] 2.35] 2.361 335 | 235 | 2.08] 2.00] 2.674 2.10/ 2.00] 2.00] 1.78 
1.30 { 1.56] 1.16] 1.60] 1.18] 1.20] 4.36 |Hieh 1000) 3.95| 3.25] 2.65] 2.654 26 | 265 | 9.91 2.00] 2.60] 1.90] 1.80| 1.90] 1.78 
ie enced Wes Digested Ave. 9.00 ee 3.75 3.25 Mase : Rapala pena Ged Le 
1.30} 1.65] 1.26] 1.60] 1.18] 1.20] 3.60 , Hith & $.00/ 3.00] 2.45] 2.454 245 | 245 | g.t2y 2. 00 | 2.474, 2.00| 1.90| 2.00] 1.78 
00} 2.10] 1.66] 2.07] 1.63] 1.65] 4.66 [Hic 875] 4.75] 4.76| 4.10| 4.107 4% | 41 | 3.26] 3.10| 3.73] 3.26] 2.85| 2.85{ 3.00 

rene Rips s eet ~ ee Bienes! Teed Pariser tt 5.25 7.124% Peienerd Poe i as eee Me 

i 5.2 

1.75 | 3.00} 2.40} 2.97] 2.27 | 2.90] 6.60 |iich 158 6.75 | 5.75} 6.20} 6.201] §% | §3%,| 4.01] 3.86 4. 82% 4.10] 3.70] 3.80] 3.86 

40] 2.16] 1.86] 2.16] 1.95] 2.16] 4.06] Hick | 4.00] 4.36] 4.10] 4.10) $18 | $1 | 3.91] 3.365 3.80] 3.49| 3.35| 3.36| 3.20 
b/ci Miah: Tee Tatond stare ve. 4.85 Tice Baga ie SS Tastes iti — A ee 

AS. & Wi; ns 
96 | 1.85] 1.65] 1.75 | 1.65] 1.65 cosas ittgh eam) 3450 | 8.60] 3.26) 3.264 155 | 133 | 2.66 2.70 | 3.00'4 ‘2.75 | 2.66] 2.65 | 2.60 

80| 1.80] 1.50] 1.70] 1.65] 1.65] 3.60}, Hish& | 4.36] 4.00| 4.25] 5.70| 6.85| 6.85 | 2.90 ~ 3.00 | 3.25] 2.90| 2.80| 2.80] 2.80 
.00 | 13.93 | 14.26 | 16.90 | 12.68 | 17.10 | 35.75 | 28.90 | 23.60 | 23.50 | 15.01 | 18.48 | 18.64 | 18.05 | 14.21 | 14.46 | 17.16 | 13.08 | 14.78 | 14.187] 13.08 
.65| 6.00| 6.10| 7.06| 6.46 | 11.26| 10.66] 8.65| 7.95| 7.14] 6.20] 8.39| 8.25| 7.76| 6.69| 7.13 | 7.36 | 6.64] 7.76] 7.423) 6.22 

824| 4.60] 4.45] 4.20| 3.74| 4.11] 9.63] 10.65/ 6.25| 6.70} 6.00| 6.89 | 8.70 70 | 8.26 | 6.89] 6.98| 8.06] 8.00| 9.37] 8.522] 6.06 
a —_——_—_—__ ——_—__— ———______— —— | — | -—__—_____ } |} ————— - 

.65 | 32.74 | 44.60 | 60.46 [High $500 47 98 | 64.36 | 62.60 | Nominal | {ith | 67.00 64.81 | 62.20 | 44.65 | 32.44 | 37.70 | 45.93 | 49.12 | 58.07 | 68.923| 61.49 
—— — | —_——— ——E a ee 

.45| 3.60| 3.40] 3.60| 3.50/ 3.20 | 8.00} ‘Ses | 7.75 | 7.76 | 7.00 1. 00+} Ly soo | 4-76| 4.75 | 5.74/ 6.560! 5.60] 6.60| 5.60 
1% | 78% | 81% | 80% | 80% | 80% | 60% | 42% | 51% | 51% | 67354%| 5714% igs 74% | 68% | 66% | 68% | 62% | 62% | 62% | 62% 

; = 11 12 13 14 15 16 17 18 19 20 a1 22 24 2 8=— 26 27 28 29 
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J OTE: Prices under the heading “March 21, 1919,” and those marked by dagger (+), represent 
the Steel Corporation’s prices (to which they adhered strictly) and which prior to N.R.A. were 
customarily followed by the Independent mills. From Jan., 1920, to Jan., 1921, in some instances, two 
sets of prices are shown on the chart because of the two markets prevailing on certain steel items. 
In such instances the upper price in each individual box indicates the one adopted by the U. S. 
Steel Corporation and the lower price indicates figures that were secured in the open market. These 
two markets were caused by the Steel Corporation maintaining the prices suggested in Washing- 
ton in March, 1919, while the outside market was regulated to a considerable extent by the law of 
supply and demand. This dual price market ceased to exist in November and December, 1920, as 


demand had fallen off. 











































































































































































































































































































__ 36 36037 38 39 40 80 4 42 43 4400 46 
June | June | June | Dec. | Sept. | Sept. | Sept. |Dec.31 | Sept. 30 | N.B. | N. B. | Price Item 
1938 | 1939 | 1940 | 1941 | 1942 | 1943 | 1944 | 1945 | 1946 | lowest | Highest Material Based, | No. 

a |_1897 | 1897 | F.O.B. f 
19.50 | 20.50 | 22.60 | 23.50*| 23.60°| 23.50°| 23. 60*) 25.25" 28. 00* | im, eet | ee et | Pig Teen, Basic................ Valley 1 
20.00 | 2i.00 | 23.00 | 24.00% 24.00*| 24.00*| 24.00°| 25. 15+ 28.50* | Pe, | Joly 1817 | Foundry Pig Iron, No.2......Chicago | 2 
20.50 | 21.50 | 23.60 | 24.50°| 24.50% 24.50%) 24.60*| 26.26°| 29.00* | Dvc.1897 | July. 1917 | Bessemer Pig Iron. . ~Pittburgh 3 
34.00 | 34.00 | 34.00 | 34.00*| 34.00% 34.00% 34.00*| 36.00 | 39.00* | *: 87 | Jul, 1917 | Steet Billets, Bessemer....Pittsburgh | 4 
13.00 | 43.00 | 2.00| 2.00} 2.00°| 2.00°| 2.00% 2.16° 2.90° | Ner-188| Jai.1917] Wire Rods ... To Pitibergd 5 
10.60 | 13.26 | 17.60 | 19.75% 19.75% 18.76%] 18.75°| 18.75°| 19.75* | "41832 | Jone 1917! Heavy Steel Scrap...........Chicago | 6 
2.45 | 2.15| 2.25] 2.25% 2.25% 2.25°s%"| 2.15%] 2.40" | Det? | ety 1917 | Common Iron Bars........Pittsburgh a] 7 
2.25 | 2.16) 2.10) 2.15% 2.16% 2.16*) 2.15%] 2.25*) 2.60* | “ez Jin’| sil? | Merchant Steel Bars... _ Pittsburgh 
2.10} 2.10] 2.10] 2.10% 2.10% 2.10*%] 2.10% 2.25*/- 2.60% | Pee,t87| July, i917) Tank Plates.............. Pittsburgh 9 
2.10| 2.10| 2.10 2.10% 2.10% 2.10° 2.10*| 2.10°| 2.36* | P*c,187| Juy.t917 | Structural Material....... Pittsburgh | 10 
3.06 | 3.06| 3.00| 3.00% 3.00% 3.00%] 3.00% 3.10% 3.826* =7,195| 4.1917 | Steel Sheets, No. 24 Black. Pittsburgh | 11 
3.50| 3.60| 3.60| 3.60% 3.60% 3.50*| 3.50° c ~3.90* | July,1914 | July. 117 | Steel Sheets, No. 24 Galv... Pittsburgh | 12 
3.20] 3.10| 3.40| 3.40% 3.40°%| 3.40°| 3.40° 5.60", 295 Dec. 1897 | July 1917! Barb Wire—Galv......... Pittsburgh | 13° 
2.46 | 2.26 | 2.40) 2.40% 2.40% 2.40%) 2.40* 2.76*| Pa 3a P20 | so | Wire Nails—Standard. .... Pittsburgh | 14 
3.60] 3.50|/ 3.85 | 3.856% 3.85% 3.85% 3.85% 3.85%, 65.06% | 4*%:,19!2 | Apri.i920/ Cut Nails................ Pittsburgh | 16 
9.00 | 10.00 | 11.60 | 12.00% 12.00*| 12.00%] 12.00*| 12.00*) 12.00* | Fel 933 | Mui-4917 | Copper, Ingot cee ccee see WNew Yorks 16 
at] ote | 6.05] 6.007 6.00] 0.007 se] 6a] 6 ee | Sees. ends | 
t.60} 4.85 | 4.85) 5.70*| 6.35*| 6.35*| 6.35*| 6.35%) 8.10* | ar { gg oc? dl Lead—Pigs................St,Louis | 18 
3.00 | 48.90 | 54.57 | 52.00*| 62.00*| 52.00° "52.00" 62.00% 62.00% | 37 | Mingi8!8| Tin—Pigs..............-. New York | 19 
5. 35 5.35 | 6.00 5.00 | 5.00 | 5.00*| 65.00" 00*| 6. 6.00° 6.00% 5. 00" 6.00* | nage] Ate, ‘00 | Tin Plate.................Pittsburgh | 20 
314%| 6814%| 90359,]00347, 10014 “00147 * 6814%* 6815%*| 6514%*! Dea Tg 7 Steel Pipe................Pittsburgh | 21 
35 36 37 38 39 40 41 42 43 44 45 

* Denotes ceiling prices. 


A Terre Haute, Ind., new basing point for Common Iron Bars. 








ing work and their cooperation and 
also wish to thank the members of 
our official board for their unselfish 
assistance in many trying times. 

“In the coming year we shall still 
be plagued by many problems and 
aggravating situations, and al- 
though the war has been won, we 
shall still have to fight continually 
to maintain our freedoms and the 
private enterprise system. 

“One of the most important bat- 
tles for maintaining our private 
enterprise system will be that of 
getting Congress to tax all business 
profits equally. Our Association 
has endorsed the effort to eliminate 
this favoritism shown the coopera- 
tives and our committee on cooper- 
atives headed by Mr. Seth Marshall 
has been extremely active. This 
fight for tax equalization should 
come to a head shortly after the 
new Congress convenes in Jan., 
1947. 

“It is gratifying to receive word 
that the complaint against our As- 
sociation by the Federal Trade 
Commission was dismissed Sept. 
12, 1946. 

“In my opinion there is a definite 
trend away from radical experi- 
mentation in economic and govern- 
mental matters and that our indus- 
try can confidently look forward to 
continued growth, prosperity, and 
service to our country.” 


N.W.H.A. Activities © 

Thomas A. Fernley, Jr., Phila- 
delphia, Pa., as executive secretary, 
NWHA, in his annual report an- 
nounced that present membership 
is 367. In part he stated, “With so 
many of our present problems de- 
pending upon action taken in Wash- 


W. P. TRACY 
The Tracy-Wells Co. 
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A.H.M.A. VICE-PRESIDENTS 


H. F. SEYMOUR 


Columbian Vise 
& Mig. Co. 


ington, we wish to suggest that all 
of you urge upon those who will 
represent you in the new Congress 
the very real importance of elimi- 
nating the adverse effects upon 
business of the activities of Gov- 
ernment Agencies. There is a very 
real need for our early return to a 
free economy with Government par- 
ticipating only to a limited extent. 

“Your Senators and Representa- 
tives have it within their power to 
treat with our present problems to 
the end that the confusion and the 
deterring influences can be elimi- 
nated to a great extent. They, how- 
ever, must be informed at every 
opportunity so they will have fac- 
tual information on which to pro- 
ceed. Knowledge of the problems 
of your business should be conveyed 
to them.” 


JOHN H. MIZE 


Blish, Mize & Silliman 
Hardware Co. 


G. H. HALPIN 


Minnesota Mining 
& Mig. Co. 


RICHARD L. WHITE 
Landers, Frary & Clark 


The report further stated—“Our 
Industry was one of the first sub- 
jected to OPA’s absorption policy 
under which wholesalers were re- 
quired to absorb increases in manu- 
facturers’ prices and vigorous pro- 
tests were registered not only with 
OPA officials but with Senators and 
Congressmen. 

“When the Price Control] Exten- 
sion Act of 1946 was being con- 
sidered, the persistent and practical 
protests registered by members ef- 
fectively supplemented the Associa- 
tion’s activities and were in a large 
measure responsible for the provi- 
sion which was finally included in 
the law. 

“This requires the Administrator 
to recognize the average gross mar- 
gins which were in effect on March 
31, 1946.” 

Thomas A. Fernley, Jr., as sec- 
retary-treasurer, National Associa- 
tion of Sheet Metal Distributors at 
the annual meeting, Tuesday after- 
noon, in his address stated in part: 

“Members of the National Asso- 
ciation of Sheet Metal Distributors 
have been faced with many prob- 
lems during the seven months since 
the meeting here in March. The 
lack of supply of galvanized flat 
sheets and the freezing of 75 per 
cent of the warm air furnaces they 
receive for sale only on HHH and 
HH ratings have been of very real 
concern. Lack of recognition—un- 
til recently—of the need for gutter 
and downspout, has been another 
problem. 

“The requirement that three- 
quarters of your receipts of warm 
air furnaces be disposed of solely 
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Retiring NWHA president Edward F. Pritzlaff, John Pritzlaff Hardware Co., 
Milwaukee, Wis., left, congratulates Henry J. Allison, Allison Erwin Co., 
Charlotte, N. C., newly elected president of the wholesalers. 


for veterans’ housing is entirely 
unnecessary. Let me give you a 
few figures. 

“In the first place, the housing 
program planned over 1,200,000 
homes during 1946. Through Aug. 
30, 703,000 were authorized, but I 
do not know how many were actual- 
ly started. Now to meet the heat- 
ing requirements, the Civilian Pro- 
duction Administration indicates 
that during the first seven months 
315,000 warm air furnaces were 
produced—150,000 floor furnaces. 
These figures are for the first seven 
months and the production now is 
reported to be over 210,000 of both 
types per month at the present 
time. 

“With a supply of heating equip- 
ment of that size—not co mention 
hot water and steam heat—and 
with requirements this year of 
703,000 authorized homes, it is dif- 
ficult to understand why the freeze 
order of 75 per cent of warm air 
furnaces—75 per cent of radiation 
and all other items is required. 

“It is, indeed, encouraging to 
have expressions on the part of la- 
bor and Government Advisory Com- 
mittees confirming the views of in- 
dustry to the effect that regulations 
should be dropped just as quickly 
as possible. American industry has 
always proved itself in times of 
stress and I fully believe that if 
industry were given the opportu- 
nity, our problems would be settled 
much more quickly—much more ef- 
ficiently and in a much more prac- 
tical manner than under the con- 
tinued government orders being 
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forced through in panicky efforts 
to build houses with ‘regulations’ 
instead of with building materials.” 
In his address as president of the 
National Association of Sheet Met- 
al Distributors, A. M. Vorys, Vorys 
Bros., Columbus, Ohio, said in part: 
“Our business has been pretty 
near like that of anybody else. We 
can’t get anything and we don’t 
have anything. But for some rea- 
son we seem to be breaking sales 
records every month. I believe our 
activities should be more to help 
the industry serve the public better, 
through our cooperative activity be- 
tween ourselves, our own sources of 
supply and our cdstomers, rather 
than chasing off to Washington. 


GEORGE A. FERNLEY 
Managing Director 
N.W.H.A. 


Advisory Secretary 
N.A.S.M.D. 


“During the last five years of 
war and unusual circumstances, the 
personnel of our usual sources of 
supply have changed. These new 
employees do not have a very good 
idea, or understanding, of what the 
jobber is, or what his economic 
function is. I think we must co- 
operate with the hardware branch 
in doing a better job of letting our 
sources of supply know what we do 
in the distributing system. 

A major portion of the address 
of Fulton Lewis, Jr., commentator, 
as delivered before the Wednesday 
morning joint session, will appear 
in the Nov. 7 issue. 

James E. McCarthy, dean, Ed- 
ward N. Hurley, College of Foreign 
and Domestic Commerce, Notre 
Dame University, Notre Dame, 
Ind., delivered an address, ‘What 
Industry Can Contribute Through 
Enlightened Public Relations Pro- 
grams for the Preservation of the 
Private Enterprise System,” before 
the manufacturers’ Tuesday morn- 
ing session. His theme was that, 
“Management must charge itself 
with the responsibility of being 
derelict and not having told a con- 
vincing story, when it has told any 
story at all regarding the way it 
serves the public interest.” A large 
portion of Dean McCarthy’s ad- 
dress, as delivered before the Hard- 
ware Manufacturers Statistical As- 
sociation, was published in our 
Sept. 12, 1946 issue. 

Featured speaker of the opening 
joint session, Monday night, was 
Dr. Norman Vincent Peale, Marble 
Collegiate Church, New York City, 
who has for many years been on a 
nationwide radio network. His 


THOMAS A. FERNLEY, 
JR. 


Executive Secretary 
N.W.H.A. 


Secretary-Treasurer 
N.A.S.M.D. 
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DR. NORMAN V. PEALE 


CONVENTION SPEAKERS 





RIVERS PETERSON 


JAMES E. McCARTHY 


Managing Director 
N.R.H.A 


highly inspirational address was on 
the subject, “How to Live in a Time 
Like This.” 

In discussing “How Wholesalers 
Can Be Of Assistance To Retail- 
ers,” Rivers Peterson, managing di- 
rector of the NRHA, said in part: 

“Price competition will be an im- 
portant factor then—as it always 
has been in a buyers’ market. But, 
in my humble opinion, price com- 
petition will not be the most im- 
portant factor. It is my solid con- 
viction that in the days that are 
ahead of us the small retailer will 
prosper most who devotes approxi- 
mately 25 per cent of his attention 
to the matter of price competition 
and 75 per cent of it to merchandis- 
ing. I feel that perhaps we in as- 
sociation work have made a mistake 
in the past when we have not 
focused our efforts to help the deal- 
er solve his problems in about this 
proportion.” 





H. K. ZUST 


Camillus Cutlery Co., 
president of the Old 
Guard. 


Mr. Peterson also gave a detailed 
explanation of the services provided 
by the NRHA. 





Miss Mildred B. Francis, 
secretary to Charles F. 
Rockwell, AHMA, who 
received a gold wrist 
watch from the associa- 
tion in appreciation of 
her 20 years’ service in 
that capacity. 


A major portion of other ad- 
dresses at the convention may be 
found on the pages following this 
summary. 

More than 200 members and 
guests availed themselves of the 
facilities of the Central States 
Hardware Special, sponsored by the 
Central States Hardware Club, Inc., 
from Chicago to the Atlantic City 
convention, via Pennsylvania Rail- 
road. The special arrived Sunday 
morning. For the return trip to 
Chicago and other points a west- 
bound Central States Hardware 
Special left the convention city on 
Thursday afternoon. 

Both the Old Guard and the 
X-Club held their semi-annual 








gatherings on Tuesday. Arthur H. 
Deveney, A. H. Deveney Co., At- 
lanta, Ga., was elected secretary- 
treasurer of the Old Guard, suc- 
ceeding the late R. P. Boyd, Knox- 
ville, Tenn., who passed away Oct. 
11. M. G. Lipscomb, Cavert & Lips- 
comb, Dallas, Tex., eulogized Mr. 
Boyd and asked for a moment’s 
silence in his memory. The meet- 
ing was presided over by Harry K. 
Zust, Camillus Cutlery Co., New 
York City, president of the or- 
ganization. 

At the X-Club luncheon, presided 
over by H. B. Wilson, Mathias 
Klein & Sons, Chicago, James A. 
McCarthy, dean of the Edward N. 
Hurley College of Foreign and 
Domestic Commerce, Notre Dame 
University, Notre Dame, Ind., and 
a speaker at the manufacturers’ 
meeting, the following day, deliv- 
ered an humorous and philosophical 
address. 


Entertainment Program 


A bridge and tea for the ladies 
of the convention was held, Tues- 
day afternoon in the East Solarium 
of the headquarters hotel. That 
evening Paul Fleming & Co. pre- 
sented an evening of magic in the 
Wedgewood Room. For the ladies 
there were boardwalk chair rides 
on Wednesday afternoon. The an- 
nual ball in the Blenheim ballroom, 
with an old-time grand march com- 
pleted the entertainment program 
on Wednesday night. 

The Central States Hardware 
Club held its traditional pre-con- 
vention stag party Sunday evening 
in Cambridge Hall, Hotel Claridge. 
A lobster dinner was followed by 
a bill of variety entertainment. 





A. H. DEVENEY 


Atlanta, Ga., manufac- 
turers’ agent, secretary- 
treasurer of the Old 
Guard succeeding the 
late R. P. Boyd. 
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Aire We Ready for Freedom? 


JOHN S. TOMAJAN 


A WISE American 


statesman once defined civilization 
as a struggle between the desire 
for freedom and the desire for 
order. This is a provocative defini- 
tion. Freedom, on the one hand, 
when carried to its logical extreme, 
can lead to anarchy. When a per- 
son insists on unfettered freedom 
of action, in reality he is rebelling 
against all outside control or dom- 
ination. That is anarchy. The de- 
sire for order, on the other hand, 
when carried to its logical extreme, 
results in the complete relinquish- 
ment of personal rights and pre- 
rogatives in return for the privi- 
lege of living within an ordered 
society. And that is totalitarian- 
ism. 


Aera Between Extremes 


There is a wide, intervening area 
between the two extremes of free- 
dom and order. And the nations 
of the world are ranged between 
these opposite poles of social phil- 
osophy. 

To Americans a form of society 
based upon either extreme is un- 
thinkable. Neither extreme is con- 
sistent with the conception on 
which the architects of our nation 
laid its foundation. Here are the 


By JOHN S. TOMAJAN 


The Washburn Company, 
Worcester, Mass. 
Retiring A.H.M.A. President 


At the Tuesday Morning 
Manufacturers’ Session 


very words from the Declaration 
of Independence with which those 
men expressed their solemn convic- 
tions: 

“We hold these truths to be 
self-evident; that all men are cre- 
ated equal, that they are endowed 
by their Creator with certain in- 
alienable rights: that among 
these are life, liberty and the 
pursuit of happiness. That to 
secure these rights, governments 
are instituted among men, deriv- 
ing their just powers from the 
consent of the governed; that 
whenever any form of govern- 
ment becomes destructive of these 
ends, it is the right of the people 
to alter or to abolish it, and to 
institute a new government, lay- 
ing its foundation on such prin- 
ciples, and organizing its powers 
in such form, as to them shall 
seem most likely to effect their 
safety and happiness.” 

It is wise to refresh our memo- 
ries on the manner in which our 
nation came into being. It was 
founded on the concept of the sanc- 
tity of the individual. He was con- 
ceded to be responsible, self reliant, 
creative, progressive. He retained 
all his God-given freedoms except 
those which he voluntarily and spe- 
cifically relinquished to the extent 
required for the maintenance of an 
orderly society in which identical 
concessions were, by tacit, mutual 
agreement, made by all its mem- 
bers. He gave up certain of his 
rights in return for order. But 


he retained all other fundamental 
freedoms. 

A society founded on this prin- 
ciple depends upon the creativeness, 
the progressiveness and the free 
spirit of each individual. Its power 
for achievement is multiplied by 
and in proportion to the self-reli- 
ance and progressiveness of its 
members. It is a dynamic organ- 
ism. We are the fortunate heirs of 
a nation founded in such wisdom. 


Complications Have Arisen 


During the past 170 years our 
society has become complicated. The 
individual has progressively given 
up—indeed, in some instances, he 
has forfeited by abdication—many 
of the freedoms which were held 
to be inviolable by our founding 
fathers. In recent years, for one 
reason or another, the pace of this 
trend was quickened. The accel- 
eration increased during the de- 
pression years when, dominated by 
a feeling of inadequacy and of 
frustration, we lost confidence in 
ourselves. We ceased to be self- 
reliant, and reached out to the Gov- 
ernment for help. As the years 
have passed, we have become ac- 
customed to the comfort of freedom 
from personal responsibility. And 
now there appears to be a definite 
tendency to take the improvisations 
which were adopted during an 
emergency and make them the basis 
of a permanent change in the form 
of our society. We have moved a 


“We have moved a long distance away from freedom to- 
ward the opposite extreme of satisfying the desire for order.” 
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eG ae responsibility at this moment in history is 
terribly important . . . I favor prompt relin- 


quishment of the govermental controls which have 
crept into our lives during recent years. Laws of 
nature govern much more effectively than laws of 
men. We can be trusted to manage our own affairs 


long distance away from freedom 
toward the opposite extreme of sat- 
isfying the desire for order. 

As we began to rise out of the 
depths of the depression, many of 
us sensed the dangers of this trend. 

But before we were completely 
aware of our disappearing free- 
doms, and before we were fully 
awakened to our responsibilities, 
we moved into a world war. 


The Paradox of War 


War cannot be waged in an at- 
mosphere of individual freedom. 
We fight for freedom; but, para- 
doxically, while doing so we aban- 
don almost completely the very 
thing for which we fight, and for 
the attainment of which we are 
prepared, if necessary, to sacrifice 
our lives. That is as it should be. 
But the fact remains that for seven 
years, beginning with Hitler’s in- 
vasion of Poland in 1939, we have 
become increasingly accustomed to 
having our thinking and planning 
done for us. As individuals we 
have not exercised self-reliance. As 
one contemporary writer has ex- 
pressed it, we “have accepted the 
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subject to those laws.” 


“At least one-half of our people... 
have never known what it means to 
be free and to undertake the per- 
sonal responsibility which is the 
price we have to pay for the privi- 
lege of being free.” 

—John S. Tomajan 


Oo 0 a) 


superstition of omnipotent govern- 
ment and have become dependent 
upon is apparatus.” Some of us 
have become lazy and have accept- 
ed the principle of “letting George 
do it.” Others have descended to 
the depths of servility and have re- 
signed themselves fatalistically to 
what they believe to be inevitable. 

Today, freedom does not mean 
one thing to all of our people. Our 
population is divided into two parts. 
One is made up of men and women 
old enough to remember the time 
when the individual had greater 
freedom and responsibility. They 
have experienced the benefits as 
well as the burdens of freedom. The 
other part of our population is 
composed of those who have never 
known conditions differing from 
those of today. Think, for example, 
of the millions who have just re- 
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Another view of the city with the Marlborough-Blenheim in the foreground. 


turned to civilian life after service 
in the armed forces of our coun- 
try! Most of them are less than 
30 years of age. During their years 
in the service their lives were com- 
pletely planned for them. Prior to 
that time they were in their adoles- 
cent years when the trend was 
strong toward greater reliance on 
government and less reliance on 
self. As adults they have never 
been faced with the demand for 
self-reliance. 


Freedom Unknown 


At least one-half of our people 
are in this category and have never 
known what it means to be free 
and to undertake the personal re- 
sponsibility which is the price we 
have to pay for the privilege of 
being free. This is a sobering 
thought. The future of our coun- 
try is in the hands of these young 
members of our population and will 
pass from them to their children. 
Our need for the basic values of 
individual freedom, self - reliance 
and self-discipline is as great today 
as it was when our nation was 
fourlded. If we still believe in 
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those values, we must reaffirm our 
faith in them and contrive to re- 
store them to their former place 
in our society. 

Since the end of the war, opinion 
has been divided as to the propriety 
of restoring to the people the free- 
doms which were relinquished dur- 
ing the war. Some have felt that 
they should be restored immediate- 
ly. Others believe that this must 
be postponed until the effects of 
war have completely disappeared 
and balance has been regained 
after the dislocations of the last 
five years. But there seems to be 
no opposition—at least no express- 
ed opposition—to the principle that 
sooner or later these freedoms must 
be restored. 


Are We Ready? 


The question I put to myself, and 
to all of us, is—are we ready for 
freedom? Have we given as much 
consideration to our individual fit- 
ness for the responsibility of free- 
dom as we have given to its acqui- 
sition? In our eagerness to take 
the wheel once again into our own 
hands, have we examined our abil- 
ity and aptitude for driving? I 
have no basic misgiving as to our 
ability to handle our own affairs. 
My faith in the individual is un- 
bounded. But there is need for us 
to comprehend the seriousness of 
the responsibility we seek to under- 
take. It is not only a question of 
being free. It is rather a question 
of implementing that freedom with 
restraint and for the good of the 
whole. 

Price control is an example of 
the enervating effect of reliance 


180 


upon government instead of self. 
So long as these controls continue, 
the uncertainty which normally ex- 
ists in a free market is eliminated. 
Ceiling prices are almost invariably 
low. It is unthinkable that anyone 
will sell his product below them. We 
suffer from the standpoint of costs. 
But our problems of distribution 
are greatly simplified. Customers 
accept the legal ceilings. They ac- 
cept our reasons for failure to ship 
—in fact, for our failure to do 
many things which are elementary 
requirements for good service. Con- 
sumers are not as discriminating 
as usual. They are willing to for- 
give what in normal times they 
would never overlook. Even stock- 
holders are so sympathetic that they 
accept results which ordinarily 
would be considered anything but 
satisfactory. Competition is elimi- 
nated. The ingenuity which is de- 
veloped in a free market by the 
necessity for vigilance and self-re- 
liance in the face of constant dan- 
ger is being lost through disuse. 
So much of our lives is regulated 
by law, and has been regulated by 
law for so many years! On all 
sides our aim seems to be to 
measure up to the minimum re- 
quirements of laws and regulations. 
We have become too legalistic in 
our approach to ordinary daily 
problems. Our standards are at 
stake. 


Evasion Debases Society 


Personal responsibility, evaded 
by the individual and delegated 
permanently to the government, 
will lead inevitably to the debase- 
ment of our society. The fact that 


we have a police force does not 
release the individual from respon- 
sibility for self-discipline. If it did, 
our standards would depend entire- 
ly upon the vigilance and effective- 
ness of the police force. But police 
power is set up to supplement our 
individual efforts to protect life and 
property. The instinct for self- 
preservation causes us to add our 
personal vigilance to that of the 
police force in order to maintain 
peace and insure security in the 
community. 

All this is clear when we are 
dealing with the problem of protect- 
ing life and property in its elemen- 
tary sense. But when we pass on to 
other fields of human action the 
acceptance of personal responsibil- 
ity is not instinctive. It depends 
rather upon the level of civilization 
to which we have raised ourselves. 

A distinguished English jurist 
defines this as “obedience to the un- 
enforceable.” He divides human 
action into three fields. At one ex- 
treme is the field of positive law 
in which our actions are prescribed 
in definite terms which must be 
obeyed. At the other extreme is 


the field of free choice where we are 
at liberty to do exactly as we please. 


Sense of Duty 


But between these two extremes 
is an important field of human ac- 
tion in which the individual’s own 
sense of duty or obligation is the 
only governing factor. Sometimes 
that sense of duty is almost as 
strong as positive law. At others, 
the problem is all but a matter of 
personal choice. This is the field 
of obedience to the unenforceable— 
the obedience of a man to that 
which he cannot be forced to obey. 
He is the sole enforcer of the law 
upon himself. 

It was obedience to the unen- 
forceable which prompted the Good 
Samaritan to stop and help the way- 
farer by the side of the road. He 
did not know him. But the man 
was in need. The Priest and the 
Levite had passed by without stop- 
ping. It was not their affair. They 
measured their actions by the mini- 
mum requirements of good citizen- 
ship—obedience to the positive law. 
The Samaritan aimed for conform- 
ity with the maximum require- 
ments—obedience to the unenforce- 
able—a sense of obligation which 
exacted his obedience as inexorably 
and as inescapable as the positive 
law itself! 

Examples of this principle are 
around us today. They all lead to 
the conclusion that the quality of 
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the civilization of a people is 
measured by the length and breadth 
of the area of this field of obedi- 
ence to the unenforceable—the area 
in which individuals have self-re- 
liance, self-restraint and self-dis- 
cipline in abundance and can there- 
fore be trusted to control their own 
affairs over a wide range of activi- 
ties, preserving proper balance be- 
tween personal interest and the 
general good. 


Responsibility Important 


Our responsibility at this moment 
in history is terribly important. I 
repeat, that I favor prompt relin- 
quishment of the governmental con- 
trols which have crept into our 
lives during recent years. Laws 
of nature govern much more effec- 
tively than laws of men. We can 
be trusted to manage our own af- 
fairs subject to those laws. There 
will be exceptions, of course. But 
the moral and ethical standards of 
our people will keep within due 
bounds our personal selfish tenden- 
cies. 

But it is not enough for us to 
have our freedom restored. We 
must be ready for freedom. We 
must follow our individual courses 
with obedience to the unenforce- 
able. And we must go beyond that. 
We have an obligation toward those 
who have never experienced free- 
dom as we have known it-— the 
obligation to acquaint them with 
the value of self-determination and 
to help them understand that re- 
sponsibility must be accepted with 
freedom. We must strive for a 
wide distribution of freedom. As 
we reach for freedom for ourselves 
let us be careful not to keep it for 
ourselves only. Let us pass it on 
to those about us. Let us make it 


N.W.H.A. EXECUTIVE COMMITTEE 


E. W. HARDIN 
Amarillo Hdwe. Co. 


I. H. STAUFFER 
Stauffer, Eshleman 


C. L. HILDRETH 
The Emery-Waterhouse 


& Co., Ltd. Co. 


attractive to others and available 
to them. Let us be diligent to re- 
store the American standards of 
self-reliance and _ self - discipline 
without which freedom will be lost. 

I recall the sentence used by the 
President of Harvard University in 
conferring the degree of Bachelor 
of Laws. “I admit you to the ranks 
of those who administer the wise 
restraints which help to keep men 
free.” 


Freedom, Tempered By Order 


The wise restraints which help 
to keep men free! This definition 
of the law can properly be extended 
to include that area of human ac- 
tion in which the restraint is im- 
posed by the individual upon him- 
self in order to insure and preserve 
his freedom. Freedom, tempered 
by order, in perfect balance—that is 


the ideal for which we must strive. 
Furthermore, we must contrive to 
give freedom one meaning among 
all our people—the meaning it has 
for those of us who are old enough 
to have known its blessedness in the 
days when it existed in greater 
abundance. We must give the same 
degree of freedom we seek for our- 
selves to those with whom we are 
in daily contact. Only in this way 
can we release the dynamic forces 
latent in our people—those forces 
of responsibility, self-reliance, cre- 
ativeness and progressiveness, the 
free exercise of which has raised 
our nation from a humble begin- 
ning to its present greatness. We 
must have the same deep feeling 
and reverence for freedom as the 
wise founders of our nation, the 
feeling expressed so dramatically 
in the Declaration of Independence: 

“Prudence, indeed, will dictate 
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SETH MARSHALL 


/ \ YEAR ago, at the 


meeting of the Executive Commit- 
tee of the N.W.H.A. it was unani- 
mously decided that our Association 
should actively support the NTEA 
and the various state associations 
organized to obtain equal taxation 
with tax-subsidized co-ops and 
other Government enterprises. 

A committee was appointed, 
which did a swell job in getting the 
active support of our members and 
in raising a lot of money. We were 
also assisted by a few manufactur- 
ers, but somehow we didn’t get 
their active support that we hoped 
for. 

This spring President Pritzlaff 
appointed the present committee, 
and inasmuch as we had not fin- 
ished our fund-raising campaign of 
last fall until along in March, and 
because so many people are away 
from home on vacations during the 
summer, we decided that we would 
start our campaign for this fall and 
next spring around the first of Sep- 
tember, which we have done ... 
and every member has been writ- 
ten to with reference to our plans. 
The situation with reference to our 
fight for equal taxation is just this: 

Congress deemed this tax fight 
of ours a “hot potato” this last 
spring, and in spite of every effort 
to obtain hearings on the subject. 
one thing after another delayed 
them until along in July it was felt 
we wouldn’t have time enough to 


 Opwicscadnen urges support for campaign to place 
Co-operatives on the same tax basis as private 


industry. Points out National budget for 1947 fiscal 
year (which began last July 1) is around $40 billion, 
which must be raised by the government if it is go- 
ing to operate without a deficit. It is estimated that 
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they will show an increase of 50 per cent in their 
volume this coming year. 
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make a good presentation, and con- 
sidering everything, we would be a 
lot better off to present our case 
before a new Congress next spring. 

We expect to be in much stronger 
position then than we were last 
spring, because more and more we 
find that very few people really 
appreciate the fact that coopera- 
tives do not pay Federal taxes, and 
because of this, they are growing 
very rapidly. 


No Appreciation of Dangers 


Many business men, large and 
small, have no appreciation whatso- 
ever of the dangers of this move- 
ment to free enterprise. 

State by state, local business peo- 
ple are being aroused to these dan- 
gers, and I am informed there are 
about 37 state organizations func- 
tioning now. Most of them have a 
very active organization, and can 
do a mighty fine job providing they 
have the tools to work with. 

In other words, the six million 
farmers and the six million busi- 
ness men who are vitally interested 
in this problem have to be reached 
one way or another, and told what 
it is and what it is doing to them as 
taxpayers. 












The National budget for the 1947 
fiscal year, which began July Ist, 
is around $40 billion, and the Gov- 
ernment has to raise this amount 
of money if it is going to operate 
without a deficit. 

In spite of this need for revenue 
there are many vast and growing 
businesses that do not pay taxes. 

The National Tax Equality Asso- 
ciation was organized for the single 
purpose of forcing these businesses 
that are competing with private 
taxpaying businesses to pay taxes. 

These fast-growing cooperatives 
who are avoiding their just share 
of Federal income taxes, and are 
in competition with private indus- 
try, should be taxed. 

It is estimated that the co-ops 
will do a $12 billion business this 
year, and only seven years ago, in 
1939, their volume was only $150 
million a year . . . and the co-ops 
estimate they will show an increase 
of 50 per cent in the volume this 
coming year. 

The question is, can we private 
business men pay a 38 per cent 
Federal income tax and survive, 
against co-ops that pay nothing, or 
in a few cases a small percentage. 

These cooperatives that are now 
expanding into almost every busi- 
ness and industry have certainly 
gone a long way in obtaining exemp- 
tion from Federal income taxes that 
was originally given only to farm- 
ers, fruit growers and like organ- 
izations operating exclusively as 
sales agencies to market their prod- 





HARDWARE AGE 


OCT 








es 


ne 1947 
ily 1st, 
1e Gov- 
amount 
operate 


evenue 
rowing 
axes. 

y Asso- 
> single 
inesses 
private 
taxes. 
ratives 
; share 
nd are 
indus- 


co-ops 
ss this 
ago, in 
y $150 
co-ops 
increase 
ne this 


private 
r cent 
urvive, 
ing, or 
ntage. 

re now 
y busi- 
rtainly 
exemp- 
es that 
| farm- 
organ- 
ely as 
r prod- 


E AGE 





ucts without profit, and to coopera- 
tives organized to purchase farm 
supplies at cost. 

The U. S. Treasury has gone a 
long way toward favoring co-ops 
in exemption from taxation. And 
funds accumulated are used to ex- 
pand old industries and buy new 
industries, while private industry 
must pay taxes on funds similarly 
accumulated. 

Why wait until the co-ops con- 
tinue to grow as they did in Eng- 
land, until they manufacture and 
distribute 25 per cent of the na- 
tional volume, before they are taxed, 
as they now are in Great Britain. 

If the co-ops are as good as they 
claim they are, they don’t need a 
tax subsidy in order to succeed. 
Members of co-ops would gain noth- 
ing if they, as individuals, have to 
pay more taxes in order that the 
co-ops be kept tax-free. 


Support Means Victory 


The members of our committee, 
and myself, are convinced that if 
the NTEA and the various state 
associations that are organized and 
fighting this problem, can be prop- 
erly supported, we can win this 
fight next spring. If we can’t win 
this fight in the next Congress we 
might just as well fold up and wait 
until the co-ops are so big that the 
Federal government can’t be sus- 
tained without obtaining taxes 
from them. 

It is just a matter of horsepower 
whether we can win this fight or 
not, and I think it is up to us busi- 
ness men to take our coats off and 
do everything we possibly can to 
show our Congressmen how vital 
this probem is to us, how unfair 
the present tax situation is, and 
let’s settle this issue next spring 
once and for all. 

We are certainly fortunate in 
having a national organization that 
is functioning like the NTEA and 
fighting this battle so ably for us. 

Our committee has written every 
single member a letter on this prob- 
lem, soliciting financial support for 
the coming year. I want to tell 
you that the membership of this 
Association certainly did an out- 
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standing job last year. If we can 
come across as well, and a little 
better, this year, and if our manu- 
facturing friends will give us rea- 
sonable support, I think we can get 
a lot of other industries to do like- 
wise and we will have sufficient 
funds to do a real job. 

Aside from that, we as individ- 
uals have got to interview our Con- 
gressmen and Senators. And next 
spring each one of us should or- 
ganize our sales forces to do what 
we can to get our retail dealers to 
tell their Congressmen and Sena- 
tors how they stand; that they, the 
owners of their own business, 
should not be asked to pay taxes 
that competition does not pay. 

The records of our present cam- 
paign are not complete, but last 
year our Association raised approx- 
imately $50,000. We are hoping to 
better that record this year. 

If any of our members want to 
make contributions to be paid in 
1947, it will be very satisfactory to 
have them made that way. 

Last year, at the suggestion of 
the Executive Committee of the 
American Hardware Manufactur- 
ers Association, some seven manu- 
facturers volunteered to act as a 
committee to raise funds. However, 
the results weren’t very satisfac- 
tory. Hardware manufacturers are 
scattered all over the United States. 
Many of them are in lines that are 
far away from the problem. They 
don’t appreciate the fact that the 
co-ops will never be satisfied until 
they manufacture their own mer- 
chandise . . . and they have millions 
of dollars to invest in manufactur- 
ing enterprises. 


Vitally Concerned 


We don’t want to high-pressure 
our manufacturing friends into do- 
ing something they don’t want to 
do, but we do want them to know 
that the retail hardware trade and 
the wholesale hardware trade are 
vitally concerned in having our 





competitors pay taxes on an equal 
basis with us . . . and we can’t ob- 
tain tax equality without a fight, 
and we believe our hardware manu- 
facturers are just as vitally inter- 
ested in a healthy hardware indus- 
try as we are. 

If they are interested in hard- 
ware wholesalers and retailers dis- 
tributing their products, they ought 
to be very glad to support us. 

Our campaign is instituted to 
make sure that these manufactur- 
ers of ours thoroughly understand 
that we are fighting a major indus- 
try problem; that to do the educa- 
tional work necessary takes money. 

We are not asking them to get 
their dealers to write letters to 
Congressmen and do a lot of other 
things we can do; we are just ask- 
ing them to give reasonable finan- 
cial support. 

I want to take this opportunity 
to express to every one of the 
members of this Association our 
thanks for the splendid cooperation 
we have received. It could hardly 
be better. 


Must Win the Fight 


But just remember, that from 
now until July 1 we are in a fight, 
and we have got to win. We can 
win if each and every one of us 
does his part. 

Bill Tracy did a swell job in get- 
ting this committee organized last 
year, and every member of our com- 
mittee is a worker, and I believe 
that by the end of this year we will 
have an excellent report to give to 
our President and Secretary. 

Our No. 1 job is for each one of 
us to do his job well and promptly. 
We can’t get outside support if we 
don’t set a good example ourselves. 

I know there are a great many 
more people at this convention this 
fall who know more about tax sub- 
sidies than they did last spring. 

We fellows in the hardware busi- 
ness so far have licked every major 
problem we have been faced with 
to date, and I am sure we are going 
to lick this one. 

The co-operatives are in business, 
competing directly in a great many 

(Continued on page 203) 


“We don’t want to high-pressure our manufacturing friends into doing something 

they don’t want to do, but we do want them to know that the retail hardware 
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competitors pay taxes on an equal basis with us...and we can’t obtain tax 

equality without a fight, and we believe our hardware manufacturers are just as 
vitally interested in a healthy hardware industry as we are.” 
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Where Do We Go From Here? 
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to do to get out from under. Evi- 

dently the thinking in Washington 

is that industry and business 
should have more and better con- 
trols than ever before. 

We have the choice of two con- 
clusions. One is that the adverse 
conditions which followed the war 
were inevitable; or the other con- 
clusion, and, the one which I be- 
lieve, is that they were to a large 
extent created—that these adverse 
conditions of black markets, low 
production and industrial strife 
could have been substantially re- 
duced—if not eliminated—had we 
forgotten all about planned econ- 
omy. 

At this point I should like to re- 
call to your memories the message 
that President Wilson sent to Con- 
gress on December 2, 1918, ap- 
proximately three weeks after 
World War I ended, and I should 
like to quote part of it to you:— 

“So far as our domestic affairs 
are concerned, the problem of our 
return to peace is a problem of 
economic and industrial readjust- 
ment. While the war lasted we set 
up many agencies by which to 
direct the industries of the country 
in the services it was necessary 
for them to render. But the mo- 
ment we knew the Armistice had 
been signed, we took the harness 
off. Raw materials, on which the 
government had kept its -hands 
for fear there should not be 
enough for the industries that sup- 
plied the armies, have been re- 
leased and put on the general 
market again. 

“It is surprising how fast the 
process of return to a peace foot- 
ing has moved in these weeks 
since the fighting stopped. It 
promises to outrun any inquiry 
that may be instituted and any aid 
that may be offered. It will not 
be easy to direct it any better than 
it will direct itself.” 

Instead of the “hands off” policy 
advocated by Mr. Wilson in 1918, 
our national government, at the 
end of World War II, took the 
reverse position, and instead of 
eliminating controls immediately, 
clamped down tighter than ever, 
and from the statement that I 
read, published October 1 by the 
Director of War Mobilization and 
Reconversion, they evidently still 
feel it is a wise program. 

I believe, as do many others, 
that many of our troubles since 
Japan’s defeat have been caused 
by the inept handling of situations 
by the bureaucrats in Washington. 
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F. T. STONE 


Columbus-McKinnon 
Chain Corp. 


How easy it was for a bureau- 
crat in Washington to say to the 
public that industry could raise 
wages as much as 40 per cent to 
50 per cent without raising the 
price of the product which it pro- 
duced. True, the gentleman that 
made this statement resigned a 
few days after he made it, but 
nevertheless the damage was done 
and even though the 40 per cent to 
50 per cent increase in wages was 
repudiated, nevertheless the pub- 
lic was told that industry could 
raise wages in general, rather 
substantially, and still not in- 
crease the selling price of the 
products it produced. 

Had we, at the end of the war, 
striven for increased production; 
had the government refrained 
from fooling the public by saying 
that wage increases could be 
granted without increase in price 
levels; had the government been 
willing to allow normal profit, but 
not excess profit, and had the 
government treated all groups 
alike without favoritism toward 
anyone in particular, I believe 
that we would have been out of the 
woods now. 


I can remember not so many 
o oO 


“We have the choice of two con- 
clusions. One is that the adverse 
conditions which followed the war 
were inevitable; or the other con- 
clusion, and the one I believe, is 
that they were to a large extent 
created—and these adverse condi- 
tions of black markets, low produc- 
tion and industrial strife could have 
been substantially reduced, if not 
eliminated had we forgotten all 
about planned economy.” 


Herbert P. Ladds 





GEORGE F. WRIGHT 


G. F. Wright Steel 
& Wire Co. 





J. G. GEDDES 
H. K. Porter, Inc. 


vears ago at the start of the war 
when the legitimate hardware dis- 
tributor was placed in a horrible 
and embarassing position by those 
in Washington, who stated that 
a jobber was simply a middle man, 
with his office under his hat. 

Many of you who worked on 
this problem know that it took 
several years to overcome the 
prejudice against the jobber, that 
existed in certain governmental 
departments, 

The distributor can and does 
play a very important part in 
bringing to the manufacturers’ at- 
tention any new products and de- 
vices which so often are of great 
help in increasing production. So, 
in my opinion—post war—I feel 
that the industrial distributor will 
play a larger part in industry than 
ever before. 

Manufacturers have also had 
their troubles and are still having 
them, but I feel that, if left alone, 
it will not be long before our in- 
dustry will be on an even keel, 
with the supply coming close to 
equalling the demand. 

My guess as to the answer to 
the question “Where do we go 
from here?” is predicated on sev- 
eral great big “IFS.” If we could 
be free from government controls 
on manufactured products (note— 
I do not bring in the questions of 
rents or housing, but say manu- 
factured products) and if we 
could have six months of con- 
tinued production without a single 
strike, and if we get the right 
kind of Congress. I would say that 
we would go hell-bent for election 
to the greatest era of fine healthy 
prosperity this country has ever 
seen. 
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Where Do 
We Go 
From Here? 


R. ALLISON reaffirms his faith in and the valid- 
ity of the manufacturer - to - wholesaler - to - 





The Wholesaler’s 


Viewpoint 


dealer system of distribution and tells why whole- 
sale distribution is necessary to mass production— 
it gets the goods where they are needed and does 


so most efficiently and economically. 


By HENRY J. ALLISON 
Allison-Erwin Co., 


Charlotte, N. C. 


and 


New President, 
National Wholesale Hardware 
Association 


gi E hardware wholesaler 


is not new. One of our prominent 
hardware trade magazines, HARD- 
WARE AGE, undertook, a year or so 
ago, to find out something about 
the hardware wholesaler, and they 
looked up 487 of them, and if you 
didn’t see that report, which I think 
was a great service to the hard- 
ware industry, you should get it. 
They found that of 487 hardware 
wholesalers, 300 of them began 
business prior to the present cen- 
tury, that is, prior to 1900. They 
found that 150 of them had been in 
business for over 75 years; that 50 
of them had been in business for 
over 100 years. Why, even the 
present president of our association 
has not really reached full maturity 
yet, because his company, I believe. 
is only 98 years old. HARDWARE 


AGE found that three of them had 
been in business 150 years. 

So, hardware wholesalers are not 
novices; they didn’t just start. 

But, let’s take another look: In 







the August report of the Depart- 
ment of Commerce, in figures on 
sales inventory and accounts re- 
ceivable it was shown that 126 
hardware wholesalers did an aver- 
age business in the month of Au- 
gust, 1946, of $300,000. I checked 
back to see whether that was an 
abnormally larger month, and found 
it was only an average month. If 
$300,000 is an average month, 12 
months would be $3,600,000 worth 
of annual business. I don’t know 
whether that is high or low. But 
I know a great many houses in this 
country do a great deal more busi- 
ness than that, and I know that a 
great many of them do less. But 
it is the most reliable figure I could 
find. 

So 126 of them—roughly a third 
or a fourth of those in the country 
—did an average business at an 
annual rate of $3,600,000. I am not 
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At Wednesday Morning 
Joint Session 


“, . « The low price of merchandise that makes possible the marvelous industrial 
capacity of our country is attributable just as much to mass wholesale distribution 
as it is to mass production... 

















H. J. ALLISON 


sponsoring that as an average fig- 
ure for the whole group, but if an 
estimated 500 wholesale houses in 
this country would do that much 
business, at that rate they would do 
$1,800,000,000 worth of annual 
business. 

Eighty-three of those firms re- 
ported their accounts receivable fig- 
ures averaged $250,000, which is a 
little less than 30 days’ business on 
the books. 

The inventory for the 83 houses 
averaged $460,000, which would be 
a little less, or approximately two 
months’ business at cost prices— 
indicating six turnovers a year, at 
that level, for this inventory and a 
little more than 12 turnovers a year 
for the accounts receivable. Those 
of you in the hardware business 
know that is subnormal, or abnor- 
mal, or whatever. We did not have 
an average inventory—and folks 
are paying bills like they never did 
before. 

It is axiomatic that in the last 
few years during the war, we sold 
more goods every month during the 
war than we had on hand at the 
beginning of the month and col- 
lected more money than we had on 
the books. So these figures I am 
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TRADE PAPERS OFFER 
WINDOW TRIM IDEAS 


BRIDGEPORT, CONN., October 24, 
1946. At present there is a scarcity of 
nearly all hunting equipment, but still it 
is sound merchandising practice to tie in 
with National Hunters’ Month by pre- 
paring an effective window display that 
lets customers know “This is the place to 
buy your hunting needs.”’ 











Most sporting goods and hardware 
trade publications offer suggestions for 
attractive window trims. By referring to 
these publications, dealers will find many 
display ideas that can be used to ad- 
vantage. 


It always is effective to dress a window 
with guns, ammunition, decoys, crow 
calls, hunting clothes and other hunting 
merchandise— PLUS stuffed game, corn 
stalks and other atmosphere. 











CONTEST RULES 
1, October is National Hunters’ Month. 


2. The contest is open to any retailer of 
sporting goods. 





NATIONAL HUNTERS’ MONTH 


The Fall hunting season, sym- 
bolized by National Hunters’ 
Month in October, can be one of 
the most prosperous periods of 
the year. 

It is a period of rapid, profit- 
able turnover of merchandise in 
a concentrated market. For the 
sales of arms, ammunition, and 
shooting and hunting equipment 
account for a full 39 per cent 
of all sporting goods business! 


Organize your stocks of guns, 
shells, cartridges and other hunt- 
ing equipment. Tie in with Na- 
tional Hunters’ Month by dis- 
playing these products in win- 
dows and on counters. And when 
you talk to hunters . . . talk hunt- 
ing! When customers ask about 
guns and ammunition, be ready 
with the right answer. Yes, “IF 
IT’S REMINGTON ... IT’S 
RIGHT!” 








3. Any window trim or promotion during 
National Hunters’ Month is eligible. 


4. The display must use the words “NA- 
TIONAL HUNTERS’ MONTH” some- 
where in the trim. 


5. Send photograph of display before noon, 
Tuesday, November 19, to The Sporting 
Goods Dealer, Saint Louis (1), Mo. 
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“The boss said to put 
mounted game in the window.” 
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TWO MAGAZINES OFFER 


LOUIS, MO., October 1946. The 


Sporting Goods Dealer has announced 


prizes will be awarded for the best 


retail store displays during October— 
National Hunters’ Month. 

Top prize offered by The Dealer is an 
all-expense-paid vacation for the win- 
ner, the arrangements for the trip to be 
made after the winner indicates his 
preference. Prizes will be as follows: 


First: All-expense-paid hunting trip 
Second: $100 Savings Bond 

Third: $25 Savings Bond 

Fourth: $10 in Savings Stamps 
Fifth: One year’s subscription to The 


Sporting Goods Dealer 





= PRIZES FOR BEST HUNTING DISPLAYS 


In addition, Sports Afield magazine is 
offering $400 in prizes for the best dis- 
plays using copies of its magazine in 
window trims, cash to be divided as fol- 
lows: $250 for first place, $100 for sec- 
ond, $50 for third. 


For the best retail dealer’s advertise- 
ments published during National Hunt- 
ers’ Month, the Sporting Goods Dealer 
will award a $25 Savings Bond as first 
prize and $10 in Savings Stamps for 
second. 


Retail dealers are urged to enter this 
contest by sending photographs of their 
National Hunters’ Month displays to 
The Sporting Goods Dealer, St. Louis, 
Mo., before November 19. 
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JOHN S. STILES 
Morley-Murphy Co. 


quoting are below average. But if 
these 83 firms had an average of 
$710,000 invested in accounts and 
inventory and with no figures avail- 
able for other investments such as 
a little money in the bank to cash 
checks; and equipment and possi- 
bly buildings owned. So the hard- 
ware wholesaler average is not a 
piker business, because subnormal- 
ly these average investments to- 
taled approximately three-quarters 
of a million dollars. 

The experience of the average 
wholesaler over the last several 
years, I think, runs about like this. 
When we started in the war none 
of us knew what was going to hap- 
pen to us. But, as the war went on, 
we found these services of ours, 
wholesale distribution, was more 
vital than ever because the war 
production program could not have 
been put over but for the wholesale 
distribution facilities available to 
the war plants over the country. As 
a result of the goods decreasing in 
quantity, the average wholesaler, 
I believe, did more business during 
the war than previously. And since 
the war is over, with the shortages 
that exist, I believe the wholesaler 
is doing more business than even in 
the war months. 


What's the Answer? 


Where do we go from here, we 
500 wholesale houses, 15,000 manu- 
facturers and 30,000 retailers? It 
stands to reason we cannot have 
mass production in this country 
without mass distribution. That is 
the essential function of the hard- 
ware wholesaler. He doesn’t own 
his merchandise, except for a few 
brief days or weeks, as they pass 
through his hands. He owns no 
trade names, to speak of. Some 


N.W.H.A. 
EXECUTIVE 
COMMITTEE 


ROBERT H. BAKER 
Fones Bros: Hdwe. Co. 


have their private brands, but, gen- 
erally speaking, the one and only 
thing that the wholesale hardware 
house has to sell to the industry 
is the professional service as an 
economical and efficient wholesale 
distributor of merchandise. And 


Go ade 


“The hardware wholesaler is not 
new. One of our prominent hard- 
ware trade magazines, HARDWARE 
AGE, undertook, a year or so ago, 
to find out something about the 
hardware wholesaler and _ they 
looked up 487 of them. And if you 
didn’t see that report which I think 
was a great service to the hard- 
ware industry. you should get it. 
They found that of 487 hardware 
wholesalers, 300 of them began 
business prior to the present cen- 
tury. They found that 150 of them 
had been in business for over 100 
years and found that three of them 
had been in business 150 years.” 

Henry J. Allison 
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he is just as indispensable as any 
element in the production of mer- 
chandise. No merchandise has any 
consumer value until it reaches the 
point of consumption. Goods are 
of no value in New England if they 
are made to be used in South Caro- 
lina, until they get to South Caro- 
lina. And you can imagine the fel- 
low in South Carolina needing a 
hammer and having to go to Phila- 
delphia to get his hammer. What 
would it cost him? 

The low price of merchandise 
that makes possible the marvelous 
industrial capacity of our country 
is attributable just as much to mass 
wholesale distribution as it is to 
mass production. 

And so, we wholesalers have got 
to understand our jobs better than 
ever before. We have to know ex- 
actly what it is that we are trying 
to do to fit ourselves into this pic- 
ture of 15,000 manufacturers, 500 
wholesale distributors and 30,000 
hardware retailers. We also need 
to tell the world something of the 
job we have to do. 

I wonder where the hardware 
wholesaler was when the Wagner 
Act was passed? I grant you the 
Wagner Act is much more a “wool 
shirt” to the manufacturer than to 
us, but the Wagner Act to my mind 
and in my opinion was the most un- 
fair piece of legislation ever put on 
the Statute Books of America and 
is most un-American. 

I wonder where the hardware 
wholesaler was when the Wage and 
Hour Law was passed? I haven’t 
nearly as much quarrel with the 
Wage and Hour Law as when we 
started—we have been living with 
it for a number of years, now—but 
the fact remains, there are elements 
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H. B. MEGRAN 
Starline, Inc. 


B. E. STRADER 


Remington Arms Co., 
Inc. Cloth Co. 


W. F. BARNES 
New York Wire 
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The Nydar Shotgun Sight being 
demonstrated in the gun section 
of the new Warner's Sportsfioor, 
Headquarters for Northwest 
Sportsmen on the second floor 
of Warner Hardware Company, 
13 So. 6th Street, Minneapolis, 
Minn. Mr. Leon Warner, President, 
shores the enthusiasm of sales- 
men over the new Nydar Shotgun 
Sight. 





THERE’S GOOD PROFIT 
on the NYDAR 


SHOTGUN SIGHT 


and it’s Fair Traded 


The Nydar Shotgun Sight 
retails at $27.45 plus in- 
stallation cost. Any good 
gunsmith can mount it. 
Full, detailed information 
on mounting sent with 
each dealer order. Effec- 
tive dealer newspaper 
mats also available on 
request. 
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‘IT’S FAST BECOMING ~™ 
A ‘MUST’ ON GUNS 
FOR HUNTERS” 


























says Mr. Leon Warner about the 


ydar 


SHOTGUN SIGHT 





TRA 


© Every successful sporting goods dealer is always on the alert for a “natural” in 
his field—a new item that fills a real need, catches the imagination, and is within 
reach of the average pocketbook. That’s what the Nydar Shotgun Sight has proved to 
be—a real sensation in its ready acceptance by shotgun shooters, and in the way it 
brings new traffic and profit into the store. 


WHAT IT Is 


© The Nydar Shotgun Sight is a new reflector-type sight built around precision 
optics on the same basic principle so thoroughly proven for split-second aiming of 
aircraft guns. It puts a “‘bullseye-in-the-sky’’—projects a dot and circle into space 
which indicates the exact center of impact of the shot charge. This permits quick, 
sure aiming, with both eyes open; and more accurate gauging of range and lead. No 
lining up of guns or sights is necessary. It gives the hunter more good, clean hits, with 
less crippling of game and less waste of shells. 





© Display a gun mounted with a Nydar Shotgun Sight so that your customers can 
look at the intriguing ‘“‘bullseye.”’ Very often just one look makes the sale. But do 
it now, for the current hunting season. _ 


THE PERFECT CHRISTMAS GIFT 


Suggest the Nydar Shotgun Sight for 
every hunter or sportsman. Or, for the 
man who already. has a sight, a hand- 
some, genuine-leather Nydar case. 
NR Cr erre r 


NATIONALLY ADVERTISED 
in Leading Sports Magazines 






















The Nydar Division 


SWAIN NELSON CO. 
2326 Glenview Rd., Glenview, Ill. 








of that law that do not fit our type 
of employment. They were written 
primarily to fit the production line, 
yet we are having to adapt our 
form of employment to it. 

Where was the wholesaler when 
that bill was passed? 

And I wonder where any of us 
were when the present subsidy and 
tax exemption statutes got in that 
permitted the co-ops to grow like 
mushrooms in our industrial pic- 
ture? 

The greatest difficulty I have 
found about the co-operative move- 
ment is that we cannot believe un- 
til it is forced upon us, that the 
thing we are being told actually 
exists. 

It hasn’t been but a year ago or 
so that the facts became generally 
known of the tax exemption to al- 
low the co-ops to grow as they are. 
When I first heard of it, I thought 
there was a mistake. Yet after I 
had convinced myself, I started to 
talk to some of the political men 
down South, and they said, “It can’t 
be true.” 

At least it is true to the extent 
that those sitting in the driver’s 
seat of the co-ops take their jobs 
pretty seriously. 


Must Deal With Situation 


I would like to quote a few things 
to try to impress on you the seri- 


ousness of our responsibility as 
wholesalers and manufacturers and 
everybody else, to see that this sit- 
uation is adequately dealt with in 
the months that lie immediately 
ahead of us. 

Murray Lincoln, president of the 
National Co-operative Congress, 
made a speech at the congress con- 
vention in which he said: 

“The American public today is at 
the mercy of a profit-minded busi- 
ness system which is determined to 
exact the greatest possible toll from 
the customer.” 

Now, Mr. Lincoln is the head of 
a group of organizations — 22 re- 
gional cooperative associations that 
last year did $177,000,000 worth of 
retail business. They are attack- 
ing the profit system. They are 
proposing continuation and protec- 
tion of their subsidy or tax exemp- 
tions, and E. R. Bowen, the gen- 
eral secretary of that organization, 
says this: 

“...A co-operative economy of 
individual, co-operative and public 
ownership and control is the eco- 
nomic base of political democracy; 
it is the economic extension of the 
principles of liberty, equality and 
fraternity; it is evolution through 


190 


education; it will marry consump- 
tion with production and thus es- 
tablish a minimum of well-being 
for each member of society and in- 
crease the well-being of the whole 
of society... .” 

o 2.2 


“It stands to reason that we can- 
not have mass production without 
mass distribution. That is the essen- 
tial function of the hardware whole- 
saler. He doesn’t own his merchan- 
dise except for a few brief days or 
weeks as they pass through his 
hands. He owns no trade names 
to speak of. Some have their pri- 
vate brands but generally speak- 
ing the only thing that the whole- 
sale hardware house has to sell to 
the industry is the professional ser- 
vice as an economical and efficient 
wholesale distributor of merchan- 
dise. And he is just as indispensa- 
ble as any element in the produc- 
tion of merchandise. No merchan- 
dise has any consumer value until 
it reaches the point of consump- 
tion.” 

Henry J. Allison 
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And recently they have proposed 
that labor unions join and form a 
group of CIO stores throughout the 
country, and Walter P. Reuther, 
UAW-CIO president, in an address 
recently, said this: 

“Let it be understood that our 
job calls for both economic action 
and political action. We learn to 
pull together in the economic field 
. . . we will learn to act together 
at the ballot box.” 

And he told that his union is 
mobilizing its membership for a 
drive to organize co-ops in indus- 
trial communities all across the 
nation. 

Now if there are those of you 
who are still unconvinced that this 
thing is a fact, I would like to show 
you some of the firms that have 
been taken over by the co-operatives 
—fertilizer plants, oil and coal 
fields, electric companies — and 
there is a whole town that they took 
over, with a population in that 
town of 5000. They bought the en- 
tire physical equipment of an en- 
tire community. 

The wholesalers have not done so 
badly, according to the last figures 
I have. The National Tax Equality 
Association in trying to fight to 
get the tax eliminated received 
some $40,000 from the wholesalers 
toward the campaign to bring ade- 
quate education to the public. 

Our manufacturing friends I 
don’t believe have become as aware 
of this situation, because the last 
figures show they had received only 
some $12,000 from the manufac- 
turers. 


This thing is crucial and urgent. 
Every taxpayer is paying more 
taxes today because consumer co- 
ops that have grown up under 
idealistic tax legislation, have been 
able to get by through a form of 
tax exemption and subsidy that was 
never contemplated at all. 

But, to get back to the question, 
“Where Do We Go From Here?” 
The wholesalers are the connecting 
link between the manufacturer and 
the retailer, in getting goods to the 
consumer. We have got to be doing 
a better job in being that connect- 
ing link; in getting the sales ma- 
terial that the manufacturers pre- 
pare into the hands of the retail- 
ers, which is, after all, the only 
place it can do any good. 

A lot of wholesalers when they 
begin to think of their responsibil- 
ity to the dealer think they have 
to tell the dealer how to run his 
business. If you know how to run 
the business of the dealer, I guess 
it is all right But, generally speak- 
ing, I think the retail dealers know 
a lot more about running the re- 
tail business than we do. I think 
we have got a greater responsibil- 
ity to learn how to run wholesale 
stores more efficiently than we have 
to teach retailers how to retail. 


We Have a Responsibility 


We have got a responsibility to 
tell the public that the wholesale 
hardware dealer is not a middle- 
man. We are not sitting at the 
point of distribution between the 
manufacturer and the consumer, 
merely taking a tariff, adding thus 
to the cost of merchandise. The 
wholesale dealer holds his job only 
because he is doing his job better 
than anybody else can do it, and 
he or his house will live another 
150 years if he does just that, be- 
cause competition is as wide open 
in this country as it can be, and 
we as wholesalers have to hold our 
position solely from the standpoint 
of the efficiency we show on our 
job. 

We have a responsibility—that 
is, to do a better job than ever be- 
fore. I think efficiency is more 
important than the economics of 
distribution, because the point is 
to get the goods to the point where 
needed with the greatest degree of 
efficiency. But we have got to do 
it more economically than ever be- 
fore, to hold our position. And, 
because I believe the workman is 
worthy of his hire, I believe our 
job will be as permanent as it has 
ever been. 
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Editor’s Note: 

We submit the following table of values of manufactured hardware and affiliated 
lines, compiled by Oliver Brothers, Inc., for their clients and reproduced by us because 
of the valuable data given and which we know will be welcomed by our readers. 

This table of values applying to manufactured hardware will, we are sure prove 
to be a valuable supplement to the table of values of iron, steel, wire and metal materi- 
\ditor, Hardware Age. 

Comments: The prices shown in this table of manufactured hardware and affili- 
ated lines represent the price fluctuations over the period indicated, and we believe will 
be interesting to hardware merchants. Some manufacturers of special brands may 
have obtained prices different from those indicated. 

































































































































































































































































Col. No. 1 2 3 4 

Item | Dec. | March | July No 

No. | MATERIAL Unit 1913 | 1916 | i917 | 19 
1 | Steet railroad spikes, % x BY oecccccccccccccsccceesscssssesesecl  200Lb. | 1.60 | 1.35 | 5.00 | 8.5 

2 | Track bolts, square nut, 3 423%... imeioipnendssasae ean, Mateneteet mete | 2-28 1.70 7.00 4.9 

3 | Crow bars, 10 to 40 I... ssc cececesen shevands ee 100 Lb. ~| 1.90 | 1.65 | 6.60 | 7.6 

4 Striking hammers, Oregon pattern, 6 Ib... ei _ . han eee 2, and later, by the piece. 4.74 | 3.54 10.80 10.8 

6 | Railroad picks, 6 Ib. sdaAcniediahanizénesaiesubewnskodnaeic Doz. | 2.43 | 1.87 | 7.29 | 9.0 

6 | Machine bolts, Beeb cece cecececccccececceveveversvssseeed  200Pes. | 1.61 | 4.32 | 4.97 | 3.8 

7 | Hot pressed nuts, square, blank, ¥ in... ceusinsatauerebondt i TE gd 2.20 6.50 | 6.6 

8 | Iron turnbuckies, 1 in. . with stub <* 100 Pcs. —*| 27.80 | 26.34 | 67.20 | 57.2 

9 | Spring cotters, steel, 4 x1%....... — " Soocccveesesessseeel  1000Pes. | 0.44 | 0.41 | 0.96 | 1.0 

10 | Small black rivets, 4 x 1%, im kegs. ... snes witoinddeds ihe vf ~~: 100Lb,st—“‘<isé‘*Y:*SiSC*dYCik S| 
11 Upholsterers cut tacks, No. 4, ‘blued, eee | 100Lb.~—Sst—‘*Y#«CS&«CQO OC «C496 | 16.25 | 15.1 
12 | Wood screws, flat head, iron (new list prices July 1, 1941)-......... Per Cent Off List 0.926 | 0.9198| 0.784 | 0.7! 
13. | Shovels, plain back, No. 2, C grade................... * —— ‘ Doz 4.31 | 3.90 | 8.60 | 11.5: 
14 | Ball tip, loose pin, steel butts, 334 x 334, plated, No. M41F....... . 1 ‘Doz. Pr. ~—S||-0.90 ~+| 0.90 | 2.76 | 3.0 
15 | Wrought brass butts, 2 in. narrow................... cccseeeel GrossPr. =| 3.88 | 8.80 | 7.17 | 7.8: 
16 Stillson pattern wrenches, 10 in., wood handle. D. wyaihnwnidewecsied eile %- OF 4.87 4.75 9.00 10.0€ 
17 | Monkey wrenches, knife handle, 10 ivskcdtsptarcanadoncscers Doz. § | 4.32 | 4.32 | 10.49 | 11.66 
18 | Files, 10 in. flat bastard............... Doz 1.13 | 1.13 | 2.09 | 2.73 
19 | Carbon twist drills, 14 in., round straight shank, Jobbers Lengths ...|_ ‘Doz. ~—«|-0.86 | 0.79 | 1.42 | 1.46 
20° Chisels, plain handle and edge, i im, socizot Brmnee. .. onc enc cecs c~ yi! Doz. 1.97 1.97 4.01 4.70 
21 Cs Soldering « coppers, 3 Ib. base err Se ne eae eee Pre ‘al < Lb 0.201% 0.19 0.42 ¥ 0.48 
93 | Post-hole diggers, Eureka pattern...............................| Dow | 6.00 | 6.00 | 9.00 | 12.60 
- 23 7 Car movers, Badger wu adi anid : _ sural diaiaten'tuiales tee Doz 24.00 25.00 27 50 36.00 
4 Wire rope, cruc. cast steel, 6 strand, 19 wire, % in. diameter...... 100 Ft. s 4.72 4.41 11.90 11.66 
, 25 fede oun, -in. mesh, 19-gage wire, galvanized after woven . Roll of 600 Sq. Ft. 1.97 1.69 3.47 4.13 
36 | Wire screen cloth, 12 mesh, black, less than carload.............. 100 Sq. Ft. 1.10 | 0.90 | 1.75 | 1.96 
97 | Galvanized water pails, 10 qt., light pattern, less than carload.......| Gross | .... | 18.14 | 88.60 | 45.97 
98 | Buameled cast iron sinks, flat rim, 18x380........................ = Each | 1.80 | 1.80 | 3.35 | 4.45 
29 | Finished } brass compression bibbs, standard pattern, for I. P. §in...| Doz. 3.67 | 3.69 | 7.18 | 8.60 
~ 30 “Axes, unhandled, fi first quality standard grade, single bit, base..... “ Doz. 5.75 3.50 11.50 13.50 
31. | Plain tin wash basins, SS a a aa oa Gross 6.03 | 10.44 | 10.44 
“$8 | Circular epring balances, 90 Ib. x 08...... 5... ..cccccececceees ¥ Each mt 6.00 | 7.50 | 8.00 
; 33 ‘Lawn mowers, , cast iron, 14 in., ball- bearing, medium grade, 4 Blade Each ee 2.90 ‘| 3.60 | 5.00 

| 
Col. No. 1 2 3 + 

tee eee oo ee Enis eee ae oe eee 
yy AR Aye on eter te 100 1000 0 renee: Deane a ee 


@ Ceiling prices established by Government Price Administrator in 1941; 
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: 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 
arch | Joly | Tos | dose | ‘aeas | tone | toss | toad | 1996 | 1926 | ioa8 | 1999 | ‘aess | 405 | dost | i986 
36 | 6.00 | 3.90 | 3.60 | 2.10 | 2.80 | 3.15 | 2.80 | 2.80 | 2.90 | 2.80 | 2.80 | 2.16 | 2.40 | 2.40 | 2.40 
70 | 7.00 | 4.90 | 6.60. | 3.00 | 4.06 | 4.00 | 3.75 | 4.00 | 4.265 | 3.81 | 3.81 | 2.86 | 3.41 “| 3.81 | 3.81 
65 | 6.50 | 7.60 | 6.25 | 4.50 | 4.75 | 6.76 | 6.26 | 6.76 | 5.26 | 6.89 | 6.89 | 6.89 | 6.00 | 6.00 | 6.00 
64 | 10.80 | 10.80 | 9.23 | 6.41 | 7.29 | 8.76 | 8.10 | 8.75 | 8.10 | 0.70 | 0.70 | 0.70 | 0.68 | 0.68 | 0.68 
87 | 7.29 | 9.00 | 7.69 | 4.86 | 56.40 | 6.20 | 5.71 | 6.10 | 6.00 | 5.70 | 5.70 | 5.70 | 6.70 | 6.70 | 6.70 
32 | 4.97 | 3.83 | 4.05 | 1.68 | 2.81 | 2.43 | 3.04 | 3.04 | 3.04 | 3.33 | 3.33 | 2.49 | 3.00 | 2.70 | 2.86 
20 | 6.60 | 6.60 | 6.60 | 3.25 | 5.10 | 6.20 | 4.95 | 4.95 | 4.95 | 0.665 | 0.655 | 0.41 | 0.60 | 0.45 | 0.476 
34 | 67.20 | 67.20 | 61.60 | 39.60 | 48.40 | 39.80 | 41.80 | 49.60 | 65.00 | 56.00 | 55.00 | 39.60 | 55.00 | 65.00 | 55.00 
41 | 0.96 | 1.02 | 0.78 | 0.62 | 0.65 | 1.06 | 0.68 | 0.76 | 0.75 | 0.78 | 0.78 | 0.78 | 0.78 | 0.80 | 0.80 
40 | 8.21 | 7.20 | 7.20 | 3.70 | 5.44 | 6.10 | 4.36 | 4.10 | 4.10 | 4.32 | 4.32 | 3.90 | 4.10 | 4.66 | 4.66 
96. | 16.25 | 15.10 | 17.16 | 11.75 | 12.76 | 12.40 | 14.30 | 14.65 | 11.255 | 11.33 | 9.91 | 6.45 | 8.10 | 8.97 | 7.16 | 
9198 | 0.784 | 0.784 | 0.82 | 0.8847| 0.8577 | 0.8336] 0.835 | 0.87 | 0.8819 | 0.645625] 0.6288] 0.8108 | 0.67949| 0.72631] 0.7494 
00 | 8.60 | 11.51 | 10.90 | 9.90 | 7.41 | 9.16 | 9.16 | 8.47 | 8.47 | 8.28 | 6.62 | 7.45 | 7.46 | 8.75 | 8.75 
9 | 2.76 | 3.00 | 3.60 | 2.40 | 2.40 | 2.76 | 2.67 | 2.16 | 1.62 | 1.97 | 1.62 | 1.51 | 1.81 | 2.00 | 2.00 — 
3 | 7.17 | 7.81 | 7.02 | 6.49 | 6.33 | 7.20 | 7.20 | 7.20 | 7.20 | 7.20 | 7.20 | 5.94 | 6.48 | 6.48 | 6.48 | 
75 | 9.00 | 10.00 | 10.00 | 8.78 | 8.78 | 9.00 | 7.60 | 7.60 | 7.60 | 4.86 | 6.13 | 3.25 | 4.68 | 3.92 | 3.92 _ 
2 | 10.49 | 11.66 | 11.88 | 7.13 | 7.12 | 9.62 | 9.62 | 9.62 | 9.62 | 9.62 | 9.14 | 5.94 | 6.94 | 6.93 | 6.93 
i3 | 2.09 | 2.73 | 2.39 | 1.70 | 1.89 | 1.75 | 1.89 | 1.89 | 1.89 | 1.69 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 
9 | 1.42 | 1.46 | 1.39 | 1.08 | 0.783 | 0.97 | 1.11 | 1.11 | 1.112 | a.aa | 2.21 | 1.21 | 2.21 | 1.23 | 1.28 
7 | 4.01 | 4.70 | 6.35 | 6.49 | 5.49 | 56.35 | 5.35 | 5.34 | 5.34 | 5.35 | 6.35 | 5.35 | 6.95 | 5.36 | 5.35 
9 | 0.42 | 0.48 | 0.29 | 0.18%] 0.19%4| 0.19 | 0.21%] 0.21 | 0.203, | 0.23%] 0.26%] 0.12%] 0.16 | 0.16%] .16 
0 | 9.00 | 12.60 | 13.00 | 10.00 | 10.00 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.26 | 11.25 
0 | 27.60 | 36.00 | 34.80 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 
1 |11.90 | 11.6 | 9.28 | 7.81 | 7.81 | 8.62 | 8.62 | 8.62 | 8.62 | 8.62 | 8.62 | 9.71 | 9.71 | 8.81 | 8.81 _ 
o | 3.47 | 4.139 | 4.13 | 3.61 | 3.61 | 3.76 | 3.63 | 3.33 | 3.08 | 3.19 | 3.01 | 2.48 | 2.48 | 2.09 | 2.92 
o | 1.75 | 1.95 | 2.06 | 1.80 | 1.80 | 1.96 | 1.80 | 1.70 ! 2.60 | 1.71 | 1.42 | 1.36 | 1.44 | 1.99 | 1.82 
4 |33.60 | 45.97 | 40.32 | 22.98 | 22.98 | 24.19 | 26.63 | 26.88 | 24.84 | 23.04 | 24.12 | 18.12 | 21.87 | 20.28 | 21.87 
o | 3.35 | 4.46 | 4.65 | 3.88 | 3.86 | 4.06 | 4.06 | 4.05 | 4.05 | 4.05 | 4.15 | 2.35 | 3.65 | 3.02 | 3.16 
9 | 7.18 | 8.60 | 9.68 | 6.67 | 6.30 | 6.80 | 6.98 | 65.98 | 6.30 | 6.99 | 5.35 | 6.26 | 6.75 | 6.60 | 6.81 
0 | 41.60 | 13.60 | 14.60 | 12.00 | 11.00 | 10.76 | 12.00 | 10.60 | 12.00 | 13.00 |13.00 | 9.60 | 8.80 | 9.60 | 9.60 — 
3 | 10.44 | 10.44 | 17.16 | 13.90 | 13.90 | 13.90 | 13.21 | 18.21 | 12.20 | 12.20 | 9.72 | 9.60 | 9.24 | 9.04 | 9.84 | 
0 | 7.50 | 8.00 | 9.00 | 7.60 | 7.60 | 7.69%4| 7.6934| 7.6914| 7.6914| 7.6914| 7.6914| 6.50 | 6.60 | 6.60 | 6.50 | 
0 | 3.60 | 6.00 | 5.60 | 6.40 | 6.40 | 7.00 | 6.40 | 6.40 | 6.40 | 6.00 | 6.50 | 3.75 | 3.60 | 4.10 | 3.60 
| | | 
ess 4 5 6 7 5 9 10 li 12 13 14 15 16 17 18 
A Price ceiling, March, 1942 


P.A. 
o 


“ 


generally discontinued as of March, 1942. 


Manufacture of finished all brass bibbs was discontinued on March 17, 1942. 


In many cases this was automatic by fixing price ceilings at selling price in effect 


in other instances by specific O.P.A. ruling. 
¥%” figures show lower price because of greater 
2 


> 


of July 31, 1942. 


Resisting finish. 


A 5 per cent 


[j Later advance allowed by O.P.A. 
In Feb., 1942, excepting for defense housing, manufacture of enameled § 
T 


increase was allowed. 





heir manufactur 


Age 


ity 17, N. Y. 


FACTURED HARDWARE 
MBER 30, 1946 


October 24, 1946 
prk and Chicago, U. S. A. 





25 

14.00 

48.00@ 

9.27 

3.12 
1.50 1.53 aie | 
40 26.40 | 34.20 | 34.200 
15 3.27 | 4.76 | 6.350 
.06 5.02 6.27 | 8S | hte | 
.00 | 12.00 i= 12.75 | 12.76@ | 
“9.04 | 9.84 | 9.84 92 | 10.92 | 9.396 | 9.48 | 9.480 


[6.60 | 6.60 | 6. | 6.00 | 6.00 | 6.00 | 6.00 | 6.000 | 


| 3.60 | 4.0 | 3.60 | 38. / 4.30 | 3.86 | 3.86 | 4.60 | 4.360 | 


| 





15 16 17 22 23 24 
@ Denotes ceiling price. 


@ Discontinued temporarily b 


se housing, manufacture of enameled sinks was ordered stopped as . 
rease was allowed. Their manufacture has been resumed in Acid @© Wood handle permanently 





Compiler’s Note: 

We have reduced lists and discounts to unit prices or unit quantity prices as the case may be, and in 
doing this we have taken into consideration the fact that the list prices on some items have been changed 
from time to time and the net prices shown are based upon the lists and discounts in effect on the dates 
given. The figures opposite the subject Wood Screws represent the discounts reduced to a unit percentage. 
The prices shown represent what would be recognized as a reasonable wholesale price allowed by the 
manufacturer to the wholesale merchant (the jobber). 

The lowest average prices will be found in colamn under “March, 1915,” although lower prices on some 
commodities are to be found in other columns. 

The highest prices are to be found distributed between July, 1917, and September, 1920. Many of the 
highest prices were put into effect after the war had ended, during 1918, 1919 and 1920. 

During 1942 and 1943 a number of these items were greatly reduced in range of sizes and grades 
permissible but this does not necessarily affect the prices. Some of the itéms shown here were, of course, 
available only on priority ratings in effect at time of purchase. 


OLIVER BROTHERS, Inc. 













































































































































































































































































23 24 25 26 27 28 New York-Chicago 
— 
Dec. Sept. Sept. Sept. | Dec. 31 | Sept. 30 | Item 
1941 1942 19438 | 1944 | 1945 | 1946 MATERIAL No. 
| 8.000 | 3.000 | 3.000 | 3.00@ | 3.250 | 3.650 | Sidentuiee Ghee... ssc. 2. .eceecacd ee 
4.75@ | 4.75@ | 4.75@ | 4.75@ | 4.75@ | 5.00 | Track bolts, square nut, %x334............0..0... Rea AE ae 
7.67 | 1.67@ | 7.67@ | 7.67@ | 7.67@ | 7.67 | Crowbars,10to40lb.......................... CENTRE. EC 
| 0.70 | 0.70@ | 0.70@ | 0.70@ | 0.70@| .77 | Striking hammers, Oregon pattern,6Ib............ .............) 4 
| 7.68 | 7.68@ | 7.58@ | 7.68@ | 7.58@ | 8.93 | Railroad picks,6Ib...................... PETAR TIG o 
3.29 | 3.29@ | 3.290 | 3.290 | 3.29@ | ,32%s!, | Machine bolts, 5424...............0000cccecsssessesees RS io 
0.57 0.57@ 0.57@ 0.57@ 0.57e ge Hot pressed nuts, square, blank, )4 in... a ceeeees ees ee bs 
60.50 60.50@ | 60.50@ | 60.50@ | 60.50@ | 66.00 @ | Iron turnbuckles, 1 in. with stub ends............................ 8 
| 1.05 1.05@ 1.05@ 1.05@ 1.060 1.37 @ | Spring cotters, steel, 34 x1144................. ccc eee Ja atte % 9 
5.32 | 6.06@ | 5.04@ | 5.04@ | 5.040 | 5% plus, | Small black rivets, 34 x13, in kege............. eee eeeeeeeeceees 10 
10.55 10.55@ | 10.55@ | 10.55@ | 10.55@ | 14.00@ | Upholsterers cut tacks, No. 4, blued, in bulk*..................... 11 
0.6337 | 0.6337@| 0.6337@ |0.6337@ 0.6337@ 0.6337 plus Wood screws, flat head, iron (new list prices July 1, 1941).......... 12 
10.25 | 10.26@ | 10.26@ | 10.25@ | 10.25@ | ,1925slu, | Shovels, plain back, No. 2, C grade.............00..eeec cece 13 
2.365 2.356 2.12@ 2.23@ 2.45@ 2.98 @ | Ball tip, loose pin, steel butts, 334 x 34, plated, No. 241F.......... 14 
5.83 5.838@ | 5.88@ | 5.88@ “6.41@ fata, Wrought brass butts, 2 in. narrow...................... aes BS et Ss 
6.80 6.80@ 6.80@ 6.80@ 6.16@ | 7.86 © @| Stillson pattern wrenches, 10 in., wood handleo.................. 16 
10.90 11.00@ | 11.00@ | 11.00 11.00@ 12.52 © @| Monkey wrenches, knife handle, 10 in....................... aye 17 
2.36 | 2.360 | 2.36@ | 2.86@ | 2.36@ | 2.76 | Files, 10in. flat bastard... 02. 0........ceceeccccececeeeseseee.{ 18 
1.43 1.43¢@ 1.430. 1.43@ “1.43¢ 1.68 @ | Carbon twist drills, 14 in., round straight shank, Jobbers Lengths * 19 ei 
6.27 6.27@ 6.276  6.27e 6 276 iz tig Chisels, plain handle and edge, 1 in. socket firmer............ on 90 ie 
25 .26@ .25@ .25@ i 250 : 133 ete ee II PO TI 550. 'g er ocaid nays ais oi 0:6 s:0:0:4)6 8 Gd deel 21 
"44.00 | 14.00@ | 14.00@ | 14.000 | 14.00@ | 15.40@ | Post-hole diggers, Eureka pattern.......... 02. ....eceeee cess. | 99 
48.00@ | 48.00@ 48.00@ 48.00@ 48.00@ 60.00 ; Car I sia cioy-5 Sec Ricsd ng osc enc eid Dee een aes fetta p 23 
9.27 9.27@ . 2 9.27@ 9.40 e Wire rope, cruc. cast steel, 6 strand, 19 wire, 5 in. diameter....... i ae 
3.12 3.12@ | 3.12@ | 3.12@ 3.12@ 3.192 @ Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven . 25 
1.63 aie 1.5712@ |1.5712@ 1.57 “ue 1 8@ Wire screen cloth, 12 mesh, black, less than carload............... 26 2 
34.20 | 34.20@ | 34.20@ | 34.20@ | 34.20@ | 40.20@ | Galvanized water pails, 10 qt., light pattern, less than carload.......| 27 
4.76 5.350 s ry ear hm 5.95 @@ Enameled cast iron sinks, flat rim, 18 x 30........................ 28 
iitme | 404Re | 228 e s 24 in, 9.398 Finished brass compression bibbs, standard pattern, for I. P. %in...| 29 
12.75 12.76@ | 12.75@ | 12.75@ 12.756@ 2B 75 ¢ e Axes, unhandled, first quality standard grade, single bit, base....... 30 
9.48@ | 9.48@ | * . e @ | Plain tin wash basins, 13 in., stampedt....................--. +++ | 31 
6.00 6.00e [ 6.00@ | 6.00@ | “6.008 | 6 0@ | Circular spring balances, 30 Ib. x0z..............-. 0000s seeeeeee: $2 
4.60 4.35@ | 4 ¥ s | = Lawn mowers, cast iron, 14 in., ball-bearing, medium grade, 4 Blade 33 
™ 23 24 25 26 27 28 


tes ceiling price. 
yntinued temporarily by order of WPB. 
i handle permanently discontinued, steel handles only. 








..tew French style 


FRY PANS 
by REYNOLDS 


HIS HANDSOME MODERN FRY PAN is just one of a dozen 
new best-sellers that have joined the fast-growing 
Reynolds Lifetime Heavy Aluminum Utensil family. 


Nesting saucepans with or without covers... covered sauce- 
pots with easy-to-lift handles ... pudding pans... fry pans... 
and a chicken fryer, double boiler and cooky sheet added for 
good measure. Lots of different sizes to meet every housewife’s 

Fry pans: 7”, 8”, 9”, 10” bakelite handles. Smooth, needs. All in beautifully matched design . . . styled for beauty, 


rounded sides permit pan-browned foods to be oy: 
‘ I ar utility and long wear. 
slipped onto the plate with the ease of the pro- 


pavtonal chef. Each utensil is made of extra-hard, heavy-gauge, stamped 
Reynolds Lifetime Aluminum. Many have plastic handles for 
cool safe handling. All are Reynolds-designed for steady uni- 
form heat distribution, and quality-controlled throughout 
production from the mine to the finished product. 





SOCCER SHEESH EES HEHEHE HEHEHE EEEE 


OTHER REYNOLDS LIFETIME LEADERS: 


Nesting saucepans: 1 Double boiler 


qt, IV, qt., 2 qt 3 Straight-side covered 
qt. with or without sauce pans: 2 qt., 3 qt. 


covers For further information on the Reynolds LIFETIME Heavy 


Aluminum Line and the nationally advertised Reynolds 
LIFETIME Triple-Thick Line, write Reynolds Metals Com- 
pany, Housewares Division, 2008 South Ninth Street, Louis- 
ville 1, Kentucky. 


i Fry pans: 7” and 10” 
Covered saucepots: 4 


qt., 6 qt., 8 qt. 10 qt. 
Pudding pans: 1% 
qt., 2 qt.,3 qt Cafeteria tray 


Bake storage pan 


Cooky sheet 


AND MORE ON THE WAY! 


Pee eee eeeeeeeeeeeeeese eeteseesee 


SOC SeSeHEHEEE HEE EEE HEHEHE EEE EEE EOE EE 


1145-B 


e — 
REYNOLDS Wetmumne HEAVY ALUMINUM UTENSUS 


OCTOBER 24, 1946 








































Where Do 
We Go 
From Here? 





i HE officers of the 


American Hardware Manufactur- 
ers Association, and the National 
Wholesale Hardware Association, 
are to be commended for providing 
this opportunity for the three 
branches of the hardware industry 
to state their respective points of 
view at this crucial time in our 
history. This is always desirable 
in the interest of common under- 
standing, but at a time when our 
industry is still struggling under 
handicaps hanging over from war- 
time, and when there is still so 
much of unsettlement and uncer- 
tainty in the business picture, such 
an interchange is of specia] im- 
portance. 

In order to face intelligently the 
question, “Where Do We Go From 
Here?” we need first to know pre- 
cisely where we are now. 

During the years when our na- 
tion was working all out to win the 





By EARL DEAN 





The Dealer's 


] Rpetarinebrescco price and promotion are the three 
essentials which the independent system must 
develop and depend upon in winning and holding 
public preference, says Mr. Dean. The proper de- 
velopment of these essentials depends, in large 
measure, upon the close co-ordination of all three 
branches of the hardware business. 


York, Neb. 
President, 


National Retail 
Hardware Association 


war, and since the war, as it has 
tried to work its way back into the 
paths of peace, our hardware trade 
has performed an important task 
in sustaining the domestic economy. 
We have had to spread meager sup- 
plies of essential articles among 
the households, farms and factories 
of our land, and to maintain exist- 
ing appliances and equipment so as 
to keep them serviceable until re- 
placements were’again available. 
In doing this, we retailers and 
our suppliers have worked together 
more closely than ever before. I 
am sure that this has given us a 
greater appreciation of each other 
which, if retained, will be helpful 
to all of us in the days ahead. 
Total lack of many lines, and 
long continued shortages in others, 
have created a marketing condition 
in which it has been necessary for 


_ a = 


At the Wednesday 
Joint Session 


“No mass merchandiser’s plant equals our capacity to distribute goods. Our 
hardware wholesaler-retailer combination has warehouses and retail outlets suit- 
ably located throughout the length and breadth of the land.” 


Viewpoint 





















us as retailers merely to find the 
goods and let our customers take 
them from us. 

Our sales have been limited only 
by the amount of merchandise we 
have been able to bring into our 
stores. Promotion and salesman- 
ship have lapsed to a low level. In 
spite of ourselves, the seller’s mar- 
ket has given us a volume beyond 
anything previously experienced. 

In this situation, many of us for 
the first time have learned the ad- 
vantage of volume as a profit pro- 
ducer—an advantage which our 
manufacturing friends particularly 
have understood and appreciated 
always. 

While we have lolled in the lush 
profits of the past few years, we 
have been well aware that it was a 
prosperity produced by war, and 
that sooner or later we must re- 
turn to the realities of competition. 
Therefore, while there was still 
time to study the subject ob- 
jectively, we have done so. We 
have tried to analyze and antici- 
pate the time to come when the 
seller’s market is only a memory, 
and merchandising is again a con- 









HARDWARE AGE 


















SLAYMAKER 


LOCK COMPANY Sas tal 0 LANCASTER, PA. 


ALL-PURPOSE PADLOCKS 


a> 


No. 800 
Size 12” 
Pin Tumbler 
One Piece 
Polished 
Seamless 
Lamak Case, 
Rust Proof 
Coined Keys 
Wot. 434 Ib. Dz. 


No. 900 
Size 1%” 
Pin Tumbler 


One Piece 
Polished 


NUN Seamless 


: Eien . / Zamak Case, 
oe 


Rust Proof 
Coined Keys 
We 6 642 Ib. Dz. 


Nes. 800 & 900 
Individually Boxed 


Packed One Dozen 
in Atlractive 
Metal Edge 
Display 








Rust Proof 
Coined Keys 


Wot. 
7% Ib. Dz. 


No. 1580 
Size Ps” 
Disc Tumbler 
Polished 
Cast Brass 
Coined Keys 


Wot. 
5% Ib. Dz. 





No. 2950 Size 1 ¥,” 
Heavy Brass Case 
Warded Wot. 5 Ib. Dz. 


We. 25AP Size 154” 
Laminated Steel Case 
Mm Warded Wot. 3 Ib. Dz. 
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Wo. KT701BF Size 142” 
Polished Case Coined Keys 
Disc Tumbler Wat. 3%, LS Dz. 
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Wo. 453 Size 1%” 
Clock Dial Combination Lock 
Wat. 3% Ib. Doz. 


Wo. 277 Size 156” 
Polished Cast Case 
Warded Wot.3% tb. Dz. 
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Wo. 4079 Size 1%” Heavy Pressed 
Steel Case Warded Wot. 31 Ib. Dz. 
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Rg No. 2525 Size 1%” 

Wo. 175 Size 1%” 

+ Steel Capped Case gat 
larded Wot. 2% Ib. Dz. | 


soe ee 


Wot. 2% Ib. Dz. 
| Wo. 2525¢ with 6” Chain 


Cast Brass 1 Master Key Dz. aS 
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Spach ” 
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Wo. BASO Assortment of best 
50¢ Sellers Wot. 5 Ib. Dz. 
No. BA300 Assortment of bes! 
25¢ Sellers Wot. 3'/2 Ib. Dz. 
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Wo. 582 Size 1%” 
Rustless Alloy Case 
Warded Wot. 1 Ib. Dz. 
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COLORFUL 
ATTRACTIVE 


#30 





WOOD CHISEL 





DISPLAY 





1 doz. each of 2", %", and 1" 
per display 


POPULAR 25c. RETAILER! 
GOOD VALUE! 


@ hardened, tempered alloy tool steel 
@ beveled edges, excellent cutting 

@ hardwood handles 

@ heavy steel ferrule 


SEE YOUR JOBBER 


great neck lines 
hack saw blades— 
molybdenum 
tungsten 
gh speed 
keyhole saw blades & handles 
wood chisels & screw drivers 
(plastic or wood handles) 


GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 
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test in which only the worthy will 
win the prize of profit, and we have 
taken positive steps to strengthen 


| our position in the field of dis- 


| tribution. 


I am convinced that the coming 
contest will call for a better job of 
merchandising and more economi- 
cal operation than anything we 


| have done in the past—if we are 





to hold the hardware business in 
the hardware trade. 

Prewar inroads upon hard lines 
by the mass merchandisers are 
mere preludes of what will come 
unless our independent system— 
manufacturer to wholesaler to re- 
tailer—prepares for the fray with 


| the best of all defenses—a strong 


offense. 
I am equally convinced that our 


| independent system has the ca- 


pacity to meet and master any 
situation with which it may be con- 


| fronted. 


No mass merchandiser’s plant 
equals our capacity to distribute 
Our hardware wholesaler- 
retailer combination has ware- 
houses and retail outlets suitably 
located throughout the length and 
breadth of the land. 

We are set up to bring within 
easy reach of every householder, 
farm, factory, institution or other 
user, anything that is made for all 
these consumers by the factories. 

And our postwar plant will be as 
far superior to our prewar plant as 
any improved and modernized 
manufacturing plant. 

In the field of independent hard- 
ware distribution, reconversion is 
taking place at a pace limited only 
by building restrictions and the 
availability of materials, equipment 
and labor necessary for physical re- 


’ 





EDMUND ORGILL 
Orgill Bros. & Co. 









“The store that is consistently ahead 
with new things, keeps customers 
coming back again and again, and 


establishes itself first in their 
thoughts when they think of buy- 
ing. The store that's always last 
with new things is apt to be thought 
of last.” 

—Earl Dean 


0 0 oO 


construction, expansion and mod- 
ernization. 

New or remodeled stores, many 
of them larger than prewar and all 
of them incorporating most pro- 
gressive ideas of arrangement, 
fixture design, lighting and fronts, 
are replacing with the modes of to- 
morrow the hardware stores of 
yesterday, which often were nar- 
row and not too well arranged, dis- 
played or. lighted. 


Improvement Going On 


We note with interest a cor- 
responding improvement going on 
in many wholesale hardware estab- 
lishments. So, we look forward to 
the future with confidence. When 
merchandise scarcities are past and 
we are again engaged in full com- 
petition, independent hardware dis- 
tribution, with its improved and 
modernized warehouses and retail 
outlets, will be prepared to move 
goods from factory to user faster 
and at lower cost than ever before. 

Whether or not consumers accept 
the facilities of our independent 
system, or turn to the service of 
some competing method depends 
upon whether or not we use our 
facilities in a manner to merit 
their patronage. For my part, I 
am sure that we can win and hold 
the public preference, but to do it, 





Cc. E. MALOY, JR. 
The H. C. Prutzman Co., 


Inc. 
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three things will be necessary, 
namely PROMPTNESS—PRICE— 
PROMOTION. 

For a few minutes let’s consider 
these three points: 


No. 1—Promptness 


In the fast and constantly ac- 
celerating tempo in which we live, 
speed marks every activity and the 
merchandising pace tomorrow will 
be swifter than it has ever been. 
Timeliness in providing desired 
goods will be more a factor than 
ever before. 
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“I believe that. quality and service 
considered, the independent hard- 
ware system can and does deliver 
as much or more to the consumer for 
his money than any mass merchan- 
diser and that the ‘loss leadering’ 
and other footballing of brand name 
items by such merchandisers, is 
false and misleading as a represen- 
tation of their values generally.” 
—Earl Dean 


Oo Oo 
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suited to the different seasons and 
uses, a hardware store’s merchan- 


dising program naturally becomes | 


a constant procession which should 
be according to a schedule. Proper 
merchandising means, among other 
things, getting to the consumer 
early and not overstaying the sea- 
son. The smart merchandiser is on 
his way to exploiting the next sea- 
son as soon’ as a current season has 
passed its peak. 

But too often the hardware store 
gets its goods out only after the 
more alert, aggressive competitor 
has taken the cream of the market. 
Then, having started late, it holds 
on until after the selling season is 
past. The result is lost sales and 
often a carryover of a considerable 
amount of seasonal inventory. 

Of equal or greater concern to us 
hardware dealers is the offering of 
new merchandise. New and im- 
proved items coming from the pro- 
ducing centers are used by live re- 
tail stores to excite consumer curi- 
osity, intrigue their interest and 
loosen their purse strings. 

The store that is consistently 
ahead with new things, keeps cus- 
tomers coming back again and 
again, and establishes itself first 
in their thoughts when they think 
of buying. The store that’s always 
last with new things is apt to be 
thought of last. 

We hardware dealers would like 
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With its great variety of goods, | 





























LEVELAND 
[HAIN 


WELDED AND WELDLESS 
FOR EVERY PURPOSE 
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@ High grade welded and weldless 
Cleveland Chain merchandise has been 
a profitable seller in hardware stores for 
generations. Its fine uniform quality 
never varies. That is why it enjoys 
such widespread preference . . . why 
it can build future business for you. 























REEL SALESMAN 
DISPLAY STAND 


Tested merchandiser for a large 
assortment of welded and weld- 
less chain. Holds four full reels 
of chain or equivalent in one- 
half or one-third reels. Finish, 
red baked enamel. Available 
with any one of nine assortments 
of Cleveland Chain. 


SALES MASTER 
A larger display stand hold- 
ing six full reels of chain 
and having compartments in 
the base for storing and mer- 
chandising heaver types of 
chain such as Proof Coil. 


AVAILABLE THROUGH LEADING HARDWARE JOBBERS 


The Cleveland Chain & Yl. Co. 
Cleveland, 5 Ohio 








































to be in the first class—those that 
are thought of first. 

That promptness, which will ac- 
complish the necessary perform- 
ance standard for the independent 
hardware trade, calls for close 
working together by all three 
branches. 

Manufacturers must recognize 
the hardware wholesalers and hard- 
ware retailers as a merchandising 
team, willing and capable of ef- 
fectively exploiting seasonal items 
and new goods. 

Wholesalers and retailers must 
be alert to recognize merchandising 
possibilities of new goods, and 
demonstrate the know-how to pro- 
mote and deliver them to the pub- 
lic as promptly as any other 
method of distribution. 

In the fast moving years ahead, 
the old-fashioned policy of waiting 
till a new product has gained ac- 
ceptance in the market before 
stocking it, will mean gleaning the 
field after the reapers have passed. 
We must learn to get in when the 
market is good and get out when 
it’s gone—or stay out. 


No. 2—Price 


There is no sound reason why 
Mr. or Mrs. Consumer should pay 
a hardware dealer a single cent 
more for any article than a syndi- 
cate store in the same town is ask- 
ing for the same item. 

From their beginning, the mass 
merchandisers have made their ap- 
peal on price. To validate their 
claims at the bar of public favor. 
they have sought always to price 
identifiable items at less than in- 
dependent outlets. The more 
gullible members of society have 
accepted as a fact, the assertion 
that syndicates sell for less. 
Through the war we have seen this 
fallacious belief fostered and fur- 
thered by the OPA in classifying 
chain stores as the nation’s “class 
one sellers,” and prescribing price 
ticketing which has branded inde- 
pendent dealers as being higher 
priced. 

I believe that the method of dis- 
tribution, which by reason of effi- 
cient and economical operation, de- 
livers to the consumer the most for 
his money, is entitled to the con- 
sumer’s patronage. 

I also believe that, quality and 
service considered, the independent 
hardware system can and does de- 
liver as much or more to the con- 
sumer for his money than any mass 
merchandiser and that the “loss 
leadering” and other footballing of 


200 


brand name items by such mer- 
chandisers, is false and misleading 
as a representation of their values 
generally. 


“Properly co-ordinated, the indepen- 
dent system with its thousands of 
outlets, blanketing the nation more 
completely than any syndicate or- 
ganization, has the capacity to 
reach and serve greater multitudes 
of consumers and to move merchan- 
dise in greater volume than any 


competitor.” 
—Ear! Dean 


In the battle ahead, to prove our 
prices right, we must have the com- 
pletely coordinated efforts of all 
three branches — manufacturers, 
wholesalers and retailers. 

Manufacturers of brand name 
goods must be right on price as 
well as quality, so as to merit 
patronage on the basis of compara- 
tive value. Then, they must re- 
lentlessly guard their own good 
names and at the same time safe- 
guard the reputation of their main 
line of distribution—the inde- 
pendent wholesaler-retailer chan- 


nel—by preventing the appearance 
of brand name goods in any outlet 


at deceptive prices. If necessary, 
retail prices of brand name items 
should be Fair Traded to end trade 
price cutting. 

On the other hand, it is the clear 
responsibility of wholesalers and 
retailers to control their costs so 
well that they can profitably handle 
any and all types of merchandise 
through the independent channel 
from factory door to consumer 


within a spread no greater than 
that required by competing 
methods. 

Remembering the war-learned 
lesson of profit through volume, we 
retailers and wholesalers must 
learn how to price goods to build 
store traffic and volume. This calls 
for close, constant study of the 
market for merchandise with pro- 
motional possibilities, and the use 
of variable rather than uniform 
mark-up. 

Development of pricing  tech- 
niques and the selection of mer- 
chandise for traffic and volume 
building, is an endeavor in which 
again the hardware wholesaler- 
retailer team must deserve and re- 
ceive the recognition and co-opera- 
tion of manufacturers. I believe 
that in the competitive era ahead, 
you manufacturers will appreciate 
and utilize the merchandising 
power of those wholesalers and re- 
tailers, who show the will and ca- 
pacity to acquire and apply these 
techniques. 


No. 3—Promotion 


Promptness in having wanted or 
desirable goods, and the right price, 
will make little progress unless led 
by proper promotion. In this one 
respect our independent system has 
never compared favorably with our 
syndicate competitors. This one 
weakness of our system has given 
our opponents their greatest op- 
portunity, and they have spared no 
expense in buying the best talent, 
and in the use of printers’ ink, and 
radio time, to forge forward in 
the area where we are most vulner- 
able. 


Proper promotion consists of 


RETIRING A.H.M.A. EXECUTIVE COMMITTEE 


FRANK L. CAMPBELL 
Fayette R. Plumb, Inc. 


M. A. COE 
Stanley Tools 


E. N. GOSSELIN 
Phoenix Mig. Co. 
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Here is the REPORT On Your FIRST 


NATIONAL 
Hardware Show 


Held In The GRAND CENTRAL PALACE, New York, Sept. 16th to 2lst 


EXHIBITORS 
SAID: 


“I returned to Los Angeles this morning 
and virtually one of the first letters | 
am writing is this one to you to let you 
know what a success the National Hard- 
ware Show proved to be as far as we 
were concerned. . . . Because of its loca- 
tion as well as the way in which the 
show was undertaken, I personally am 
of the opinion that it is destined to be- 
come THE show of the year. While 
we did not go to New York with the 
idea in mind of accepting orders, the 
business we wrote was far in excess of 
any amount we might have previously 
felt possible. More important, however, 
it was the one means of effectively com- 
ing in contact with the bulk of our cus- 
tomers in the Eastern area. I hope that 
we will have the privilege of being in 
the show next year.” 

—Los Angeles, Calif. 
“We wish to take this opportunity to 
express our sincere appreciation for the 
splendid manner in which you and your 
associates have conducted their recent 
National Hardware Show. We are in- 
deed well pleased with the volume of 
business secured at this Show and with 
the fine contacts made with numerous 
attending buyers. We wish to extend 
our application herewith for a suitable 
exhibit space at your next National 
Hardware Show, wherever and whenever 
it may be held.” 

Detroit, Mich. 
“Now that the National Hardware Show 
has run its course, we are prompted to 
put into writing the fact that we, as 
exhibitors, were very much pleased with 
the manner in which this show was con- 
ducted. Of all the many National and 
local trade shows in which we have 
exhibited, we feel that the advertising, 
the publicity, and the general manage- 
ment of your show was by far the best 
of them all. We hope to be privileged 
by exhibiting at your future shows.” 
New York, N. Y 

“We were greatly surprised on the turn- 
out at the National Hardware Show on 
September 16th. Our distributors and 
dealers came in to see us from all over 
the country. . . . as well as from several 
foreign countries. Put our reservations 
in for two booths in approximately the 
same location for your show next year.” 


—Chicago, Jil. 








SHOW 
STATISTICS 





Total Attendance 41,000 
Registration 20,000 
Pre-Registration 8,000 
Number of Exhibitors 384 


GEOGRAPHICAL DIS- 
TRIBUTION OF BUYERS 
Forty-six different states, 
and Canada, Venezuela, 
Argentina, Colombia. 
Brazil, Chile, Equador, 
Mexico, P. . Haiti, 
Cuba, Australia, India, 
England, France, Belgium, 
Holland, South Africa, 
Soviet Union, Sweden, 
Switzerland, China. 























“Just a line to tell you that our entire 
organization is extremely pleased with 
the results of your New York Show. 
. . . We will be looking forward to re- 
ceiving a contract for the 1947 Show at 
Grand Central Palace.” 

—Lancaster, Pa. 
“We wish to inform you that we had a 
very successful exhibit at the National 
Hardware Show September 16th through 
the 2lst and the orders were gratifying. 
We would like to have about one dozen 
booths reserved for us at the next 


Hardware Show.” 
—New York, N. Y. 


“IT wish to compliment you on the fine 
way in which the recent National Hard- 
ware Show was handled. . . . It cer- 
tainly gave us an opportunity to meet 
the right people in the trade. I am 
looking forward to participating in your 
next venture and I trust that you will 
contact me just as soon as details have 
been worked out.” 


Hyde Park, Mass. 





PLANS ARE NOW BEING MADE 
for the 1947 


NATIONAL 


Hardware Show 
Watch for Announcements 


NATIONAL HARDWARE SHOW, INC., 331 MADISON AVE., NEW YORK 17, N. Y. 
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The PRESS 
SAID: 


“A record crowd of buyers, expected to 
reach 41,000 before the close today, 
jammed the National Hardware Show 
this week in Grand Central Palace... . 
More than 2,000 foreign buyers regis- 
tered at the show up to yesterday, some 
coming under the auspices of the State 
Department and others flying in from 
Europe and other places just for the 
show and planning to return imme- 
diately after placing orders. Countries 
represented included South Africa, Aus- 
tralia, New Zealand, Canada, India, 
China, Norway, Sweden, Holland, 
France and nearly all of the South 
American countries. . . . Most of the 
present exhibitors have requested space 
for the 1947 event and numerous other 
firms, unable to exhibit this year, also 
have asked for space.” 
—New York Herald Tribune. 
“Abundance Marks Hardware Exhibit.” 
—New York Times. 
“The first National Hardware Show 
opened here yesterday, with over 5000 
buyers viewing the 384 exhibits by man- 


. 
ufacturers.” _ American Metal Market. 


“Order volume was also high at the New 
York hardware show, with record 
crowds in attendance.” 

—New York World Telegram. 
“The National Hardware Show, now be- 
ing presented for the first time at Grand 
Central Palace, New York, has set a 
record for the amount of exhibit 
space required for an initial indus- 
trial showing, Fred W. Payne, manager 
of the exposition department of the 
showrooms, announced. More than 1200 
different hardware lines, exclusive of 
“gadgets” are on display by 384 ex- 
hibitors.” 

—New York Wall Street Journal. 
“Anybody who is on the prowl for an 
index to the state of the nation might 
well have visited the National Hardware 


” 
Show. —San Francisco News. 


“Last week at the Grand Central Palace 
the first National Hardware Show set a 
record for floor space required for an 
initial industrial exposition at the 
Palace. By week’s end thousands of 
distributors had registered and the 384 
exhibitors had taken orders for millions 
of dollars worth of goods.” __Tide 













































SCREW DRIVER 


A new design in husky Screw Drivers that can 
really “take it’ . . . the blade, shank and shoul- 
der are forged from ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 














VIKING HAND DRILLS 


Shown to the right is No. V.920... 
one of a complete line of beautifully 

FORSBERG Hand 
D All popular sizes up to 
%” chuck capacity. 
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WHALE BRAND COPING SAWS 


No. 24... An extra deep, finely finished frame. 
Stock %” x 3/16”, depth 6%” Hardwood handle. 
Complete with No. 20H specially hardened and 
tempered Whale Blade. 
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© MPG. CO., BRIDGEPORT, CONN., U.S.A. 















proper planning, preparation and 
consistent follow-through, along a 
course directed to the single pur- 
pose of catching consumer’s atten- 
tion and cultivating his acceptance. 

Its combined organization and 
central control, makes it possible 
for a syndicate to handle its pro- 
motion on a uniform, nation-wide 
basis. When one office can plan, 
direct and carry out a promotion 
through hundreds of outlets, it 
reaches a vast multitude of con- 
sumers in such a manner as to pro- 
duce a huge volume of sales for 
itself and for the factory whose 
product it exploits. 

Properly co-ordinated, the inde- 
pendent system with its thousands 
of outlets, blanketing the nation 





more completely than any syndicate 
organization, has the capacity to 
reach and serve greater multitudes 
of consumers and to move mer- 
chandise in greater volume than 
any competitor. 

At a future date, which no one 
yet has named, we shall have a full 
supply of merchandise, with full 
and free competition for the con- 
sumers’ dollar. 

We will welcome the arrival of 
that time with a suitable plant and 
a fully developed program which 
will unquestionably assure that our 
independent system shall continue 
to be the main line of distribution 
for hardware. 

That’s where we are going from 
here! 








S A preface to this report, may 

I express deep regret that the 
exigencies of health have prevented 
my attendance at a convention. But 
happily, I have assurance that I 
shall very shortly be back on the 
job, fully recovered. 

It is a pleasure to be able to re- 
port that in every phase your asso- 
ciation terminates another year in 
most satisfactory condition. Since 
our March meeting we have added 
a total of 17 new companies, as fol- 
lows: 

Chicago Lock Co., Chicago, 1ll. 
G. N. Coughlan Co., West Orange, 
N. J. 

The H. B. Davis Company, Balti- 
more, Md. 

The Dobeckmun Co., Cleveland, 
Ohio. 

H. S. Getty & Co., Inc., Philadel- 
phia, Pa. 

Gottschalk’s Metal Sponge Co., 
Philadelphia, Pa. 

The Huenefeld Co., Cincinnati, 
Ohio. 

Kentucky Whip & Collar Co., 
Princeton, Ky. 

Keuffel & Esser Co., Hoboken, 
N. J. 

Manco Manufacturing Co., Brad- 
ley, Ill. 

The New Britain Machine Co., 
New Britain, Conn. 

Newman Manufacturing & Sales 
Co., Kansas City, Mo. 

Ox-Wall Products Mfg. Co., Inc., 
Oxford, N. J. 


Report of A. H. M. A. Secretary 


CHARLES F. ROCKWELL 
Delivered at Manufacturers’ Thursday Session 


By Mr. Tomajan in Mr. Rockwell's absence 









CHARLES F. ROCKWELL 


Reo Motors, Inc., Lawn Mower 

Division, Lansing, Mich. 

Safe Padlock & Hardware Co., 

Lancaster, Pa. 

Upson Brothers, Inc., Rochester, 

| eA 

The Wooster Rubber Co., Woos- 

ter, Ohio. 

The present membership exceeds 
that of any previous year in our 
history, save for a few months dur- 
ing the existence of the hardware 
manufacturers organization for war 
service, back in 1918. And at no 
time in recent years has there been 
greater interest and co-operation 
on the part of the membership, and 
a clearer understanding of the pur- 
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poses of the association. Finan- 
cially, the association is similarly 
in strong position, as is indicated 
by the report of the auditing com- 
mittee. 

If the results of the Association 
year are pleasing, much may be at- 
tributed to the cordial co-operation 
of officers, executive committee and 
the membership, to whom the sec- 
retary is truly grateful. 


Address of 
John S. Tomajan 
(Continued from page 181) 


that governments long establish- 
ed should not be changed for 
light and transient causes; and 
accordingly all experience hath 
shown that mankind are more 
disposed to suffer, while evils are 
sufferable, than to right them- 
selves by abolishing the forms to 
which they are accustomed. But 
when a long train of abuses and 
usurpations, pursuing invariably 
the same object, evinces a design 
to reduce them under absolute 
despotism, it is their right, it is 
their duty, to throw off such gov- 
ernment and to provide new 
guards for their future security.” 
We must be prepared to under- 
take responsibility for the freedom 
we seek. Then, and only then, shall 
we deserve to be free. 


Report by 
Seth Marshall 


(Continued from page 183) 


lines of enterprise. They make 
money. Their earnings are profits, 
regardless of terminology. It is 
the law of the land that Congress 
has power “to levy and collect taxes 
on incomes, from whatever sources 
derived.” 

Therefore, co-operatives should 
pay taxes on their incomes—as cor- 
porations if they have adopted the 
corporate form of organization; as 
partnership individuals only if they 
are partnerships. 

Co-operative financial statements 
show that they have ample ability 
to pay taxes, which is the criterion 
set up under our tax laws. 

There is no other issue involved. 








Latest News on 


RECONVERSION 
on page 290 
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HAWK—No. 1313 
NOTE: The only Hawk with @ brood 
spud fostened with six aircroft 
rivets for extra security ond strength. 
Rounded corners avoid possibility of 
catching on plasterers’ clothing. 


- 072 Gevge Aluminum, lorge 


handle. 
center drilled; with 5/16" belt. wilt 
never loosen or break under heavy work 
lood. 





NATIONALLY ADVERTISED 
NATIONALLY SOLD 


NATIONALLY AnOWn/ 


Nationally known quality! Translated 
into sales, the Superior Featherweight 
brand means added profit for you 
Superior Featherweight hand tools for 
cement workers and plasterers are the 
most widely sold, most widely used in 
the nation. The name itself... Superior 
Featherweight . . . has come to mean 
highest grade in a mechanic's line. 


Superior Featherweight tools are your 
customers’ guarantee of maximum 
efficiency, and they are your guaran- 
tee of substantial sales. Order now 


. immediate delivery! At your fav- 


orite jobbers or write direct to Petko 


INSIDE CORNER TOOL 
No. ICT 
16-18 Gauge — 2%” x 24” x 
514". %”" Radius. 
Cadmium Plated against rust. All 
welded construction. 


SPONGE RUBBER FLOAT 
No. SRF 


Aluminum backed with pure syn- 
thetic rubber sponge, not affec- 
ted by alkoli, Wood handle 
shaped to fit the hand. Rubber 
pod guaranteed not to come off 
in use. 


WIDE FACE EDGER 
No. W1/2R — 4” Radius 
16-18 Gouge triple welded 
handle forks. Cadmium Plated 
against rust. 


Industries. 


OUTSIDE CORNER TOOL 
No. OST 

16-18 Gauge — 214” x 2%" x 

5%”. %” Radius. 

Cadmium Plated against rust. All 

welded construction. 


ALUMINUM FLOAT 
No, 513 F — 5% x 13” 
.072 —.081 hard Aluminum alloy 
blade with correctly shaped and 
fitted wood handle. 


STANDARD FACE EDGER 

No. S$ — “UR — 4" Radius 

No. S — %R — %” Radius 

No. § — ‘AR — 4” Radius 
16-18 Gauge triple welded 
handle forks. Cadmium plated 


against rust. 


INDUSTRIES 


1107 €E. 8th ST. 


LOS ANGELES 21, 


CALIFORNIA 






























By C. J. WHIPPLE 


A Symposium on Modern Warehouses, 
Layouts, Mechanical Equipment, Etc. 


Hibbard, Spencer, Bartlett & Co., 
Chicago, Ill. 


At the Tuesday morning 


I HAVE been asked to 
speak upon modern warehouses, 
layouts, mechanical equipment, 
etc., but I think I could do a much 


better job some two or three years 
hence, because what I am going to 
talk about is largely on paper and 


hasn’t yet met the test of practical 
operation and experience. 

I think it would be of interest, 
at least to some of the younger 
members present, to recall the ware- 
houses and equipment of most 
wholesalers some 40 odd years ago, 
when I first entered the hardware 
business. My first job was in the 
summer of 1904; my company had 
just completed a 10-story building 
containing about a half million 
square feet located on the river at 
State St. in Chicago. There was 
no switch track, but across the 
river, some two or three blocks east, 
was another building containing 
225,000 ft., four stories in height, 
which did have a switch track, and 
a lighter with about 100 tons ca- 
pacity operated on the river be- 
tween the two buildings. 

At that time this building was 
supposed to be the “last word.” 
Before that my company was lo- 
cated on Lake St. in a series of 
ordinary loft buildings. Every 
piece of merchandise was trucked 
in and out and loaded and unloaded 
at the sidewalk. About the only 
piece of mechanical equipment 
other than elevators, as I recall, 
was a skid used in unloading from 
the wagon bed to the sidewalk, and 
other skids for lowering nails, wire, 
rope and other heavy goods from 
the sidewalk to the basement. Four- 
wheel trucks were virtually un- 
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known and practically all of the 
merchandise was moved by the old- 
fashioned two-wheel trucks. In the 
Lake St. building, the ceilings were 
high and on the openstock floors 
the order clerks had to use high 
ladders. To put it mildly, the hard- 
ware business in those days requir- 
ed a great deal of physical exer- 
tion, and unless a man was strong 
and wiry, he simply could not 
“stand the gaff.” 


The New Building 


This new building at State St. 
had one innovation quite unusual; 
it was designed with low ceilings 
and only 11 feet from floor to floor. 
The shipping platform was en- 
closed, the trucks were loaded at 
the bed level, which reduced a great 
deal of the lifting otherwise re- 
quired in the old building. I do not 
recall exactly, and we have no fig- 
ures to refer to, but I would esti- 
mate that we had 200 men using 
two-wheel trucks simply moving 
merchandise from place to place in 
the handling of incoming stock and 
in the shipping of outgoing orders. 
There still was a lot of muscle re- 
quired. 

I can distinctly recall that only 
a small part of the merchandise 
was numbered or labelled; order 
clerks had to carry a rule in their 
pockets in order to fill the correct 
size item. The stock lay-out fol- 
lowed the whims of the stockman 
in charge, and no reference at all 
was made to the problem of break- 
ing in new order clerks, nor to the 
convenience or speed of filling an 
order. It took several months for 
a new order clerk to learn the stock; 
although I will have to admit that 
















C. J. WHIPPLE 


the turnover was not very heavy. 

In 1925 this building was con- 
demned for a boulevard improve- 
ment, and we were obliged to plan 
new quarters. In the 20 odd years 
that we occupied the State St 
building there were a great many 
improvements in mechanical equip- 
ment. High-speed elevators were 
available, spiral chutes and vari- 
ous types of conveyors and the 
four-wheel truck had come into 
general use. There were other 
changes in the business due to the 
development of the fibre shipping 
container. A greater percentage of 
merchandise was shipped in the 
original carton received from the 
manufacturer and not so much had 
to go through the packing depart- 
ment. I think I might add quite 
modestly that our campaign for 
shipment in full packages had a 
great deal of influence on this 
trend. 

We started planning our present 
building on East North Water St. 
in the fall of 1924 and by early 
spring our plans were completed 
and the construction of the build- 
ing was under way. It was com- 
pleted one year later and occupied 
by us in April, 1926. The building 
contains a little less than 1,000,000 
sq. ft. A great many of you have 
seen it, and I think you will agree 
with me that for a multi-story 
building it was quite adequate and 
still is. As a matter of fact, if we 
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Stock up for the 
Holiday Rush on these 


KINNEY 7Aick-Cast 


Aluminum leaders 


Feature this Dutch Oven 
as a Christmas Gift! 


Kinney’s big, thick-cast Dutch 
Oven with high-domed, preci- 
sion-fit cover gives ample room 
for family size roasts. Budget- 
wise homemakers know that it 
makes economy cuts of meat 


more deliciously 
4 eatable. List $7.75 ay 
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Sell your customers Fulton tarps for their combines 





to protect the canvases from dew and rain — for 
tractors, grain drills. all machinery exposed to 
weather. This tough, all-weather protection adds 
years to the life of equipment. It’s protection for 








your customers — profit for you. 






Fulton is built for hard, all-purpose service around 
the farm. Rope holes are triple reinforced, lined with 






rust-proof metal grommets... the strong, tightly 





woven canvas is permanently “pressure impregnated” 





with Fulton’s exclusive weather and mildew treatment. 









Fulton tarps, backed by 75 years of reputation for 
value, are sold only through appointed dealers. 
Eight factories are strategically located to give you 







quick service. 


















FULTON BAG & COTTON MILLS 














were to re-design it today, there 
are no structural changes of conse- 
quence that would be made. The 
increased use of the motor truck 
would mean some relatively minor 
changes in our shipping depart- 
ment but, otherwise, the building 
answered our purpose very effec- 
tively. 

In the summer of 1942 the Army 
decided to move into this building 
and we gradually vacated it floor 
by floor until the entire building 
was taken over by the Army in the 
fall of 1943. We had to seek other 
quarters both for offices and ware- 
house. We acquired two ware- 
houses and secured temporary office 
space on Michigan Ave. Just re- 
cently we have moved part of our 
warehouse and all of our offices 
back into the original building, and 
I expect by the end of this month 
we shall have moved the balance of 
our warehouse stock. How we man- 
aged to get by during those last 
few years is another stcry which I 
will not dwell on here. 


Transportation Problem 


Twenty-two years ago, when we 
decided on a “close-in” location, 
there were more horses and wagons 
on the street than there were auto 
trucks. We also had the problem 
of transportation for our employ- 
ees, as comparatively few of the 
working people at that time had 
automobiles and the development 
of bus lines was very limited. Dur- 
ing the 20 years that we occupied 
this building all of these conditions 
changed. War plants sprung up 
over prairies and allocated more 
space to parking lots than they did 
to buildings. Even with no regu- 
lar means of transportation, such 
as street cars and buses, employees 
managed to get to work. During 
this period equipment for moving 
goods horizontally developed rapid- 
ly. Fork-lift trucks, gasoline or 
electric-driven tractors, drag line 
conveyors, and the use of pallets 
for storing merchandise materially 
changed the methods of warehous- 
ing. 

I think the Army and Navy were 
responsible for a great deal of this 
development. They had unlimited 
funds to use and could experiment 
with Uncle Sam’s money rather 
than that of the owner; and, while 
I am not willing to concede that 
any government body works as effi- 
ciently as private enterprise, I am 
willing to admit that, because of 
improved equipment, these Govern- 
ment warehouses were operated 
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more efficiently than any private 
warehouse I have ever seen. And 
that led us to think about a new 
building where we would have all 
of our warehouse facilities on one 
floor. 

There were other things that in- 
fluenced our thinking of a suburban 
location: lots of air and light and 
away from the center of things, we 
expected to provide better working 
conditions for our people. Check- 
ing with others who have preceded 
us indicates this may be true. From 
a Loop location in Chicago, our em- 
ployees on the average have to al- 
low an hour and 15 minutes from 
the time they leave their homes 
until the starting time in the morn- 
ing and, of course, a similar period 
when they go home at night. This 
adds considerably to the working 
day. 

We finally decided to make the 
change. We bought a tract of land 
comprising in all 35 acres. This is 
just outside the north city limits of 
Chicago in the south-west corner 
of the City of Evanston. It is 
served by the Chicago & North- 
western Railroad and, for passenger 
transportation, we have the Skokie 
Valley Elevated, the Western Ave. 
Street Car and the California Ave. 
Bus Line which taps the thickly 
populated Northwest side, which is 
immediately south of our new 
plant. We have provided adequate 
parking space and while our facili- 
ties for passenger transportation 
are not as convenient as a central 
location, they are still reasonably 
good. 

If you can visualize a one-story 
building 1060 ft. long and 800 ft. 
wide divided approximately into 
thirds by two switch tracks which 
run nearly the entire length of the 
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building and inside the building, 
then you have a general idea of our 
complete warehouse. The concrete 
floor has an equivalent area of 
seven miles on a 20-ft highway. 
The roof drainage is equivalent to 
that of 4000 homes. I realize di- 
mensions mean very little to the 
average person; so as to give you 
an idea of the size of this building, 
I can say that it could accommodate 
12 full sized football gridirons with 
adequate grandstand facilities for 
spectators. The distance from one 
end to the other is about two-and- 
one-half times the distance from 
home-plate to the center field fence 
in the average ball park. 

Incoming cars containing mer- 
chandise for stock can be spotted 
at an average of 75 ft. from the 
place on the warehouse floor where 
the merchandise is stored. There 
are no interior walls in the build- 
ing, the only exception being a 
single room in one corner where 
we store merchandise of an in- 
flammable nature. An_ enclosed 
space for unloading auto trucks 
containing inbound merchandise is 
provided, and at the opposite end 
of the building a similar space for 
outgoing trap cars is also pro- 
vided. 


Handling Orders 


Under the proposed operating 
system, an order is divided into 
two parts, the first containing mer- 
chandise from our open stock sec- 
tion. The order sheet is placed 
upon a warehouse truck attached 
to a drag line conveyor which car- 
ries it on a circuit of our open 
stock. As it passes the various 
sections the order clerks put on the 
merchandise called for from their 
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Year-around sales and prof- 
its to dealers who stock 
and display PERFECTION 
Milk Filter Discs. 

















Standard sizes—plain, sin- 
gle or double cloth-faced. 
WATCH FOR ANNOUNCE- 
MENT OF NEW PERFEC- 
TION DISCS. 
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F JOBBERS 














Free Dealer Helps, promo- 
tion and display material 
available on request. 
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section only. After completing the 
entire circuit, the truck mechani- 
cally arrives in our packing de- 
partment where it is detached and 
the merchandise laid out on pack- 
ing tables in front of the packers. 
After this portion of the order has 
been packed, the packed boxes are 
carried by a conveyor to the start- 
ing end of a drag line conveyor 
which makes a circuit of our full- 
package stock and here the balance 
of the order is filled, so that by the 
time it has completed this circuit, 
the order mechanically reaches our 
shipping department and is ready 
to be placed on a motor truck or 
trap car for shipment to the cus- 
tomer. Prior to the filling of the 
order, labels, shipping tags, bills 
of lading, shipping receipts, etc., 
are prepared in advance and are 
affixed to the various packages at 
the time the order is checked. 


Numerical Order 


All of our stock—both bin and 
full-package merchandise—is laid 
out in strict numerical order by 
departments. We pay no atten- 
tion whatever to factory numbers. 
Our numbering system enables us 
to transfer employees from one de- 
partment to another without 
“breaking in.’”’ Furthermore, time 
studies show that an order can be 
filled in 25 per cent less time when 
the stock is arranged numerically 
than when any other layout is fol- 
lowed. 

We also encourage ordering by 
lines rather than items. In the re- 
tail stores we operate ourselves, 
our managers are required to send 
in their orders by lines (by that I 
mean an order for tools, an order 
for housewares, for paint, etc.), 
and not to send in mixed orders 
containing goods from other de- 
partments. A strict numerical lay- 
out of stock adds immeasurably to 
the speed of filling and packing 
such orders. 

I said at the outset that I would 
prefer talking about the advantages 
of this layout some two or three 
years hence when I could speak 
from experience rather than from 
the blueprints that are now before 
us. You are naturally interested 
in the economies of operation and 
the speed of handling. We are 
‘starting on the assumption that 
warehouse wages are going to re- 
main high and that the day has 
long since passed when we could 
obtain efficient warehouse labor at 
a low hourly rate. In our present 
multi-story building we have eight 
freight and passenger elevators. 


The direct labor expense of opera- 
tors and the wages of elevator 
maintenance employees amounts to 
over $20,000 per year. This does 
not include the cost of repairs nor 
power; nor does it include the time 
lost by employees waiting for an 
elevator. These jobs are auto- 
matically eliminated, because we 
have only one passenger elevator 
in the new building and that works 
by a push button. 

If you can visualize a carload of 
merchandise coming into the new 
building and being spotted 50 to 60 
ft. from the place where it is 
stored, the first operation is un- 
loading the goods upon pallets in- 
stead of warehouse trucks. The 
time and labor are about the same. 
Next a fork-lift truck comes along, 
lifts the pallets and deposits them 
in the storage space, and can work 
over a radius of 100 ft. faster than 
a crew of men can load pallets from 
the inside of the car. Transferring 
merchandise onto pallets from the 
surplus storage pile to the bin or 
to the order filling part of the full- 
package section is infinitely quicker 
than loading onto trucks,, pushing 
to the elevator and thence to where 
the merchandise is finally destined. 

Under our order-filling system 
the order clerks work a given sec- 
tion only, and we think it is rea- 
sonable to expect that in a very 
short space of time—a matter per- 
haps of only days—they will attain 
maximum efficiency. They have to 
learn the location of only a few 
items. This applies to both open 
stock and full-package merchandise. 
One of the “headaches” of a multi- 
story building is the assembly of 
the various sections of an order in 


the shipping department. Under 
our proposed method of operation 
this problem is eliminated as the 
order is complete on one or more 
trucks by the time it reaches the 
shipping platform. 

We have made some rough cal- 
culations as to the actual-saving in 
manpower and the estimates are so 
staggering that I do not feel will- 
ing to make them public. In other 
words, I am not going to “stick my 
neck out” while this project is still 
on paper. 


Substantial Economies 


We also think there will be sub- 
stantial economies in time con- 
sumed in loading and unloading 
cars, filling orders, replenishing 
stock and all other operations that 
have to do with warehousing. The 
manual labor has been sharply re- 
duced and men—even women—can 
operate these fork-lift trucks with- 
out physical effort merely by 
manipulating levers. That factor 
should be a great help in our future 
personnel problems. 

Our office is located on the sec- 
ond floor over part of the building. 
There are no changes of conse- 
quence in the design of the office 
except that we will have conveyor 
belts for taking orders from one 
department to another and various 
pneumatic tubes for transporting 
other papers. Another feature that 
may be of interest—all offices, even 
for executives, will be open offices, 
without fixed partitions. Perhaps 
the most unusual feature of the 
office is to be an assembly hall 
equipped with stage, etc., that will 
seat 1000 persons. We have long 
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FAYETTE R. PLUMB 
Fayette R. Plumb, Inc. 


ISAAC BLACK 
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Day after day more Steelcraft Wheel Goods and Mercury 
Bicycles are pouring from our ultra-modern production 
lines. Volume on many items of our Steelcraft line is 
rapidly approaching prewar levels. Barring material short- 
ages beyond our control, we look forward to exceeding 
prewar volumes because of our enlarged plant capacity. 










We are sure this is welcome news to our friends in the 
trade. To be fair to all buyers, we must temporarily con- a 
tinue delivering on an allocation basis. However, we are 
steadily approaching the time when we can promptly fill 
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ELECTRIC 


BROILER 
& FRYER 
DEALERS ... 


Here’s a quality item that’s a natural 
for your gift and home trade—and it’s 
available for IMMEDIATE DELIV- 
ERY! PORTA-BROIL does an excel- 
lent job of broiling with any frying pan 
or skillet. It does the work better and 
faster than broiling in the oven—there- 
by saving the trouble of heating or 
cleaning the oven. Auxiliasy attach- 
ments are included with each unit and 
it may be used as a hot plate stove—a 
toaster—a space heater. 


PORTA-BROIL retails at $4.35 in 
zone one and at $4.57 in zone two, in- 
cluding federal excise tax. 


It’s high grade aluminum buffed and 
polished shell is sturdy and attractive. 
The lid knob is heat resistive. Formed 
aluminum grill, designed to protect 875 
watt high quality Nykelkrom heating ele- 
ment, permits maximum heat output. 


You can sell PORTA-BROILS with 
profit, too—they cost you $2.98 in less 
than dozen lots and $2.85 for 12 or 
more. All prices include the federal 
excise tax and are FOB Adrian, Michi- 
gan. PORTA-BROIL is packed in indi- 
vidual cartons and shipped in cases of 
four units. Minimum order four units. 


Use your regular order form today 
for a profitable addition to your stock. 
If not favorably rated in Dun & Brad- 
street, send check with order (taking 
2% discount) or authorize shipment to 
be sent COD. 


NATIONAL INDUSTRIES, Inc. 
MASONIC TEMPLE BLDG., ADRIAN, MICHIGAN 








F. A. HEITMANN 
F. W. Heitmann Co. 


felt the need for a meeting place 
both for our employees and for 
meetings of our dealers. 

There are several acres of 
ground not used by the building 
which will provide for future ex- 
pansion. In the meantime, we ex- 
pect to have this landscaped and 
provide recreational facilities for 
our employees. I forgot to mention 
that on the first floor we are pro- 
viding a cafeteria with a seating 
capacity for 500 people. Another 
thing that may be of interest is a 
combined sample room and retail 
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By CHARLES L. WHEELER 


Salt Lake Hardware Co., 
Salt Lake City, Utah 


At the Tuesday Morning 
Wholesalers Session 


pa is really the biggest 


topic on the program because it is 
here that we lay the foundation for 
our economical operations in our 
various businesses. The purposes 
of layouts and equipment and all 
the rest of it are so varied it would 
be certainly very difficult to estab- 
lish any formula that would be 
even a semblance of :ntelligence for 
all types of business, so I will just 
have to resort to telling you some- 
thing of our own operations. 

I hear a lot of wholesalers mak- 


LESLIE M. STRATTON 
Stratton-Warren Hdwe. 
Co. 


store on the first floor of the build- 
ing which we expect to provide us 
with a vehicle for our further ex- 
periments in merchandising. 

It has frequently been said that 
any well established business re- 
sists changes and likes to continue 
upon old established lines. With 
the foregoing, I hope you will agree 
with me that we have met the chal- 
lenge of changed conditions and 
some 20 or 25 years hence, I trust 
our company will have the vision 
to continue to make the changes 
that time is certain to bring about. 


CHARLES L. WHEELER 


ing the comment that they are one 
or two or three weeks behind on 
shipments. Well, we just don’t 
know what that means, in our busi- 
ness. It is a rare exception that 
any shipment has not been made 
within 48 hours of the time it hits 
our business, and I know of no case 
where the order, if it is supposed 
to be shipped, has not been shipped 
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in the same week that it has ar- 
rived. In other words, we do not 
carry over from one week to the 
other. 

I may be pardoned for quoting 
a remark that Henry Allison made 
in my presence to the effect we 
cannot afford to do all of the things 
we know we ought to do. So, of 
course, the middle course, of doing 
the things we can do is the way we 
propose to handle it. 

We have used very little mechan- 
ical equipment up to now, because 
we have one of those old 40-year- 
old buildings. At the present time 
we are just completing a new struc- 
ture in our Boise, Idaho, branch, 
which is modern, as we see it. The 
first thing that is necessary, as we 
see it—and I believe that this is 
something that can be copied b 
every wholesaler of all sizes when 
you remodel or rebuild—is to break 
a bottle-neck which exists in every 
institution in the country that I 
know anything about—¢getting your 
shipments out and on to the trucks. 


The New Building 


Our new building is only 87,000 
sq. ft., altogether—but, we make 
money on it, and, after all, that is 
what we are in business for. There 
will be occupancy of this building 
by the middle of November. We 
can unload as many as six full- 
length freight cars on one side of 
the building, unloading them onto 
canopy-covered platforms and at 
truck and car-bed levels, so that 
our shipments are segregated on 
the platform before they go into 
the stock room. In that way we do 
not -waste our inside space for 
trackage, which, of course, is a very 
big item in a small operation—and 
yet we have the advantage of cov- 
ered docks. 

On the opposite side of the build- 
ing we have facilities for 12 or 14 
of the largest highway trucks to 
back up and unload at the same 
time, so that there is no bottle- 
neck in the outgoing shipments. 
And we feel that that will help us 
to cut down our operating costs to 
a considerable extent. One of the 
biggest advantages of convenient 
truck dockage, for outgoing ship- 
ments, is something you probably 
have not thought about. Or maybe 
it is not effective in your operation 
or your area. 

Within a 500-mile radius of Salt 
Lake City, making a circle a thou- 
sand miles across—we have 1,274,- 
000 souls—and we have more jack- 
rabbits and prairie-dogs than that. 
A large percentage of that area is 
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5, SUPER CLOTHESLINE 


is stronger....cleaner.... 
Better in Every Way! 











































A clothesline of super quality—will last three 
or four times longer. The Agate Super Clothes- 
line is completely smooth—no ripples or depres- 
sions to catch dirt—one swipe with a damp 
cloth, and it’s clean. Tougher and stronger— 
does not deteriorate. Clothespins stay on bet- 
ter! Agate Clothesline is not affected by sun, 
water or standard cleaning agents. Minimum 
stretch—does not kink. Appeals on sight and 
the price is right—no wonder housewives agree 
that Agate Plastic Clothesline is Super! Packed 
in lengths of 50 feet and 100 feet. 


Ger Your Stock 1N | 
Now! 
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The Symbol of 
Quality Plastic Products 


Agate 


PLASTICS CORPORATION 
Merchondise Mart 
Chicago 54, illinois 
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not served by railroads at all. It 
is the truck driver, the common 
carrier, the man that picks up the 


order from the dealers and brings 

| it in to our place of business—who 

A | buys the hardware. And you would 
| be amazed to find how many orders 

| he can switch over to us. The deal- 


er says, “Pick it up and send it 
to so-and-so. Why don’t you pick 
it up in Salt Lake City?” The 


driver says, “Well, they are fine 

4 | people—you know that. I can get 
| in and get out, and that is the main 

| thing.” You probably don’t have 


that, back here, but we do and it 


is a very big item with us. And I 
don’t know of any better crew of 
salesmen than CIO truck drivers. 
We unload pool cars onto a can- 
opy platform, which is in a “U” 
shape, going around three sides of 
the building, so that we can get to 
our truck platform without going 
into our building. If we can ever 
get some ranges we can tag them 
and take them around to our load- 
ing truck docks without going 
through the stockrooms at all. 


aA 2 
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Shelving 


Another item that helps lower 
operating costs is the matter of 
shelving. The Union Hardware & 
Metal Co., Los Angeles, Calif., has 
a fine idea which we copied. We 
are equipping our new building 

lundanl. _-. with adjustable wooden shelving, 
. because it is flexible and quickly 
Profit. adjustable, for keeping stock in its 

Chee] proper place with less effort. 
Clsioy, seal We are painting every inch of 

Bite our shelving because we believe 
that lends an atmosphere of good 
housekeeping. It is certainly much 
easier to keep your stockroom clean 
and neat. 

We are adopting the numbering 
system, such as is used by the 
Union Hardware & Metal Co., and 
a similar system by Mr. Whipple. 
This puts merchandise in its proper 
rotation, and, for a small operation 
we think we are going to have a 
pretty nice set-up. 

We hit the happy medium be- 
tween a multiple story building and 
a one-story structure by having 
both in one, using the upper stories 
for bulky merchandise, major ap- 
pliances, such as refrigerators and 
radios (of which we haven’t any). 
We are not using conveyors in this 
particular building, but we do ex- 
pect to use pallets and power lift 
trucks quite extensively. 

We have studied that situation to 
quite an extent, and find that power 
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lift trueks are not quite as glam- 
orous as they sound. It takes a 
lot of floor space to maneuver them 
and sometimes you waste more 
space making room to handle them 
than you save in building or in pil- 
ing merchandise with them. But 
there again, it is a case of fitting 
the suit to the cloth. 


Handling System 


I don’t know how many of our 
wholesaler friends carry merchant 
bars, drill steel, etc. We have a 
system of handling that merchan- 
dise which we are told is very 
unique. We designed what we 
choose to call a “Tree Rack”—it is 
simply a steel base with a post 
vertical, with cross branches repre- 
senting the branches of a tree. In 
a space 31% ft. by 20 ft. in length 
we can store an 80,000 lb. car of 
bars. And it is so engineered that 
if we have 40,000 Ibs. on one side, 
and not a single bar on the other 
side, it will not tip. It is perfectly 
safe. The tree rack holds 16 sizes 
of bars, 8 on each side. And in our 
Salt Lake operation we carry the 
bars from the cars direct, over- 
head, and drop them into these tree 
racks, without manual handling. 
The men do not lift one pound of 
weight. Likewise, the bars can be 
taken out of the racks and by the 
same method. The only objection 
is that it is so easy to handle them 
that we find the men using the 
overhead crane to take one bar out, 
because it is so much easier to han- 
dle and pick up the bar that way. 
It is, of course, poor management 
on our part, to let them do that. 


Two-Man Operation 


In that particular operation the 
overhead crane is handled by the 
pendant switch so that two men 
can handle it. In the Boise opera- 
tion we will take the bars out of 
the car in the same way, but with a 
smaller hoist and will drop them 
into a specially made cradle truck 
with four 10-inch caster wheels for 
maneuvering easily. We drop 2,000 
or 3,000 Ibs. of bars on the cradle 
truck and the man wheels it in, 
and puts it on the racks, manually, 
where it wouldn’t justify the use of 
the power equipment. 

I think one of the greatest values 
of these meetings is having some- 
one like myself get up here and 
stick his neck out on some little 
operation. Then you pick out an 
idea and elaborate on it, and make 
it useful. 
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Cap Screws In All Four Heads 


Cap Screws and Set Screws have to be 
tough these days to give that extra , 
service required for the new higher 
speed machines and equipment. 
ith TRIPLEX on the job, rugged 
durability and holding power is 
assured. Cap Screws made in Flat, 
Hex, Fillister and Button Heads 
—up to 1” in diameter and 8” in 
length. Choose TRIPLEX and be 
sure. Free wall chart will sim- 
plify ordering. Write for your 
copy today. 
THE TRIPLEX SCREW COMPANY 
5317 Grant Avenue, Cleveland 5, Ohio 
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How Can Wholesalers 
Hold Down Expenses? 


FFICE expense, being larger than warehouse 
expense should be the first examined, says Mr. 
Terstegge. Modern offices increase efficiency and 
pleasant environment is inviting to customers and 
friends, also helping to attract and hold good help. 
Despite use of old buildings everything possible is 
done to make them as practical and efficient to 
operate as can be accomplished. Urges manufac- 
turers to use packages making merchandise reship- 
pable in original units, and marked clearly for bene- 
fit of trade and ultimate consumer. Incentive and 
bonus payments to warehousemen and truckers 
increases their earnings and keeps down expenses. 


By W. H. TERSTEGGE 
President, 


Stratton-Terstegge Co., 
Louisville, Ky. 


- week, as the time 


drew near for coming to Atlantic 
City, I began to give serious study 
to this subject of “How Can Whole- 
salers Hold Down Expenses?” As 
I gave the subject more and more 
thought, I began talking to myself, 
and this conversation with myself 
went something like this: “Ter- 
stegge, that bunch of men down at 
Atlantic City are keen business 
men. They know the hardware 
business from the inside out. They 
have spent their life in the whole- 
sale hardware business and they 
don’t waste a nickel’s worth of ex- 
pense anywhere. Now what do you 
know about holding down expenses 
that hasn’t already been discov- 


At the Tuesday Morning 
Wholesalers’ Session 


our competitors have a marvelous 
stock of everything that we are 
short of. My salesmen tell me of 
their fine, up-to-date establishment. 
They publish a better catalog. Then 
to put the clincher on, I am led to 
believe that all of my competitors 


ered?” 

Then, I began thinking of all 
the various statements our sales 
force make to me when they are 
in the house from time to time, and 
by giving full credence to these 
salesmen’s statements, I began to 
realize that every one of my com- 
petitors is giving better service 
in shipping than we are, and that 


pay their salesmen more money and 
a higher rate of commission on 
sales than we do. A few of them 
have even whispered in my ear that 
our good customers are slipping 
away from us pretty fast and if 
we don’t make some changes right 
quick, we had better not hope to 
stay in the hardware business. 
That isn’t New Deal conversation; 


W. H. TERSTEGGE 


I have been hearing it for the last 
30 years. 

Well, I drew the sixty-four dollar 
question at this convention—“How 
can wholesalers hold down expens- 
es?” To answer that question, | 
need the best advice possible. And 
as the OPA has so openly criticized 
wholesalers’ costs, they might be 
the ones to tell me how to hold 
these costs down, and much to my 
surprise, they do: have a formula 
for holding down expenses. First 
of all, you cut out all selling ex- 
penses. There are not enough goods 
to go around anyhow, so why have 
selling expense? Then, too, we 
have a labor leader hanging around 
our place who tells me that labor 
does all the work and produces all 
the wealth, so I begin to wonder 
why we need an office full of white 
collar workers. And he further in- 
fers that I am an economic royal- 
ist and there is no need even for my 
existence, and thus expenses can 
be reduced to their ultimate low. 
The labor advice is just a little bit 
too severe, and in spite of OPA’s 


“, .. Each business is different. None of us handles identical lines of merchandise, 

and no two houses have any similarity in their physical makeup, and even if they 

did, we would have to make allowances and calculations for the personal char- 
acteristics of the employees who go to make up an organization.” 
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x DALGLISH PRODUCTS HAVE CUSTOMER APPEAL ,y 





... the new Dalglish aluminum cooking pan. 


Another outstanding Dalglish-engineered product ... the new all-aluminum 
Dalglish cooking pan. Like all Dalglish merchandise, this new product embodies 
many outstanding saleable features. 


@ Newly Designed ‘‘Sanitary” Handle. Weight Away From Rivets. 


@ Unique Manufacturing Methods Produce @ Better “Heat Distribution” Through 
Absolute ‘‘Sanitary Bead”’ Vertical Wall Design (slightly angled for 


@ “Tight Rivets’’ Assured Through nesting). 
Improved Production Methods. @ Attractive ‘‘Sun-Burst”’ Inside Finish. 


@ New-Engineered Design Shifts Bearing @ “High Lustre’ Finish on Outside Wall. 
NOW!... NEW “ONE DOZEN” PACK — Gay a Dozen... Display a Dozen 


J. M. DALGLISH & COMPANY 


63 WEST FILLMORE AVENUE SAINT PAUL 1. MINNESOTA 
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Screw 


All give a good, smart 
appearance which 
helps sales. And they 
perform as well as 
they look which brings 
repeat sales. 


They are the tops—a 


“We never hesitate to install new- 
er or more up-to-date equipment in 
our office whenever we can figure 
@ saving in time.” 

W. H. Terstegge 


o oO Oo 


| infallibility, I am afraid to face the 
| future without salesmen on the 
road. 


Before attempting to teli you 


| how to hold down expenses, I 


studied our latest analysis of whole- 


| sale hardware expenses as com- 


piled by our secretary’s office in 


| order to learn which expenses are 
' | the highest and therefore should be 
| the easiest to hold down. I quickly 


discovered that our national aver- 
age of office expense is 5.74 per 
cent, and that our national average 


| of warehouse expense is 3.74 per 


cent. In other words, the office 
expense is much the larger and 


| should be the one to be examined 
| first. I also found that the aver- 


age cost of heat, lights, water and 


| | power is .16 per cent, and I quickly 
| discovered a way to save all of 


this expense —through complete 
elimination of cash discount earned 
and cash discount allowed. The 
average discount earned is equal to 
1.39 per cent and the average cash 


| discount allowed is 1.55 per cent, 
| which is a loss of .16 per cent; so 
| that if we gave no cash discount 
| and received no cash discount, the 
| resultant improvement would offset 
| the .16 per cent cost of lights, heat, 


power and water. 

Since office expense is much larg- 
er than warehouse expense, I am 
going to start with our top execu- 
tive instead of at the bottom as we 


generally do. I am probably not 
very efficient, as I spend many un- 
productive hours reading endless 
OPA regulations and interpreta- 
tions, reading and trying to keep 
abreast of the latest decisions re- 
garding labor and the Wagner Act, 
and trying to learn a little about 
housing priorities for veterans. I 
read up on the Smith-Connally Act, 
the anti-trust action against our 
Association, credit regulations, the 
Robinson-Patman Law, the Clayton 
Act and the Wage and Hour Laws. 
I must be pretty inefficient, as I am 
not able to shed any light on those 
problems that would be worth your 
while listening to. I start being in- 
efficient at about eight o’clock every 
morning and I keep at it until five 
o’clock or later in the evening. I 
do, however, accomplish one thing 
by keeping regular office hours. I 
have always received the help and 
cooperation of all of our depart- 
ment heads in applying their tal- 
ents to the same extent. With all 
our department heads on the job at 
eight o’clock, it is easy to enforce 
promptness and discipline with all 
our office personnel. 


Pleasant Office 


We have tried to make our office 
and environment pleasant and in- 
viting for our customers and 
friends. This also helps to interest 
and hold good help. Our office is 
modern in every respect, with 
acoustical ceiling, fluorescent 
lighting, air conditioning in sum- 
mer and thermostatically controlled 
heat in the winter. We believe mod- 
ern environment to be very con- 


'N.W.H.A. ADVISORY BOARD 


eee 


rue VLCHER 


~ TOOL COMPANY 
3001 EAST 87TH STREET 


wry CLEVELAND 4, OHIO 


MARK LYONS 


McGowin-Lyons Hdwe. 
& Supply Co. 


G. E. JENNINGS 
Wright & Wilhelmy Co. 


SHANNON CRANDALL 
California Hardware Co. 
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ducive to getting efficient produc- 
tion. We have used dictaphones 
for over 25 years, and of course, 
modern bookkeeping machines, cal- 
culating machines and other up-to- 
date office equipment. We never 
hesitate to install newer or more 
up-to-date equipment in our office 
whenever we can figure a saving in 
time. . 

To a somewhat lesser extent, we 
have tried to do the same thing in 
our warehouses. Our buildings are 
very old. The plant we occupy was 
abandoned by the B. F. Avery Plow 
Co. in 1907, and our newest build- 
ing is 45 years of age. Our office 
building is reputed to have been 
used as a hospital during the Civil 
War. But in spite of this age, we 
manage to keep our warehouses 
well painted and in good repair, so 
that we provide clean, light and 
smooth floors. In general over- 
all appearance our warehouses belie 
their age. Our floors are as good 
and as smooth as we know how to 
make them. It has taken some 
rather extensive repairs at times in 
order to keep our floor area up to 
the standards we want. All of our 
warehouse trucks operate on rub- 
ber-tired wheels. I personally be- 
lieve that rubber-tired wheels will 
save enough wear and tear on your 
floors to more than pay for them- 
selves. 


Fluorescent Lighting 


In the floors or departments of 
our warehouse requiring constant 
artificial lighting, we have installed 
fluorescent lights, as we find them 
not only to furnish a better light, 
but because they are also easy on 
the electric meter. Our wholesale 
business occupies approximately 
400,000 sq. ft. of area and this is 
heated from a_ central plant, 
equipped with stoker-fired boilers. 
We do not attempt to heat the de- 
partments where we carry most of 
our heavy hardware and full pack- 
age goods, as the work is such that 
a man requires very little heat. 
However, in our broken package 
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“The average discount 
earned is equal to 1.39 per 
cent and the average cash 
discount allowed is 1.55 per 
cent, which is a loss of .16 per 
cent: so that if we gave no 
cash discount and received no 
cash discount, the resultant 
improvement would offset the 
-16 per cent cost of lights, 
heat, power and water.” 


W. H. Terstegge 
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ask your wholesaler for. . . 


© Get ready to meet the demand for this amazing new saw that’s taking 


the country by storm! ee 
it cuts forward, backwards, sideways—any direction...speeds and 


simplifies all scroll and coping saw work. 

Stock it, display it. Here’s a brand new tool that will sell at once to 
carpenters, hobbyists, mechanics — anyone who works with wood, plastics 
or light metals. Blades will fit most coping saw frames or motor driven 
jig saws. 

Call your wholesaler now! Or write for name of distributor nearest you. 


6) 


Exclusive Tyler Snap-On You can cut any pottern Blades are long-lasting, 
frame makes blade chang- without shifting work, tough and flexible — made 
ing easy. A flick of the changing sawing position or from high carbon spring 
thumb and the blade’s readjusting blade. Speeds steel. Loop ten & knots 
tenson is right. and simplifies the job. and they still won’t breok. 


TYLER SPIRAL SAW BLADES: Shipped ready for display in pack- 
ages of 3, 6 or 12 blades. 
TYLER COPING SAW FRAME: Mounted on colorful display card, 
complete with four blades. 


MANUFACTURING COMPANY 


wires 
LY CL 938 Pico Boulevard * Santa Monica, Calif. 

















“In discussing packing ex- 
penses with manufacturers, I 
have urged that they pack 
their merchandise in reshippa- 
ble sized cartons and raise 
their prices, if necessary. for 
any additional costs involved. 
... It is much more econom- 
ical for wholesalers to pay 
manufacturers only one pack- 
ing charge—even if it means 
paying a higher price—than 
to pay three packing charges 
as we now do on all repacked 
merchandise.” 

W. H. Terstegge 


departments we do maintain com- 
fortable working temperatures in 
the winter months. 

When it comes to packing ex- 
pense, we have done just about all 
we can do, individually, in the way 
of salvaging and saving packing 
materials. However, I believe that 
one of the real issues that we 
should discuss at this convention is 
the question of better packing on 
the part of our manufacturing 
friends. This is on our program 
for the Thursday morning discus- 
sion, and I am not going to take too 
much of your time now, but proper 
packaging should be brought to the 
attention of all manufacturers who 
do not pack their merchandise in 
convenient quantity for reshipping. 
On all merchandise which has to 
be repacked, we pay at least three 
packing charges. First, the manu- 
facturer must pack his goods in 
some manner for shipping to our 
warehouses, and that packing 
charge is naturally contained in his 
selling price. Second, we duplicate 
the manufacturers’ packing ex- 
pense in reverse order by unpack- 
ing and undoing all of the work 
that he has done, losing or wasting 
much of the packing material 
which we have paid for. Even 
though we salvage considerable of 
this packing material, the labor 
costs will eat up much of the sal- 
vage value. When we ship merchan- 
dise to our customer, we then have 
a third packing expense, as we have 
to furnish labor and packing ma- 
terial before the merchandise is ac- 
ceptable to any transportation com- 
pany. 


Packaging 


In discussing packing expenses 
with manufacturers I have urged 
that they pack their merchandise 
in reshippable sized cartons and 
raise their prices, if necessary, for 
any additional costs involved. There 
are many distinct advantages, both 
to the manufacturer and to the 
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wholesaler, in furnishing the right 
sized containers. The manufac- 
turer can buy thousands of stand- 
ard sized cartons for his product, 
and buy them much cheaper than 
can a wholesaler who has to buy 
various sizes of containers and who 
must use gobs of excelsior to fill in 
the wasted spaces of the cartons 
that do not fit the merchandise. It 
is much more economical for whole- 
salers to pay manufacturers only 
one packing charge—even if it 
means paying a higher price—than 
to pay three packing charges as we 
now do on all repacked merchan- 
dise. 

We can hold down expenses by 
urging manufacturers, especially 
when shipping in carload lots, to 
stencil or mark the name of their 
product on the containers. Some 





manufacturers seem to think that 
because they have only a few num- 
bers in their line that our ware- 
housemen can recognize the style, 
size or color of an item by the size 
of the carton. They seem to over- 
look entirely the fact that we 
wholesalers may be handling 25,000 
to 50,000 other items in our ware- 
houses, and that just by looking at 
an unmarked carton, it is utterly 
impossible to tell the difference be- 
tween a carton of toothpicks and a 
carton of radios. I know most man- 
ufacturers are willing to cooperate 
on this question. It is more a mat- 
ter of just carelessness on the part 
of a foreman or shipping clerk or 
maybe even the factory superin- 
tendent who “ain’t been out much.” 
There are also some top manage- 
ments who regard a_ wholesaler 








OFFICERS 
of the 
NATIONAL WHOLESALE 
HARDWARE ASSOCIATION 


Elected at Atlantic City, N. J., October 17, 1946 


President 
Henry J. Allison, Allison-Erwin Co.* 


Vice Presidents 
John H. Mize, Blish, Mize & Silliman Hardware Co. 
W. P. Tracy. The Tracy-Wells Co.* 
A. M. Vorys. Vorys Bros. Co. 


Managing Director 
George A. Fernley 


Executive Secretary 
Thomas A. Fernley. Jr. 


‘ 


Advisory Board 


F. A. Heitmann, F. W. Heitmann Co. 
C. J. Whipple, Hibbard. Spencer, Bartlett & Co. 

L. M. Stratton, Stratton-Warren Hardware Co. 
Shannon Crandall, California Hardware Co. 
Mark Lyons, McGowin-Lyons Hardware & Supply Co. 
Glenn E. Jennings, Wright & Wilhelmy Co. 
Edward F. Pritzlaff, John Pritzlaff Hardware Co. 


Executive Committee 


1949 


Robert H. Baker, Fones Bros. Hardware Co.* 
W. W. French, Jr.. Moore-Handley Hardware Co.* 


John S. Stiles, Morley-Murphy Co.* 
1948 





E. H. McGinnis, Union Hardware & Metal Co. 
Edmund Orgill, Orgill Bros. & Co. 
Charles E. Maloy, Jr., The H. C. Prutzman Co., Inc. 
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Charles L. Hildreth, The Emry-Waterhouse Co. 
I. H. Stauffer, Stauffer, Eshleman & Co., Ltd. 
E. W. Hardin, Amarillo Hardware Co. 
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Jobers: ey Wire Orders for } 
THE prin PEDAL-CAR + 


for fe Christmas Profits 
Time Is Short! 



























for 
children 

one &F one-half 
to five 


a 
beautiful 
velocipede 

















All-metal construction; 
three tone finish, red, blue, 
and cream. 


Our Capacity Doubled for the Final Rush! 


New Factory Enables Us to Fill 

Watch for Your Orders Promptly —So Far! 

heme of | 8S eee Ss 
@ FIRST! Jobbers: Wire your orders NOW! 

Another Billy Boy | we seu ONLY TO JOBBERS: 

Product in the OAKLAND ENGINEERING CO., INC. 

November Issue! 800 - 100th AVE., OAKLAND 3, CALIF. 



















wemeteneeed 

















OCTOBER 24, 1946 



























for your whole Fluorescent Line 


When you sell G-E Watch Dog* fluorescent starters, you build 


more business for yourself in three ways: 


1 Once a customer tries Watch Dogs — once he sees how they 
put an end to BLINK and FLICKER — he'll be back for more 


until all his old starters are replaced. 


2 Users who simplify their fluorescent lighting maintenance by 
using Watch Dogs on your advice will be likely to make your 
store their “fluorescent headquarters.” They'll be in for lamps 
and other profitable items. ; 

3 Watch Dog users stay sold on fluorescent lighting. They'll 
want it in more and more places. Your selling job will be easier 


for your whole fluorescent line. 


The G-E line of Watch Dog fluorescent starters has a cut-out 
feature that prevents futile starting attempts under dead lamp 
conditions. Blink and flicker are eliminated, ballasts are pro- 
tected, starters last five times longer. Watch Dogs are profitable, 
widely advertised, fast moving merchandise. Ask your G-E 
Merchandise Distributor, or write for full information to Section 
G11-1029, Appliance and Merchandise Department, General 


Electric Company, Bridgeport 2, Connecticut. 
*Trade-mark Reg. U.S. Pat. OF. 


GENERAL ‘3:; ELECTRIC 
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“Incentive and bonus pay- 
ments to our warehousemen 
and truck drivers gives incen- 
tive to do more work than just 
enough to get by.”— 

W. H. Terstegge 


oo 8 


merely as a large buyer or a large 
consumer rather than recognizing 
that our real function is to distrib- 
ute merchandise to a great many 
dealers. This kind of thinking may 
be the fault of each one of us in- 
dividually. Our Association can 
render a real service by publicizing 
and making known the true func- 
tions of wholesalers. 

We give incentive and bonus pay- 
ments to our warehousemen and 
truck drivers, which are based on 
standards set up by an industrial 
engineer. These standards are too 
complicated to discuss here, because 
they are based on our own peculiar 
physical surroundings, which you 
would not find duplicated anyhere 
else. This method of payment gives 
an employee an incentive to do 
more work than just enough to get 
by, and has the very laudable effect 
of increasing the employees’ earn- 
ings and at the same time helping 
us to hold down expenses. 

The question of how to hold down 
expenses is largely an individual 
matter with each wholesale house. 
First of all, each business is dif- 
ferent. None of us handles identi- 
cal lines of merchandise, and no 
two houses have any similarity in 
their physical makeup, and even if 
they did, we would have to make al- 
lowances and calculations for the 
personal characteristics of the em- 
ployees who go to make up an or- 
ganization. 


GEORGE H. HARPER 
Baltimore, Md. 


National Enameling & Stamping Co.. 
secretary-treasurer of the X-Club 
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DEPENDABLE RUGGEONESS 








Profit by stocking BULL DOG FRICTION TAPE... 
the tape of outstanding quality! 


e Extremely high tensile strength 
@ Great adhesion 

e@ Long aging characteristics 

e Consistent quality 


BULL DOG FRICTION TAPE is constantly tested 
for uniform high quality. A special cutting process 
eliminates ravelling and uneven edges, giving better 
appearance and, consequently, better acceptance. At- 
tractive aging plus wide consumer recognition 
mean quicker turnover and larger —s for you. 
Call your local distributor... give him your order 
for BULL DOG FRICTION TAPE today! 





Cellophane-Wrapped for BETTER PROTECTION—BETTER DISPLAY 


Boston Woven Host & RUBBER COMPANY 





Distributors in All Principal Cities 
P.O. BOX 1071, BOSTON 3, MASS. 









WORKS: CAMBRIDGE, MASS., U.S.A. e 
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A Weekly Stock List As an Aid 


To the Trade, the Salesman 


















MARK H. KENNEDY 


i moving into a 


jobbers’ warehouse fall into two 
groups: Those allotted to sales- 
men and those put in open stock. 
Goods allotted salesmen are gen- 
erally those the manufacturer al- 
lots. They are critical and in very 
short supply and the turnover is 
very rapid. Such items are a 
small percentage of a jobber’s 
total volume, but as they grow 
more plentiful and supply matches 
demand, there is no need for allot- 
ment and they go into open stock. 

The jobber and his salesmen 
have no problem on allotted items. 
We notify our men on the arrival 
of such goods, telling them how 
many are put in their bins, the 
price to the trade, and the list 
price. Salesmen must keep accu- 
rate records of their own on these 
items so as not to overspecify and 
to this extent the job of record 
keeping is passed along by the 
house to the salesman. 

To get a satisfactory volume, 
sales must largely come from 
items not allotted. The jobber and 
his salesmen must therefore strive 
to build up such sales. In peace 
times, the guide, philosopher, and 
friend of the salesman, and we 
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And the Buyer 


ME KENNEDY tells how a weekly stock list 
enables his company to ship better than 95 


per cent of items ordered by dealers; to sell more 
goods actually in stock; to reduce pyramiding of 
orders; and to build dealer confidence in the com- 


pany and its salesmen. 


hope, the dealer, was the jobber’s 
corpulent catalog. But such a cata- 
log is now little more than a 
history book, illustrating and de- 
scribing things that used to be 
available in that period of plenty 
1930 to 1940. Few dealers today 
will go through the book. Not 25 
per cent of the goods pictured in 
it are available at any given time, 
although in prewar years, thumb- 
ing through it suggested many 
items that would otherwise have 
been overlooked by the dealer. 


‘ 


Carrying Samples Best 


The classic way to sell goods is 
by carrying samples. The house 
knows this and the salesmen know 
it. But still it’s a battle to get 
salesmen to do it. Carrying sam- 
ples always has been—is today— 
and likely always will be the most 
effective way to sell. Too much 
effort cannot be put into this 
proven and profitable way of mov- 
ing merchandise. 

As an additional help to the 
salesmen’s use of the catalog and 
his carrying samples, we furnish 


At the Tuesday 
Wholesalers’ Session 





By MARK H. KENNEDY 
Ott-Heiskell Co., 
Wheeling, W. Va. 













him with a weekly stock list, or 
inventory of goods on hand. This 
list is not sent out to the trade but 
is for use by our sales force, in- 
side and out, our stock and order 
departments, and our buyers. It 
gives the quantities on hand ex- 
cept on such miscellaneous items 
as bolts and screws and it follows 
page for page the same order as 
the general catalog. 

The salesman who knows the 
location of goods in his catalog, 
knows their location on his stock 
list and can tell you in a hurry if 
he has them, how many he has, 
and what the price is. If it be true 
that we only have on hand at any 
given time 25 per cent of items 
in the catalog, such a list will not 
be as big as one might think. Bear 
in mind, too, that allotted items 
are not included on the stock list. 
Thus a salesman can tell a dealer 
on the spot whether he has or 
doesn’t have an item and thus cut 
back orders to a minimum. 

Suppose a salesman didn’t have 
such a list and wrote an order of 
some 80 items—of which 30 were 
not shipped. He would then have 
wasted the time of the merchant 
in talking about these 30 items; 
his own time in writing the order 
up and someone’s time in the 
house in checking over these items 
before the order was filled. He 
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YOUR FLASHLIGHT 


BURGESS 
BATTERIES 


RECOGNIZED BY THEIR 
STRIPES * REMEMBERED 
BY THEIR SERVICE 


Longer nights mean 


increased sales of 





flashlight batteries 


---and 20,000,000 pairs of eyes 
will see this striking reminder in 
leading magazines in the next few 
weeks. Order Burgess Batteries now 
to be ready for flashlight check-up 
time. Display-packed for compact 
counter display and quick sales. 


DEALER HELPS! “ 


BURGESS BATTERY COMPANY 

Dept. 59, Freeport, Illinois 

Please send free display card on BURGESS 
Flashlight Batteries. 


——— — J 


| come in, and if 











would also have wasted the time 
of the order clerk in trying to find 
items that weren’t there and 
wasted the time of the bill clerk 
if a back order is made. 
Salesmen when they get these 
stock lists each week read them 
very carefully. They do so because 
it’s their bread and butter. And 
there is no excuse for them send- 
ing in orders for goods their stock 
lists tell them are not available. 
This is a great aid to the dealer 
because he knows just what he 
can expect, without a lot of goods 
being back ordered. And for that 
reason it tends to breed confidence 
in the salesman and the house. 
New items are included as they 
in assortment 
form, the contents are itemized. 
Prices to the trade are shown for 


| each item and where O.P.A. has a 
| retail price, it is shown. Salesmen 
| can give all this information to 


the dealer at the time of sale. 


These lists are on sheets 8% in. 
x 14 in., double column, run off on 
a ditto machine. They are dated 
and issued late on Friday of every 
week. Merchandise coming in as 
late as Friday morning is in- 
cluded, and price changes as well. 
We also issue at the same time a 
separate circular letter giving new 
items and price changes for sales- 
men to post in their catalog. 

This stock list has enabled us 
to ship better than 95 per cent of 
items turned in by our sales force. 
It has enabled us to sell more of 
the goods we have on hand and 
less of what we don’t have and 
thus aid the merchant trade. Deal- 
ers are apt to give preferred atten- 
tion to salesmen who in effect are 
giving them preferred attention in 
seeing to it that dealers get what 
they order. 

Use of a stock list tends to re- 
duce pyramiding of orders by 
dealers through the virtual elim- 








OFFICERS 
of the 


AMERICAN HARDWARE 
MANUFACTURERS ASSOCIATION 
Elected at Atlantic City, N. J., Oct. 17, 1946 


President 
H. P. Ladds, National Screw & Mig. Co.* 


Vice-Presidents 
H. F. Seymour, Columbian Vise & Mig. Co. 
George H. Halpin, Minnesota Mining & Mig. Co. 
Richard L. White, Landers, Frary & Clark* 


Secretary-Treasurer 
Charles F. Rockwell 


Executive Committee 


Herbert B. Megran, Starline, Inc. 
B. E. Strader, Remington Arms Co., Inc. 
. F. Barnes, New York Wire Cloth Co.* 


C. O. Drayton, American Screw Co. 
John O. Findeisen, American Fork & Hoe Co. 
Harry M. Hanson, Damascus Steel Products Corp. 


J. G. Geddes, H. KE. Porter, Inc.* 


F. T. Stone, Columbus McKinnon Chain Corp.* 
Geo. F. Wright. G. F. Wright Steel & Wire Co.* 


Advisory Board 


P. B. Noyes. Oneida, Ltd. 
Fayette R. Plumb, Fayette R. Plumb, Inc. 
Isaac Black. Russell & Erwin Mig. Co. 

S. Horace Disston, Henry Disston & Sons, Inc. 
D. A. Merriman, American Steel & Wire Co. 
J. E. Stone, The Stanley Works 
A. E. Alverson, Greenlee Tool Co. 
Robert G. Thompson, The Lufkin Rule Co. 
H. B. Wilson, Mathias Klein & Sons 
Richard Harte, Ames Baldwin Wyoming Co. 
Spencer T. Olin, Western Cartridge Co. 
John S. Tomajan, The Wasburn Co. 


(*Newly-elected) 
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45 YEARS 
SUCCESS WITH 
LUCAS PAINTS 
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PROMINENT DEALER SETS PACE 
AGAINST STRONG COMPETITION 


It takes an exceptional line of paints to hold customers 

nearly half a century. Yet, in Darby, Pa.—(a suburb of 

Philadelphia, and one of the country’s most competitive 

markets)—the P. H. Sipler Co. has consistently done a 

a Great Name 7 PAI NTS highly successful business in Lucas Paints for 45 years. 
we. Time-tested sales experience, like this, is just one reason 


why you should get all the facts on a Lucas franchise. 


JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa... . Offices, Factories, Warehouses in Principal Cities 
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FABRICS... 


CLOTHING ... BELTING... 
GRAIN BAGS ... CANVAS 


“SPEE-DEE” Fabric Cement 
patches and repairs overalls, cloth- 
ing, belting, grain bags, binder 
canvases, tarpaulins, awnings, 
tents, canvas and leather goods. 
Quick and easy to apply. Water- 
proof — washing will not loosen 


ONE for 
UTILITY... 


WOOD... 
GLASS... 
PLASTICS ... 


“SPEE-DEE” Utility Cement 
makes an excellent wood glue. 
Also repairs crockery, china, por- 
celain, celluloid, ivory, marble and 
metal. Patches awnings, tents, tar- 
paulins, and other canvas and 
leather articles. Waterproof — 
Flexible — Transparent. 


BOTH FOR 


PROFITS 


Both these high quality cements 
sell on sight. Bottled in following 
sizes: 1 oz., 2 oz., 6 oz., 16 oz., 
32 oz., % gal. and 1 gal. Avail- 
able now. Order from your job- 
ber. Write for samples, folders 
and prices. 


OWOSSO PRODUCTS CO. 


OWOSSO MICHIGAN 


| sale. 








A.H.M.A. ADVISORY BOARD 


S. HORACE DISSTON 
Henry Disston & Sons, 
Inc. 


ination of back orders. It frequent- 
ly enables the dealer to make a 
promise of delivery to a consumer 
with assurance that a specially 


| wanted item will be shipped. It 
| shortens the time a salesman need 


spend with a dealer, saving both 


valuable time. 


We make a practice of holding 
nothing back—of offering every- 
thing that comes in for immediate 
In this way the stock list 
tells the whole story and not just 


| a part of it. Where a very healthy 
| shipment of goods, normally al- 


lotted, comes in, we ration per- 


| haps half of it to the salesmen 
| and put the rest in open stock, so 

advising our men. 
| gives every man a fair share and 
| the aggressive ones a chance for 


This method 


an extra helping. 


Simplifies the Work 


A stock list simplifies the work 
of a salesman, lessens his writing 
chores and speeds up his pricing 
of orders, by having the dealer 


| cost listed along with the stock on 


hand. Salesmen are better posted 
on what they have to offer than 
they could possibly be without 
such a list. Their background in 


| various lines is supplemented by 
| monthly meetings 


in the house 
where the buyers go over the list 
and give a better picture of condi- 
tions and prospects in different 
lines. Such meetings pass on to 
the salesmen information ordinar- 
ily only available to the buyer, 
and taken in conjunction with the 
stock list enable salesmen to give 
a better picture to the trade. 


A. E. ALVERSON 
Greenlee Tool Co. 


D. A. MERRIMAN 
American Steel & Wire 
Co. 


The stock list on the desk of the 
buyer is ready made—down in 
black and white—unlike an annual 
inventory where you ‘start with 
blank stock sheets and laboriously 
count and write. On this ready- 
made list he can note when his 
stock is running low—and reorder. 
With the cold facts before him 
weekly, he, too, is better posted 
than he could possibly be without 
this list which is the very one all 
his confreres are using. 


A Time Saver 


At times there are unusual runs 
on certain items which quickly de- 
plete what were considered ample 
stocks. To combat such a run, we 
have a practice of passing across 
the desk of the buyers all orders 
immediately after they are filled 
by us, the buyers noting only 
short items and passing them 
along at once for extension and 
billing. This frequently saves a 
day or two in our getting orders 
away to manufacturers, and delays 
billing inly a moment or two. 

The preparation of such a list 
involves a great deal of pains- 
taking work and it is doubtful if 
in ordinary peacetime it would 
be worth the effort. Today, how- 
ever, it makes for better informed 
salesmen and better informed 
salesmen mean more sales. It 
helps not only the salesman in 
selling, and the buyer in buying, 
but it paves the way for more 
goods to come in on the one end 
and more to go out on the other. 
For the dealer, the list provides 
a measure of certainty in times 
that are anything but certain. 
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Why You Enjoy Selling PERINA-JACKS 





Your Customers Go For Perma-leck 
With Enthusiasm—Here’s a letter 
that indicates what users think of it: 







































































IMAN 
| & Wire 
“Some time ago | purchased two 
Perma-Jacks from the ‘X’ Hardware Store in Minneapolis. 
s of the These fine jacks have two concentric tubes supported by two 
own in husky steel pins perpendicular to one another and atop the 
ogee post is a bearing which reduces friction to a minimum. 
t wi 
riously These sold for $10.95 each. In the meantime, | have been able 
emg to find nothing but cheap imitations of this adjustable column. 
‘eorder. Will you kindly notify me of a place where two of your fine 
re him ” 
posted jacks can be purchased? 
without 
one all 
Ys Ve You Like Perma-Jack’s Helpful Sales 
al run Long lack Handle Vee 2  Policy—Here’s what a Hardware 
s 
kly de- Jobber wrote us recently: 
ample o--*} . : 
un, we i | Only Perma-Jack has Keep on making good merchandise, well 
across Stee! Support i | These Exclusive Features finished, then you should lead the pack. 
orders ams . d , aes 
- filled that win customers an There is no difficulty, however, for anybody to make some- 
Pose Top Tube of Ti 
r only pecial NLA TOR thing of inferior quality artd sell for less. We think you have 
them roller bearing and 8 pitch . ’ ‘ ) ; 
Dane Aainncatnns tener teats a good jack and we like your cooperation and believe in 
ves a for easy turn under load; 2 telling you so instead of letting you surmise it. We might be 
orders Adjestment tele Son ost Oat high carbon steel support — ist as frank if your merchandising principles were not what 
delays } Adjustment Pins pins; 5/16” heavy steel ” F 
“ sae ‘ bel by comers. see. dined teieshaihnitins we thought they should be. 
a list — Bearing Strength and a baked enamel, anti- P. S. (by us) Names of store and writers on request. 
pains- Bit rust finish for permanence. 
‘ful if Oecd Sue AM. ton tha bow sdett Cash in on the quick steady profits this easy money-maker 
would price of $10.95 (slightly brings you! Ask your jobber today for Perma-Jacks—or 
na a eer higher in Canada). write us, giving his name. 
orme 
ormed 
. oo 
an in Rated capacity 8 tens ey 
; Load tested to 12 tons 
lying, Heavy 5/16” Steel 
more cere 
e end . PAT PEND 
other. 


vides Product of PERMA-JACK Corporation, 12500 Berea Road, Cleveland 11, Ohio 


times 


n A Subsidiary of Republic Industries, Inc 
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How We Handle Our Purchasing 
and Receiving Records 


G. W. FARR 


I BELIEVE we all recog- 
nize the value of having proper rec- 
ords for the control of stock. In- 
corporated into such a system is 
found information that not only 
permits us to know when merchan- 
dise should be ordered, but gives 
us knowledge of turnover, fast 
selling items, poor moving num- 
bers, trend of demand and whether 
sale is increasing or falling off. 
From these records, one in normal 
times should be able to anticipate 
stock requirements in advance of 
the seasons, and determine when 
stocks should be reduced. Thus, 
we are able to prepare our inven- 
tory to take advantage of an added 
volume of business and guard 
against overstocks which, if per- 
mitted to accumulate, soon result 
in frozen capital, obsolete mer- 
chandise and, at the same time, 
handicaps a business by not per- 
mitting flexibility wherein full ad- 
vantage can be taken of changes in 
style and improvement in designs. 

We all appreciate that purchas- 
ing records during the war years, 
like those of today and those we 
will have for many months to come, 
cannot be maintained with the 


A detailed outline of the way in which one firm 
handles this phase of its business, keeps accu- 
rate check on all details and from it derives the 
knowledge of what is happening as well as what, 
in all probability, will take place in the future. 


By G. W. FARR 


Decatur & Hopkins Co., 
Boston, Mass. 


At the Tuesday Morning 
Wholesalers’ Session 


same values they would have in 
normal periods. Under existing 
conditions, our incoming stock 
shipments are, in many cases, based 
on manufacturers’ quotas, alloca- 
tions, etc., plus whatever additional 
quantities we can obtain through 
friendship and from outside 
sources. 


A Business Outline 


Before explaining the operation 
of our system, it might be helpful 
if I give you a brief outline of our 
business so that you can visualize 
the conditions and surroundings 
under which we carry out our 
methods of purchasing and receiv- 
ing merchandise. Decatur & Hop- 
kins Co., is 100 per cent whole- 
sale, confining its sales entirely to 
hardware stores. We are located 
in the Back Bay section of Boston, 
Mass., slightly removed from the 
congested area of the city. The 
business is one of a number of old 
hardware institutions located in 
New England, having been estab- 
lished 100 years ago this year. We 
are housed in a well-lighted, cement 
and brick structure containing six 
floors and a basement giving us 


approximately 96,000 sq. ft. which 
is supplemented by outside floor 
area which we lease, adding an- 
other 10,000 sq. ft. We employ 21 
salesmen covering the entire New 
England States and a small section 
of New York State bordering 
western Massachusetts, and south- 
western Vermont. While we classify 
our business as shelf hardware, we 
also handle electrical appliances 
and maintain cutlery, plumbing, 
sporting goods, housewares and toy 
departments. 

I intend to limit my discussion 
for the present to the first part of 
my subject, namely purchasing 
records, and will later deal with 
records covering the receiving of 
merchandise. As I outline our op- 
erations some may recognize the 
general program of our stock con- 
trol system, as the basis of the plan 
was brought to our organization 
many years ago from just such a 
meeting as this, by one of our past 
presidents, Austin H. Decatur, a 
past. president of the National 
Wholesale Hardware Association. 

When one of our buyers orders 
an item or a line for the first time, 
he fills out a form which we call a 
quotation sheet. This memoran- 


“From these records, one in normal times should be able to «nticipate stock re- 
quirements in advance of seasons and determine when stocks should be reduced.” 
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%  “Actionrod is a first-class rod in all respects ... designed 
by a real fisherman... with the very best of materials and 
workmanship...” 










te “It’s the first rod by a new manufacturer that is really a 
quality rod...” 






“Amazed to find that I could cast Actionrod with the same 
ease I had become accustomed to in 5-foot bamboo...” 







Everywhere the new Actionrod has been shown, the story is 
the same... 
































vom Actionrod is the finest steel casting rod on the market! 
oor 
ot Here, for the first time, is a casting rod with power that flows smoothly, 
lew evenly, through the tip... a rod with uniform response, delicate balance 
ion and finger-touch handling ease. 
ing Actionrod is a new rod—but behind it are more than 16 years of experi- 
ith- ence and research in heat-treating. Recent special developments in tem- 
‘ify pering have given Actionrod extra strength plus the finest tip-action ever 
jos known to casting rods. 
ng, If your distributor hasn’t contacted you yet, send your order direct with 
toy his name. Actionrod is available now in both square and round models. 
ion @ Die-cast aluminum handle with Tenite plastic grip in red, grey, 

of green or ivory. 

ng @ Mildrum steel guides—copper-wound and chrome-plated. 
ith @ Patented wedge-type reel lock and blade-locating rod lock. 
“a @ Owner's name engraved free on removable handle dise. 
he @ Fully guaranteed against damage under normal fishing conditions. 
mn- @ High lustre chrome finish. 
an 
on 

a 
fs WITH FLEXIBLE TIP-ACTION 
al 
. 
rs 
e, 


Se ORCHARD INDUSTRIES, INC. 


a ca 


2 20201 SHERWOCD AVENUE ¢« DETROIT 12, MICHIGAN 
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dum when completed contains such 
information as the manufacturer’s 
name and address, the name of the 
article and number as it should be 
listed in the stock records, and 
such description to be listed in the 
salesmen’s price books, along with 
packing, weights, cost and sales, 
cash and freight terms. The buyer 
then records in the proper stock 
book, the manufacturer’s name, the 
item and the quantity purchased. 
This quotation sheet, along with 
the manufacturer’s catalog or sheet 
illustrating the item, then goes to 
one of the clerks who handles 
prices, where a listing is made on 
a cost card and installed under the 
manufacturer’s name in the proper 
place in our Kardex filing system 
for use in checking invoices. The 
illustrated page or catalog is given 
a number and after being listed in 
our catalog index, is placed in 
numerical order in our file contain- 
ing manufacturers’ catalogs for 
future reference. 


Orders for Merchandise 


Orders for merchandise are 
typed on a three-part, continuous 
order form with which we use a 
one-time carbon. We have found 
the continuous order form very 
helpful in speeding up writing of 
orders. The forms are made up 
with the manufacturer’s copy 
which is quickly identified by its 
golden rod color, a shade we have 
used for over 25 years, an office 
copy and a warehouse memoran- 
dum. This third copy, or ware- 
house memorandum, does not have 
a full-size carbon sheet, so only the 
items are shown leaving the space 
for quantity orders open for the 


receivers report of which I will 
speak later. The original or top 
sheet goes to the manufacturers. 
The second sheet which is marked 
“office copy” is filed alphabetically 
in a post binder book where it re- 
mains until after the merchandise 
has been received. The third copy 
goes to the warehouse superin- 
tendent, who thereby becomes ac- 
quainted with the merchandise 
ordered allowing him to plan his 
warehouse storage facilities. After 
noting such information as he may 
require, this goes to the proper 
floor to be used as a receiving rec- 
ord, and to indicate to the depart- 
ment head, items on order. 

The stock records we employ 
are tightly bound books containing 
72 pages and provide for a listing 
of approximately 325 items. In 
listing the items in our hardware 
department we use 76 books, the 
housewares department 19, cutlery 
department 16, sporting goods de- 
partment 15, plumbing department 
nine and the toy department six. 
In preparing these records, lines 
are listed so far as possible by 
floors, thus eliminating the need 
of the boys counting the books 
going from one floor to another. 
Lines like window glass, insecti- 
cides, garden tools, summer mer- 
chandise, winter items, etc., are as 
a rule itemized in separate books 
to facilitate ease in handling. The 
stock books are especially prepared 
for our use, the ruling being ar- 
ranged to allow the date of the 
count to be shown at the extreme 
left hand margin, with the balance 
of the double-page spaced to show 
at the top of the page, nine indi- 
vidual sizes or items with a space 
under each, into which is placed 
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JOSEPH E. STONE 
The Stanley Works 





R. G. THOMPSON 
The Lufkin Rule Co. 











the stock count, the amount of the 
order to be placed and a third space 
for recording the annual sales on 
each number, or the amount of 
future business on file in the sales 
department. The buyer having be- 
fore him the totals of future sales, 
finds it very helpful in enabling 
him to anticipate his future re- 
quirements. 


Records Accessible 


These stock records are grouped 
by departments and kept in steel 
racks or drawers so as to be made 
accessible to each department 
buyer. The books are held in the 
office until such time as counts are 
required and then the boys doing 
the counting secure them from the 
department, take a physical inven- 
tory of the stock in the warehouse, 
and return the books to the office. 
In the hardware department, we 
count the entire stock every 18 to 
24 days. Additional counts are 
made on fast moving items, new 
merchandise and such items as the 
buyer may decide are necessary. 
The periods of counting in the cut- 
lery department and housewares 
department are on a monthly basis 
and the other departments are 
counted on various schedules, de- 
pending on the season of the year, 
and the discretion of the buyers. 
I might add the departments, other 
than the hardware, are more or 
less confined to separate rooms or 
floors, and being under the control 
of an assistant department head, 
have a closer contact with the stock, 
and the buyer depends on daily 
reports, thus eliminating the rigid 
counting program as maintained in 
the hardware department. 

When a stock has been counted 
and entered in a book, its pages 
are looked over by one of the clerks 
in the department who indicates by 
entering a symbol next to the un- 
filled order quantities, those items 
remaining unshipped, or such items 
that may be in transit. All un- 
marked quantities are understood 
to have been received since last 
stock was taken. The buyer then 
goes through the book, entering 
such quantities that he may desire 
ordered. The orders are then writ- 
ten, checked for accuracy and the 
book is returned to the file. The 
orders are mailed, leaving the first 
copy to be filed in the unfilled order 
book and the second copy is sent 
to the superintendent’s desk. 

Before leaving the subject of 
purchasing records, I want to fol- 
low through with the part of our 
system which deals with incoming 
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toe Coafamer 


+e BY CRAFTSMEN 


GREENLEE 
CHISELS AND GOUGES 


Reasons are many why GREENLEE chisels and gouges 
perform so well for so long. Blades are of special-analysis, 
high-grade crucible steel . . . for uniform toughness 
. . « long-lasting, fine-cutting edges! Expert GREENLEE 
forming, heat-treating, and inspection processes assure 
superiority always. Highly polished finish seals and pro- 
tects this inherent, fine quality. And any craftsman will 
tell you they are beauties too for workability with their 
perfect balance, hand-fitting handles and proper over- 
all design. Sell top quality . . . sell GREENLEE! 


t, _ 
GREENLEE: 


= 


STOCKED BY LEADING WHOLESALERS 
FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives « Automatic Push Drills e Spiral Screw Drivers « Bit Extensions e Bell Hangers’ Drills e 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1810 Herbert Avenue, Rockford, Illinois, U.S.A. 











invoices. Each morning after the 
accounting department has entered 


a record of the incoming invoices, 


they are turned over to the pur- 
chasing department. These bills 
are then checked against the copy 
of the order sent to the manufac- 
turer in order to learn whether the 
shipment has been made correctly. 
If the entire amount ordered is in- 
voiced, a check mark is made on 
the order. If only part of the mer- 
chandise has been shipped, the 
quantity is indicated on the copy 
of the order next to the original 
amount ordered and the date of the 
bill, with the number of pieces in 
the shipment is listed. This record 
then permits the clerk in back, 
ordering the stock books after they 
have been counted, to tell whether 
the goods previously ordered have 
been received, or if they are still 
due. The usefulness of the copy 
of the order does not end at this 
point, but remains in the book until 
the shipment is received. Since the 
next stage of effectiveness for this 
copy has to do with the subject of 
receiving the merchandise, we will 
return later to this point. For the 
present, we will follow through on 
the checking of the invoice. From 
this stage the bills go to the desk 
of the clerk who has charge of 
prices and catalogs. Here the in- 
voices are checked for correct - 
prices, terms, freight allowances, 
etc., after which they are returned 
to the accounting department for 
payment. While we list in our 
Kardex system the majority of our 
costs, we find long lines such as 
Stanley ‘tools, Disston, bolts and 
screws, window glass and similar 
lines more conveniently handled 
from the manufacturer’s price list. 


Receiving Stocks 


Up to this time we have covered 
the types of records used, their ap- 
plication in controlling stock, the 
writing of orders, the filing of 
prices and catalogs, and have reach- 
ed the point of having indicated in 
our system deliveries made against 
previous purchases. This completes 
the records of purchasing part of 
our subject and I will now discuss 
the subject of receiving stocks as 
we handle them. 

On account of our receiving rec- 
ords being so closely tied in with 
our back ordering program, it is 
essential that the utmost care be 
exercised in having accurate records 
turned into the office from the 
warehouse. We have tried various 
systems, changing operations from 
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WALTER H. ALLEN CO., INC. 
Dallas 2, Texas 
—- WHOLESALE HDWE. CO. 
ong Beach |, California 
B. C. SUPPLY CO. 
Battle Creek, Michigan 
BAIRD & COMPANY 
Greenville, Mississippi 
BAIRD HARDWARE CO. 
Gainesville, Florida 
BARKER, ROSE & KIMBALL, INC. 
Elmira, New York 
BROWN-CAMP HARDWARE CO. 
Des Moines 6, lowa 
BROWN-ROGERS-DIXSON CO. 
Winston-Salem, North Carolina 


DUNHAM, CARRIGAN & HAYDEN CO. 


San Francisco 19, California 
DUTTON-LAINSON CO. 
Hastings, Nebraska 
FONES BROS. HDWE. CO. 
Little Rock, Arkansas 
C. D. FRANKE & CO., INC. 
Charleston, South Carolina 

GREER & LAING 
Wheeling, West Virginia 
HALL oe co. 





HERR & oo. INC. 
lancaster, Pennsylvania 
HOLMES HARDWARE CO. 
Pueblo, Colorado 
IMPERIAL HARDWARE CO. 

El Centro, California 
JELCO MILWAUKEE CO. 
Milwaukee 3, Wisconsin 
JELCO OMAHA CO. 
Omoho 2, Nebraska 
JENSEN-BYRD CO. 
Spokane, Washington 
KEITH-SIMMONS CO., INC. 
Nashville 1, Tennessee 
KING HARDWARE CO. 
Atlanta 3, Georgia 
LEE HARDWARE CO. 
Salina, Kansas 
MAY HARDWARE CO. 
Washington 7, D. C. 

C. H. MILLER HARDWARE CO. 
Huntingdon 19, Pennsylvania 
MOREHOUSE & WELLS CO. 
Decatur 60, Iilinois 
MORROW-THOMAS HARDWARE CO. 
Amarillo, Texas 
J. H. OLIVER & CO! 
Grenada, Mississippi 
RAILEY-MILAM, INC. 

iami, Florida 
RAWUNGS EQUIPMENT COMPANY 
Mobile, Alabomo 
READER'S WHOLESALE DIST. 
Houston 2, Texas 
REHM HARDWARE CO. 
Chicago 8, Illinois 
J. RUSSELL & CO., INC. 
Holyoke, Massachusetts 
THE SCHAFER COMPANY, INC. 
Decatur, Indiana 
¢. Y. USCHELLY & BRO., INC. 
THE SEEDMAN COMPANY, INC. 
Brooklyn 6, New York 
SOUTHWESTERN HARDWARE CO. 
Oklahoma City 1, Okichoma 
THUMB HARDWARE & SUPPLY CO. 
Deckerville, Michigan 
TIEMANN HDWE. & SUPPLY CO 
St. Lovis, Missouri 
UNION ey tay INC. 
Red New Jersey 
UNIVERSAL SUPPLY CO. 
Dayton, Ohio 
ZORK HARDWARE CO. 
El Paso, Texas 





ZORK HDWE. CO. OF NEW MEXICO 


Albuquerque, New Mexico 


CANADA 


FALCON HARDWARE, LTD. 
Winnipeg, Manitoba 


WOOD, ALEXANDER & JAMES, LTD. 


. 


lomilton, Ontario 


MR. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 
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ABOUT 
HARDWARE VALUES 


















































ARE YOU RECEIVING 
TRU-TEST 
© MARKETER”? 



















@It’s news today when any merchandise is available, but it’s extra special 

news when such outstanding hardware items as these are waiting for you! 
You'll find full details in the Tru-Test MARKETER, a newsy, interesting monthly 
publication that also tells you what’s going on among other dealers and 
describes Tru-Test’s big, handsome rotogravure consumer catalog that will 
become a valuable sales stimulator in the hard-to-sell days that lie ahead. 

If you are not receiving the MARKETER, get in touch with your nearest 
Tru-Test Distributor right away! 


MASS DISTRIBUTION THROUGH INDEPENDENT WHOLESALE DISTRIBUTORS AND RETAILERS 







































4 doz. 
3 doz. 
3 doz. 
3 doz. 
3 doz. 
3 doz. 
3 doz. 
2 doz. 
| doz. 


The So-Lo Automat" comes to you from your jobber in 3 ship- 
ping cartons . . . total weight 56 Ibs. One carton contains 28 
Doren fast-selling, So-Lo “Fix-Me" tube items .. . the other two 
cartons each contain a revolving display fixture (value: $5.00 
each). You pay for 24 dozen tubes, plus $4.80 for both fixtures. 
You get 4 dozen tubes free. You sell them for $4.80. Thus your 
revolving display fixtures cost you nothing! 


YOUR JOBBER WILL SHIP IMMEDIATELY 


So-Lo Werks, Inc., Loveland, Ohio 


Ship Automat with 24 doz, tubes, plus 4 doz FREE tubes 
and two revolving dispicy fixtures. (Your cost $24.00.) 


NAME 
P. O. ADDRESS 
SHIP VIA 


JOBBER'S NAME 

NOTE: Check here [) if you want the No. 1200 Automat with only 
1 revolving display fixture and half the quantity of tubes. (Your 
cost $12.00.) 


You 








2 REVOLVING DISPLAY FIXTURES at 2.40 


NOTE TO SMALL DEALERS: 
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So-Lo “Automat”... 


BUY A TOTAL OF 3 EACH OF 8 DIFFERENT PRODUCTS 
GET TWO REVOLVING DISPLAYS FREE! 
YOuR Cost 





YOU SELL FOR 


YOU GET 

Blue Bond Rubber Cement 
So-Lo’s Clear Cement 

So-Lo's Liquid Solder 

So-Lo's Airplane Cement 

Pipe Joint Compound 

Linoleum Cement 

Auto (Rubber to Metal) Cement 
Pot and Pan Mender 7 
Each Blue Bond Cement, Liquid Solder, Clear Cement 
and Airplane Cement tr 


FREE 
4.80 


$33.60 
24.00 


$9.60 


Total Selling Value . 
Your Total Cost 





You Make Your Regular Profit (on 24 dozen) 


can order a #1200 “Automat” with | revolving display fixture. 


You get 14 Doz. Tubes and | Free Fixture . . . total cost to you $12.00. 
Order by number—7#1200 "Automat". 






MAIL COUPON TODAY.... 





time to time, but found that a 
system, regardless of how well it BR os peek. 
was laid out, depended mainly on ‘Vere 

the accuracy of the individual. . GIVE ME 


Prior to the war, conditions were Sk at 7 ALUFEKHIN TAPE WITH 

tirely different than they h pen 
been in recent years, in that we | | | ama THE CHROME WHITE LINE 
more or less had permanent help o a R\ THAT [IS DURABLE “e 





on each floor and gradually, by 
changing and eliminating certain a ae » ——— 
individuals, we built up teams of ; ; 
floor or department men in which 
we could place dependance and had 
the assurance that the receipt of 
merchandise was correctly entered. 


Wartime Difficulties 
When the war came, many of our 
boys left for the service and it was 
necessary to substitute help and, 
like most of us, at times we found 
we did not have a complete feeling 
of confidence in certain individual’s 
work. Then too, manufacturers 
began using cartons picked up in 
the used carton market and many 
shipments began to look from out- 
side markings as though we were 
handling anything from Campbell’s 
Soups to Underwood Typewriters. 
The unit quantity packing was no 
longer uniform and, with the shift- 
ing and changes made necessary in 
an effort to secure merchandise, 
goods came from new sources bear- 
ing new numbers, quantities, etc. 
All this added to the confusion. As 
a result, many reports were incor- a 
rectly listed and frequently it was ee JET BLACK 
necessary to recheck receiving re- 
ports for accuracy. I will admit at 2 MARKINGS ON 
— this became quite a problem. CHROME WHITE 
he fact that orders began to be ; 
assembled from our receiving plat- FORFACE.«. 
form and the tail board of incom- | by %$EASY TO READ 
ing trucks, particularly on scarce ae ie 
items, did not improve the situa- 
tion. However, I will say in fair- 
ness to manufacturers, we found in 
the majority of cases that their 
counts had a tendency to be more 
-TS correct than some we had turned 
into the office in recent years, and 
so it has been only in extreme cases 














Tr and after carefully rechecking had 
3.60 we occasion to report shortages. 
3.60 Since nearly all our merchandise is The surest way to build volume business is to sell satisfaction— 
7 delivered in large trailer trucks by and there’s full satisfaction in every inch of the husky line of 
oan the railroads, or placed in carload a Lufkin Chrome Clad Steel Tape. Chrome plated line will 
3.60 quantities on our siding, we elimi- withstand the toughest usage. Durable, accurate jet-black 
2.40 nate, for the most part, our stock markings are always easy to read. Also available with hook- 
an coming in small quantities by a ring for one-man measuring. Build business with Lufkin—it pays! 

ae larger number of trucking compa- 

33.60 nies. This is a great help in re- 


24.00 ducing the detail of receiving. UF , KK IN 


When shipments arrive our re- 
ceiver enters on his daily report 
record, the shippers’ and transpor- 
ixture. (Continued on page 254) 
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THE LUFKIN RULE COMPANY, SAGINAW, MICH., New York City 











































E. H. McGINNIS 


WV installed a person- 


nel manager—a young man who 
had been with us for quite a while. 
Our study convinced us that we had 
to give this man a lot of responsi- 
bility. A lot of confidence was placed 
in him. He hires everybody that 
works for us; he discharges any- 
body when it becomes necessary. 
He is our contact man. He works 
with our employees, through our 
superintendent and our office man- 
ager, but, principally, through our 
foremen. 

Early in the game we learned 
that direct contact with our em- 
ployees was not always productive 
of the results we wanted. We found 
that if we came down a little closer 
to their level of thinking, and 
worked through the foreman, the 
man who had charge of perhaps 15 
or 20 employees, we would get a lot 
further. So our 20-odd foremen 
then became the first we had to 
work with, through our superin- 
tendent. We raised our own fore- 
men, of course, and tried to do some 
educational work with them. 

Another thing we found, early in 
the game, was that our employees 
did not understand our house poli- 
cy. Our stockholders and our cus- 
tomers did, we hoped, and our 
manufacturers did, but our employ- 
ees did not realize how we felt 


The Value of Incentive Plans 





R. McGINNIS believes that incentive plans are 

the biggest step to union-free labor relations 

with employees. He says a distributor's first obliga- 
tion is now to his employees and no longer to the 


stockholder. 


By E. H. McGINNIS 


Union Hardware & Metal Co., 
Los Angeles, Calif. 


about them. So we had to work on 
that problem first through our fore- 
men and we had to be sincere. You 
know that we all have the greatest 
admiration and respect for our em- 
ployees. Without them we would 
not be in business, but, like many 
things, we possibly do not take the 
time and trouble to show that at- 
titude towards them. But we found 
that we had to do it as a matter of 
self-preservation. I believe we did 
a pretty good job. 

We got that background straight. 
ened out—it took perhaps a year 
or two to get that far. 

Then we came to the next ques- 
tion. How could we pay the great- 
est amount of money to our em- 
ployees in a way that would bring 
out the greatest amount of co-oper- 
ation and help? In other words, all 
we wanted was our money’s worth. 
We don’t care how much we may 
have to pay, so lohg as we get our 
money’s worth. 


Two Plans 


We hit on two plans. One was the 
so-called “bonus” or “annual distri- 
bution of profits,” or whatever you 
want to call it. We started with 
one-half of the November salary, 
on December 15. We moved that 


At the Thursday Morning 
Wholesalers’ Session 


up in a year to one month extra 
pay, and coupled that with the de- 
partmental buyer’s recognition, by 
giving them from two to three 
months, sometimes more, depend- 
ing on the year. We still paid that 
to all employees—that is entirely 
separate from the incentive plan 
that we had and which I shall dis- 
cuss. 

The bonus annual compensation 
makes it possible when you have a 
good year to do something for 
your employees, and they un- 
derstand that they do not get it 
unless we do have a good year. But 
that was not the immediate prob- 
lem early in the ’30s. It was a ques- 
tion of immediate monthly pay- 
ment. 

We started where we could, on 
piece-work, with a plan; machine 
bookkeeper operators, the price 
clerk, the billers, and that type of 
activity in the office, where we 
could count the lines of the charge 
sheet. It took time—it can’t be 
done in a minute. As I see it, we 
are not in favor of hiring this work 
done. You can hire a lot of work 
done, but you can’t hire, we believe, 
the kind of work that we under- 
took. We preferred making our own 
mistakes and working out the set- 
up as we went along. 

We finally stabilized the amount 
that we could afford to pay in the 
various departments. 

The first year that type of work 
paid about a 7% per cent bonus. In 


“ ..» When you have a union I think you have learned that you get less for your 
money—less for more ... but when you have the proper incentive, you get more 
for less.” 
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to an Ideal 


MPIRE LEVELS are accorded their world- 
wide fame for dependable performance 

and accuracy because their production is based 
upon an Ideal. This ideal is as basically simple, 
undeviating, and sharply defined as the inspir- 
ing lines of the familiar Washington Monument. 





xk 
extra i 
he de- MPIRE’S Ideal embraces strict adherence to 
on, by the principles of quality production, and a 
three firm standard of service to our wholesalers, re- 
+ ya tailers, and craftsmen, wherever the finest in 
ntirely levels is demanded. 
2 plan 
Il dis- ‘ae 
es IS this Ideal, continually practiced through- 
— out Empire’s twenty-eight years of service 
. ss that aids today in maintaining your customers’ 
, loyalty and good will. It will continue to build 
get it and expand confidence in the great and imme- 
r. But diate era of expansion and growth that lies 
<i ahead for American industry and enterprise. 
pay- 
oS 2s Empire LeveL Merc. Co. 
price MILWAUKEE 4, WISCONSIN 
rpe of ; 
e we 
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The above illustration first appeared in 1922. We have reproduced it each year since, as a 
reminder to you of the Ideal inspiring Empire's best efforts in manufacturing and service. 
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the last few years, it has run from 
26 to 28 per cent, monthly. Of 
course, it is rather difficult to do it. 
It takes a little time study. It 
wasn’t all done in one month or one 
year. But the employees knew 
what was being done and the office 
manager worked with them, and, of 
course, we had their co-operation. 
That system has turned out very 
successfully. It was truly remark- 
able to notice the difference in girl 
operators of machines. A biller, or 
many of them, would earn $100— 
another would earn $180, another 
$190—$190 I believe was the larg- 
est amount earned at one stage of 
the game. In other words, the bill- 
ing ability of one girl was almost 
twice that of a lot of others. Natu- 
rally we had to eliminate those that 
could not earn the base pay. The 
base pay in any department must 
be the standard regular pay that is 
being offered in your locality. There 
is no effort made to reduce the base. 
You have got to keep the base high. 
The monthly incentive plan is an 
incentive and not a way of making 
money for the stockholder. It is 
true you cover the cost of super- 
vision, but the most vital thing 
about the beginning of the plan is 





SPENCER T. OLIN 
Western Cartridge Co. 


you have got to know that the 
employees understand that every- 
thing that is saved goes to them. 
It is their money. 

The line base was comparatively 
easy, but we had about 200 operat- 
ing employees out of our 500-odd, 
and this was going to be a difficult 
plan. We studied other distribu- 
tors’ methods—time studies, the 
individual effort, etc., and came to 








RICHARD HARTE 
Ames Baldwin Wyoming 
Co. 


the conclusion that that was not 
what we needed in our business. We 
favored the group system of 10 or 
20 men under and including a fore- 
man. After all, the men worked to- 
gether pretty well and they liked the 
idea that when they don’t feel so well, 
maybe the others are carrying on. 
So they worked with the foreman, 
and their group was then paid the 
(Continued on page 252) 





REPRESENTATIVES 


Murray Gilbert Associates L. R. Wulfe Company 
1186 Broadway 528 Hennepin Avenue 
New York, New York 


ma 
* 
" 

Na 











C. & H. Plastic Sales 
C. L. Bradford Associates P.O. Box 582 
1486 Merchandise Mart Hammond, Indiana 
Chicago, Illinois Thomas J. Malone 
1515 Madrona Drive 
Julian V. Barnett Seattle, Washington 
Brockman Building John Seals 
7th Street 2600 10th Street 
Les Angeles, California Wichita Falls, Texas 
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Minneapolis, Minnesota 


3831 VERDUGO ROAD- 


Rye f sexe ae 


BALL '’N JACK 
Ten glittering plastic jacks 
and pleasing variegated 
color plastic ball to a card. 
Card printed in black and 
red on feur different colored 
stocks. An enduring child's 
pastime, sure to sell. 










WHISTLE TOP 
Buyers whistle, too, when 
they see how fast these top 
showpieces move off display 
counters. Available in either 
solid, variegated or two-tone 
colors. Shipped assorted. 
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Watch your sales volume jump when buyers 
see crisp, colorful Burrite toys as a 10c re- 
tailer! Buyers know the sparkle of Burrite 
Whistle Tops and carded Ball ’n Jack catch 
the customer’s eye first. The ten-cent retail 
price clinches customer purchasing impulse. 


IMMEDIATE DELIVERY 


We now guarantee immediate delivery any- ‘ 
where in U. S. Doubled production capacity, a 
increased efficiency sustains our promise of a 

immediate delivery to you. Gain top sales 2 

this holiday season! Write or wire you orders i? 
to our agent nearest you, or direct to Dept. * 
H-10, The Burroughs Company, 3831 Verdugo e 
Road, Los Angeles 41, Calif. ba 








CABLE ADDRESS 
“BURRITE” LOS ANGELES 
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eae Twin-Buce” JUSTRITE HAND LANTERN 

‘eel so well, The portable electric lantern that is “tops’’ for all purposes — for industry, on the farm, in 
rrying on. sports. This Justrite Hand Lantern No. 42-W is sturdily made of steel, plated to resist rust 
» foreman, and corrosion. Contact parts of brass and phosphor bronze. Highly polished chrome plated 
1 paid the reflector. Either of lantern’s twin bulbs provide “spot’’ beam of 634 candlepower, plus plenty 
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Justrite 


of direct light to sides. If one bulb burns out, a flick of the switch moves other bulb to 
center of big reflector. Movable handle and base permit carrying lantern over arm, hanging 
it up, standing it up, or pointing beam in any direction, as illustrated. Red bulb can be used 
in one socket to provide warning or signal light. 


List prices: “’Twin-Bulb’”’ Hand Lantern No. 42-W with 
glass globe and two bulbs, less battery . . $4.90 each 


Battery, 6-volt . . 65¢ 


Red bulb for lantern . . 18¢ 


Stand It 


Hang It Carry It 


Point It 
at any angle 


JUSTRITE Penuicur FLASHLIGHT 


Two penlights in one—a powerful “spot” 
beam or a red light right at your finger- 
tips. This Justrite Penlight Flashlight No. 
17J31 in handy vest pocket size provides 
red light simply by moving the button. 
Ruggedly made— battery case of plastic 
guaranteed unbreakable in ordinary usage. 
Switch and contact parts of metal. Separate 
on-off switch mounted on pocket clip so 
light can never turn on when carried in 


pocket. Clip removable — fastened by large 
screw at top. Removing screw also permits 
opening both ends of case for cleaning 
interior or pushing out dead batteries. 
Uses 2 regular penlight cells. Available 
with standard two-color bulb holder 
(provides either spot beam or red light) 
or with clear plastic bulb holder which 
gives white light only, with plenty of light 
to the sides. 


in any position 


Standard 
Two-Color Type 








Penlight List prices: Justrite Penlight Flashlight No. 
Flashlight 17531, with bulb, less batteries ......95¢ 
a Battery (Size AA)... 10¢ Clear plastic bulb holder. . . 25¢ 


Stock the best—ask your jobber or write today for the name of your nearest Justrite Distributor 


Cleor 
Plastic Type 
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Flat Rolled Steel — 
Problems and Prospects 


NLESS the scrap situation is improved, produc- 
tion will surely decline during the winter 
months, says Mr. Nelson. Industry looks forward to 
return of normal competitive conditions when dis- 
tributors’ sales ability will be the principal gage of 
shipments. In many cases purchasing power sup- 
porting durable goods demand has been dissipated 
through strikes and the purchase of other types of 
goods. 


By R. M. NELSON 


The American Rolling Mill Co., 
Middletown, Ohio 


~ limited by the Government to facil!- 
ities for heavy plates, forgings, and 

INCE the war, both our castings. 7P oe 

sales management and soe owe With capacity production in 1946, 

have been concerned with getting then, the most that could have been 

the maximum tonnage out of the achieved was approximately the 

mills and effecting an equitable dis- 


1941 level of production, plus small 
additions in capacity made since the 
latter part of 1945. 

Actually, however, the production 
has been much less than 1941 due 
to causes with which most of us are 
familiar, such as the steel strike, 
the ore strikes, the coal strike, the 
railroad strike, the scrap shortage, 
other material shortages and recur- 
ring labor troubles. 

Maintenance shutdowns have also 
reduced production abnormally. 
Sheet and strip rolling mills are five 
years older and materials were not 
available for adequate maintenance 
during or immediately following 
the war. Graphically, the produc- 
tion picture is shown below. 





tribution of the available supply. 


Far from being adequate to meet 1946 PRODUCTION OF SHEET AND STRIP STEEL 
today’s pent up demands, this sup- COMPARED TO PRACTICAL OPERATING CAPACITY 





ply has been considerably less than 
we had to sell before the war. 

As an explanation of this condi- 
tion and as a partial indication of 
what we may expect in the immedi- 
ate future, let us examine for a mo- 
ment the capacity and production 
picture. 

In 1941 the practical production 
capacity of the industry for sheets 
and strip (excluding black and tin 
plate) was approximately 16.2 mil- 
lion tons. It is also considered 
that the industry operated at its 
practical capacity in 1941. 

During 1945, it is estimated that 











AVERAGE PRACTICAL OPERATING CAPACITY — 1.375.000 Tons Monthly 
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this practical operating tapacity 
was at the same level (about 16 a Oem 
million tons), wartime additions in 
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Source: American Iron and Steel Institute 





steelmaking capacity having been 


“Unless there is a sudden slackening of demand, it seems reasonable to assume 
that the allotment system of distributing flat rolled steel products will continue 


throughout the year 1947.” 
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The National Housewmes Manufacturers 
Ussoctation announces that the 1947 National 


Housewares Show will be held from April 27 to 
May 2, 1947 at the Convention Hall in Phila- 
delphia, Pa. This will be an exhibit operated by 





the manufacturers themselves as a meeting 


ground for the industry, for the mutual benefit of 


housewares buyers and manufacturers. 





NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


{Incorporated not for profit) 
1402 MERCHANDISE MART 222 NORTH BANK DRIVE 


CHICAGO 54, ILLINOIS 
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In the first seven months of 1946 
(January through July) actual pro- 
duction amounted to approximately 
7 million tons compared to prac- 
tical operating capacity of about 
9.5 million tons. Therefore, in the 
first seven months, 2.5 million tons, 
or 29 per cent of the possible pro- 
duction was lost through labor 
troubles, maintenance shutdowns 
and material shortages. 

Figures just now available for 
August show production at 97 per 
cent of capacity, but whether this 
rate will be maintained, or de- 
creased depends to a large extent 
on factors outside the control of 
the steel industry. There now ex- 
ists a very serious scrap shortage 
which is affecting production. With 
most mills now operating on a hand 
to mouth basis as far as scrap is 
concerned, unless the scrap situa- 
tion is improved, production will 
surely decline during the winter 
months. 

As a result of the Great Lakes 
shipping strike, steel mills will go 
into the winter with inadequate 
stockpiles of iron ore. Coupled with 
the scrap shortage this condition 
is very likely to further cut produc- 
tion in the early months of 1947. 

We are hopeful that the so-called 
postwar adjustment period is about 
over, that our present production 
troubles will be solved and that the 
storm clouds on the horizon will 
disappear, thus enabling the giant 
of American industry to attain full 
production and satisfy the needs of 
our country for steel products. 

Generally, the industry is op- 
timistic, for, in addition to bending 
every effort to achieve capacity 
production, it is now installing or 
has on order new facilities which 
will increase flat rolled steel capac- 
ity by 3 million tons to a total of 
19 million tons annual practical op- 
erating capacity. These new facil- 
ities, representing an increase of 
19 per cent over prewar capacity, 
are planned for completion in 1947. 
However, with material shortages 
and possible labor troubles in 
manufacturers’ plants it is doubt- 
ful if all the increased tonnages can 
be gained before 1948. 

With the above picture in mind, 
each of you is in as good a position 
as we are to forecast, or rather to 
guess, as to what tonnages will be 
produced in 1947, The most hope- 
ful estimate would be somewhere 
in the neighborhood of 19 million 
tons, roughly 19 per cent above the 
1941 production level. 

Under these conditions, unless 
there is a sudden slackening of de- 
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mand, it seems reasonable to as- 
sume that the allotment system of 
distributing flat rolled steel prod- 
ucts will continue throughout the 
year 1947. The fair, equitable and 
profitable distribution of the avail- 
able tonnage has been a most diffi- 
cult problem for us all. We look 
forward eagerly to the return of 
normal competitive conditions when 
your sales ability will be the prin- 
cipal gage of the industry’s ship- 
ments to distributors. 

Lowered worker productivity 
plus increased wage rates have 
acted both to decrease production 
and to increase manufacturing 
costs. A realization on the part of 
labor that increased productivity 
must accompany increased wages, 
and the return to normal pricing 
procedures, would enable the mills 
not only to get more total produc- 
tion but also to effect a different 
product mixture and wider distri- 
bution. 

Government directives for over- 
seas rehabilitation, for National 


Defense, and more recently for 
housing have operated to redirect a 
portion of the production into other 
than normal channels. 


Demand 


Speaking of the “return of nor- 
mal competitive conditions” let us 
examine for a moment the factors 
making up the present demand pic- 
ture. First, we entered 1946 with 
a five year backlog of commercial 
and industrial maintenance, plus a 
considerable amount of reconver- 
sion work. The physical reconver- 
sion of production equipment was 
speedily accomplished and much 
building maintenance has_ been 
done. However, there’s a consider- 
able backlog remaining and a large 
amount of new commercial and in- 
dustrial building has been tem- 
porarily postponed. 

Second, during the war, manu- 
facturers carefully made their post- 
war plans including production and 
market estimates. In the early days 
of reconversion it was a modest 
manufacturer who estimated an in- 
crease of only 50 per cent over his 
1941 production for 1946. Many 
plants were keyed to operate at 100 
to 150 per cent over their 1941 rate. 








OFFICERS 
of the 
NATIONAL ASSOCIATION OF 
SHEET METAL DISTRIBUTORS 
Re-Elected at Atlantic City, N. J., Oct. 15, 1946 


President 
A. M. Vorys. Vorys Bros., Inc. 


Vice-Presidents 
O. F. Murphy, Lyon, Conklin & Co., Inc. 
John P. Speck, Tiffin Art Metal Co. 
Advisory Secretary-Treasurer 
George A. Fernley. Philadelphia, Pa. 


Secretary-Treasurer 
Thomas A. Fernley, Jr., Philadelphia, Pa. 
Executive Committee 
1946-1949 
P. M. McKenney, Conklin Tin Plate & Metal Co.* 
Lee J. Haines, E. E. Souther Iron Co.* 
1945-1948 
Ray P. Farrington, W. F. Potts Son & Co., Inc. 
William A. Vernier, Superior Safety Furnace Pipe Co. 
1944-1947 
Joseph A. Peterman. Sheet Metal Mig. Co. 
Raymond A. Conway, William A. Conway, Inc. 
Advisory Board 


F. O. Schoedinger. F. O. Schoedinger 
A. J. Becker, Ohio Valley Hardware & Roofing Co. 
Eugene Foley. Bayonne Steel Products Co. 


(*Newly-elected) 
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A BETTER CROP... ° 


re Gulloms, poe acte 


@ This is the harvest of Flax—source of 
Linseed Oil, one of America’s most vital 
industrial products. 

It is the result of years of agricultural 
progress. For the American farmer has 
made Flax a better crop... has made 
fields, like the one above, yield up to 
49 gallons of Linseed Oil per acre. 

But the farmer has not been alone on 
the job. The United States Department 
of Agriculture with its field men and 
county agents, the state agricultural de- 
partments, agronomists of land grant 
colleges, the Flax Institute of the United 
States and the support of interested in- 
dustries have done much to improve the 
quality of Flax and increase its yield. 


Archer-Daniels-Midland lends its full 
support to this Flax development pro- 
gram... doing its utmost to hasten the 
day of sufficient paint and oil. In the 
meantime, we are doing everything pos- 
sible to keep American painters on the 
job by full utilization of the available 
linseed supply. This conforms to our 106 
year old tradition of serving the protec- 
tive coating industry whose work of pro- 
tecting American goods and property is 
so vital to our national economy. 


Until adequate supplies of pure linseed 
oil permit the manufacture of Pol-mer-tk, 
we suggest the use of ADM Replacement 
Linseed Oil. 


Pol-Mer-Ik LINSEED OIL for Better Pacuting 








LINSEED Olt q, 
DIVISION 0° 


LEER 


* ARCHER-DANIELS-MIDLAND COMPANY 


MINNEAPOLIS 2, MINNESOTA 
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N@LYY’ CREATING NEW VALUES FROM AMERICA'S HARVEST 


























N.A.S.M.D. 
VICE-PRESIDENT 





JOHN P. SPECK 
Tiffin Art Metal Co. 


Now, however, projected manufac- 
turing programs are more realistic 
and it appears that a 15 per cent 
to 20 per cent increase will suffice 
to take up the slack. 

Third, at war’s end, manufactur- 
ers’ stockpiles of materials and 
semifinished goods were extremely 
low. Also the pipeline from manu- 
facturer to consumer was empty. 

Department of Commerce statis- 
tics have shown a steady rise in in- 
ventories in 1946, and a sharp rise 
of 800 million dollars in July to 
an all time high of 18 billion dol- 
lars. The July rise was coincident 
with a slight drop in shipments and 
a decrease in the volume of new 
orders. In the opinion of some 
economists, the widespread publi- 
cation of these figures was an im- 
portant cause of the stock market 
break. August figures just now 
available show another rise in in- 
ventories of 325 million dollars al- 
though shipments jumped more 
than a billion dollars. 

There are two angles to the in- 
ventory pictures that may decrease 
the effective demand for steel. On 
the one hand, there is definite evi- 
dence in some consumer durable 
goods items, notably radios and 
small appliances, that the supply 
lines are filling up. 

In the case of major appliances 
and automobiles, steel is not the 
limiting factor in many cases. Some 
buyers are giving more study to 
inventory control and balance based 

on what production of finished 
items can be achieved. In other 
words, why continue to pile up steel 
and semifinished parts when a 
shortage of lead, copper, or motors 
prevents complete assembly. 
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We also entered the postwar pe- 
riod with a five year backlog of de- 
mand for home maintenance and 
consumer durable goods, supported 
by wartime savings. Recent sur- 
veys of appliance dealers have 
shown that a considerable portion 
of their “orders” evaporate when 
confronted with actual delivery, and 
that the backlog of solid orders is 
much smaller than the first over- 
optimistic estimates. 

Undoubtedly, in many cases the 
purchasing power supporting dur- 
able goods demand has been dissi- 
pated through strikes and the pur- 
chase of other types of goods. 

Certainly the sharp rise in prices 
has acted to decrease the market 
for many consumer durable goods 
items. 


“A realization on the part of la- 
bor that increased productivity 
must accompany increased wages. 
and the return to normal pricing 
procedures, would enable the mills 
not only to get more total produc- 
tion but also to effect a different 
product mixture and wider distribu- 
tion.” 

R. M. Nelson 


oO Oo 


For example, due to increased 
manufacturing costs, notably influ- 
enced by lowered productivity of 
labor, automobile prices are today 
66 per cent above the 1940 level. 
Even with increased earnings it is 
reasonable to believe that the mar- 
ket for a small car is considerably 
less today at $1500 than it was for 
the same car at $900 in 1940. This 


condition also applies to homes, 
radios, washing machines and many 
other manufactured items. As long 
as a scarcity exists the effect of 
these increased prices on the mar- 
ket is not seen as the “must have” 
buyers and the “spendthrift” buy- 
ers take what is available. But, 
when this cream is skimmed off and 
the “It would be nice to have” buy 
ers and the “judicious” buyers are 
reached the effect will be quickly 
felt. 

These and other business sign- 
posts indicate that the present con- 
ditions of short supply may disap- 
pear sooner than generally ex- 
pected, and that with increased pro- 
duction the time may not be far 
distant when the demand and sup- 
ply curves will again meet. At that 
time all of us charged with the 
distribution of sheet steel and steel 
products will be confronted with 
the necessity for constructive and 
vigorous merchandising. 


Return of Competitive Conditions 


If recent articles in the daily 
press are correct, there exists con- 
siderable concern and perhaps fear 
in some minds at the thought of the 
return of a buyer’s market. 

Now, there’s no reason for this, 
as a buyer’s market is the normal 
condition. It brings out the true 
spirit of- competitive enterprise. 
The only reason a fighter should 
fear the ring would be that he is 
flabby and out of condition due to 
inactivity. 


Are We Prepared? 


The magazine Modern Industry 
in a recent survey suggests that 
business generally is not prepared, 


N.A.S.M.D. EXECUTIVE COMMITTEE 


RAY. P. FARRINGTON 
W. F. Potts Sons & Co. 


WM. A. VERNIER 
Superior Safety 
Furnace Pipe Co. 





L. J. HAINES 
E. E. Souther Iron Co. 
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When Filatlux sales are rung up in your neigh- 
borhood, there’s no doubt for whom the bell 
tolls. It’s your cash register that rings because 
you are the only dealer there who handles this 
increasingly .popular one-coat wall paint. 
A Fiatlux franchise channels all the demand 
panne —all the sales—all the profits—into your store. 
THE OWE-COAT WALL Made with oil, Flatlux gives such superior 
PEACH 2 13 results that it builds repeat sales and repeat 
profits for you. 
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citing such figures as: 1. Two 
thirds of the firms surveyed confess 
their selling strength is 25 per cent 
less than prewar; 2. Loss in sales 
punch is estimated as high as 60 
per cent; 3. Salesmen on the aver- 
age are five years older. 

Can organizations in this condi- 
tion sell a volume 25 to 50 per cent 
above prewar, in a normal competi- 
tive market? 

Unless we are badly mistaken the 
time is again coming when mer- 
chandise of all kinds will need to 
be: Of good quality; competitively 
priced; adequately stocked; widely 
advertised; competently sold, and 
promptly delivered. 

What can you as sheet metal dis- 
tributors and we do now to make 
ready for this situation? 

Here are a few suggestions: 
Build and re-train your sales force; 
improve your warehouse and ser- 
vice facilities; properly balance 
your lines of merchandise; better 
organize your sales territories; re- 
study the requirements of your 
customers; and prospects, and then 
get in shape to serve them better. 

Many of you can go beyond your 
own organization and “spread the 


“ ... While distribution can be 
made more efficient. the essential 
function of wholesaling cannot be 
eliminated. This function must be 
performed either by the manufac- 
turer or the independent distrib- 


utor.” 
R. M. Nelson 
So 2 a 


gospel of preparedness” to your 
manufacturing customers and your 
retailing customers. Much will de- 
pend on how well they are prepared 
to meet competition. Spur them on 
to product development, proper 
pricing, adequate stocking, compe- 
tent selling and improved customer 
service. 


New Developments 


From the research laboratories 
of the steel industry you will have 
new and improved steels to sell, and 
several specialty steel products, in- 
troduced just prior to the war will 
have many new applications. For 
example there are: zinc coated 
sheets that can be formed and 
drawn without rupture of the coat- 
ing; galvanized sheets specially 
treated to take and hold paint; flat 
rolled steel in coils for better ware- 
housing and use in continuou3 


manufacturing processes, and alloy 
and stainless steel in sheets, strip, 
bars and wire for a multitude of 
new uses. 

For example, stainless steel is 
rapidly widening its list of indus- 
tries and applications served. Pub- 
lic acceptance of stainless steel is 
sufficent today to give every prod- 
uct made of it a decided sales 
boost. 


Role of Independent Distributor 


From time to time we hear the 
cry raised that “Distribution costs 
too much” and that industry should 
cut out the “middleman.” Some 
members of our organization have 
studied this problem and have con- 
sulted with the mass merchandisers 
such as the mail order houses and 
the co-operatives. Their conclusion 
is that while distribution can be 
made more efficient, the essential 
function of wholesaling cannot be 
eliminated. This function must be 
performed either by the manufac- 
turer or the independent distribu- 
tor. At Armco, we consider the 
independent distributor to be an 
important business partner and his 

(Continued on page 250) 





Tone- Right 
BUZZER' 


MURDOCK BUZZERS and 
PUSH BUTTONS SELL FAST! 


Quality Products Priced Right for Easy Sales! 


Hardware dealers everywhere repert fast sales on these specicl- 
ties. These sure-fire money-makers are made by the Wm. J. Mur- 
dock Co., for 50 years a leader in communications equipment. 
MURDOCK'S Tone-Right Buzzer attracts favorable attention be- 
cause of its modern louver-design. Buzzer produces a pleasing, 
uniform tone and is guaranteed for years of trouble-free service. 
Choice of colors in attractive moulded cases. Operates on 6 to 
8 volts, A.C. only. 3¥2" x 1%" x 1%" deep. This no-contact 
buzzer is fully insulated. 


These Two Push Buttons Ring Your Profit Bell... 


Display Them On Your Counter for Self-Service Sales! 


List Price 
$1.00 each 
No. 46 





MURDOCK Push Buttons are time-tested products. Smart, com- 

pact appecrance .. . smooth working, positive contacts . . . all 

List metal parts rustproof and insulated. Available in attractive 
$.30 each moulded cases. 


No. 10 
No. 10 — 1%" x 1%" x %" high. Name plate model No. 11 has 
removable metal escutcheon, 34" x 1%" x Ye" high. 


WHOLESALERS: Write Today for Trade Discount 


WM. J. MURDOCK CO. 234 Carter St. Chelsea 50, Mass. 
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NIVERSAL SCORES AGAIN with its 
U sensational new light-weight Elec- 
tric Iron! Really a knockout, every 
feature is designed for eye and buy- 
appeal . . . from the automatic ‘“Hand- 
1-Set” Fabric Dial positioned to 
prevent knuckle rub to the Rounded 
Wrinkle-Proof Heel. Show your cus- 
tomers this new Lightweight Champion 
for a quick sale’s decision! 





] BEVELED POINT FOR HAND-I-SET 
@ UNDER-BUTTON IRONING e FABRIC DIAL 


WINNING FEATURES OF THE 2 ‘seceain ONE-PIECE 
5. SOLID HEEL REST 
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LIGHTWEIGHT IRON 3 COOL 6 
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The Future of Copper 
For Sheet Metal Work 


he sheet copper market will expand, Mr. Wilkins 
believes, in the small homes field, though not 


necessarily as roofing material but through the in- 
creasing availability of copper for flashing and 


other uses. 


By R. A. WILKINS 


Vice-president in Charge 
of Research, 
Revere Copper and Brass Co., 


5 NRE are certain un- 


controllable variables that affect 
the future of sheet copper which 
would require somewhat of a sooth- 
sayer to predict. The use of sheet 
copper construction in building 
work depends on three primary fac- 
tors. One is the trends in archi- 
tectural design; another is the per- 
formance of sheet copper when in- 
stalled, and the third is the matter 
of price competition. 

I would not make the feeblest 
effort to predict what the trends of 
future architectural design might 
be. While the amount of sheet cop- 
per used in building construction 
might vary with the amount of the 
copper used for somewhat decora- 
tive purposes, or it might be influ- 
enced by design, the basic economic 
value of the use of sheet copper in 
building construction remains un- 
changed. It lies in its application 
to weather proofing and water 
proofing construction. 

With sheet copper as with any 
other industrial material, the fu- 
ture depends on the satisfaction 
which it gives. It depends upon 
the adequacy with which the func- 
tion for which it is designed is 
performed. 

Back some 10 years ago, we be- 
came very much disturbed because 
of the fact that sheet copper in 
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Baltimore, Md 


some of its structural applications 
was not performing satisfactorily. 
We conducted a rather intense or 
intensive survey of these failures 
and it became overwhelmingly im- 
pressed upon us that copper was 
failing not by reason of corrosion 
but by reason of inadequacy of 
design. Our failures were engi- 
neering failures. 

We undertook a detailed quanti- 
tative study of the requirements of 
sheet metal construction, and 
among the other things, we drew 
what might be obvious conclusions, 
but we substantiated our conclu- 
sion with quantitative data. We 
determined what we should have 
known—that a copper roof or cop- 
per gutter is not a static thing. It 
is constantly in motion. 


Responds to Light 


There isn’t a day in the year but 
what a copper roof or copper gutter 
or a copper construction is not con- 
stantly moving, constantly respond- 
ing to the light and will move the 
instant a cloud goes across the sun 
—it will move with every minor 
change in temperature, and we 
realized we were faced not with a 


At the Tuesday afternoon 
Sheet Metal Session 



























question of putting on a veneer of 
copper, but with the question of 
engineering, in building  con- 
struction. 

The tradition had become estab- 
lished in the minds of architects 
and sheet metal workers that cop- 
per was impervious to corrosion, 
and that it was a veneer or coating, 
or something that you could just 
put over the surface of a gutter or 
a roof and that you should have 
indefinite life and performance 
from it. 

That idea is entirely fallacious. 
There is no substance to it. A cop- 
per roof or a copper gutter is an 
element of building construction 
that is as much susceptible to 
proper engineering design as the 
steel structure of the building 
itself. 

We have conducted exhaustive 
tests and we believe that today, we 
can engineer a copper roof, or we 
can engineer a copper gutter or we 
can engineer the copper water- 
proofing construction of a building 
to the point where adequate and 
satisfactory performance is as- 
sured. 

The answer has been found and 
the answer to proper construction 
lies in the sound engineering, the 
details and methods of which are 
readily available. I have seen the 
distinct laying of the ghost as far 
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The most-talked-about 
Flashlight in America 


now offers you... 


A DISPLAY THAT 
DOES PLENTY OF 
“TALKING” TOO! 








Here’s a “big six” sales-setup that’s sure-fire! Six two-cell 
RUB-R-LITES lined up for quick exit! Put this display right 
up among ’em and your cash register will tell you what 
we're telling you now: RUB-R-LITE is the flashlight that 
has no competition . . . because it’s wholly different from 
metal or plastic lights. Absolutely water-proof; damage- 
proof; electric-proof! Order from your jobber! Lennan 
Lights, Inc., Burbank, California; Chicago and New York. 
In Canada: Sandvik Canadian Ltd., Montreal, Quebec. 
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EUGENE FOLEY 
Bayonne Steel 
Products Co. 


as copper difficulties are concerned, 
and copper gutter and roofing con- 
struction. The production of sound 
data and of sound engineering 
guidance is the best assurance that 
we can have as to the future of 
copper in that type of building con- 
struction. 

You are familiar with the sheet 
metal worker’s story that the cop- 
per of today is not like the good 
old copper we used to get, it doesn’t 
stand up as well. The whole thing 
boils down to a perfectly normal 
progression of events. 

In the old days copper used to 
be pack rolled. Copper sheets 
used to be rolled in packs on rel- 
atively crude rolling mills, so that 
the cheapest gage of copper a 
square foot was a relatively heavy 
gage. If you took copper at 25 or 
30 ounces per square foot, that was 
cheaper than copper at 16 ounces 
per square foot, because the rolling 
costs went up too rapidly, as the 
gage went down. It was cheaper 
to pay for more metal and use a 
heavier gage of metal so that these 
old structures that have stood for 
in some cases for centuries are al- 
most without exception of a heavy 
gage copper. 

Then, as rolling methods proceed- 
ed, we finally got to the more or 
less standard 16-ounce sheet. Con- 
currently with that development we 
established the tradition that just 
put copper up there—put it up and 
solder it together. Stick it up any 
way, you will have a copper sur- 
face, and a veneer, and that should 
last forever. 

That was all right so long as the 
copper sheets were heavy, but when 
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N.A.S.M.D. ADVISORY BOARD 


FP. O. SCHOEDINGER 
F. O. Schoedinger 


A. J. BECKER 
Ohio Hdwe. & Roofing 
Co. 


we got to the 16-ounce soft copper 
and used wide and long sheets, our 
troubles and our failures began to 
appear. 

They are not corrosion failures; 
they are failures of that roof as a 
structure. It tries to move and it 
can’t move. Instead of moving as a 
structure, it buckles like a piece 
of paper. When that happens, a 
few times, it is like pinching a 
piece of paper and a while later a 
hole appears. 

It is all right to recognize that 
fact, qualitatively, but practical 
architects are of course going to 
insist on the quantitative answer. 
On the basis of performance, on 








the correction of past difficulties, 
I predict not only a sound market 
in sheet copper production but 
probably an expanding one. 


That market may expand also in 
the small homes field; not neces- 
sarily as roofing material, but 
through the increasing availability 
of copper for flashing and increas- 
ing education of the public as to 
the value of copper flashing and 
greater awareness of the value of 
permanence; permanent water 
proofing and the building of sound 
values in properties. 


While we have spent a great deal 
of time and money and several 
years of research in exploring the 
problems of sheet metal construc- 
tion, we are not content with sim- 
ply putting out publications or with 
the publishing of technical papers. 
Our company policy has been and 
always will be in the immediately 
foreseeable future, to merchandise 
its sheet copper through sheet 
metal distributors. Merchandising 
in the proper meaning of the word 
means selling. Proper selling, cer- 
tainly means giving service. If we 
are going to sell materials of con- 
struction we have to give that serv- 
ice and the service we conceive, 
means technical service, as assist- 
ants to the architect, to the sheet 
metal contractor, in scanning speci- 
fications, guiding him in avoiding 
the downfall that might result in 
failure, and assisting him in laying 
out a suitable construction that will 
give the performance that is being 
paid for. 
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salesmen as an extension of our 
own sales organization. 

Distribution has been defined as 
the science of getting to all the peo- 
ple exactly what they want, as much 
as they want where they want it, 
when they want it, delivered in the 
condition they want it and main- 
tained as they want it. And in ad- 
dition, they want a smile with that 
service and the right to say “charge 
$6.” ‘ 

Certainly this definition includes 
each of your firms as an important 
factor in distribution. 


“... A buyer's market is the nor- 
mal condition. It brings out the true 
spirit of competitive enterprise. The 
only reason a fighter should fear the 
ring would be that he is flabby and 
out of condition due to inactivity.” 

R. M. Nelson 





JOHN PHILLIPS 
Stellwagon Mfg. Co. 
N.A.S.M.D. 
Speaker 
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No. 4703AW1 is the finest Casement Window Operator at any price; the 
only internal-gear operator made. For wood sash, screened or unscreened. 
Easy to install—no mortising of sill. Can be used with flat, roil, or hinged 
screens. Also with drapes, shades or venetian blinds. Heavy extruded brass 
channel guides, high-strength castings. Comes in all standard finishes, 











No. 4703AF. Same deluxe construction as 4703AW1, but for metal case- 
ments. Precision-built with exclusive Internal-Gearing. Can be used with 
or without screens. Close-tolerance castings assure life-long service. A 
streamlined, dependable device for offices, institutions, modern homes. 











Getty originated the angle-drive worm-and-gear type of operator, 
featuring the exclusive internal-gear construction, the strongest known in 
gearing. The full length of the worm is engaged at all times with the 
accurately-machined internal-gear teeth. Lubricated for life at the factory. 
Gives positive casement control. 









GETTY BUTT HINGES. Tight-pin, Loose-pin; with ball tip or flat-button tip. 
All Getty butt hinges are made of extruded metal, characterized by 
homogenous structure and freedom from pits or porosity; and are all 
template-drilled. Come in standard finishes. 






R. C. Joiner, Atlanta 

T. F. Geraghty, Chicago 
R. C. Gitschlag, Detroit 
H. G. Nutt, Indianapolis 





B. E. Ericsson, Kansas City 
C. Byerley, New York 
H. D. Healy, Phoenix 












H. S. GETTY & COMPANY, INC. 


REPRESENTATIVES: 
T. C. Stayner, Salt Lake City 
G. S. Lacy, San Francisco 
R. R. Cunningham, Seattle 


CASEMENT HARDWARE 


for Every Need 
ly GETTY 


For nearly a quarter of a century, Getty has been 
producing consistently fine casement hardware. 
Shown here are but a few of the many items 
which we manufacture for use with both metal and 
wood doors and windows. Getty products are 
fabricated with exacting care by craftsmen skilled 
in their trade; men experienced in the design and 
perfection of distinctive hardware for distinctive 
interiors. Integrity of workmanship, excellence of 
design, dependability of product are traditional 
with us. 









No. 4715 Angle-drive Operator for wood casements. Long-weor rust- 
proofed steel or brass channel guides. Smooth, low contour gives neat 
appearance. Accurately-machined hobbed gear teeth. A practical, 


efficient operator for the medium-price market. 












No. 4700 Reversible Casement Operator for wood sash. Horizontal 
worm-and-gear operated. Low in cost; of rust-proofed steel. Can be used 
for right or left-hand casements interchangeably. Rust-proofed steel 
channel guides. Priced for the small home. 


3352 N. 10th STREET 
PHILADELPHIA 40, PA. 
A. J. Prince, St. Louis 
4. E. Wood, Tampa 
J. J. McDonald, Washingten, D. C. 
A. N. Ormsby Co., Toronto, Can. 
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W. W. FRENCH, JR. 


\(ae sheets come to 


us in box cars and we unload them 
by hand onto a pallet and use the 
trucks on the pallet, we take them 
into the warehouse, which is cer- 
tainly expensive, and I believe 
something could be done that 
would be cheaper. 

Our problem, though, is really 
one of handling corrugated roof- 
ing and sheets, but it seems to me 
the handling problem is about the 
same. We sell, normally, a car of 
corrugated roofing a day, when we 
can get it. So we have decided that 
the cheapest way to do that would 


The Handling of Black 
and Galvanized Sheets 


By W. W. FRENCH, JR. 


Moore-Handley Hardware Co. 
Birmingham, Ala. 


At the Tuesday Afternoon 
Sheet Metal Session 


be to have sheets and roofing 
come to us on flat cars, instead of 
box cars. I was hoping by the time 
I got up here we would have re- 
ceived a car shipped that way, so 
I could give you the actual han- 
dling figures, but we haven’t been 
able to get one. There are many 
problems: 


Many Problems 


One, protection from the weather 
and you have to find a way to tie 
the sheets on the car so they won’t 
slip off the ends. 

We have been talking to the steel 
companies considerably but have 
not definitely worked that out. We 


do expect to get acar, though. When 
these cars come in the stacks will 
be split in about 4000 lb. units, 
with room for the fingers of the 
live truck to get in between the 
sheets and since we have a very 
large platform, there won’t be the 
question of turning and going 
through doors, and all that. We 
expect to be able to take them off 
the car and put them in stock with 
just one man. At present we use 
six or seven men in a gang, and the 
cost certainly runs up. 

I am sorry I don’t have more ex- 
act figures to give you and I am not 
prepared to make a guess as to how 
much money that would save. 


E. H. McGinnis’ Address 


labor rate. We figured we would be 
paying for that departamental ac- 
tivity—let us call it 3 per cent of 
sales, going through the floor. Now 
that has nothing to do with the 
profit. You have got to forget your 
house’s interest, temporarily, at 
least, to start these things. 

You have to get the facts. You 
know what your sales are, and cost 
per sale, and you know by study 
that you can afford to allow the 3 
per cent for the fourth floor, with 
about 25 men. The second and 
third floors, steel department, have 
a slightly different percentage. But 
you have got to be fair, you can’t 
reduce the percentage, after you 
get the system going, because, after 
all, that is going to kill everything. 

History repeated itself. It was 
an average of 7 per cent incentive 
payment the first few months, and 
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that went up, last month. The 
month before last we paid an aver- 
age of 25 per cent in the operating 
department. During the war it 
went to 30 and 31 per cent. 


The Five-Day Week 


Coupled with this plan, we found 
at the end of 1941, that we could 
get more work on a five-day, eight 
hours a day basis. There is a dif- 
ference of opinion, but we found 
that with the incentive system, 
we could get the same amount of 
work and we have had this system 
all through the war, and up to the 
present time. It did cost us during 
the war about $10,000 a month in 
overtime. That has dropped to 
$1500 or $2000 a month now. But 
the system of personal reward for 
the extra effort, either on a piece- 


line basis or on the group basis, has 
enabled us to reduce our work week. 

We believe that all our employees 
understand our desire to give them 
the finest kind of a square deal but, 
if you don’t have a personnel man- 
ager, on a definite basis of author- 
ity, even if you have 100 or less 
employees, you can not eliminate 
the trouble-maker. Our study of 
that part of the problem has con- 
vinced us that troubled labor rela- 
tions among distributors, are 
caused by a comparatively few. We 
have that difficulty, even now, and 
we have to watch our employees in 
a constructive’ way, through our 
foremen, and we eliminate employ- 
ees who are unhappy in their posi- 
tion, those who cannot make prog- 
ress, or those who are just plain 
radical. 

In the beginning, that was one 
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@ “PERFECTLY SATISFIED!” That will be 
the comment of customers to whom you sell 
Pennvernon Window Glass. Pennvernon’s 
unusual clarity and brilliant finish are marks 
of a quality product, excellently suited for 
use wherever good sheet glass is needed. 


Sell Pennvernon . . . the window glass that 
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of our greatest difficulties. We be- 
lieve we have been able to avoid 
any union difficulty. We have no 
unions of any kind simply because 
vur employees know they are going 
to get the kind of a deal they want. 
Perhaps I might add, in closing, 
that the whole thing is based, and 
we think we have proved it these 
15 years, on a very simple theory 
of business life. We all do not 
have the same ability to perform as 
the other man, and we all have a 
feeling that we can do more for our 
house than the other fellow can. 
That is true. If you do not know 
that, if you think your employees 


tation companies’ names, the num- 
ber of pieces, the weights and the 
floor onto which the goods are de- 
livered. When the goods reach the 
stock room, the floorman has the 
lots unpacked, checked for count 
and put into stock. His report is 
entered on Copy No. 3 which I have 
referred to earlier as the copy that 
we wrote when the order was made 
out to the manufacturer. Each day 
these are collected along with the 
receiver's report and returned to 
the purchasing department. At one 
time we applied these checkings di- 
rectly to the manufacturer’s invoice 
but we found too much time was 
consumed in locating the bill so this 
practice was discontinued. This loss 
of time was due to the manufac- 
turer not getting the bill into our 
hands early enough or by the fact 
the bill might be in any one of 


are all contributing on an equal 
basis to the interest of your busi- 
ness, you are absolutely wrong. You 
can take advantage of that, coupled 
with a friendly rivalry between 
men, and you can put it to work in 
group action, where your foreman 
shares with his men and they all 
work together. 


The Foremen 


A foreman does not have to use 
the men in his department. He has 
an arrangement with his superin- 
tendent whereby if he does not 
have enough work, he can loan the 
men out and the superintendent has 


G. W. Farr’s Address 
(Continued from page 235) 


three or four places, such as in the 
stage of being checked against the 
order, being checked for prices, etc., 
or not having arrived from the ac- 
counting department. Realizing the 
importance of being assured, we 
were able to prove promptly that 
material invoiced was_ received, 
prompted us to make a change in 
our system about four years ago. 

In place of applying the checkings 
received each day from our ware- 
house, against the invoice, we re- 
fer to the copy of the order in our 
unfilled order book. There we find 
a record of the goods billed, the 
date of the invoice and the number 
of pieces shipped, and by making 
a comparison we learn whether 
everything as charged to us has 
been received. A notation is en- 
tered of the date the goods were re- 
ceived on the copy of the order and 


to relieve them. If he has too many 
men, the superintendent has to take 
care of that extra help. 

I think if you will realize that 
your principal duty as distributors 
is not to your stockholder. Those 
days are gone. Your obligation is 
to your employees. As Mr. Whipple 
pointed out, the tools with which 
you supply those employees are the 
greatest single asset in your busi- 
ness among the rank and file em- 
ployees. When you have a union I 
think you have learned that you 
get less for your money—less for 
more. When you have the proper 
incentive, you get more for less. 


it is now removed from the book 
and placed in our permanent file. 
The information recorded on this 
copy proves receipt of the shipment 
and only such orders that still have 
a balance are permitted to remain 
in the book. As a further check 
each individual receiving record is 
checked off on the receiver’s daily 
report. In the event an entry re- 
mains open on this report we can 
immediately discover it and obtain 
a report from the floor as to why 
no itemized checking has _ been 
turned in. While our system may 
appear to be complicated, it is on 
the contrary very simple in opera- 
tion. The ability to cross check 
bills with orders and receiving 
records against billings gives us 
proof beyond doubt that materials 
are charged, shipped and received 
correctly. 


The Atlantic City shoreline as viewed from the Atlantic Ocean 
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vent tired hands. The sharp knives 
stay keen even after years of service, 
and the fitted hinge keeps jaws perfect- 
ly aligned, assuring a positive grip. 


Good workmen are “cranks” about 
the tools they use. Partly it’s a matter 
The Klein Pocket of pride—partly the satisfaction of 


Tool Guide showing working with the best—but mainly 


the Klein line and Kgs 
containing useful the recognition that good tools mean You will want a stock of Klein 


tables and informa- . ick 
tion will be sent a better job—done more quickly. Pliers as soon as they can be fur- 


without charge. ? 4 4 renee ee 
Klein Pliers are madeforthesemen _nished. Production is being increased, 


but the demand still exceeds supply. 


who know and appreciate fine tools. 
Your jobber will fill your order as 


They have the proper balance—the 
proper spring in the handles to pre- _— rapidly as possible. 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: International Standard Electric Corp., New York 


Since 1857 
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Advertising and Display Tie-Ups 
Are Big Stimulants to Sales 


(Continued from page 165) 


year and each one runs a full month. 
Bulk garden seeds make up one 
month’s offering, insecticides an- 
other, plant foods and vitamins 
another, and small home laundry 
supplies still another. 

During the month in which these 
specials are shown, a small ad is 
run in the newspapers calling atten- 
tion that that is the season for a cer- 
son for. a certain item. As “Now’s 
the time to get after those weeds.” 


Where Are the Shortages? Dealer Inventories Are Up! 


The items shown in the display are 
not listed in the ad copy. The idea 
is more one of suggestion than in- 
dividual item appeal. 

New merchandise is shown on the 
other front table, which Mrs. Lam- 
bert calls her “catch everybody” 
table, which appeals to every class 
of trade, artistic and utility, and in 
the classified section of the papers 
two line readers are used suggesting 
that such and such is to be found 
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1946 indicate that several billions of 
liquid assets will be used for consump- 
tion and investment during this year 
But just as before the end of the war, 
most people consider their liquid assets 
as earmarked for long-range purposes 
and not available for current expendi- 
tures; therefore, they intend to finance 
most of their planned expenditures, in- 
cluding those for durable goods and 
houses, out of current income or by bor- 
rowing.” 

This means that installment buying 
will represent a major portion of re- 
tail sales. Paper will have to be dis- 
counted. The easy money we all count- 
ed on in the postwar era may be only 
a myth. The war bonds, as indicated 
by this survey, are held by fewer than 
we thought. The honeymoon we have 
been having in these past few years is 
almost over, and for many of us there 
may be a rude awakening. 

We have been talking about the 
symptoms and the disease. What can 
we prescribe? Here are seven com- 
monsense suggestions. While they are 
directed to wholesalers, the analogies 
for dealers and manufacturers are obvi- 
ous. 

1. Don’t let the dealer over-buy. 
Remember we have to sell through the 
dealer and not to the dealer. It is a 
short-sighted wholesaler who thinks the 
sale consists of getting the merchandise 
off his shelves and into the hands of 
the dealer. No sale is completed until 
the merchandise has moved into the con- 
sumer’s hands and been paid for. You 
can’t build a secure foundation for 
future business if you sell only to the 
dealer. Everything the wholesaler can 
do to help the dealer move merchandise 
will mean more future sales for the 
wholesaler. 
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2. Watch your purchases of prod- 
ucts new to your business. Don’t buy 
and sell items the dealer may be stuck 
with. When we say “stuck with” we 
mean that the dealer will lose money 
on either by having them remain on his 
shelves or by causing dissatisfaction 
among the dealer’s customers through 
poor service or abnormally short life. 

3. Watch the back orders. We all 
know that many dealers have ordered 
the same merchandise from many 
wholesalers. Wholesalers in turn have 
ordered similar items from many manu- 
facturers, knowing full well that when 
the first order comes in they will expect 
to cancel the others. This is an un- 
healthy situation and must be watched 
carefully. 

4. Check local markets. Know the 
demand for the items you sell. 

5. Watch your credits. Many whole- 
salers are shipping dealers without too 
much regard for their ability to pay. 
As one writer points out, many jobbers 
are shipping their customers without 
analyzing previous shipments, and with- 
out a careful check on the present 
credit standing of their customers. 

6. Buy quality items from well 
known sources. Trade marks are valu- 
able to you as well as to the manufac- 
turer. 

7. Watch the operating costs. During 
the war it’s been a general policy of 
“come easy, go easy.” Price has beer 
no object, and quality has all too often 
been forgotten. Salesman Sam has be- 
come, King Samuel, allocation special- 
ist. Expenses have increased. Some of 
this increase is legitimate. Often it 
comes through lack of careful checking. 

As previously mentioned, there has 
not been a thing in this discussion 
about shortage of help, shortage of raw 





now at the Harbor store, “Just in- 
side the door,” each classified item 
ends with these four words. 

“We also use this table for feed- 
ing items on which we are long, or 
for moving out some special line,” 
Mrs. Lambert says. “We have found, 
with the classified ad tie-up, that 
these items move much more rapid- 
ly from this table than from the 
other general department display 
tables or from the wall displays.” 

In working out the ad copy-dis- 
play tieup, Mrs. Lambert has applied 
her knowledge of women’s sales 
psychology and that knowledge is 
paying off for Harbor Hardware & 
Electric Company. 


materials, OPA or taxes. These are the 
good old down-to-earth fundamentals 
which contributed so greatly to the suc- 
cesses of our better merchants in pre- 
war days, and if we don’t stick to these 
fundamentals we can expect plenty of 
headaches in the days to come. 








Ad Brought Sympathy 
And Added Business 








Goods ere scarce 

And times are rough. 
Whatever we get 

Doesn't seem enough 
Customers complaining, 

Stocks are low, 
Calling the retailer 

A “darn so and so” 
Often forgetting 

While getting “mad” 
The retailers’ troubles 

Are ten times as bad— 
But no use complaining, 

Just stay on the alert. 
You need a washer, 

We need a shirt! 


Sowes. 
Considerable good will and favorable 
comment — as well as extra sales for 
the merchandise it had in stock, was 
obtained by Lowe's, Ogden, Utah, 
when the firm featured this poem in 
this display advertisement which, in 
original form, was two columns wide 
by 8-in. in height. The verse helped 
salve the shoppers who had protested 
at the current shortages. 
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Up until a few months ago, most hardware dealers never dis- 
played heavy hand tools. Then a Warren Tool representative 
asked one of our hardware friends to arrange a display for pic- 
ture purposes. He placed several sledges and other heavy hand 
tools in his regular carpenter and mechanic tool display .. . 
decided to leave the tools there as a sales test. “Believe it or 
not,” he told us later, “as a result of this display, my Warren 
Heavy Hand Tool sales have doubled. I sincerely recommend 


to all my hardware friends . . . display ’em...it pays off in 
extra sales!” 


That’s why we keep suggesting that you, too, add sledges, mattocks, 
mauls, bars, and picks to your regular tool display. See for yourself— 
as many other Warren-teed dealers have—how this display idea pays 
off in extra sales and added volume. Ask your Jobber about Warren- 
teed Tools made by the Warren Tool Corporation. 


WARREN TOOL CORPORATION 


GENERAL SALES OFFICES . 105 W. ADAMS ST., CHICAGO 
PLANT . WARREN, OHIO 
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Need of Training New Men Stressed 
At Builders’ Hardware Convention 


HE necessity of training new men 

for the contract hardware business 
and plans for accomplishing the task 
were discussed at the recent joint con- 
vention of the American Society of 
Architectural Hardware Consultants 
and the National Contract Hardware 
Association, held at the Palmer House, 
Chicago, Ill. 

The speeches and reports given at the 
meetings of the National Contract Hard- 
ware Association were outlined in the 
Oct. 10th issue of Harpware Ace. 

The morning session of the Society 
opened at 9.30 o’clock with President 
J. R. Raymer, Raymer Hardware Co., 
St. Paul, Minn., presiding. After wel- 
coming the members and guests, Mr. 
Raymer spoke about the rapidly ex- 
panding membership in the Society and 
predicted that the Society’s goal of 500 
members will be reached by the end of 
the year. 

“On the training of new men for the 
builders’ hardware business,” Mr. Ray- 
mer said, “I have spoken many times 
about the necessity for us to train 
more young men in the builders’ hard- 
ware business. It is not the well-trained 
men in the hardware business who 
cause the trouble, such as selling goods 
too cheap or putting the wrong hard- 
ware on a building. It is the man who 
is not trained who makes the mistakes.” 


More Men Needed 


“We have now come to a time in the 
hardware business where we need about 
twice as many hardware consultants as 
we have. We, in the contract hardware 
business, are forced to train a great 
many new men in the industry.” 

“Last year I spoke briefly about the 
great number of items in builders’ hard- 
ware which we formerly sold for build- 
ings which are now being sold by out- 
siders. The builders hardware consult- 
ants must be more alert and see to it 
that sash pulleys, window anchors, sash 
cord, window belts, hardware for fire 
doors, steel doors, partition doors, etc., 
are specified and sold through the hard- 
ware distributors.” 

“The manufacturers of millword, 
metal doors, etc., are much more in- 
terested in their own work than they 
are in hardware. However, if they can 
add dollars to their sales by including 
hardware without any additional sales 
expense and without any particular ef- 
fort they are going to do it. In fact, 
it is being done in a good many cases. 


This diverting of the builders hardware 
from the builders hardware business is 
growing each year.” 

Mr. Raymer also emphasized the im- 
portance of joint meetings of the So- 
ciety and the Association and expressed 
hope for more regional meetings like 
the Pacific Coast Conference held earli- 
er this year. 

John R. Schoemer, executive secre- 
tary-treasurer of the, Society, was the 
next speaker on the program and in 
his opening remarks he paid tribute 
to the first three presidents of the So- 
ciety, Howard McCarthy, Jr., McCarthy 
Hardware Co.; I. Stauffer Eshleman, 
Ostrander & Eshleman, and Paul Easby- 
Smith, Builders’ Hardware Corp. He 
presented the plan proposed by the 
Educational Committee for the training 
of new builders’ hardware men and 
recommended that applicants for mem- 
bership into the Society be required to 
take an examination on and after Jan. ] 
1947, 

Mr. Schoemer said, in part, 

“As a result of numerous conferences, 
it was decided to develop a correspon- 
dence builders’ hardware course. Meade 
Johnson, of Yale & Towne Mfg. Co., 
and I were appointed by President Ray- 


mer to prepare the outline of such a 
course. Both Meade and I early recog- 
nized that a trained teaching staff was 
essential, so we turned to the Interna- 
tional Correspondence School, in Scran- 
ton, Pennsylvania, for advice.” 
“Unfortunately, the International 
Correspondence School facilities are 
now overtaxed by the training and 
teaching programs of the Veterans’ Ad- 
ministration. However, they will con- 
sider our plan some time early in the 
fall and by 1947 we hope to have some 
interesting news for you of a wholly or 
partially completed builders’ hardware 
correspondence course.” 


Examinations Essential 


“I ask you all to support one revi- 
sion—that of changing the entrance re- 
quirements for applicants for member- 
ship. It is proposed in this revision to 
require every applicant to take a fair 
and agequate examination on and after 
Jan. 1, 1947. I repeat, it is proposed to 
require every applicant to take a fair 
and adequate examination on and after 
Jan. 1, 1947. It is the only sane and 
sensible thing to do and such a require- 
ment should have been part of the rule- 








This Display Gave the Children Ideas 


An eye-catcher, with decorations in the background, this display featured toys 
for boys and girls of all ages, all plainly priced marked. And while there was 
plenty of decoration it was in back of the merchandise, thus giving merchandise 
on sale the spotlight. F. J. Pekoc, Jr., Cleveland, Ohio, hardware dealer, showed 
youngsters some of the items they could expect Christmas morning, and let adults 


know what a wide variety he had to offer. 
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ANA Sacart BUYER! 


LASTING SATISFACTION 
IN STORE AND HOME 












Flat Irons, Toasters, Waffle Irons, 
Sandwich Toasters and Grid-A-Bouts, 
Table Stoves, Heaters, Poppers, Curl- 








ing Irons, Hair Driers, Mixers, Heat- 
ing Pads, Infra-Red Lamps, Fans. 












DISTRIBUTED THROUGH REPUTABLE 
WHOLESALE HOUSES ACROSS THE NATION 









DOMINION ELECTRICAL MFG. INC. 


MANSFIELD, OHIO 
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first formed.” 

The newly elected officers of the So- 
ciety were announced at this point. 
They are: Lawrence B. Stuart, Cali- 
fornia Hardware Co., Los Angeles, Cal., 
president; Orville Meister, Fort Pitt 
Hardware Co., Pittsburgh, Pa., first vice- 
president, and George P. Merrill, The 
Stanley Works, New Britain, Conn., sec- 
ond vice-president. 

Chairman Raymer presented the new 
president who suggested that universi- 
ties add courses that would help men 
interested in the builders’ hardware 
field. 

“We need new, young blood in our 
profession and it is my desire that we 
adopt as our keynote the training of 
young men for the builders’ hardware 
profession,” Mr. Stuart said. “All of 
us should do everything possible to 
encourage young men to enter our pro- 
fession. Gentlemen, it is a profession. 
Well-trained builders’ hardware men are 
always in demand.” 

“These specialists can carry on as 
general hardware salesmen if necessary, 
whereas the average hardware salesman 
is not equipped or qualified to handle 
the duties of a well-trained builders’ 
hardware man.” 

“These factors should be brought to 
the attention of young men with ambi- 
tion and ability who are entering the 
hardware business to encourage them 
to put in the time and effort necessary 
to become successful builders’ hardware 
men.” 

“What are we, as a national organiza- 
tion, going to do to get more trained 
men in this work we love so well?” 

“There may be various ways of solv- 
ing it. At least a few proposals I have 
in mind may be food for thought. Some, 
perhaps, may have real possibilities. 
Would it not be possible and definitely 
advantageous to get the architectural 
departments of many universities to add 
courses of sufficient scope and length to 
stress the importance of this vital part 
of all modern buildings?” 

“There could be regular day classes, 
night classes, or even extension courses. 
The latter might have some appeal to 
many of your younger men. Our public 
schools, at least those which offer spe- 
cialized training in construction trades 
to both young and adult students might 
be a fertile field in which we could 

cultivate an interest in builders’ hard- 
ware and its importance.” 

“Classes in this type of school could 
well be taught by hardware consultants, 
serving at least once a week in that 
capacity. Frenquently it has been sug- 
gested that the leading manufacturers 
of well-known lines of builders’ hard- 
ware might assist in the program by 
directly subsidizing the training of 
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and regulations when the Society was 


worthy young men or by taking them 
into their plants for a comprehensive 
course in all phases of production ser- 
vice and selling.” 

Howard Campbell, McKinney Mfg 
Co., announced the new regional direc- 
tors for the 20 districts. The committee 
reports were given by the members of 
the various committees, J. Van Housen. 
McKinney Mfg. Co., Pacific Coast 
Regional Conference; Claire E. Gunnet, 
P. A. & S. Small So., membership com- 
mittee; Neil S. Murray, Kendall Hdwe. 
Mill Supply Co., examining committee. 
Mr. Schoemer announced that the Long 
Beach meeting for 1947 will be held 
at the Hilton Hotel, Long Beach, Cal., 
on May 14, 15 and 16. The 1947 con- 
vention and exhibition will be held at 
the Palmer House, Chicago, IIl., on 
Sept. 8, 9, 10 and 11. 

Charles J. Heale, president and gen- 
eral manager of Harpware AGE, was 
presented and congratulated both the 
Society and the Association on their 
growth during the past years. 

I. S. Eshleman suggested that it 
would be profitable for the Society to 
work with manufacturers in order to 
reduce the amount of paper templets 
that were being distributed unneces- 
sarily at this time when a paper short- 
age exists. 

The Thursday morning session of the 
Society convened at 10 o’clock. Charles 
Drewe, Hardware Retailer, and H. H. 
Parks, secretary of the Hardware Manu- 
facturers Statistical Association, were 
introduced and spoke briefly. 

Howard McCarthy, chairman of the 


committee for the revision of the con 
stitution and by laws briefly explained 
the changes proposed and the revisions 
were voted upon. The motion was car- 
ried unanimously. 

I. S. Eshleman, past president of the 
American Society Architectural Hard- 
ware Consultants, paid a fitting tribute 
to the late George H. Griffiths, president 
and general manager of Harpware Ace 
for many years, in his address before 
the meeting of the Society. He said, 
in part: 

“Tt has been a pleasure to be here 
and look into the faces of lots of my 
old friends and see many new ones and 
to shake your hands. 

“But there is one face that I miss— 
one that came to many of our conven- 
tions. I refer to the late George H. 
Griffiths. He believed in our Associa- 
tion and he helped by encouragement 
in every way he could and with the 
staff of Harpware AcE they have been 
of inestimable benefit to the Association 
and to the Society. 

“Those of us who were privileged to 
know George Griffiths, to be with him 
and to recognize his broad and able 
mind and to bask in his pleasing per- 
sonality and in his kind and gentle 
nature, will miss him. 

“It would be a fitting tribute to 
George Griffiths for us to rise as a 
tribute and stand for a moment in ap- 
preciation for what he did in this So- 
ciety and in the Association.” 

The members arose for one minute 
in tribute to the memory of George 
H. Griffiths. , 





Home Butchering Supplies a Leader 
in This Missouri Store 
(Continued from page 160) 


home butchering supplies and prices. 
These are placed in farmer’s stores, 
at locker plant offices and garages. 

There are approximately 2000 
farmers and city residents in the 
Independence territory who are now 
doing their own butchering. Mr. 
Chase has a list of all these and the 
addresses. About twice a year he 
has a handbill printed, featuring the 
home butchering department, and 
mails a copy to each name on his 
list. 

For the 1946 fall season, Mr. 
Chase is getting out a folder giving 
important information on butchering 
and on cutting and curing meats of 
all kinds. Missouri is the home of 
the hickory-cured ham. In this folder 
he will give his own formula for 
curing a Missouri ham. 





Handling a full line of butcher 
supplies for home butchering, accord- 
ing to the Independence Hardware 
Co., is a strong drawing card for 
the general farm trade. 

Mr. Chase does not believe that 
there will be a let-down in home 
butchering supplies now that the war 
is over. Too many people have expe- 
rienced the convenience in having 
their own fresh meat and know the 
pleasure of raising and butchering 
their livestock. 

“We look for an increased volume 
in the department during this year 
and next year,” Mr. Chase says. 
“Iron kettles and lard cans will be 
available, as well as many supplies 
which heretofore have been hard to 
stock. This will give a real buying 
stimulus to the department.” 
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When you sell Corbin build- 
ers’ hardware for that new resi- 
dence, industrial building, 
school, hospital or any other proj- 
ect — it is very likely that you are 
selling a line of hardware and 
a name already pre-sold to your 
client. Corbin has long been the 
symbol of the very finest in build- 


ers’ hardware. 


























FROM DOOR TO DOOR! 





Authentic design, excellence 
in craftsmanship, wide range of 
products, helpful detailing and 
dependable counsel are all in- 
tegral parts of the Corbin 
reputation. 

From door-to-door, from city-to- 
city — across the nation the repu- 
tation of P. & F. Corbin hardware 


goes and grows. 























: THANKSGIVING 
HOUSEWARES — 


FOR ; WINDOW 
THANKSGIVING iar Se __ MERCHANDISE: Electric 


square roasters, fruit juicers. 
coffee makers, toasters. elec- 
tric mixers, egg boilers, cast 
iron dutch ovens and skillets. 
oven glassware, bowl sets, 
canister sets, enamel pots, 
double boilers and saucepan 
sets, carving sets, kitchen cut- 
lery, wood salad bowls, knife 
sharpeners, wire strainers. 

BACKGROUND: Center pan- 
els of ivory corrugated mate- 
rial or painted wallboard. 
Side panels of dark brown 
material. Cut-out letters on 
center panel of red material. 
Decorations colorful turkeys 
and pumpkins. 





















































Feature Thanksgiving Housewares and 


Home Water Systems in Late November 


HARDWARE AGE Original Window Display IDEAS 


HAND ano POWER HOME 


PUMPS -—— om Soe 


FOR ; 
fag R Sane . MERCHANDISE: Electric wa- 
ter systems, pitcher pumps. 
force pumps, galvanized and 
: black pipe, soil pipe. well 
a points, pump cylinders, pump 
plungers, pump leathers, fau- 
cets, galvanized water pails, 
kitchen sinks, pipe compound. 
Pipe wrenches, iron cement. 
chemical toilets, chemical toi- 
let compound, septic tank 

cleaner. 

BACKGROUND: Center pan- 
el of ivory corrugated board 
or painted wallboard. Side 
panels of dark brown mate- 
rial. Cut-out letters on center 
panel of bright red material. 
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A GIFT ITEM EVERY 
HOME WILL WELCOME 






CAP-OFF. eo THE SAFE BOTTLE OPE 


FOR MODERN LIVING \ 


Here is a gift made to order for profits at Christmas and all the 
year ‘round. And available for immediate delivery. 

















Your customers will buy CAP-OFF on sight because it is so safe, so easy to 
use. Just a squeeze of the handles removes bottle caps instantly. No 
chance of injury. No prying. No chipped bottles. No fizzing shower baths. 
The unique bell design deflects fizz downward and protects clothing. 









CAP-OFF is smartly styled in polished, rustless alloy 
with nickel rolled handles. It is sturdy, built for 
years of service. An exceptional value at 
$2.50 retail (fair-traded). 












Write for full details and attractive 
discounts and take advantage of our 
nation-wide promotion immediately. 


ae 


EAGLE INDUSTRIES, INC. 
Subsidiary of Bowser, Inc. 
110 Nerth Franklin $t., Chicago 6, Illinois 
CAP-OFF is a product of The Eagle Lock Company. 
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Demonstrations Mean Satisfied Customers 


ANY items now being sold in 
M retail hardware stores must be 

demonstrated to the customer 
when the item is sold to him and 
then must be demonstrated again 
when the item is delivered. It is 
therefore most important that every 
person selling these items be able to 
demonstrate them efficiently. 


Two Types of Training 


Training of this type for the em- 
ployee can be accomplished in two 
ways. Either allow hirh to take the 
appliance home and use it until he 
becomes proficient with it or hold a 
training school at the store where 
the employee can practice and be- 
come a capable demonstrator. 

Some of the items that must be 
demonstrated these days are electric 
ironers, mixers, automatic washers, 
electric tools of various types, gas 
and electric ranges. 

All of these articles should be in- 
stalled in the store so that a demon- 
stration can be given to the customer 
at any time. In the case of an electric 
ironer, it is a good plan to have a 
shirt handy which can be used in the 
demonstration. Have some flat items 
also, for the customer will be inter- 
ested in seeing them ironed. It takes 
a lot of practice to iron a shirt satis- 
factorily and a good demonstration 
must be given if the customer is to 
be convinced that she can do the job. 


Demonstrate Again 


When the sale is made and the 
merchandise is to be delivered to the 
customer, the ironer must again be 
demonstrated. Here the employee 
may have to make a more complete 
demonstration and teach the cus- 
tomer how to use the appliance. The 
customer will be much happier with 
the ironer if she has confidence in 
her ability to use it and her con- 
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fidence will be built up through a 


good demonstration. 


“Call Backs” 


“Call backs” are good practice 
when these appliances are sold. Do 
not delay too long before you call 
on the customer, She may be having 
some minor difficulty which can be 
quickly cleared up by means of such 
a call. However, if this call is de- 
layed or is not made, the customer 
will eventually call you and by that 
time the minor trouble may have de- 
veloped into a major one. “Call 
backs” will prevent these situations. 


Future Sales 


Incidentally, “call backs” are valu- 
able for distinctly another reason. 
They give the demonstrator access to 
the home and permit him to make a 
check-up on other appliances which 
could be used there at the present or 


at some future time. A demonstrator 
who has a good eye for observation 
and a good memory can render a 
great deal of service to his employer 
in the matter of furnishing leads for 
future solicitation. A letter or a sug- 
gestion to the customer when next 
she visits the store should go a long 
way toward making another sale at 
some future time. 


Always Be Courteous 


During the war years, when mer- 
chandise of all types was difficult to 
obtain, there was a tendency on the 
part of many salesmen in many types 
of retail stores to be abrupt to the 
point of rudeness with many custom- 
ers. Times are changing and so are 
the customers. Make it a point to be 
courteous and obliging when you are 
making demonstrations. You are do- 
ing both the customer and your store 
a service. Do it pleasantly—it pays 
dividends. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 100 
is excellent; 80 is good; 60 is fair; 40 is poor, and 20 is very poor. 
The correct answers to these questions will be found on page 340. 


Work the problems first—then substitute the figures 
of your own business for those in the problem. 


1—Find the circumference of a pipe with a diameter of (a) 4 in.; 


(6) 6 in.; (c) 7 in. 


2—Define what is meant by one kilowatt hour. 


3—An electric heater has a rating of 1000 watts. The customer 
wants to know how much it will cost to operate it. The local electric 
rate in residential areas is 24 cents per kilowatt hour. 


4—Find the area of circles with the following diameters: (a) 8 in.; 


(6) 10 in.; (c) 12 in. 


S—List some of the items an alert salesman could suggest to a cus- 
tomer who purchases quick drying enamel for a painting job. 
(Answers on page 340) 


HARDWARE AGE 





“YOU'RE NOT OVER THE HUMP YET!” 
said the camel 





Ui, V/7/ 1/47 7 , 
MM th Uf ipy 








ADVERTISING MANAGER: Why, hello, Mr. Camel. Some- 
thing bothering you? 
came: That trade ad on your desk. 


ADVERTISING MANAGER: Good, isn’t it? Hope it sells a lot 
of Taylor Thermometers and Barometers to the retail 
trade. 


cama: That’s just the trouble. It’s the last straw. 
ADVERTISING MANAGER: Oh? 

cama: Precisely. The last straw. 

ADVERTISING MANAGER: You mean the straw that broke 
the — er — humph —. 


cama: The same. Precisely. Of course the plant’s do- 
ing all it can to meet the pent up demand for Taylor’s 
accurate weather instruments and cooking thermom- 
eters— 
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ADVERTISING MANAGER: But — 


CAMEL: —in fact, your output is greater now than ever 
before, but you’re still not over the hump in filling all 
your orders. 


ADVERTISING MANAGER: So you suggest — 


cama: —that you explain to the retail trade that Taylor 
is bending over backward to meet the big consumer 
demand for these nationally advertised instruments. 


ADVERTISING MANAGER: And? 


cama: —that Taylor is doing everything human to give 
the retailer his share of these pre-sold instruments as 
soon as possible. It would be nice to satisfy everyone at 
once, but right now Taylor is paying the “penalty of 
leadership.” Taylor Instrument Companies, Rochester, 
N. Y., and Toronto, Canada. 
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The Only Complete 
Text Book on 


BUILDERS 
HARDWARE 


Excellent asa G-I || 
Job Training Manual 
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the only up-to-date and complete volume 
ever published on all phases of this im- 

This 220 page, fully illustrated book is 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
@ new cardboard-bound edition is now 
available at only $! per copy. 


Prepare to 
Capitalize on 
The Huge Post-War 

Building Boom! 





Builders’ Hardware Quiz 


66". AKING the Mystery Out of Builders’ Hardware,” by Adon H. Brownell, is 


the source from which these questions and their accompanying answers were 
derived. This quiz gives the reader an excellent opportunity for checking up on 
his knowledge of builders’ hardware. See how many of these questions you can 
answer without turning to the answers. It’s good builders’ hardware training. 


Chapter 16—Intermediate Course 
Jams-FLoor ano CHECKING FLoor-HIncEs 
. Give two advantages of spring hinges not requiring a hanging strip. 
. Are jamb spring hinges adjustable? 
. How can floor hinges be best applied to cement floors? 
. Are checking floor hinges made for single-acting doors, or only for double 
acting doors? 


. How many sizes of invisible hinges are needed to fit normal stock require- 
. 


ON 


ow 


ments? 

6. Mention three general types of spring hinges. 

7. Is a knowledge of the thickness of the door important to have when ordering 
or shipping spring hinges? 

8. Name two types of lesser used hinges for double acting doors. 

9. If door is over 134 in. does it need heavier hinges? 


Chapter 17—Intermediate Course 
Mortise Bit Key Locks anp LATCHES 


. How many general types of interior door locks are made? Describe the best. 

. Give the names of the four hands of doors. 

. State the rule for determining the hand of door. 

. What are the two most popular numbers of tumbler locks used on interior 
lock construction? 

. How far beyond the casing should the lock strike project? 

Name a desirable refinement for locks used on a good residential job. 

Name four popular interior type locks. 

. Which type is least often reversible? 

. What is the difference between a lock and a latch? 


Wh 


SRenNnan 


Chapter 18—Intermediate Course 
Mortise CYLinpER Locks AND LATCHES 


In how many different weights are cylinder locks generally obtainable? 

. Name three popular types of cylinder locks. 

. What benefit is derived from the use of auxiliary latch locks? 

Why is it necessary to specify door thickness when ordering cylinder locks? 

How many changes are possible with cylinder locks? 

How is master keying done? 

. What is meant by a “dead” lock? 

. State the number of pins or tumblers generally used on (A) stock cylinders— 
(B) master keyed cylinders. 

. What is the best back set lock to stock for French doors? 

. Is it possible for an expert to pick a cylinder lock? 
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_ 
So © 


(Answers on page 310) 
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Order your copy now! . 5 
: MAIL THIS COUPON TODAY . 
g Merdwore Age, 100 E. 42nd St., N. Y. 17, 1 
7 N.Y. Send: my 
6 —— bound of “Taki + 
5 Mystery Out Of bullae’ Herdware™ ' 
4 @ $1.50 per copy in the U.S. (Canada & 
; ud here ‘ountries—$2.00) . ° 
— rd-bound of * 

: the Mistery Out SF taiders" Mord ; 
: (Canada ond Foreign Countries-$1.50), 
: Neme funy thas + eb awstsak dee Sede : 
7 2 
5 Street . 
: Site : : Playthings for youngsters of all ages were given the stage in this semi-open 
eT Sant hc e sens hee napesrestsmmebins 3 | back window display of Black & Co., Danville, Ill. Although considerable mer- 
' Ss eS oS MN Se all ‘ chandise ba! poy ang was such interesting grouping as to minimize “ 

We Pay P i" | @ppearance crowding. This window was popular with the youngsters of the 
cate tht attr seroma J section and attracted them throughout the pre-holiday season. 
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HARDWARE INDUSTRY 










Your industry is one of hundreds served by Union Pacific. 
Every shipper is assured of efficient, dependable transpor- 
tation when materials or merchandise are earmarked for the 
Strategic Middle Route, uniting the East with the Midwest, 
Intermountain, and Pacific Coast States. 






Union Pacific provides specifically designed cars, various 
services and departments, to assure proper handling of a 
. wide diversity of products. 






Union Pacific’s facilities and equipment are ready to meet 
the heaviest needs of commerce. Traffic experts are stationed 
from coast-to-coast. They will help you with that next ship- 
ment—and every shipment. 






For dependable, fast freight service always. . . 

be Specific- == “ 
" e efe o 

say Union Pacific 7 











*% Union Pacific will gladly furnish 
confidential information regarding 
available industrial sites having 
trackage facilities in the territory 
it serves. Address Industrial Dept., 
Union Pacific Railroad, Omaha 2, 
Nebraska. 


UNION PACIFIC RAILROAD 
The Sitaiegc Middle Rowe 


RAIN, SNOW OR HAIL @ YOUR FREIGHT GETS THERE BY RAIL! 
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Formed as National Sales Organization 


Eagle Industries, Inc., has been | 


District offices include Boston, | 


organized as a national sales or- New York, Philadelphia, Chicago, | 


ganization by the Eagle Lock Co., 


Eagle Industries, Bowser Subsidiary, | 
| 
| 





H. LEE MURPHY 


Terryville, Conn., and its parent 
company, Bowser, Inc., to em- 
brace all the established sales 
and distribution facilities of the 
Eagle Lock Co. 

The new organization with of- 
fices at 110 N. Franklin St., Chi- 
cago 6, plans to assist manufac- 
turers, wholesalers and retailers 
, with their sales and distribution 
problems. Sales coverage will be 
given in every state and world- 
wide export facilities will be 
available through Bowser Interna- 
tional, Inc. 





ROLLIN B. PLUMB 














Atlanta, Dallas, Los Angeles, San | 
Francisco and Seattle, with field 
offices in Geneva, Ohio, St. Louis 
and Minneapolis, and _  ware- 


houses in New York, Philadel- | 


| phia and Chicago. | 


Lee Murphy, formerly presi- | 
dent of the Eagle Lock Co., has | 
been selected to head Eagle In- | 
dustries, Inc., as president. R. B. 
Plumb, for the past eight years 
vice-president in charge of 
Eagle sales, becomes vice-presi- 
dent of the new sales organiza- 
tion. 

The new company was formed 
primarily to handle the sales for 
Eagle Lock and market consumer 
products for other companies in 
the Bowser group, but it also 
offers its facilities for the distri- 
bution of products of other manu- 
facturers. 

According to the announce- 
ment brochure just released by 
the new company, Eagle Indus- 
tries, Inc., provides the personnel 
and facilities to handle in addi- 
tion to sales, product design, 
development and_ engineering; 
packaging, market research and 
product analysis; sales engineer- 
ing, advertising, sales promotion 
and other phases of selling. It 
will also offer consultation on 
problems relating to wholesalers’ | 
and retailers’ operations. 








NATIONAL SCREW & MFC. | 


HAS NEW SECT.-TREAS. | 
After almost 38 years of ser: | 


vice with the National Screw and 
Mfg. Co., 2440 E. 75th St., Cleve- 
land 4, Ohio, Eugene E. Griese | 
resigned as secretary and trea- | 
surer. During Mr. Griese’s long | 
association with National Screw, 
the company grew from a small 
tack and screw manufacturing 
concern to one of the world’s 
largest makers of bolts, nuts, 
screws, and other industrial fast- 
eners. 

The board of directors has 
elected George R. Kloppman sec- 
retary and treasurer to succeed 
Mr. Griese. Harold H. Hummel 











EUGENE E. GRIESE 


has been assistant 


treasurer. 


appointed 


Mr. Kloppman practiced law | 


in Cleveland for a number of 
years and has served National 
Screw as director of industrial 





GEORGE R. KLOPPMAN 


relations. Replacing Mr. Klopp- 
man in his former position is 
Richard H. Leukart. 


ROD. LA BELLE OPENS 
CHICAGO OFFICE 


Rod. LaBelle Co., manufac- 
turers agents, 621 Plymouth 
Bldg., Minneapolis, Minn., has 
opened a branch office in Chi- 
cago, at 53 W. Jackson Blvd., 
Suite 447. Robert C. Hemphill 
will be in charge of this office. 


Cc. O. SLABY PROMOTED 
TO SALES MANAGER 
OF NESCO STOVE 
The National Enameling and 
Stamping Co., Milwaukee 1, 
| Wis., has appointed Charles O. 
Slaby as sales manager of the 
| Nesco Stove and Heater Division, 
| with offices in Milwaukee. 
Mr. Slaby joined the Nesco 








CHARLES 0. SLABY 


organization in the capacity of 
assistant sales manager of the 
stove and heater division. Prior 
to his association with Nesco he 
served as buyer in the stove divi- 
sion of a large distributor and 
later as Chief of the Stove Sec- 
tion, Consumer Goods Division of 
the Office of Price Administra- 
tion. 


GRAND HOME APPLIANCE 
HAS NEW SALES MGR. 


Stanley C. Bernhardt has been 
elected vice-president and sales 
manager of the Grand Home Ap- 
pliance Co., 2323 E. 67th St., 
division of the Cleveland Coop- 
erative Stove Co., Cleveland 4, 
Ohio. 

Mr. Bernhardt, formerly vice- 
president in charge of sales of 
the Estate Stove Co., Hamilton, 
Ohio, with which company he 
was associated for 16 years, will 
succeed A. B. Cameron who re- 
cently resigned his connection 








with Grand Home Appliance Co. 
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Skilsaw, Inc., Buys Pneumatic Tool Firm 


lion dollars a year, Bolton Sulli- 
van, Skilsaw president, said. 
Skilsaw will assume a lease on 
the Aurora plant and has an op- 
tion to purchase the real estate. 
The Forss Pneumatic Tool Co. 


| was founded in 1943 by ae 


Forss, who for 37 years was iden- 
tified with the Independent Pneu- 
matic Tool Co., of Chicago, and 
his son, John. Both will remain 
with the Skilsaw organization 
and will be in charge of pneu- 
matic tool manufacturing oper- 
ations at the Aurora plant. 

The pneumatic tools will be 
sold direct to distributors, along 


with the Skilsaw line, through | 


the latter’s sales organization. 
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ITED 

ER 

E Skilsaw, Inc., 5033-43 Elston 
Ave., Chicago 30, manufacturer 

1g and of portable electric tools, has an- 

ee 1, nounced the purchase of the 

les 0. Forss Pneumatic Tool Co., Au- | 

of the rora, Ill. The latter company, | 

vision, manufacturer of a general line 
of small, portable pneumatic | 

Nesco tools, was acquired for a cash | 
consideration understood to be 
in excess of $100,000. 

As a result of the acquisition, 
Skilsaw announces it will be able 
to supplement its line of portable 
electric tools with a line of port- 
able pneumatic tools. Sales po- 
tential of the present Forss plant 
at Aurora, consisting of some 40,- 
000 sq ft., aggregates several mil- 
EXECUTIVE V.P. NAMED 

BY SCHICK, INC. 

George A. Graham, former 
vice-president and a director of 
the Gillette Safety Razor Co., has 
been elected executive vice-presi- | 
dent and director of Schick Inc., \. 
manufacturers of the Schick Elec- 
tric Shavers and Schick Shave- 
rest. 

Mr. Graham has spent many 
ww of years in the shaving industry and 
the associated fields. He was Mid- 
Prior west district sales manager of | 
te the Gillette Co. from 1925 to 
divi- 1931. Then he became merchan- | 

4 dising director of the Associated 
an ° 
is, Chain Drug Stores for several | 
years, returning to Gillette in | 
on of 1933 as sal i 
a 33 as sales promotion manager. | 
| 
| 
NCE 
. 



















GEORGE A. GRAHAM 
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| trict, which comprises the New 


The following year he was elect- 
ed vice-president of the company. 
He retired from this post in 1944 


to manage his orange groves in | 


Montverde, near Orlando, Florida. 





PREMIER APPOINTS 
DISTRICT MANAGERS 
The Premier Vacuum Cleaner | 
Div., General Electric Co., 1734 | 
Ivanhoe Rd., Cleveland 10, Ohio, | 








A. G. BIRD 


has named two new district man- 
agers. 

A. G. Bird has been appointed 
to manage the Northeastern dis- 


England states plus the eastern 
part of New York state. His 








headquarters will be at 738 
Boylston St., Boston 16, Mass. 
Mr. Bird has been with Premier 
| for 23 years in sales and service 
capacities. For many years prior 
to his new appointment he was 
the service manager in Boston. 

J. W. Hoskins has been ap- 
pointed Atlantic district man- 
ager. The district is comprised 
of Virginia, West Virginia, Mary- 
land, Delaware, the District of 
Columbia, most of Pennsylvania 
and New Jersey, and part of 
Ohio. His headquarters will be 
at 1305 Bankers Security Bldg., 














j 
| 










J. W. HOSKINS 


Walnut & Juniper Sts., Philadel- 
phia. Mr. Hoskins was service 
manager in Philadelphia for 
many years. 


OAKES & CO. APPOINT 
RADIO, APPLIANCE MGR. 


In line with its expansion 
plans Oakes & Co., 650 S. Clark 
St., Chicago, has announced the 
appointment of Kenneth W. Sick- 
inger as manager of the radio 
and table appliances division. Mr. 
Sickinger will not only supervise 
the selection, production and dis- 
tribution of these appliances, but 
he will coordinate a complete 
sales promotion program on these 
lines for the distributors and the 
dealers they serve. 

& 


was 


to Oakes 
Sickinger 


Before coming 
Company, Mr. 


assistant general sales manager of 








Belmont Radio Corp., Chicago. 


- 


AIR-WAY ELECTRIC 
NAMES SALES MGR. 
William D. Hart, who has 


served the Air-Way Electric Ap- 
pliance Corp., Toledo, Ohio. man- 
























WILLIAM D. HART ! 









ufacturer of household vacuum 
cleaners, in various capacities for 
19 years has been appointed sales 
manager as the company’s first 
move in an expanded manufactur- 
ing and merchandising program. 

Mr. Hart joined the company 
as a salesman in the field, became 
a factory liaison man, installed a 
special service plan, was made 
business manager of various 
branches and was advanced to 
the post of North American fac- 
tory sales representative. After 
directing the national sales de- 
partment during the war he be- 
came assistant to the president at 


| the outset of 1944 and was active 


in reconverting branches from a 
service to a sales basis and in 
bringing about the large-scale 
resumption of civilian produc- 
tion. 


AMERICAN MFG. MOVES 
CHICAGO OFFICE 

The Chicago office of American 
Mfg. Co., Brooklyn, N. Y., cor- 
dage mill, has been moved to 800 
N. Clark St., Room 324, Chicago. 
The office had been temporarily 
located at 620 W. Fulton St., 
after having been burned out of 
438 W. Ontario St. 
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= EMPY SAYS: 
rit -** So Try these for a 
ase —>good clean sweep 
in brush sales 


It 


Remember those China bristle brushes you’d have 
given your good right arm for a few months ago? 
We have them now .. . the STEVENS and other 
models of hand-set, resilient, pure black China bris- 
tle. Ideal for smooth-surface sweeping in schools, 
banks, hospitals, offices, hotels, and institutions. 


Top quality, pure grey horse hair brushes are also 
available. for,prompt delivery . .. the LEXINGTON 
and FRONTENAC. Both are staple set, machine 
made floor sweeps. 


We have a wide range—in style and 
quality—of floor brushes. Send for catalog. 


Empire Crushes hamous for 


style, economy and durability 











1,600,000 Oil-Barning Space Heaters 
Required to Meet Potential Market 


A backlog of approximately 1,- 
600,000 unfilled orders for flue- 
connected oil burning space heat- 
ers, each requiring some 650 gal- 
lons of fuel oil per year, is re- 
ported by the U. S. Bureau of 
Census to members of the Oil 
Division, Cooking and Heating 
Appliance manufacturers. 

This backlog will require an 
upward revision of manufacturing 
schedules for vaporizing oil burn- 
ers from an estimated 1,000,000 
new burners per year to 1,300,000 
to 1,500,000. There are now 
about 2,500,000 in operation. 

On the basis of increased pro- 
duction, manufacturers compris- 
ing the Oil Division of the Insti- 
tute predict that sales will be 
divided between two major fields: 

1. A million new space heaters 
per year, principally for the 
nearly 20,000,000 dwelling units 
in the country which have no 
central heating systems and for 
GI homes and many other new 
dwelling units now under con- 
struction or planned. 

2. Between 300,000 and 500,000 
new vaporizing oil burner floor 
furnaces, circulating warm air 
furnaces and water heaters per 
year for new homes, farms and 
other types of dwellings and 
commercial and industrial build- 
ings. 

All postwar vaporizing oil 
burners are designed to operate 
on a light grade of fuel oil gen- 
erally produced and sold by the 
oil industry throughout the coun- 
try. Engineers of vaporizing oil 
burner manufacturers point out 





that straight run fuel oils burn 
most efficiently and economically, 
and that such oils are being 
marketed by most refiners. 


LEVELOR CORP. 
ACQUIRES LEVELOR 
SALES CORP. 


The Levelor Corp., 175 Ora- 
waupum St., White Plains, N. Y., 
has purchased the Levelor Sales 
Corp., of Newark, N. J. The 
growth in business called for a 
change in distribution, according 
to an announcement of the Leve- 
lor Corp. 

Neil S. Waterman is president, 
and A. T. Houlihan is secretary- 
treasurer, of both the Levelor 
Corp. and the Levelor Sales Corp. 

Frederick Grimm was elected 
vice-president in charge of sales 
and will concentrate his sales 
efforts in the East. Paul Willer, 
2727 Park Ave., Minneapolis, 
Minn., will be in charge of the 
Middle West and the West. 

Savings effected in molding 
time, labor and assembly costs 
have made it possible to reduce 
the price of Levelors’ plastic ad- 
justable casters, the new owners 
announce. 


WRIGHT BROS. HDWE., 
VICKSBURG, MISS., 
LIQUIDATES 

Wright Bros. Hardware Co., 
Vicksburg, Miss., wholesale and 
retail concern, liquidated its busi- 
ness recently after 65 years of 
operation. 








KENNETH H. BULLARD 





JOHN N. TWEEDY 


KENNETH H. BULLARD (left) and JOHN N. TWEEDY 
(right), who have formed a manufacturers’ agency known 
as Bullard & Tweedy, with offices in the Little Bldg., 80 Boyls- 
ton St., Boston 16, Mass. The formation of this agency, which 
will cover the New England states, was reported in the Oct. 
10 issue of HARDWARE AGE. 
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RAY-O-VAC PROMOTES 
J. C. RYAN TO V-P.; 
McILNAY SALES MGR. 

J. C. Ryan who has been sales 


manager of the Ray-O-Vac Co., 
Madison 4, Wisc., since the first 


J. C. RYAN 


of the year, has been elected a 
vice-president of the firm. Dur- 
ing the war Mr. Ryan directed 
the operation of Signal Battery 
Co., Milwaukee. This Ray-O-Vac 
subsidiary, organized practically 





J. A. MeILNAY 


overnight, established a fine 
record of production for the 
armed forces. For many years he 
had been a sales executive of 
Ball Bros., Muncie, Ind. 

J. A. McIlnay, who was head 
of Ray-O-Vac’s Eastern sales 
operations, succeds Mr. Ryan as 
sales manager. He is a veteran 
of the battery business. 


MOORE CORP. STARTS 
PLANT EXPANSION 
Ground has been broken for an 
addition to the plant of the 
Moore Corp., Joliet, Ill., maker of 
coal heaters, gas heaters and gas, 
coal and combination ranges 


OCTOBER 24, 1946 





which, according to announce- 
ment by Bernard J. Hank, presi- 
dent of the company and head of 
the Conlon Corp., Chicago, is the 
first step in a modernization pro- 
gram to cost several hundred 
thousand dollars and require un- 
til the end of next year or early 
in 1948 for completion. The im- 
provements will involve the vir- 
tual rebuilding of the factory 
and will increase production ca- 
pacity tenfold. 

The first stages of the renova- 
tion program, which are expected 
to be completed by May, 1947, 
will increase annual production 
capacity from 30,000 units to 
150,000 units. 


NEW GARY, IND., FIRM 
MAKES GARDEN TOOLS, 
METAL ROOFING 

The Gary-Pioneer Steel Corp., 
Gary, Ind., is a new manufactur- 
ing concern at present making 


garden tools under the trade 
name of “Steel City Garden 
Tools,” valley tin, tin shingles 


and flashing. 
M. B. Binhak, Jr., was recently 
appointed sales manager. 


J. J. KELLEHER MOVES 
BINZEN HDW. MFG. 


James J. Kelleher, president, 








the Binzen Hardware Mfg. Co., 
has announced removal of the | 
company’s office and plant to| 
larger quarters at 211-213 E. | 
T41st St., corner of Park Ave.,| 
New York 51, N. Y. Additional 
and improved machinery has | 
been installed in the new and | 
larger quarters. The company is 
now making builders’ hardware 
specialties, caulking compound 
and asbestos specialties. 

Fred Mueller, who was with | 
the former Francis Keil & Son 
organization, in charge of engi- 
neering and production, is now 
with the Binzen company in a 
like capacity. 
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J. J. KELLEHER 



































MRS. NEVIN HAS 
USED HER AUTOMATIC 
WASHER FOR 27 YEARS! 
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That kind of long life and de- 
pendability makes loyal friends 
and makes AUTOMATIC WASH- 
ERS easier for you to sell. Re- 
member—only AUTOMATIC 
offers the ‘‘DUO-DISC”’ feature 
that ends washday worries... 
only AUTOMATIC ha®’ the 
Stokes Patented Ball Bearing 
Transmission that holds service 
calls to a minimum. That’s why 
AUTOMATIC DUO-DISC 
WASHERS give your customers 
such satisfactory service, and 
give you ‘‘more profit that you 
can keep’’ on each sale. So why 
not get Automatic’s 1946 Dealer 
Proposition now from your near- 
est Distributor? (Name on re- 
quest) 


Made in Newton, 





















































lowa Since 1908 by 
AUTOMATIC WASHER COMPANY 










































CHAIN 


for every need! 





Tie-out chains to keep Bossy where she belongs... 
sling chains for handling heavy loads... tire chains 
to assure safe starts and stops on ice and snow — 
International makes them all! We make chain for 
every need: industrial, marine, farm, automotive. 
This means a more profitable chain business for 
you. Means that no matter what type of chain your 


customers want, you can make the sale. 


INTERNATIONAL CHAIN & MFG. CO. 
YORK 


~ PENNA. 


| “a 














K. A. CONNELLY 


SEATTLE DISTRIBUTORS 
TO OPEN NEW QUARTERS | 

The F. B. Connelly Co., 1015 
Republic St., Seattle 9, Wash., | 
will hold open house in its Seat- | 
tle plant which has been newly | 
remodeled and expanded. 

The Portland location of the 


firm is also being expanded at | 


this time. 
In the new show rooms the 
merchandise is displayed so that 


it can be easily reached for ex- | 
amination, and attractively ar- | 
| ranged so as to offer dealers sug- | 


gestions for their own store ar- 

rangements. Each factory line 

is presented individually. 
Heading the Connelly enter- 


prises, which are the F. B. Con- | 


FRANK C. PORTER 





WwW. L. BOWDEN 


nelly Co., the F. B. Connelly Ce. | 


of Oregon, Connelly Acceptance 
Corp. and the Connelly Ma- 
chinery Co., are Kenneth A. Con- 
nelly, president; Frank C. Por- 


ter, vice-president, Seattle; W. L. 
Bowden, vice-president, Portland, 
and Miss Martha Westling, secre- 
tary-treasurer. 








PITTSBURGH GLASS 
ACQUIRES MORCK 
BRUSH MFG. CO. 


+ The Pittsburgh Plate Glass 
Co., 632 Duquesne Way, Pitts- 
burgh, has announced the pur- 
chase of the Morck Brush Mfg. 
Co., of San Francisco. 

A manufacturer of painters 
tools, the San Francisco unit will 
continue operation as the Morck 
Brush Division of the Pittsburgh 
Plate Glass Co. 


Founded as a partnership in 
1915 by Peter E. Morck and 
Ernest C. Morck, the firm was in- 
corporated as the Morck Brush 
Mfg. Co. the following year. 

Mounting demands for the 
Pittsburgh Plate Glass Co.’s paint 
and allied products on the west 
coast led to the acquisition of 
the Morck firm, according to J. 
H. Heroy, vice-president of the 
glass firm. 


All of the 100 craftsmen and 


, 


plant will be retained. Frank F. 
Tippett, formerly associated with 
the Pittsburgh Plate Glass Co.’s 
Baltimore Brush plant, will man- 
age the newly acquired factory. 
Another plant, designed to manu- 
facture brush handles, is operated 
by the Brush Division at Keene, 
N. H. 





ANNUAL TAX MANUAL 
BEING DISTRIBUTED 


The 1946 edition of the “Re- 
tailers Manual of Taxes and 
Regulations” has been issued by 
the Institute of Distribution, 25 
W. 43rd St., New York City. 
This is a compendium of data in 
tabular form on the various state 
and federal taxes which affect re- 
tail merchants. It is the ninth 
edition. 

While the manual was pre- 
pared primarily for those engaged 
in retailing, it contains informa- 
tion of value in other fields. The 





technicians at the San Francisco 


cost is $7.50. 
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IN OUR 
4™ HALF-CENTURY 
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Before many of the others 
had even begun, this really old 
reliable factory was supplying 





TOOLS 


which enabled your kind of 
business to enjoy a PROFIT! 


AND WE’RE STILL GOING STRONG 





"There's +t Keasou™ 
ASK OUR WHOLESALE DISTRIBUTORS 








































ELECTROMASTER NAMES 
TEXAS REPRESENTATIVE 

























E. lL. JONES 


ers, has announced the appoint- 
ment of E. I. Jones, of E. L 
Jones Co., as representative for 


ern half of Mississippi. The E. I. 
Jones Co. has offices in the Lib- 
erty Bank Bldg., Dallas, Texas. 

Mr. Jones for the past 12) 
years was Southwestern sales | 
manager for Norge, and previ- | 
ously was associated for several | 
years with Westinghouse as divi- | 
sional merchandising manager in 


Dallas. 


BLACKSTONE HONORS 
50-YEAR EMPLOYEES 


Two employees of the Black- 
stone Corp., 1088 Allen St., 
Jamestown 6, N. Y., home laun- 
dry manufacturer, S. Clarence 
Beal and Thomas B. Hambleton, 
were honored recently for more 
than 50 years with the company, 





Electromaster Inc., 1803 E. At- 
water St., Detroit, manufacturers 
of electric ranges and water heat- 


| 
Texas, Louisiana and the south- | will 
| 


|at the annual dinner of Black- 
stone and the Jamestown Metal 
| Equipment Co., at Jamestown, 


| Mr. Hambleton entered the 
employ of the company Sept. 20, 
1895, 51 years to the day of the 
| dinner. He crated for shipment 
| the very first Blackstone Washer. 

Mr. Beal, supervising foreman of 
\the machine division, came to 
the company in February, 1896, 
when a boy of 16. 

O. A. Lenna, Blackstone presi- 
| dent, presented each with a gold 
| watch. Sixty officers, directors, 

division heads, supervisors and 
foremen attended the dinner. 

Reginald A. Lenna, vice-presi- 


| dent, presided. 
| 
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MAKERS OF ‘RENUZIT’ 
CHANGE FIRM NAME 


The Radbill Oil Co. 1724 
| Chestnut St., Philadelphia, has 
| announced a change in the com- 
| pany name. Effective Oct. 1, it 
| will be the Renuzit Home Prod- 
| ucts Co. Samuel Radbill, presi- 
dent, stated that the new name 
more closely identify the 
company’s products. There will 
be no change in the company’s 
policies or personnel. 


MALL TOOL CO. MARKING 
SILVER ANNIVERSARY 


The Mall Tool Co., 7702 S. 
Chicago Ave., Chicago 19, manu- 
facturer of portable power tools, 
is observing its 25th anniversary. 

The business was established 
in Milwaukee in 1921 by A. W. 
Mall, president of the company. 
Flexible shaft machines were the 
first product, and were assembled 
by hand and sold one and two at 
a time. In 1922 the business was 
moved to Chicago where expan- 





long plant covers 300,000 sq. ft. 

The 14 branch office and repair 
stations are located in New York, 
Buffalo, Philadelphia, Pittsburgh, 
Washington, Cleveland, Cincin- 
nati, Detroit, Milwaukee, Knox- 
ville, Dallas, Los Angeles, San 
Francisco and Seattle. 


HOWDERSHELL SUCCEEDS 
GEORGE R. BOWIE AS 
MAY CO. SALESMAN 
Robert L. Howdershell, who 
has been with the May Hardware 
Co., 1054 31st St., N.W., Wash- 
ington 7, D. C., wholesale hard- 








R. L. HOWDERSHELL 


ware concern, for 19 years, has 
been selected to cover the south- 
ern Virginia territory. 

Mr. Howdershell succeeds the 
late George R. Bowie, popular 
salesman with the May Co. since 
1912, who died recently at his 
home in Fredericksburg, Va. 
Mr. Howdershell has just re- 
turned to the May firm after four 
years in the Navy. He started 





GEORGE R. BOWIE 


worked through many positions 
until he joined the sales depart- 
ment before the War. 


ESTATE-HEATROLA DIV. 
EXPANDING LINE 


The Estate-Heatrola division of 
the Noma Electric Corp. will in- 
clude in its 1947 manufacturing 
and sales operations, a line of 
household refrigerators; home 
freezers in 4, 6, 12 and 22 cu. ft. 
capacity; a de luxe line of 
kitchen cabinets, stainless steel 
kitchen sinks, and electric and 
gas hot water heaters, according 
to John M. Bess, recently ap- 
pointed executive vice-president 
of the Noma Appliance divisions. 

It is reported that the Estate 
1947 line of electric and gas 
ranges will be completely new 
and the Estate-Heatrola space 
heaters, being thoroughly rede- 
signed, will include gas Heat- 
rolas, small gas heaters and gas 
floor furnaces. 

The largest advertising cam- 
paign in its history is being 








sion began. Today’s two-block 


in the receiving department and 
; 


readied for Estate. 








traveling Illinois and Indiana. 
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through the Conron plant before luncheon. 





T. W. CONRON, PRESIDENT OF CONRON, INC., WHOLESALE HARDWARE, COMPANY, DANVILLE, ILL., was host 
to these factory executives and representatives at the Danville Country Club, Sept. 12. Golf and other entertainment was en- 
joyed during the afternoon. N. J. Thalleen, who heads the buying department, with the help of the buyers, conducted a tour 


A feature of the meal was sweet corn, Danville being in the heart of the sweet 
corn belt. J. G. McFarland led in community singing and also made a short talk. He in turn introduced Clyde Hicks, 
Conron sales manager, who introduced the company salesmen. Conron, Inc. reports that it as present has 25 salesmen 
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RENTALS OF 
Cla/he SANDING MACHINES 
PAY BIG DIVIDENDS 


DEALERS! DEALERS! DEALERS! Clarke Sanding | 
and Edging Equipment rents like “hot cakes." They 
earn big profits . . . while you burn powder at ducks 
. . or enjoy yourself at your favorite recreation. 
Well built . . . rugged . . . Clarke Equipment takes 
hard usage on tough jobs and remains a source of 
profit... day after day .. . year after year. Easy to 
use . . . anyone can refinish a floor with this equipment. 
These profit items .. . 
CLARKE SANDERS, 
EDGERS and POLISHER, 
SCRUBBER and STEEL 
WOOLERS are RENTALS 
that will earn real dividends 
for you. Cash in on this mar- 
ket in your locality . . . Be 
the first to feature CLARKE 
RENTALS. 





| 









Heavy Duty 


giTE Fop s 
¥ Fury pera'* 


SANDING MACHINE CO. 


-_ a 
Pioneerz in The Kental field 





Published statements, recently, 
by John D. Small, head of the 
Civilian Production Administra- 
tion, to the effect that women 
| cannot obtain household vacuum 
| cleaners “and have little hope of 
| getting them for a while” were 
| promptly contradicted Oct. 11, 
| by Bret C. Neece, vice-president 
| of Landers, Frary & Clark, New 
Britain, Conn., and president of 
| the Vacuum Cleaner Manufactur- 
| ers’ Association. He telegraphed 
Administrator Smal] that his as- 
sertion was “so grievously at vari- 
ance with the true nationwide 
state of affairs that we believe 





|even superficial investigation by 


you will convince you that the 
direct opposite is true.” 





Quoting figures to show that 





CPA Head’s Statement About Shortage 
Of Vacuams Challenged By Bret Neece 


vacuum cleaner production is at 
an all-time high, Mr. Neece in 
his message added that Small’s 
statement “does much injustice 
to an industry which is amply 
serving current consumer needs 
and of course cannot help but 
discourage many homemakers or 
convey an utterly wrong impres- 
sion to them.” 

Vacuum cleaners are available 
for immediate delivery every- 
where in the United States to- 
day, sales reached all-time highs 
in June, July and also August, 
latest figures available, and are 
currently “at the rate of more 
than 2,700,000 annually, sub- 
stantially higher than in 1941, 
our greatest pre-war year,” Presi- 
dent Neece told Small. 








HOUSEWARES EXHIBIT 
AT BOSTON, FEB. 10-14 


The 14th Annual New England 
Housewares Show, sponsored by 
the Housewares Club of New 
England, will be held Feb. 10 to | 
14, in the Parker House, Boston, | 
it has been announced by Abe P. 
Mortimer of the U. S. Stamping | 


Co., show committee chairman. | 


56 NUTMEGGERS ATTEND 
ANNUAL GOLF PARTY 


The annual summer golf out- 
ing of the Nutmeggers, Inc., Con- 
necticut hardware salesmen’s or- | 
ganization, was held last month, | 
at the Wethersfield Country Club, | 
with 56 members in attendance 
at the dinner. 

The golf trophy was annexed 
by Edward Gow, of the Laurel 
Supply Co., Hartford. 





TIP TO EXPORTERS, 
FROM ‘DOWN UNDER’ 


American manufacturers 
exporting to Australia may 
want to take a tip from 
Leslie D. Davis, director 
of S. Hoffnung & Co., Ltd., 
merchants in Sydney, Bris- 
bane and Adelaide. 

Mr. Davis suggests that 
exporters would do well to 
prepay the customs duty 
on advertising matter sent 
in envelopes or otherwise. 

After traveling thousands 
of miles much of that ma- 
terial never reaches its des- 
tination because the ad- 
dressees refuse to pay the 
customs duty surcharge. 











30 CLAY AVENUE @ MUSKEGON, MICHIGAN 








JEROME ANGELL 


ANGELL JOINS FISHLINE 
FIRM FOUNDED IN 1816 
BY HIS ANCESTOR 


Jerome Angell, a _ seventh 





generation descent of the founder 
|of B. F. Gladding & Co., Inc., 
| has become associated with this 
| 130-year-old firm of South Ot- 
selic, N. Y., which makes the 
Gladding fishing lines, used 
throughout the world. 

He is the son of Mrs. B. A. 
Coleman, vice-president in charge 
of Gladding advertising and sales. 
As a gift on his graduation from 
high school, Mr. Angell was 
taken on an air cruise by his 
mother. They flew to Los An- 
geles, San Francisco, Portland, 
Seattle, Vancouver and returned 
by way of Lake Louise, the Cana- 
dian Rockies, Winnipeg and 
Chicago. 

Like his uncle, Murray B. 
Angell, president, and most of 
his ancestors, Mr. Angell is an 
enthusiastic and accomplished 
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| lin Steel Co., and for the longest 
| drive, R. H. Fosgate, E. C. Atkins 
& Co. 


VERD-A-RAY APPOINTS 
MINNEAPOLIS REP. 
The appointment of Fred W. . ae es, 
Hallberg as Minneapolis district Group singing was led by Ken- 
representative for the Verd-A- neth S. Leap; American Steel & 
Ray Corp. has been announced Wire Co. 
| Butts & Ordway Co., on behalf of 


the club, presented a fine leather | 


bag to the retired secretary, 
| Charlie Henderson. The outing 
| committee was headed by Howard 
| E. Clark, Bigelow & Dowse Co. 

| 


| anetinlaansics 


| SHOW IN SAN ANTONIO, 
FEBRUARY 9-12 


| A four day exhibition will be 
|held by the San Antonio House- 
| wares & Appliance Show, Sunday, 
| Feb. 9, through Wednesday, Feb. 
| 12, in San Antonio’s Municipal 
| Auditorium. 
| In addition to retailers from all 
| parts of the Southwest a large 
| ttendance of buyers from Mexico 
and other Latin-American nations 
| is anticipated. The show, accord- 


ling to the operators, will be 





FRED W. HALLBERG 


by Leonard Holzman, the firm's | strictly a supplier-retailer event, 
mid-west division manager. land is not to be # consumer 
He was formerly associated showing 

with General Mills, Inc., Minne-| 4} exhibits will be confined to 
apolis, and with Minnesota Min- | :he Municipal Auditorium, which 
ing & Mfg. Co., St. Paul. For |i, within walking distance of all 
four years he handled sales in | jeading hotels. 

China for the National Aniline} The San Antonio Housewares 
and Chemical Co., and for three} % Appliance Show Committee 
years was assistant European | maintains offices at 2200 Alamo 
manager for the same concern. | National Bldg., San Antonio 5, 

Texas. 
- EKCO CO. APPOINTS 
| EXECUTIVE ASSISTANT 


Harold E. Adams has been 
_— : | appointed assistant to the vice- 
ware Association combined its | president and general sales 
annual outing and dinner with an | manager of Ekco Products Co 
“Old Timers” night, Sept. 17, at | j949 N. Cicero Ave Chicago 39. 
the Woodlawn Golf Club in New- Formesiy Westen link ties 
ton, Mass. | ager for the Toastmaster Div. of 

In the evening 66 members and | McGraw Electric Co., Mr. Adams 
guests sat down to a roast beef| was with Toastmaster for over 
dinner with four “Old Timers”|11 years. He will work with 
occupying seats of honor beside | Frederick Keller, vice-president 
President Gordon W. Farr, De- | of Ekco. 
catur & Hopkins. They were: | 
W. T. Ryan, Cutter, Wood & 
Sanderson; L. D. Marshall, 
Emery-Waterhouse Co.; Philip 
Cutter, Butts & Ordway Co., and | 
Charles W. Henderson, retired 
secretary. 

D. B. Hidden, Fitchburg Hard- 
ware Co., awarded the following 
prizes for golf, for which about 
30 had competed during the 
afternoon: 

First gross, M. C. Harvey, 
Arthur C. Harvey Co.; Ist net, 
William P. Gillespie, Henry Diss- 
ton & Sons Co.; 2nd net, A. E. | 
C. Carpenter, Chase, Parker & | 
Co.; 3rd net, Walter A. Martin, 
Union Fork & Hoe Co.; 4th net, 
F. M. Harbison, Jones & Laugh- | 


N.E. IRON & HARDWARE | 
HONORS ‘OLD TIMERS’ | 
AT GOLF OUTING 


The New England Iron & Hard- | 





HAROLD E. ADAMS 


OCTOBER 24, 1946 


F. Marsena Butts, | 


| HOUSEWARES, APPLIANCE 





. There is no substitute for experience—for the 
knowledge that can be gained only through years 
of successful operation. But accumulation of the 
knowledge is not the important point. What 
counts is how it is put to use. When seventy 
years of experience becomes the spring- 
board for a new, vigorous manufacturing 
and marketing program... when it be- 
comes the forge on which is hammered 
out greater perfection of product, 
lower costs and a forceful sales pro- 
gram, then you are—not seventy 
years old—but seventy years 
‘young. Camillus Cutlery Com- 


pany, New York 17, N. Y. 





0 years ago October'1st, 1876 
h Kastor founded the business 


now Camillus Cutlery Company 


= eo, 
CAMILLUS 
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DIAMALLOY 
Featherweight Adjustable 


WRENCHES 


A tool for the particular mechanic, made by 
one of the largest manufacturers of war time 
tools for the government. 


Drop forged from special alloy steel care- 
fully hardened and tempered, individually 
tested, wrapped and sealed in individual 
cartons. 


Write for our new tool catalog 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 








25th Anniversary; 


| The 25th anniversary of G. F. 
Wright Steel & Wire Co., Wor- 
| cester, Mass., was observed dur- 





GEORGE F. WRIGHT 


ing the week of Oct. 7, with a 
four-day sales conference at- 
tended by members of the sales 


G. F. Wright Steel & Wire Co. Observes 


119 Employes Honored 


organization from all the sales 
offices in the country, a plant in- 
spection and demonstration. 

George F. Wright, founder of 
the company, represents the 
third generation prominent in 
manufacturing fabricated wire 
products in Worcester, Mass., 
cradle of the wire industry in 
America. His grandfather, 
George F. Wright, and his father, 
George M. Wright, established 
Wright Wire Co. 70 years ago, 
which business was merged with 
several other companies in 1920. 

In connection with the silver 
anniversary observance, service 
awards were made to 119 em- 
ployees who have been in ser- 
vice with the company from ten 
to 25 years. 

G. F. Wright Steel & Wire Co. 
manufactures hexagonal netting, 
hardware cloth, industrial wire 
cloth, clothes line, wire~ strand, 
plaster netting, plaster lath and 
chain link fence. 











WARP BROS. COMPLETE 
ADDITION TO PLANT 


Warp Brothers recently com- 
pleted a new addition which 
doubles the plant capacity for 
production of ‘“Flex-O-Glass,” 
“Glass-O-Net,” “Screen-Glass,” 
and “Wyr-O-Glass.” This new 
building covers almost the entire 
block on Cicero Ave., between 
Thomas and Haddon Sts., Chi- 
cago. 

W. C. LOUNSBURY JOINS 

SYLVANIA SALES 


W. C. Lounsbury, Jr., formerly 
manager of the lighting depart- 
ment of the Lake Superior Dis- 
trict Power Co., has joined the 
Lighting Division sales depart- 
ment of Sylvania Electric Prod- 
ucts, Inc. Mr. Lounsbury will 
have his offices at 135 S. La 
Salle St., Chicago. 


executed a prize-winning light- 
ing sales campaign in the Na- 
tional Utility Lighting Contest 
sponsored by the Edison Electric 
Institute of New York. 








Mr. Lounsbury originated and 


Ww. C. LOUNSBURY, JR. 








Hardware Industry’s Materials Handling 
Problems to be Considered at Show 


The hardware industry’s prob- 
lems of materials handling will 
receive attention at the first na- 
tional Materials Handling Expo- 
sition to be held at the Public 
Auditorium, Cleveland, Jan. 14-17. 

All phases of materials han- 
dling will be discussed during 
the four-day meeting with special 
consideration to problems of 





hardware. Production and as- 
sembly line materials handling, 
as well as handling for receiving, 
shipping, loading and warehous- 
ing will be discussed and appro- 
priate machinery exhibited on the 
Exposition floor. On exhibition 
will be hoists, hoist mountings, 
cranes, derricks, conveyors, hand 
and power trucks, skids and pal- 
lets, tractors and trailers. 
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*Lam constructed of case-hardened. rust-proof steel. a tough 


N 66 
\ 
\ 
= 


customer who refuses to be tampered with. Tama notehed on 
both sides because the double rotary bolts lock positively on 


each side of me assuring double protection.”’ 


\ 
\ 


\ ~s 
Another Reason Why ILLINOIS is a bic PADLOCK* 


At last!...A padlock that’s new, different, SAFER. ..a \ 
better padlock without a price premium! Contains many \ 
features not available even on more expensive locks. Self- 
locking... rap-proof... double rotary bolts (an exclusive 
Illinois feature) mean sure protection . . . cylinder mechan- 

ism with two sets of positively-operated tumblers prevents 
sticking or freezing. Illinois is a good buy for your customers, 

a good dval for you. Model shown (No. 5810-A, 114”) is avail- 
able NOW... complete line of other models soon. Order from 
your jobber; if he can’t supply you yet, please send us his name. 


°K This is the first in a series of ads showing the amazing features of Illinois Padlocks. 


OCTOBER 24, 1946 








The capital stock of the Peer- 
less Mfg. Corp., 1400 W. Ormsby 
Ave., Louisville 10, Ky., has been 
purchased by G. L. Ohrstrom & 
Co., 40 Wall St., New York. G. L. 
Ohrstrom, H. T. Cavanaugh and 
Merrill Stubbs, partners of the 
Ohrstrom firm, were elected to 
the Peerless Mfg. Corp. board 
of directors. 

The purchase was made for 
investment purposes only and not 
for resale; there will be no com- 
bining with other 


companies. | 





New Interests Control Peerless Mfg. Corp. 


Ohrstrom plans to expand greatly | Kansas, 


headquarters in St. Louis. His 
| territory comprises Missouri, 
Nebraska, Iowa and 


the manufacturing facilities and | North and South Dakota. 


line of Peerless. 


Peerless manufactures a com- 


plete line of gas-fired heating 
equipment, fireplace fixtures, 
automatic coal stokers and build- 
ing specialties. 

It was disclosed there will be 
no change in the management or 
policies of Peerless. F. W. Carter 
will continue as president, T. W. 
Barry vice-president and Edw. D. 
Krebs secy-treas. 








KEYSTONERS INSTALL 
1946-47 OFFICERS 


The Keystoners, hardware fac- 
tory representatives of Pennsyl- 
vania, installed its officers for 
1946-47, at a dinner meeting fol- 
lowing an afternoon of golf, at 
the Lulu Temple Country Club, 
Philadelphia, Sept. 27. 

The meeting was convened by 
the retiring president, Joseph De- 
Jure, manufacturer’s agent, who 
inducted the following officers: 
F. W. Anderson, Precision Grind- 
ing Wheel Co., president; B. F. 
Butterfield, Greenfield Tap & Die 
Corp., vice-president, and R. D. 
Casey, Lamson & Sessions Co., 
secretary. 


Committee chairmen for the 
year were named as follows: 
Entertainment, R. S. Trimble, 


Abrasives Co.; sports, H. M. Eas- 
ton, National Twist Drill & Tool 
Co.; publicity, H. L. Pruner, 


American Saw & Mfg. Co., and 
visitation, Harry Muschenheim, 
Henry Disston & Sons, Inc. 

The Keystoners meet the last 
Friday of each month. 


PERSONNEL CHANGES 
MADE BY GRAHAM & CO. 


John H. Graham & Co., Inc., 
manufacturers’ representatives, 
105 Duane St., has announced 
several recent changes in its sales 
personnel. 

Martin N. Baumann is now the 
Northwestern representative, with 
headquarters in Seattle. He 
travels Washington, Oregon, 
Idaho, Montana, Wyoming, Colo- 
rado and Utah. 

Edward E. Senderling, 
was the representative in 
Texas territory for a number of 
years, now has charge of one of 
the mid-western territories, with 


who 


Harry A. Gardner is now cov- 


| ering the Texas territory, with 


headquarters in Dallas. He 
covers Texas, Oklahoma, Arkan- 
sas and Louisiana, except for 
the cities of New Orleans and | 





Mr. Jeanson will assume his 
new post immediately in San 
Francisco and will direct sales 
of Lumite insect screen, decora- 
tive fabrics and industrial fab- 
rics in California, Washington, 
Oregon, Idaho, Utah, Arizona 
and Nevada. 


the | 


Baton Rouge. 


LUMITE DIV. APPOINTS 
WESTERN SALES MGR. 


Charles A. Jeanson, III, who 


participated in the Iwo Jima and 


Okinawa campaigns as a radar | 


deck officer on the Battleship 
Indiana, has been appointed 





C. A. JEANSON, III 
| 


western sales manager of the 
Lumite Div., Chicopee Mfg. 
| Corp., 47 Worth St., New York. 











OFFICIALS OF THE MAYTAG CO., Newton, 
branches of the company are shown at the banquet table during a recent conference in 
Newton at which plans for merchandising the new Maytag Dutch Oven gas range were made. 

From left, clockwise, are: Dean Landis, advertising manager; Rollie Weed, Minneapolis 
branch manager; Earl Foster, Indianapolis branch manager; George Umbreit, executive 
vice president; Dale Coker, head of customer service department; Roy Bradt, vice presi- 
dent, sales and advertising; Wint Wilks, Richmond branch manager; Robert Vance, assis- 
tant to the president; Claire Ely, Kansas City assistant branch manager; Fred Maytag, 
president; Joe Vance, contract supervisor; B. B. Turner, sales manager range division; A. 

urray, service manager; J. B. Claiborne, Jr., assistant to general sales manager; Louis 
McAnly, Jr., sales and service department; Verne Martin, general sales manager; Martin 
Ariano, head of parts sales department, and Charles Mason, Philadelphia branch manager. 
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‘BILLY BOY’ OPENS 

NEW YORK OFFICE 
William J. Barron has been 
appointed Eastern district man- 
ager by the Oakland Engineer- 


| 





W. J. BARRON 


ing Co., Inc., Oakland, Cal, 
makers of the “Billy Boy” Pedal 
Car and “Fleetwheel” roller 
skates. 

Mr. Barron arrived in New 
York recently to open a sales and 
display office in Room 331, Hotel 
Breslin, 29th St. and Broadway. 
Mr. Barron will expedite orders 
to Eastern wholesalers. 





NORTHWEST HARDWARE 
CLUB HOLDS DINNER 


About 50 members and guests 
attended the Oct. 11 dinner party 
of the Northwest Hardware Club 
of Minneapolis, Minn., at the 
Edina Country Club in that city. 
Frank Feyder, Hall Hardware 
Co., president of the club, presid- 
ed over the festivities. 

Speaker of the evening was 
Mike Dillon, Hennepin County 
attorney, whose remarks were a 
combination of philosophy and 
other serious thoughts and humor. 
In the serious vein he discussed 
juvenile delinquency urging that 
business men help society to seek 
proper homes for underprivileged 
boys instead of sending them to 
prison for punishment. 

The club, which now has 227 
members, voted to hold a mixed 
Christmas Party, sometime in De- 
cember, under the direction of 
Glen Hoover of the National 








Mfg. Co. 
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FOR CHILDREN 


A NEW, FAST-SELLING ACCESSORY YOU CAN 
SELL TO OWNERS OF BOTH NEW AND OLD CARS! 


Here it is—a new, practical, profit-producing ac- 
cessory you can sell on sight to every one who 
drives a car—new or old! Compactly designed for 
quick, easy installation under the glove compart- 
ment, Auto-Serv Dispensers bring Kleenex Tissues 
to the finger tips of motorists—for wiping soiled 
hands, for cleaning windshields, for dirty steering 
wheels, for handkerchiefs, for facial care, for chil- 











Use this eye-catching counter display demon- 








strator to help you sell Auto-Serv Dispensers for 
Kieenex Tissue. Available at no extra cost. 


dren’s sticky hands—or a hundred other uses. 
Auto-Serv Dispenser for Kleenex Tissues is a perfect 
“extra profit’’ item—to sell separately or as deluxe 
equipment. Smartly designed, with gleaming chro- 
mium front, Auto-Serv Dispensers are easily in- 
stalled in a few minutes—without special tools. 
Each Auto-Serv Dispenser shipped complete with 
package of Kleenex Tissues. Refills slip in quickly. 


STURDY CONSTRUCTION 
~+» EASY TO INSTALL 


Ruggedly built of heavy gauge black ‘finished metal 
with chromium plated face. Will fit under glove com- 
partment of car. 1034 inches long, 2% inches high, 
5% inches deep. Each unit packed in attractive carton, 
with complete instructions for installation. 


WEIGHT 2 LBS., PACKED 12 TO CARTON 
SHIPPING WEIGHT 24% LBS. 


LIST PRICE ... . %2.25 each 


(includes a package of Kleenex Tissues) 
(Bast of the Rockies) 


WRITE DIRECT OR SEE YOUR JOBBER 





GANTNER INDUSTRIES, Inc. 


75 E. WACKER DRIVE «+ CHICAGO I, ILLINOIS 


OCTOBER 24, 1946 
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CUSTOMERS 
ARE WAITING 


ALL-PURPOSE 


OME mechanics, 
auto repairmen, building 


carrying case, weighing: less than 30 Ibs. 
Plugs in on any standard 110-V, 60-cycle 


Migs Wend 
WELDER 


Welds, Brazes, Solders— Saves Money 


farmers, 


among the 


many who have long wanted a rugged, dependable 
welder that can be used anywhere—and priced 
right within their means. Now you can give them 
just what they want—in the versatile, completely 
portable Magic Wand Welder. 


_ Heavy-duty transformer with 6 stages of weld- 
ing heat, double-duty electrode holders and polar- 


into a strong, shockproof 
acked. 
C line 
Does electric flame and 


metallic arc welding, brazing and soldering, han- 
dling any metal from tough tungsten steel to gold 


operate. Any handy man 


can easily learn to use it and save money on count- 


includes rods, fluxes, spare 
Instruction Manual. 


Sold through hardware wholesalers. 
Write for name of your nearby 
wholesaler and full information on 
sales and profits. Address inquiries 
te: 


JOHN H. GRAHAM & CO. Inc. 
General Sales Agent 
Dept. J, 105 Duane St. 
New York 8, N. Y. 





The Pal and Personna Blade 
| Co., Inc., 595 Madison Ave., New 
York, makers of razor blades, are 
marketing two new lines of hol- 
low-ground cutlery, under the 
well known “Pal” and “Per- 
sonna” brand names respectively. 

The cutlery division of these 
companies was formed after the 
purchase, in 1941, of the cutlery 
division of the Remington Arms 
Co., but war-time production was 
devoted entirely to bayonets, 
sheaths, mess kit knives, pocket 
knives, etc., for the armed forces. 
Peacetime production is now re- 
ported as being well under way. 


Pal & Personna Blade Co. Introduces 
| Two Lines of Hollow Ground Cutlery 












The Pal Cutlery line at present 
includes pocket knives, paring 
knives, slicing knives and kitchen 
utility items in the moderate 
yrice range, while Personna’s pro- 
duction includes gift sets, carving 
sets, carving knives and kitchen 
knives in the higher price 
brackets. 

The firm reports that the out- 
standing feature in most items is 
the hollow-ground edge. All of 
the Personna cutlery and some of 
the Pal items are made of stain- 
less steel, others of high carbon 
cutlery steel. 











375 ENJOY CENTRAL 
STATES STAG PARTY 
PRIOR TO CONVENTION 


Three hundred and seventy-five 
members and guests enjoyed a 
lobster dinner at the pre-conven- 
tion stag party of the Central 
States Hardware Club, at Cam- 
bridge Hall, Claridge Hotel, At- 
lantic City, N. J., Sunday evening- 
Oct. 13, the night before the 
opening of the recent joint hard- 
ware convention. This was a rec- 
ord-breaking attendance for that 
party. A varied bill of entertain- 
ment was presented, featuring 
singing, dancing and novelty acts. 

The highly successful gathering 
was in charge of a committee 
comprised of: Frank J. Koch, Mc- 
Kinney Mfg. Co.; H. A. Squibbs, 
American Steel & Wire Co. and 
Ben Leve, The Carborundum Co., 
secretary of the club. 





HARRY A. GATES TO SELL 
FOR WHITING-ADAMS 


Harry A. Gates has been 
named sales representative by 
the Whiting-Adams Co., Inc., 
Boston, paint brush manufactur- 
ers. Mr. Gates, with previous 
paint brush selling experience, 
will contact distributors for the 
Whiting-Adams, Star Brush Mfg. 





Co., Inc., and J. C. Pushee lines 
of paint brushes throughout cen- 
tral and eastern New York State, 
northern New Jersey and metro- 
politan New York. 





N.Y. MANAGER NAMED 
FOR EKCO HOUSEWARE 
Ralph Levi, formerly manager 


of the housewares department at 
Bamberger’s, Newark, N. J., has 





RALPH LEVI 


been appointed manager of the 
housewares division of the New 
York sales office of the Ekco 
Products Co., 1949 N. Cicero 
Ave., Chicago 39. He succeeds 
Tom Doe who has resigned to 
return to the West Coast. 








Latest News on 


RECONVERSION 
on page 290 








HARRY A. GATES 
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chen FOR PUMPING WATER 


itchen ue PUTS ADDITIONAL DOL- 


price 0S eee - LARS IN YOUR POCKET 
iw by increasing production of 
eggs, butterfat, and meat 


arving Windmills... Electric Systems 


€ out- 
ms is TREAT YOURSELF TO 
All of Precision-built Aermotor Windmills pump ees chintene 

g water or your al 
fen of in the slightest breeze —they’re self-oiling, and wash-ups 


stain- 
require new oil but once a year. Better built 


motors and towers keep Aermotor Wind- 
mills in continuous service, pumping plenty 
of water for all household and farm uses, 


and with a minimum of service from you. 


Deep Well Pumps are compact, com- 

pletely covered, and guarded from contact oe 
with any moving part. Four sizes available Wa ‘ 
...6-in., 8-in., 10-in., and 12-in. stroke, aa L 
with two lengths of stroke on each pump. Tinh 
This is a powerful pump for rugged service. be ker 
on 





Shallow Well Pumps are of heavier con- 
struction, of slower speed, resulting in less 
wear and longer life. Three popular sizes... 

" 250, 350, and 500 gallon per hour capacities. 


IN COUNTRY GENTLEMAN AND SUCCESSFUL FARMING 


(Also Advertised on the Radio) 


Aermotor Jet Pumps from 14, 14, 12, 34 to 
1 hp for 2-in., 3-in., 4-in. wells or larger, 
for depths down to 100 ft. Special built-in 
thermal overload protection that guards 
motor against dangerous overload, and fuctme ware 
automatic regulation governs discharge of tow waus 
pump to prevent losing its prime. Motor 
has grease packed ball bearings which need 
repacking only once in two years. 


ALL BACKED BY SALES PRODUCING 
NATIONAL ADVERTISING 


Full column advertisements, as reproduced here, presell Aermotor to your custom- 
ers and prospects. Also radio announcements on widely known farm radio stations. 
Write for dealer information. 


Dept. 2010 
2500 ROOSEVELT ROAD 
CHICAGO 8, ILL. 


Manufacturers of Electric Water Systems, and Windmills Since 1888 


FULL COLUMN ADVERTISEMENT 
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IMMEDIATE DELIVERY 


ORDER 


HAINES APPLIANCES 


DIRECT 


Mail Us Your Order Today 





@ CALKINS BREAKFASTER 


Oven style toasting Underwriters’ Approved 
For toasting bread, muffins, rolls, toasted cheese 
sandwiches, etc. 

Top plate is ideal for frying meats, eggs, bacon, 
heoting foods, etc. 
O.P.A. Retail price $12.95 List, 5% more zone 2 

Dealers Cost: 
In lots of 6, ea. $8.95 In lots of 12, ea. $8.50 


@ TWO-BURNER ELECTRIC STOVE 
O.P.A. Approved. Retail $15.40. 
High, Medium and Low on both Burners. White 
Enamel. Standard packages of 8 stoves. — 
DE: buhuareuRnas Rulaas casnsiadueg cist aaae $9.9 


@ ELECTRIC ROOM HEATER 
O.P.A. Approved. Retail $9.95. 
A beautiful standard size cabinet model. 1320 
Watts. Standard packages of 10. Underwriters’ 
Approved. — Each $6.50 


@ ELECTRIC TOASTER 
O.P.A. Approved. Retail $5.88. 
All Aluminum Two-Slice Flip Toaster. 
packages of 10. — Each 








eee eee eee ee ee eee ee 





Standard 
$3.95 









, HAINES 
D> ELECTRIC IRON 


. (MODEL 300) 


Retail Price List $5.40 
(List 5% more in Zone 2) 





Beautifully streamlined non- 
automatic all chrome finish, 
weight 4'4 pounds, 550 watt. 
Standard packages of 12. 
eer $3.80 


IMMEDIATE DELIVERY on each of the above listed items 


Terms: Check with order or C. O. D. Net 
Railway Express F.0.B. Chicago 


HAINES MANUFACTURING CORP. 


4754-56 N. CLARK ST. CHICAGO 40, ILL. 





| Angeles. 





| Cal. 
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HARDWARE BRIEFS 








ALABAMA 
A new firm, American Plumb- 
ing and Hardware Co., opened 
Oct. 7, at 2220 Second Ave., N., 
Birmingham, in a modernized 
structure. Sol Luks has been ap- 
pointed manager. 





ARKANSAS 

Ben Costin, after three years 
service with the Seabees in the 
Pacific, has opened the Arkansas 
Hardware & Furniture Co. store 
at 407 Center St., Little Rock, 
Ark. He had spent 10 years in 
the lumber business and 10 years 
in the hardware business before 
entering the service. 


CALIFORNIA 
Robert Wood has opened a 


retail hardware store at 5974) 


West Blvd., Los Angeles, under 
the name of Bob’s Paint and 
Hardware Co. 





Paul G. Nadorff has bought 
the hardware store, previously 
called Fabians Hardware Co., Los 
He was connected with 
the Consolidated Steel Co. for 
the past four years. 





Harry Pravder, Martin Berkow 
and Isaac Goldberg, all from 
Jamaica, N. Y., have opened a 
new hardware store at 4407 W. 
Pico Blvd., Los Angeles, under 
the name of the Domestic Paint, 
Hardware and Appliance Co. 
Mr. Pravder formerly owned the 
H & P Paint Supply Co. in New 
York. 

Van Owen Hardware Co. is the 
firm name under which Elias Kar- 
pel and Martin A. Weir have pub- 
lished a certificate that they are 
conducting business at 12,042% 
Van Owen St., North Hollywood, 





KANSAS 


The Haynes Hardware store, in 
Emporia, Kans., is getting a new 
face of brick and structural glass. 
There is a large show window 
between the two entrances. An 
interior renovation job will be 
undertaken later. 


The Quenzer Hardware and 
Appliance store, Norton, Kans., 
which recently had its formal 
opening, reports that an esti- 


|the store at that time. Doyle 


| Quenzer is manager. 





The Tillman Hardware store, 
| Smith Center, Kans., recently 
moved to its new location which 
was remodeled extensively. 








Guy B. Moorish, hardware re- 
tailer in Oberlin, Kans., was re- 
cently chosen president of the 
Oberlin Chamber of Commerce. 





OKLAHOMA 


Elliott and Leon Davis, former 
oil men, have purchased the 
Ratigan-Payne Hardware Store at 
309-11 E. Third, Tulsa, Okla., 
from Stanley Ratigan. Elliott 
Davis will continue management 
of his oil interests while Leon 
Davis will supervise the hardware 
|and sporting goods store. Henry 





| Rich will continue as store man- 


| ager temporarily. 





| 
| Earl England, Seiling, Okla., 
and Wilbur Kent, Oklahoma 
| City, have bought the Chester 
Murray Hardware Store, at Seil- 
ing, Okla., one of the pioneer 
firms of Western Oklahoma. Mr. 
Murray had owned and operated 
the store for more than 25 years. 





TENNESSEE 


R. Hines, Memphis, 
Tenn., recently purchased the 
Castleman Hardware, Halls, 
Tenn., and has started operation 
under the firm name of Hines 
Hardware and Supply Co. Aus- 
tin R. Hines, formerly of Mem- 
phis, is active manager. 


Louis 





WM. VOLK TO SELL 
LUMITE SCREEN 


William Volk, recently re- 
leased from the Army, has joined 
the insect screen sales depart- 
ment of the Lumite Div., Chico- 
pee Mfg. Corp. 

Mr. Volk will cover Ohio, In- 
diana, Kentucky, Michigan and 
the western portions of West 
Virginia, Pennsylvania and New 
York, with headquarters in Co- 
lumbus, Ohio. 








Latest News on 
RECONVERSION 
on page 290 











mated 1500 to 2000 people visited 
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Lowe Brothers STY_LE-TESTED Paint Colors lead 
the hit parade for they are the colors which women 
Okla., I ) 
ahoma prefer and are buying for home decoration today. 
shester 
t Seil- Lowe Brothers STYLE-TESTED Paint Colors have 
— been chosen as the result of a revolutionary, fool- 
seated proof, Color Research Plan. They have been 
years. proved by continuing research to be in perfect 
accord with the latest trends in home decoration. 
arvn STYLE-TESTED Paint Colors take the guesswork 
wo out of color selection. They eliminate obsolete 
Halls, colors and reduce sales resistance. This means 
wa fewer markdowns and more sales at full profits. 
es "7 
- Use the coupon and get all the facts about the col- 
ors that are STYLE-TESTED, to give you greater 
profits from faster turnover of minimum stock. 
: THE LOWE BROTHERS COMPANY, DAYTON, OHIO 
re- 
ined 
part- 
ico- 
In- 
and 
fest . 
lew ain 
oF? 
Co- : TESTROTHEN 
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Beneath the satin smoothness and 
graceful lines of Barrows BuILpERS 
Harpware there is the endurance of 
timeless bronze and brass. Here beauty 
of line becomes beauty in service. In 
every step — design, pattern, mould- 
ing, machining, finishing—durability 
and permanence are prime ingred- 
ients. That’s why a reputation for en- 
during quality is as much a part of 
Barrows Craftsmanship as is its pro~ 
vision for ease of application and its 
long record of fine metals moulded 
to render fine service. 


BANK ON 


ARROW 


NORTH CHICAGO, ILLINOIS 


















In Charge 


Neil O. Broderson, president of 
The Society of the Plastics In- 
dustry, has named members of 
the committee to direct the sec- 
ond National Plastics Exposition 
to be held in Chicago May 5 to 
11, 1947. 

Allan Fritzsche, of The Gen- 
eral Industries Company, Elyria, 
Ohio, is chairman, and the fol- 
lowing men were named to serve 
with him: 

R. E. Blanchard, Stimson AGA 
Plastics, Chicago, Ill; Allan 
Brown, Bakelite Corporation, 
New York, N. Y.; Charles F. 
Elmes, Elmes Engineering Works, 
Chicago, IIL; J. R. Hoover, B. F. 
Goodrich Chemical Co., Cleve- 
land, Ohio; J. L. Howie, Jr., The 
Grigoleit Co., Chicago, Ill.; El- 
mer E. Mills, Elmer E. Mills 
Corporation, Chicago, Ill; Ed- 
ward J. Pechin, E. I. duPont de 
Nemours & Co., Inc., Arlington, 
N. J.; J. W. Stokes, Chicago 
Molded Products Corp., Chicago, 


Annoance Personnel of Committee 


of Plastics Exposition 


IL, and J. R. Turnbull, Monsanto 
Chemical Co., Springfield, Mass. 

“The second exposition is 
timed for May in order to pre- 
sent a complete showing of plas- 
tics production,” Mr. Broderson 
said. “Since the last exposition 
was in April, 1946, we shall en- 
able the industry to display thir- 
teen months of production when 
the Coliseum doors open in the 
spring at Chicago. We have been 
planning the Chicago exposition 
for over two years.” 

Mr. Broderson added that the 
exposition is primarily for manu- 
facturers and buyers, but ar- 
rangements are being made for 
admission of the general public. 

The industry’s annual conven- 
tion will be held concurrently at 
the Stevens Hotel. All divisions 
of the industry will be included 
in both exposition and conven- 
tion: Material manufacturers, 
machinery companies, molders, 
laminators, fabricators, and 





others. 








National Ass’n of Wholesalers to Aid 
Small Business Combat Inflation 


In a move to stop spiraling 
prices the National Association 
of Wholesalers on Oct. 19 
pledged all-out aid to small busi- 
ness men as the first steps in a 
drive to combat ruinous inflation. 

“To withstand the pressure at- 
tendant to scarcity of certain 
products which spells inflated 
prices, we, the wholesalers, stand 
ready to provide for the small 
business man, especially the in- 
dependent retail merchant, ade- 
quate credit facilities, an unin- 
terrupted flow of available 
merchandise delivery and other 
services,” said Joseph Kolodny, 
president of NAW, following a 
special meeting of the associa- 
tion’s board of trustees at the 
Palmer House. 

“As the primary artery of con- 
veying more than one hundred 
billion dollars of manufactured 
products to the one hundred and 
forty million Americans, through 
close to two million retail out- 
lets, the wholesalers of the 
United States are resolute in their 
determination to retard and re- 
sist every inflationary tendency 
and are pledging themselves to 
do everything within their power 
to discourage such trends at both 
wholesale and retail levels. 

“The wholesaler recognizes 
that a mass production economy 





can only be sustained if it is 
supplemented by a mass distribu- 
tion low cost industrial economy,” 
Mr. Kolodny continued, “and 
only through the wholesaler can 
an efficient and economic medium 
of distribution be maintained. 

“Uncontrollable inflation would 
not only cause irreparable harm 
to the consuming public, but 
would, if not resisted, gravely 
undermine the highly efficient 
low cost distribution machinery 
at both wholesale and retail 
levels.” 

Mr. Kolodny urged all busi- 
ness men interested in aiding 
the NAW’s anti-inflation drive 
to write to the association’s na- 
tional office at 1108 13th St., 
N. W., Washington, D. C. 





AMERICAN CENTRAL CO. 
MAKES PROMOTIONS 


American Central Mfg. Co., 
Connersville, Ind., has announced 
three promotions. Gene Henry, 
formerly with the sales division, 
has been moved up as supervisor 
of production control. Kenneth 
Cook, training instructor in the 
company’s American Kitchen 
School, will be assistant sales 
manager of the Product Div. New 
distribution manager of the Prod- 
uct Div. is Larry Coen, formerly 
assistant sales manager. 
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STRIP SELL 


REGISTERED IN U §. AND CANADIAN PATENT OFFICE 


KEEPS OUT COLD 
THE EASY WAY! 


Here's the weatherstrip you can sell your _ press in place with your fingers. No caulking 
women customers with complete confidence gun, no putty knife, no hammer, no tools at 
that they can apply it themselves. For STRIP- all needed. Anyone can use it to seal windows, 
SEAL is the mastic sealing strip that you just | around door frames, wherever cold air leaks in. 


STRIP-SEAL...the long-profit, fall and winter item! 
























East Far West & Deep South 
: . You pay your jobber per case (1.25 box) (1.35 box) 
Here’s your pro fit (13 boxes-65 packages) ............ $9.75 $10.53 
YOUR PROFIT if sold by package at 29¢ . $9.10 $9.10 
Sold by box, profit is ...........+54- $6.50 $7.02 
























YOU CAN PICK 
A COLOR TO MATCH 
THE SASH PAINT 


Mastic-GLaze 


“Better than putty” 
1. 

















Comes in colors...Green, Brown, Cream, 
Black. Pick a color to match the sash 
paint—save fussy, mussy painting over. 


2. Never cracks...never falls out. MASTIC- 
GLAZE does not harden, stays elastic. 









3. No priming of the sash before glazing 
is needed. Unlike putty, MASTIC-GLAZE 
needs no paint to protect it. 












4. Easy to use. Anyone can do a neat job. 









5. Stays fresh in the can... saves waste. 






oun 4 Packed in display cases of 24 1-lb. cans, assorted colors. 
When your customer asks for putty, Cases of solid colors and 5-lb. and 25-lb. sizes also 


YOU say “MASTIC-GLAZE”. . . and available. Order 
P from your jobber. 
ring up more profit. 


TREMCO QUALITY PRODUCTS 


FOR HOMES AND FARMS 


The Tremco Manufacturing Co., 8701 Kinsman Rd., Cleveland 4, Ohio « Makers of Strip-Seal and Mastic-Glaze 
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Gweét Aine 


»INAL AIR ORANT 


NOW 
NATIONALLY ADVERTISED 
in these 


MeYolellale Me iulelelep 4ial-¥: 












62,182,373 readers of these 
magazines will learn about this 
quicker way to clear away 
unpleasant odors . . and make 
the air fragrant . . fresh! 


Cash in on This 
National Advertising! 


You can get good, steady profits 
from Sweet-Aire if you tie in with 
this national campaign. Display Sweet- 

Aire so customers know you have it . . . keep a demonstrator 
bottle out so they can actually spray Sweet-Aire. It’s a powerful 
self-seller when customers can “see it work.” 

Sweet-Aire is the fast-acting air deodorant. No wicks ... no 
waiting! Instantly makes air fragrant . .. fresh. Sweet-Aire 
checks odor conditions and freshens air in kitchen, nursery, bath, 
basement, closets, offices, reception rooms, etc. You can get 
volume sale by suggesting that customers buy several bottles to 
keep in different rooms. 

Instant Sweet-Aire is the original air deodorant . . . tested and 
proved by years of home use. Ask your Hardware Jobber’s Sales- 
man about Sweet-Aire .. . and get full information about our 


Co-operative Advertising Plan. 
MILLER PROTECTO PRODUCTS COMPANY, Kalamazoo 41, Mich. 


- 





*Reg. U. 8. Pat. 











RETAIL PRICES 


Two Fragrances: Mh MEE. tonahncows , 60 

S-er, bettie .. ....... 1.00 

Coder Pine or 1G-ez. bettie .......... $1.75 
Oriental Atomizer 85¢ 


- and 
sold seperately. Fite both 4- 
end 8-os. dottles. 











OBITUARIES 








DeLANCEY KOUNTZE 


Delancey Kountze, 68, chair- 
man of the board of Devoe & 
Raynolds Co., Inc., 44th St. & 1st 








DeLANCEY KOUNTZE 


Ave., New York, died of a heart 
attack in his Park Ave. home, 
Oct. 2. 

Mr. Kountze joined the Devoe 
& Raynolds Co. in 1924, and he 
soon became a director of the 
firm and later treasurer. In 1928 
he was elected chairman of the 
board. 

Mr. Kountze was one of the 
original 20 founders of the 
American Legion, and retained 
an active interest in Legion af- 
fairs as well as in the welfare of 
wounded veterans of the first 
World War. His favorite hobby 
was Scouting, and he served as 
first vice president of the Great- 
er New York Council of the Boy 
Scouts of America. 








LEE A. LORICK 


Lee A. Lorick, president of | 
| Lorick & Lowrence, Inc., hard- | 
| ware jobers of Columbia, S. C., | 
| died on Aug. 16, at his summer 
| home at Saluda, N. C. Mr. Lo- 
| rick was the second president of 
| the 81-year-old firm, having suc- | 
| ceeded his father, the late Pres- | 
ton C. Lorick, to the post in 1922. 
He joined the business at the 
| age of 17. 


GEORGE L. STARKS 


George L. Starks, 74, president 
lof Geo. L. Starks & Co., Inc., 
| Saranac Lake, N. Y., wholesale 
jand retail hardware firm, died 
|suddenly Saturday night, Sept. 


had been stricken with pneu- 
monia the same morning. Mr. 





Starks was in New York at the 
time for the National Hardware 
Show. 

Mr. Starks went to Saranac 
| Lake in 1890. A few years later 
he became president of the Adi- 
rondack Hardware Store which 
took over the firm of Walton & 
Callanan’s. The company be- 
came George L. Starks & Co., 
Inc. Last year the deceased cele- 
brated his 50th anniversary as an 
executive in the hardware busi- 
ness, 





EDWARD J. MILLER 


Edward J. Miller, 86, pioneer 
Oklahoma City hardware man, 
died Sept. 14, of a heart ailment. 
Mr. Miller founded the Miller- 
Jackson Co., Oklahoma City 
hardware firm, in 1905 and served 
as president until the time of his 
death. 


} —_——— 


ROBERT P. BOYD 


Robert P. Boyd, 82, Nashville, 
Tenn., who served as southern 
sales representative for Savage 
Arms Corp., for more than 50 
years, before his retirement some 
years ago, died Oct. 13, following 
an illness of several months. 
Mr. Boyd was a familiar figure 
at many hardware conventions. 
For many years he served as 
sergeant-at-arms for the annual 
Spring conventions of the South- 
ern Hardware Jobbers’ Associa- 
tion. He was a member of the 
Harpware Ace Fifty Year Club 








R. P. BOYD 


and a past president and long- 
time secretary-treasurer of the 
Old Guard. 

He is survived by a sister, Miss 
Patti Boyd, a columnist, who at- 
ended hardware conventions with 
him. 


HARDWARE AGE 








dian 
his 

Pool 
pany 
was 
firm 








oneer 
man, 
ment. 
iller- 

City 
erved 
f his 


ville, 
hern 
vage 
| 50 
ome 
ving 


zure 
ons. 

as 
tual 
uth- 
cia- 
the 
lub 


MAJOR M. POOLE 


Major Meredith Poole, 65, pur- 
chasing director for E. C. Atkins 
& Co., saw manufacturers, In- 


MAJOR M. POOLE 


dianapolis, Ind., died Oct. 4, at 
his home in Indianapolis. Mr. 
Poole had been with the com- 
pany for 46 years. In 1940 he 
was elected a director of the 
firm, and last year he was pre- | 








sented with a diamond-studded 
merit award and certificate by 
the company for the important 
part he had ployed in its growth. 


CHARLES N. DRESCHER 


Charles N. Drescher, 80, who 
two months ago gave an employee 
his hardware store in Kalamazoo, 
Mich., died at his home in Michi- 
gan City, Ind., on Oct. 1. Mr. 
Drescher said at the time that his 
employee, Ray A. Thomas, had 





worked faithfully and had made | 


money for him and deserved the 
store. 


LOUIS H. STURM 


Louis H. Sturm, 81, for many 
years a hardware dealer at Jas- 
per, Ind., died suddenly on Oct. 
12. He had retired from busi- 
ness which still bears his name. 
He is survived by two sons. 


JAMES J. COSTA 


James J. Costa, 90, hardware 
dealer in Anthony, Kans., died 
Sept. 28. He operated a hard- 
ware business for more than 50 
years. 











A change in the definition of 
a “new producer” of cast iron 
soil pipe and fittings, as defined 
in Premium Payments Regulation 
No. 8, is being prepared by the 
Office of the General Counsel, 
National Housing Agency. The 
change will be effective as of 
Oct. 10, 1946. 

The amended definition states | 
that a producer whose new plant | 
was “substantially completed” at | 
the time the Premium Payment 
Regulation was issued shall not | 
be considered a new producer, | 
with respect to that plant. 

The Veterans Emergency Hous- 
ing Act of 1946, which authorized | 
the funds for premium payments, 
specifies that the premium pay- | 
ments shall not be applied to | 
more than 50 per cent of the dol- | 
lar value of a new producer’s out- | 
put. | 
Amendment of the definition | 
will permit those producers of 
cast iron soil pipe and fittings 
whose plants were nearing com- 
pletion on the effective date of 
the Premium Payment Regulation | 
to come outside the “new pro- | 
ducer” category and thus have | 
their quotas established adminis- 
tratively by the Housing Expe- 
diter without the 50 per cent 
restriction. 
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Announce Change in Definition of 
“New Producer”’ of Cast Iron Soil Pipe 


‘“ 
. new 


| ciation will be held at the Hotel 


| delegates representing industry’s 


22. 


amended definition of 
producer” in Regulation 
No. 8 will thus conform with the 
definition in Regulation No. 9, 
which covers the merchant pig 
iron industry. 

METAL INDUSTRY ASSN. 

TO MEET IN NEW YORK 


The 47th annual convention of 
the National Metal Trades Asso- 


The 


Commodore, Thursday and Fri- 
day, Nov. 14, 15. More than 500 








top management are expected to 
attend. The Association has more 
than 1,200 member plants. 


METAL CONGRESS 
MEETING NOV. 18-22 


The National Metal Congress 


and Exposition will be held at | 


Atlantic City, from Nov. 18 to 
Many hardware manufactur- 
ing concerns will have exhibits. 
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FOR ADDED PROFIT... 
STOCK ALL-STEEL 


“$U3CD sro 





































Tested to Support 
Over 1,000 Pounds 










Retail Price $7.45 











COSCO, the most complete line of all-steel house- 
hold stools manufactured today, offers many ad- 
vantages that spell p-r-o-f-i-t for you! In the COSCO 
line are models, styles and finishes for every home— 
for every purpose—for every purse. Thus, from one 
source and at one time, you can order all the stools 
you need. COSCO production now assures prompt 
delivery on most fast-selling models. The hard- 
hitting COSCO national advertising-promotion pro- 
= assures easier sales ... maximum sales volume. 

rite today for full details on the complete, profit- 
stimulating COSCO line! 


Here’s Why COSCO Stools Are Best Sellers! 
N 





y “TWO-IN-ONE” STEP STOOLS—A restful seat and 
7 a handy household ladder. Rubber-treaded safety 
| steps swing compactly away beneath seat. Three 
4 models, with and without backs, chromium or enamel 

finish, choice of colors. 


UTILITY STOOLS—Just right for doing home tasks. 
With or without curved backs, chromium or enamel 
finish, plain or upholstered form-fitted seats. Five 
different models. 













DELUXE STOOLS—Designed expressly for 
breakfast or rumpus room bar. Tubular construc- 
tion, high-quality imitation leather on seats. Two 
models. Attractive colors. 


MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


HAMILTON 


DEPT. A-10 e 














CPA Permits Production 
Of 5% In. Manila Rope 


Manufacturers may now make 
manila rope for any use in di- 
ameters as small as five-eighths of 
an inch (two inches in circumfer- 
ence), the CPA has announced. 
Hitherto the size limit permitted 
by M-84, the cordage order, has 
been 1% inches in diameter, ex- 
cept for a few specified types of 
manila rope used in fishing, ship- 
ping and oil-well drilling. 

This amendment to M4, is 
made to permit increased produc- 
tion of manila rope during the 
fourth quarter, CPA said. 

Since much of the sisal supply 
will be needed for binder and 
baler twine, CPA is decreasing 
the sisal allocation for rope to 
permit production of only nine 
million pounds of sisal rope as 
compared to 18 million in the 
third quarter. Conversely, the 
manila quota for rope is being 
increased to allow production of 
24 million pounds of rope as 
compared to 15 million pounds 
in the last quarter. 

This shift will not affect the 
tetal amount of rope which can 
be made, however, for the fourth 
quarter quota of 33 million 
pounds of sisal and manila rope 
is the same as for the preceding 
three months. 

Another change in Order M-84 


non-spinnable grades of manila 
fiber to makers of “specialty 
paper” such as stencil base tis- 


sue, sausage casings paper, elec- | 


trolytic condenser paper, gasket 
paper and artificial leather. Until 
now the Reconstruction Finance 
Corporation has had the respon- 
sibility for distributing these 
fibers, which are not suitable for 
rope. 

Other changes in M-84 were 
made to simplify and clarify the 
wording. Schedule B, which lists 
the kinds of twine which may be 
made of agave fiber, has been 
condensed but not changed. 

All manila and agave fiber (the 
overall term which includes sisal. 
henequen, cantala, and maguey 
fibers) imported into the United 
States is tow purchased abroad 
by the federal government and 
allocated to manufacturers for 
making cerdage products most 
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needed by the national economy. 
Under Order M-84, processors 
may use these fibers only in the 
production of rope, binder and 
baler twine, and five other kinds 
of essential twines. 

The hard cordage fiber outlook 
for the rest of the year continues 
to be very bad. In the case of 
manila, estimated supplies of 14 
million pounds on hand on Oc- 
tober 1 are lower than was ex- 
pected because of shipping dif- 
ficulties. Reports from the 
Philippines indicate that a back- 
log of shipping has accumulated, 
however, so that an estimated 27 
million pounds of manila are ex- 
pected from the Islands during 





the quarter. An additional 3.5 
million pounds are expected from 
Central America. 

From this supply of 44.5 mil- 
lion pounds will be taken 22,440,- 
000 pounds for the rope quota, 
700,000 pounds for the Navy, 2.6 
million pounds for export under 
license from the Office of Inter- 
national Trade, and a small re- 
serve for hardship. An additional 
2.5 million pounds will be traded 
to Canada for 3,750,000 pounds 
of sisal. Thus at the end of the 
year estimated inventory will be 
only about 16 million pounds. 

Provision is made for manila 
exports through OIT because the 
United States Government has 
contracted for the entire export- 
able supply of manila fiber in 
the Philippines. The Govern- 
ment recognizes the responsibility 
for allocating at least a part of 
this fiber to other countries which 
normally import it. 





The balance sheet for agave 
fiber shows an estimated 33,965,- 
000 pounds on hand on the first 
of October. Estimated receipts 
from Africa, Haiti, and Mexico 
will bring the total available dur- 
ing the quarter to an estimated 
83,160,000 pounds. 

Quotas for rope, binder and 
baler twine, and reserve for hard- 
ships, will require slightly more 
than 50 million pounds of agave 
during the last three months of 
the year, leaving an estimated in- 
ventory on January 1, 1947, of 
about 32 million pounds. 

The supplies of manila and 
agave fiber indicated by these 
figures are about half enough to 
meet the full requirements of the 
United States economy. Among 
all the textile products, only cot- 
ton broad woven goods are as 
critically short as the hard cor- 
dage fibers. 








OPA BOOSTS 


CEILINGS 


ON SOME PAINTS 


Ceiling prices of eight cate- 
gories of trade sale paints have 
been raised from two to six per 
cent over current levels by the 
Office of Price Administration in 


|an action which reflects the in- 


The 


creased costs of linseed oil. 


| action was effective October 3, 
provides for allocation by CPA of | 


1946. 

The increase permitted manu- 
facturers of ready mixed, exterior 
house paint amounts to 12 cents 
per gallon, 11 cents per gallon for 
undercoat house paint, eight 
cents per gallon for floor paint 
(interior, exterior and _ floor 
enamel included), six cents per 
gallon for interior gloss and semi- 
gloss paint, 11 cents per gallon 
for wall primer-sealer, four cents 
per gallon for flat wall paint, 17 
cents per gallon for colors-in-oil, 
and 11 cents per gallon for roof 
and barn paint. 

Trade sale paints are those 
sold over-the-counter to contrac- 
tors and consumers. The action 
will affect their prices since OPA 
is required under the Price Con- 
trol Extension Act of 1946 to 
maintain resellers’ margins of 
March 30, 1946. Accordingly the 
resellers will be permitted to in- 





crease their prices by the per- 
centage increase in cost to them 
of the eight products. This is 
the first industry-wide price in- 
crease granted since the products 
were first brought under price 
control in 1942. 

Linseed oil prices have been 








raised 3.3 cents per pound within 
the past two months to the 
present ceiling of 17.8 cents. The 
increases permitted for trade 
sales paints represent a pass- 
through of the recent increases in 
linseed oil. 

(Amendment No. 97 to Order 
No. A-1 under Section 1499.159B 
of Maximum Price Regulation 
No. 188—Manufacturers’ Maxi- 
mum Prices for Consumers’ 
Goods Other Than Apparel; ef- 
fective October 3, 1946.) 








MFRS. JOBBERS CEILINGS 
RAISED FOR RUBBER 
HOSE AND BELTING 


Increases ranging from 4.21 to 
14.12 per cent have been allowed 
in manufacturers’ and whole- 
salers’ ceiling prices for rubber 
hose and belting, by the OPA. 
These products are not generally 
sold at retail. 

The action is of an interim 
nature. OPA said it will make 
a detailed study of all cost in- 
creases for rubber hose and 
belting to determine if further 
price advances are required un- 
der the law. 

The increases are embodied 
either in new dollar-and-cent ceil- 
ings or in percentage terms, over 
existing ceilings. 

(Amendment 30 to Maximum 





Price Regulation 149—Mechani- 
cal Rubber Goods—effective Oc- 
tober 14, 1946.) 


HOUSEHOLD BROOMS 
DECONTROLLED 


All household brooms, includ- 
ing those made of broom corn, 
fiber or other material, have been 
indefinitely suspended from price 
control, the Office of Price Ad- 
ministration has announced. 

The action became effective 
Oct. 4, 1946, and is largely a re- 
sult of the automatic removal 
from price control of broom corn 
—the largest item in the cost of 
making brooms—when that com- 
modity was not included in the 
Secretary of Agriculture’s recent- 
ly announced short supply list 
for agricultural commodities. 
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L-O-F makes plate glass, safety glass, 
Thermopane* insulating glass, Vitrolite* 
colorful structural glass, Tuf-flex* tem- 


pered plate, and other flat glasses. 


OCTOBER 24, 1946 


proves L-O-F glass 
EASIER TO CUT! 





Proved again—that L-O-F Window Glass is easier to cut! 

Three men were blindfolded. Each was given three pieces of 
Window Glass—only one of which was made by Libbey *Owens- 
Ford. 

Result —each of the three, without an instant’s- hesitation, 
picked out the glass easiest to cut. In each case it was L-O-F 
Window Glass! 

This easier cutting characteristic is important to every store 
selling window glass, for it means less breakage and waste. This 
means more profit per light for you. Libbey -Owens- Ford Glass 
Company, 54106 Nicholas Building, Toledo 3, Ohio. 


; LIBBEY: OWENS - FORD 
| a Great Name m GLASS 


*Reg. U.S. Pat. Off. 








“Quick Change’’ 
SCREW DRIVER SET 


for 


QUICK TURNOVER 





er er 


Screw driver set in simulated leather 
case with snap button, cross ground 
tool steel blades, contains: one cabi- 
net blade '4" x 7", one tapered 
blade from 14" to '/g" x 4%", one 
tapered blade from '/4" to ¥/\4" x 5", 
one replaceable bit screw driver 
holder with nickel plated steel chuck, 
unbreakable plastic handle, for use 
with above blades. Packed 1 doz. to 
box. Shipping wt. 5 Ibs. 


Literature on Request 


928 BROADWAY -« 
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The ideal general 
purpose screw driver 
set for all household 
and mechanic's uses 
from electric irons 
to automobiles. Pop- 
ularly priced for 
real volume and real 
profits. 


TOOL CO. 
NEW YORK 10, N. Y. 








Plumbing Drainage Staples 


Air and vent valves such as 
are used on radiators, plumbing 
drainage specialties, and plumb- 
ing drainage staples except those 
subject to Revised Price Sched- 
ule 100 have been added by the 
Office of Price Administration to 
the list of building materials sus- 





| pended from price control. 


Parts and subassemblies spe- 
cifically designed for items which 
have been suspended from price 
control are also suspended if 
they are manufactured by the 


manufacturer of the complete 
unit. 

In the same action, OPA clari- 
fied the status of mechanical 


building equipment items which 
had previously been suspended by 
redefinition and more detailed 
listing of such items, where in- 
quiries from the public disclosed 
the need for clarification. For 
example, the lists of items under 
piping accessories and under me- 
chanically operated refrigeration 
equipment and summer air con- 
ditioning are completely revised. 

The staples and specialties sus- 
pended are: 


Screen Cloth 


To encourage greater produc- 
tion and distribution of bronze 
and copper screen cloth, pro- 
ducers may sell this product to 
all buyers beginning October 7, 
1946, on an adjustable pricing 
basis, the Office of Price Adminis- 
tration has announced. 

Formerly, manufacturers were 
authorized to enter into adjust- 
able pricing agreements on sales 
of this material when made to 
manufacturers who used it in 
making other products. This new 
action extends adjustable pricing 
to resellers so that they may ob- 
tain necessary supplies of this 
material to take care of require- 
ments for important projects. 
“Under adjustable pricing, the 
producer may supply the product 
to the buyer at the current ceil- 
ing price subject to an agreement 
that the sales price will be ad- 
justed upward to the new maxi- 
mum price approved later by the 
price agency. 


Put Upon Free Market 


| California specials; combina- 
| tion drains; combination hinged 
beel traps; combination hydrant, 
drains and cesspools; drains and 
drain covers; revent fittings; sis- 
son joints; stack base fittings; 
tringer fittings; waste tees; traps 
of cast iron only, with or without 
brass plugs, but not including 
traps commonly furnished with 
plumbing fixtures such as sink 
or lavatory traps; back water 
valves; eesspools and cesspool 
plates; clean cut tees; closet fix- 
ture connections, including closet 
|bands and flanges; drive fer- 
rules; fresh air inlets; fume con- 
|nections; F & W fittings, and 
| similar adaptations; kafer joints; 
leader shoes; manhoff fitting; 
putty cups; range boiler stands; 
sink brackets, collars and coup- 
lings; test plugs; test tees; trap 
screw ferrules; union ferrules; 
vent boxes, and vent caps. 
(Amendment 56 to Supple- 
mentary Order 129 — Exemption 
and Suspension from Price Con- 











OPA Acts to Spur Deans Sanger 





(Amendment No. 1 to Order 
38 under Revised Price Schedule 


trol of Machines, Parts, Indus- 
trial Materials and Services—ef- 
fective October 4, 1946.) 





Prodaction and Sales 


40—Bronze Insect Screen Cloth 
—effective October 7, 1946.) 





WORLD RUBBER CONTROL 
ENDS WITH YEAR 


The Combined Rubber Com- 
mittee, having recommended al- 
locations of natural rubber for 
the fourth quarter, 1946, has 
agreed that in view of the in- 
creased quantities of natural rub- 
ber becoming available, inter- 
national allocation control need 
not continue beyond the end of 
this year. The member govern- 
ments have, therefore, agreed that 
the Combined’ Rubber Committee 
be terminated as of Dec. 31, 1946. 

The Combined Rubber Com- 
mittee was formed following the 
termination of the Combined Raw 
Materials Board at the end of 
1945, to continue the allocation 
of the world supply of crude rub- 
ber as long as that seemed neces- 
sary. Its member countries are 
the United States, the United 
Kingdom, Netherlands, France, 
Belgium and Canada. 
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INEXPENSIVE EASY/ To USE 
tne 


4 CONVENIENT TOOL FoR Hom! 
SAUCE? ASPare wine 


Zte HARDWARE COUNTER 


Every hardware man dreams of 
the item that will draw people 
into his store by the mob. 









HINT: GIVE A THOUGHT TO O'MALLEY PRODUCTS 









O’Malley’s 2X Faucet and Valve Repair Set may not start a mob So many people need and can use this tool in 
scene, but it és the realization of another dream of hardware their own homes or for their work, that you 
and houseware men: it sells with speed, stays sold and sells can watch the above-mentioned dream coming 
all year ’round. Most important . . . it does a marvelously ,... right before your eyes: an item that not 


i ir job on faucets and valve seats. p : , 
smooth, easy and quick repair jo only shows itself off, but is such an obvious 








It's packaged on a clever card that tells the story of simple value that people buy it with no selling effort 
operation . . . demonstrates the precision and ruggedness of 4+ aj} on vour part. 

the tool so well that it sells itself. For your extra benefit, Mr. : 
Dealer, it comes in compact, convenient DISPLAY cartons that 
act as salesmen right on your counter or in your window. 


ton EDWARD O’MALLEY VALVE CO. 


ca 7604 GREENWOOD AVE. CHICAGO 19, ILLINOIS 


} are Midwestern Rep. Northwestern Rep. New York Office California Rep Canadian Rep 
nited IRVING S. KEMP CO. PACKERS SALES CO 1133 Broadway E. M. ROBITSCHER DORKEN BROS.42CO 
304 Hughes Bldg. Eastern Sales Mgr 290 7th Set 408 McGill St 







That’s the story! All you have to do is write or 
wire today to your nearest jobber. 









ince, 218 N. Jefferson St 
Chicago TL Portiand, Ore HARRY M. PETERSON San Francisco, Cal Montreal, Can 
39 


OCTOBER 24, 1946 
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C-0-POST 


the ORIGINAL Adjustable 
\_g@_/ Basement Post 
with Built-in Jack 


FIRST in Profit-Making Sales 


TEL-O-POST outsells any other! 
Dealers everywhere are cashing in 
on the big demand. 7 out of 10 
homes need it! 


FIRST in Safety Engineering 


TEL-O-POST provides. outstanding 
installation and safety features. 
Quick, easy adjustment — non-col- 
lapsible construction—complete 
security for every home need. 


FIRST in Proved Service 


TEL-O-POST is the original tele- 
scopic adjustable post. First in sales 
—and profit. Proved in service by 
over 200,000 home-owners. 


FIRST in Buy Appeal 


TEL-O-POST is just what millions 
of home-owners n and want. On 
display its functions are plain, its 
safety is evident. It’s the ready 
answer to every ‘‘sagging-floor” 
problem. 


FIRST in National Advertising 


Advertising in leading national 
magazines like the Saturday Evening 
Post and Better Homes and Gardens 
is telling millions of home-owners 
about TEL-O-POST advantages — 
creating big business and profits 
for you! 









































Some Insect Screen Cloth 
Transferred to GMPR 






Effective Oct. 8, OPA removed | made because it appears that the 


insect screen cloth of commercial 
| 


bronze, hand-drawn copper and 
| kool-shade fabric from adminis- 
| tration under revised price sched- 
ule 40. These products were 
made subject to the General 
Maximum Price Regulation for 
administration by OPA’s Metals 
Branch. 

OPA said the transfer was 


same producrs, for the most part, 
manufacture both ferrous and 
non-ferrous screen cloths. It 
was pointed out that it will there- 
fore better suit the needs and 
convenience of the industry and 
of OPA if these are all treated 
under a single regulation and 
are administered by a single 


branch. 











Several items of rubber, chemi- 
cal, drug, lumber and miscellane- 
ous automotive equipment have 
been removed from price control, 


| the OPA has announced. The 


| action became effective October | 


| 9, 1946. Exempt from further 
price control because supply is 
in balance with demand are bus 
mileage, lawn mower tires, ace- 
tone and chestnut extract. 
Exemptions and suspensions in- 
clude: casein glue; textile warp 
sizes; finishing and printing ma- 
terials; wooden tubs, buckets, 
kits and pails; specialized auto- 
motive equipment; _ tetraethyl 


Rabber, Chemical and Other Items 
Removed From OPA Control 


lead, ethyl fluid and other chemi- 
cal preparations used as anti- 
knock agents in motor fuel (ex- 
cept petroleum fractions or cok- 
ing process derivatives or mix- 
tures of these two); bathing 
| shower caps, used bicycle tires 
and miscellaneous products which 
| are made in whole or in part of 
| rubber synthetic or substitute 
| rubber. 

| (Amendment No. 58 to Sup- 
plementary Order 129—Exemp- 
tion and Suspension from Price 
Control of Machines, Parts In- 
dustrial Materials and Services— 


| effective October 9, 1946.) 








CHANGE HAND TOOL 
TRANSPORT CHARGES 


Sellers of certain hand tools 

and related hardware items now 

| may use either of two methods of 

allocating transportation charges 

| to/articles to determine their net 
| cost, OPA has announced. 


Effective October 2, 1946, they | 


may use the method provided in 


| vided these sellers with an al- 
ternative method because many 
of them found it difficult to 
| change from their established 
| method of allocation. 


| STEEL CASTINGS FREED 
FROM OPA CONTROL 


Exemption from price control 
| of several unrelated products in- 














Retail 


$995 


Slightly higher 
West of Missis- 
sippi River. 


Youll Profit sv 


DISPLAYING & SELLING 






the regulation or the established | cluding sulfur, many military 
| method of allocation that they | vehicles, specified used trucks 
| used immediately preceding Au- | and steel castings has been an- 
| gust 9, 1946—the date of issu- | nounced by the Office of Price 
| ance of this regulation. Whichever | Administration. 

method is used must thereafter| At the same time, OPA sus- 
| be used exclusively. No over-all | pended from price control speci- 
change in hardware ceilings to fied automotive parts and acces- 
| consumers will result from the | sories when sold by manufactur- 

measure, OPA said. | ers, elastic braid and cord, woven 
| Previously, sellers of these | elastic webbing and all fence 
| items were required to figure posts except those made of South- 
their freight factor by dividing | ern yellow pine. 





\_ TEL-O-POST IN YOUR STORE 





















TEL-O-POST COMPANY 


Akron 8. Ohio 


140 Ash Street ° 


Represent 


a a. Stewart & 












| freight factor. 


shipment by the total invoice cost 
of the articles included in that 


to be allocated to an article was 
then figured by multiplying the 








incoming freight cost on any | 


shipment. The amount of freight | 


Both the exemption and sus- 
| pension actions became effective 
| Oct. 4, 1946. 

Steel castings covered by the 
| general steel castings and rail- 
road specialties regulation (Re- 


invoice cost of the article by the | vised Price Schedule 41) are be- 
OPA has pro- | ing exempted from control. 
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The price increase factor pro- 
vided for manufacturers of Still- 


son type pipe wrenches has been 


raised from 5 per cent to 22 per 
cent over March 1942 levels, the 


Office of Price Administration 


announced Oct. 15. The increase 
on this low-cost article is ex- 
pected to enable manufacturers’ 
to increase production which has 


f:llen off due to substantially in- 
creased manufacturing costs. 


This action, effective’ Octo-| quires that resellers’ margins re- 


ber 21, 1946, has been taken 
under OPA’s “industry earnings 
standard” which is designed to 


return an industry to the level of | 
earnings during a normal peace- | No. 5105 under Maximum Price 


time period (1936-1939). The 
increase is based on unit cost of 


OPA Raises Price Increase Factor for 
Stillson Type Pipe Wrenches 


production data submitted by | Prices, effective Oct. 21, 1946.) 


four manufacturers who consti- 
| tute a majority of the producers 
}and who make the bulk of Still- 
| son type wrenches. 
| Individual manufacturers may | 
increase their ceilings by varying | 
amounts depending upon whether | 
| oF not they have received previ- 

ous individual increases over the | 
| base period. Consumer prices 

| will be raised by the same per- 
|centage amounts. The law re- 








|main unchanged from those in 
| effect on March 31, 1946, OPA 
said. 

(Amendment No. 1 to Order 


Regulation No. 188—Hand Tools 
— Adjustment of Maximum 








The War Assets Administration 
has announced changes in its 
organization and procedure in- 
tended to effect rapid disposal of 
approximately $271,000,000 worth 
(manufacturers’ list) of surplus, 
unused automotive parts, assem- 
blies and accessories, giving first 
chance to buy to priority pur- 
chasers, and then offering the 
goods to normal trade channels. 

Under the organization change, 
the National Automotive Parts 
Office, located at Detroit, Mich., 
becomes a part of the Detroit Re- 
gional Office, with its various 
functions integrated into the re- 
gional organization. 

Changes in the procedure are 
of marked benefit to small busi- 
ness, and permit a greater degree 
of participation in surplus sales 
by automotive concerns. The new 
procedure insures automatic pref- 
erence to smaller businesses as 
stipulated by Congress in the 
Surplus Property Act. 

The procedural revisions will 
result in sales of automotove 
parts to small distributors and 
fleet owners as well as to the 
large distributors and manufac- 
turers. 

The National Automotive Parts 
Office, as a division of the Detroit 
Regional Office, will continue to 
receive orders for automotive 
parts from all regional offices. 
The surplus stocks of this prop- 
erty, located in various parts of 
the country, are listed in a con- 
solidated national inventory dis- 
tributed to all regional and dis- 
trict offices of WAA. 


WAA Announces Changes in Procedure 
To Speed Disposal of Automotive Parts 


that any line items on which no 
orders have been received within 
120 days after listing in the con- 
solidated inventory will revert to 
the control of the regional office 
in which the property is physi- 
cally located. It then may be 
offered for sale by the regional 
office on a competitive bid basis. 
This system is expected to speed 
up disposal of slow-moving items. 

The new procedure will be- 
come effective October 28. 

To provide the most equitable 
distribution of critical short sup- 
ply items, the consolidated na- 
tional inventory has been divided 
into two sections: (1) a separate 
listing of critical or short supply 
items, and (2) a separate listing 
of all other items. Orders for 
items on the critical list will be 
held for two weeks and will then 
be filled. The usual priority 
sequence will be followed, with 
any remaining balance of goods 
going to commercial channels. 

In addition to the $500 net 
minimum per order, a minimum 
of $25 (at manufacturers’ list 
price) per line item ordered has 
been established. 

Provision is made for changing 
items from the critical list to the 
ormal supply list, and vice versa, 
depending on the availability of 
supply. 

Surplus automotive parts, ac- 
cessories and assemblies are sold 
on the following schedule of dis- 
counts from manufacturers’ list 
prices: distributors and manu- 
facturers, 75%; vehicle dealers, 
55%; service garages, 50%; fleet 
owners (five or more vehicles), 











The new procedure provides 


OCTOBER 24, 1946 











“LET ME HAVE 2 BAGS THIS 
TIME. VIGORO’S GREAT FOR 
EVERY GROWING THING!” 









































VIGORO customers buy and buy! 


More and more people are learning that 
Vigoro, complete, balanced plant food, 
supplies the necessary food elements 
growing things need for best plant growth 
and reproduction. And so they feed 


lawns, flowers, vegetables, trees, and 


shrubs Vigoro regularly. 


Vigoro sales are growing by leaps and 
bounds every season . . . every year. It 
is “the world’s best-known plant food.” 
So display Vigoro prominent- 
ly and reap even bigger cash 
rewards from the increased 


Vigoro sales you'll make. 


A product of 
SWIFT & COMPANY 





45%. 




















Westin New Haven 


Lawnmowers 
Co., Inc., Mt. Carmel, Conn., recently ad- 
vanced its “Yankee Clipper” lawn mower 


list price, nine per cent, to $27.25. 
_ al . 


Gillette safety razors—All razor 
sets now being produced and sold by the 
Gillette Safety Razor Co., Boston, Mass., 
are exempt from the 20 per cent retail 
excise tax on jewelry, the Commissioner 
of Internal Revenue has ruled 

7 * . 


Automobile clocks—In an OPA 
amendment, Sept. 28, to price regulation 
188, increases are authorized for “pur- 
chasers for resale” of automobile clocks 
other than those included in a car’s origi- 
nal equipment. To former authorized ceil- 
ings, resellers may add 17 per cent on 
spring-wound, and 15 per cent on electric 
automobile clocks. 

= * * 

Linseed oil—Extension of the ad- 
justable pricing order allowing open bill- 
ing on sales of Inseed oil by processors 
was announced by OPA, effective Oct. 10. 


Insect screen cloth A ceiling 
price increase of 134% per cent for bronze 
and copper insect screen cloth, averaging 
approximately 71 cents per 100 sq. ft., was 
announced by OPA, effective Oct. 18, in 
Amendment No. 17 to Supplementary 
Regulation 14 G. This is an interim adjust- 
ment to permit producers to recover the 
Further 
study is being undertaken, says OPA, to 


average total costs of production. 


determine whether any further adjustment 
in maximum prices is required. Whole- 
salers and retailers are permitted a pass- 
through of the increases based on the per- 
centage mark-ups of another order. 
* 7 > 

Work gloves 

and retail prices for staple work gloves 


Wholesale mark-ups 


have been raised 2.4 per cent, as of Aug. 
23, 1946, to meet the legal requirement that 
the distributors’ margin on any article is 
no lower than the March 31, 1946, average, 
OPA announced Oct. 18, in amendment 6 
to Revised MPR 506. The present action, 
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October 24 1946 


effective Oct. 18, restores the March 31 
markups as required by law. 


* o * 


Revere utensils—On Sept. 16, 
Revere Copper & Brass, Inc., notified their 
distributors that an OPA ruling had au- 
thorized them to “compute adjusted ceil- 
ing prices for copper-clad stainless steel 
cooking utensils of your manufacture by 
increasing by 18.4 per cent the ceiling 
prices as established by MPR 188,” and 
that ceiling prices so adjusted “are sub- 
ject to your terms, discounts and allow- 
ances on sales to each class of purchaser 
in effect during March, 1942, or there- 
after, properly established under OPA 
regulations.” Revere’s announcement, how- 
ever, states that “for convenience in pric- 
ing, we have made advances, the weighted 
average of which is 15.54 per cent in the 
East, and 16.10 in the West. Attached are 
copies of the new retail list, which are 
effective immediately. As it has been neces- 
sary to accept all orders in the past with 
the provision that they be billed at prices 
prevailing at time of shipment, all invoices 
will be based on this list. Your present 
discounts will continue. 

“As these utensils are sold at retail 
under the Fair Trade Law, please be sure 
that the new prices, as shown on the at- 
tached price list, are put into effect imme- 
diately.” 


OPA rulings—aAs of Oct. 2, gaso- 
line dispensing pump manufacturers are 
authorized to increase ceilings about 5 per 
cent in an amendment to price regulation 
136. OPA said this action was necessary to 
reflect cost increases since March. It was 
based on a recent survey of ten producers, 


accounting for more than 90 per cent of 
the industry’s total production. The new 
increase is an interim action based upon 
a projection of 1941 costs. The 16.1 per 
cent increase in list prices granted manu- 
facturers on June 21, in October was re- 
per cent increase. Both 


placed by a 21 
computing and non-computing pumps are 
affected, and resellers may pass on the 
increase. Effective Oct. 3, the cost of 
kapok, an imported fiber used for articles 
ranging from mattresses to softballs, went 
up when OPA put domestic ceilings on 
kapok on a basis of cost plus the usual 
margin of profit. OPA said foreign prices 
of kapok have jumped 40 to 50 per cent 
above former domestic ceilings, and ex- 
pects that the Oct. 3 increase, to take care 
of this, probably will show up in the fin- 
ished products. On Oct. 4, OPA announced 
a ceiling price rise on bedsprings and 
metal beds, fabricated concrete reinforc- 
ing bars, and on certain iron and steel 
products delivered at Midwestern, Gulf and 
Pacific Coast basing points. The latter 
change was solely to adjust for changes in 


freight rates. 
- * * 


Mail-order utensil prices—By a 
recent OPA ruling, now effective, the 
prices of pots, pans and other household 
items of cast iron and enamelware, sold 
by mail order, have been advanced 5 per 


cent. 
* * > 


Late September increases—OPA 
rulings “announced Sept. 23 included an 
increase in western softwood shingles; an- 
nouncement of a larger factor for pro- 
ducers of innerspring mattresses; and ceil- 
ing jumps for nail kegs, nail keg staves 
and headings. Consumers will have to pay 
about 7 per cent more for innerspring mat- 
tresses, OPA estimated. Producers are au- 








PRICE AND CEILING ADVANCES 


insect screen cloth. Cotton. 
Automobile clocks. 


Bronze 
hose, belting. 
cloth tape. 


Gasoline pumps. Some 
Some building materials. Window shades. Douglas fir doors. Work 


Kapok. One line lawn mowers. Rubber 


furniture. Gummed 


gloves. 


DECLINES 
Natural rubber. 
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MME 
and ONLY Viaculalos 
is equipped with the 


UTCH 


COFFEE FILTER 


Women love this sparkling china filter| 
that locks in place and can’t fall out; 








that’s virtually unbreakable, and makes | 
better, clearer coffee. The DUTCH Cloth- 
less Filter is just one of many VACULATOR 
innovations that spell P-R-O-F-I-T-S for 
you: gorgeous styling; PYREX brand 
glass; MAGIC-SEAL bushing. You find 
them all ONLY in VACULATOR, the cof- 
fee maker that hits a high spot in traffic 













appliance sales and profits. 








VACULATOR «+ CHICAGO 6 


FREE! Beautiful DUTCH 
Filter Counter Display- 







Dispenser. Set it up 






near the cash register 
and watch the DUTCH 
Filter ring up new 
profits. The DUTCH 
Filter fits all standard glass coffee makers 


— replaces old style filters. Retails 50c. | 
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| thorized to use a price increase factor of 
26 per cent, instead of the 18 per cent 
| formerly permitted on sales other than to 
| consumers. The increase in the producers’ 
i aa : 

| ceiling price on the western softwood 
| shingles was figured to average approxi- 
| mately 45 cents per square or 10 per cent, 
and was based on CPA’s certification of a 
great need for these shingles in the vet- 
erans’ housing program. Prices of machine 
processed shakes, hip and ridge units, and 
hand split shakes also were increased by 
| 10 per cent. OPA raised prices on nail 
| kegs from 12 to 14 per cent, an aid deemed 
necessary because keg production had 
fallen below nail output. Effective Sept. 
20, most smaller sizes of truck tire tubes 
were added by OPA to the types which 
may be made only from natural rubber, 
and permission is granted to make certain 
special types of truck tires such as “store 


| door delivery” and “stop-start” types, here- 


tofore prohibited. 
* * . 


Window shades—cloth tape—aAs 
of Sept. 26, a 17 per cent price increase 
was granted to window shade manufac- 
‘turers who sell to resellers, and 11 per cent 
on manufacturers’ sales direct to con- 
sumers. The raise is the third since May 9 
on cloth window shades and window shade 
rollers. On May 9 an industry-wide in- 
crease of 15 per cent was allowed to stimu- 
late production for the veterans’ housing 
program, with a provision that only about 
half of the increase would be passed on to 
the consumer. On Aug. 15 prices were re- 
vised to assure wholesalers and retailers 
their usual profit margins, with a resulting 
average increase of 10 per cent in retail 
prices. OPA says the new increase reflects 
“sharply increased labor and material costs 
incurred since May 9.” Resellers may take 
their usual markups. On Oct. 2, OPA also 
raised ceiling prices on cloth for window 
shades by 17.5 per cent, while other coated 
and combined fabrics such as upholstery 
cloth, oil cloth, and materials for book 
binding went up 7.67 per cent. Effective 
Sept. 30, manufacturers’ ceilings for 
gummed cloth tape were increased $1.24 
per thousand yards, of one-inch size, by 


| OPA amendment to regulation 129. 


Ends price-tag abuse—Effective 


| Oct. 14, OPA amended its regulation 580, 


to block what a spokesman termed “abuses” 


| by some retailers in the pricing of certain 


brand-name apparel and house furnish- 
ings. Retailers now must sell branded 
clothing, furniture, shower curtains and 
rugs for no more than the retail ceiling 
prices established at the time they were 
shipped to the dealer. Retail prices thus 
will be set on the basis of actual cost, and 
not on the basis of subsequent higher 
prices not actually paid by the retailer. 
Heretofore, OPA said, dealers have been 
able to alter price ceiling tickets affixed 








by manufacturers, ‘to reflect price increases 
allowed on later shipments of the same 
goods. Even, in some cases, dealers are 
said to have withheld from sales brand- 
name goods on which they believed a price 
increase was forthcoming. 


= 7 * 


No copper advance planned—On 
Sept. 20, OPA announced that no increase 
in the present ceiling prices of primary 
and secondary copper, copper scrap, cop- 
per base alloy scrap or brass mill scrap 
is planned “in the foreseeable future.” The 
announcement was made to end pricing 
uncertainties and to discourage any future 
withholding of copper or copper scrap in 
anticipation of an increase in price. CPA 
has reported indications that the flow of 
copper and copper scrap was being slowed 
by withholding for an upward adjustment 
in price, and has been considering controls 
over copper to prevent accumulation of 
excessive or speculative inventories. Price 
increases were authorized for copper and 
scrap June 3, and these advances, com- 
bined with subsidies paid on copper com- 
ply with requirements of the 1946 price 
control act, so that no further price adjust- 
ments for copper are required at this time. 
OPA has not yet responded to the urgent 
pleas of producers for a more favorable 
zinc ceiling, but interested factors have 
not given up hope of relief. 


se 8s 


Cotton at long-time “high’”—On 
Oct. 2, 39 cent cotton came back on the 
New York exchange for the first time in 
26 years. The market rose as much as 
$4.50 a bale on smaller crop prospects and 
an urgent trade demand. Oct., 1946, de- 
liveries touched 39.17 cents a pound, the 
highest price recorded since July 23, 1920. 
Most of the buying was attributed to mills 
who were covering forward requirements 
against textile sales, in expectation, since 
confirmed, that the Oct. 1 crop report 
would be bullish. Actually, a 1946 cotton 
crop of only 8,724,000 bales—the smallest 
since 1921 and second smallest since 1896 
—has now been forecast by the Department 
of Agriculture. The estimate is 4.9 per 
cent below the previous (Sept. 1) forecast. 
Production last year was 9,015,000 bales— 
a very low mark—and the 1935-44 average 
was 12,553,000 bales. Unfavorable weather 
was largely responsible for the decline in 
prospects during September. A _per-acre 
yield was indicated at 235.6 pounds—the 
lowest since 1941, and compared with 251 


pounds last year. 
* sd - 


Natural rubber priced down — 
Brandishing its vast synthetic rubber indus- 
try as a “big stick,” the United States has 
hammered down the British price for natu- 
ral rubber 3%4 cents a pound, the RFC dis 
closed Oct. 1. The RFC announced that 
it had arranged with British representa- 
tives to purchase 200,000 additional tons of 
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natural rubber from Malaya at 20% cents 
a pound delivered at far eastern ports 
through Dec. 31 this year. The reduced 
price restores the war-time rate, and com- 

































cates pares with 23% cents a pound announced 
last June 21 as the price fixed on 145,000 
tons which the United States agreed to buy 
ned—On from British, French, and Dutch producers 
increase in the latter half of 1946. Industry ex- 
primary perts say that the competitive threat of the 
rap, cop- American synthetic rubber industry, which 
hill scrap is capable of producing one million tons of 
re.” The rubber a year, was the club which the 
i pricing United States brougfiht to the latest bar- 
ny future gaining conference held with the British, 
scrap in French, Dutch monopoly. 
ice. CPA as er 
> flow of 
g dlowed More controis removed—On Oct. | 
justment 9, OPA removed price lids from rubber 
, controls tires for lawn mowers, from tires which | 
atten of bus lines rent on a mileage basis, and 
a, Price from used bicycle tires. Ceilings still cover | 
per and most passenger and truck tires. Also re- | 
: moved were ceilings on photo finishing and 
nate aides printing materials; bathing shower caps; 
16 peice wooden tubs, buckets, kits and pails; case- | 
» adjust- in glue, and miscellaneous chemical, drug | 
sn deen and rubber items. Rustic fencing, also lam- | 
) iangent inated glass and natural and synthetic | 
seeeshle mineral pigments were suspended from 
= thee price control] in an OPA order effective | 
Oct. 10. Official Campfire Girl uniforms 
and accessories, except footwear, were re- 
moved from control by amendment to price 
h”—On order 126, effective Oct. 11. 
on the ” €. 2 
time in 
ach ad Other late changes — Increases 
cts and ranging from 4.21 to 14.12 per cent were 
46, de- allowed in manufacturers’ and wholesalers’ 
id, the ceiling prices for rubber hose and belting, 
, 1920. in an OPA amendment to regulation 149, 
o mills effective Oct. 14. Effective Oct. 11, OPA 
ements revised the conditions under which auto 
. since and farm equipment repair shops may au- 
report tomatically adjust their ceiling prices to 
cotton the public for repair jobs. Details are 
nallest given in Revised Service Regulation 72, 
» 1896 effective Oct. 11. On Oct. 7, an increase 
‘tment of 4.5 per cent on Douglas fir door ceil- 
9 per ings was authorized, also, maximum prices 
recast. for pine stock millwork were raised 3.9 
a. per cent. The latter change reflected re- | 
erage cently approved increases in freight rates 
,ather and in the price of western pine shop 
ne ia lumber. 
r-acre cunt 
—the Steel output rising—In the first 
1 251 October week, stee] ingot production was 
rolling along at the nation’s highest peace- 
time level, The Iron Age reported. Opera- 
"ee tions were, up 1% points for the week, 
sdus- to 90.5 per cent of rated capacity, and 
. has output was near the peak levels of the 
natu- war years. The Iron Age figured current | 
dis- output at the rate of 83,000,000 tons of | 
that steel a year, or roughly one-third pad 
nta- than in 1929, the pre-war record year. 
s of Scrap shortages continued serious. Dealers | 
reported depleted yards, saying their orig- | 
GE 
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METAL MARKERS 
Soft sur Tough 


For a marking pencil that’s soft enough to give 
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bold, brilliant price marks on the slickest 






surface—china, glass, tools—but tough enough 
to hold its point, use BLAISDELL Metal Marker! 
The special process by which these pencils are 
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encased in paper, seals in the ingredients, 







preventing oxidation...keeps them always 
fresh and ready. 


Made in either Thin Black (792-T) 
or Thick Black (795-T) 


*Reg. U.S. Pot. Off. 


Order from your dealer or — 















Mail this coupon for FREE SAMPLE I 
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liger brip 


The GREATEST IMPROVEMENT 
IN WORK GLOVES IN THE 
PAST TWENTY YEARS! 


Entirely different from any 
glove intended for the same 
purpose! Oxtwears several 
pairs of ordinary woven fabric 
gloves. Made of specially 
knitted material with hun- 
dreds of “loops” in every 
square inch, to cushion and 
protect the hand. Can be 
washed without excessive 
shrinkage—and hold their 
shape! Treated with John- 
son’s “DRAX” to make them 
water repellent! Tested in 
laboratories and under 
actual working conditions. 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
loves including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Perpose” 


DVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA-6, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo. Chicago +Rome, Ga. 














inal sources would nvt supply them at the 
OPA scrap price ceiling. However, The 
Iron Age said, the “temporary tightness in 
steel deliveries is expected to be relieved 
considerably by June, 1947, or sooner. In 


-the meantime, steel stocks in the hands of 


consumers are greatly unbalanced. Once 

the hard-to-get products are obtained, the 

finished consumer goods available to the 

public will be far greater than is now 

generally supposed.” 
< * . 

Construction materials outlook 
—Late in September, the Department of 
Commerce’s Construction Division, in siz- 
ing up the nation’s housing and non-resi- 
dential construction program for the re- 
mainder of 1946 and for 1947, forecast that 
supplies of lumber, cast iron soil pipe and 
plumbing fixtures would remain short dur- 
ing 1947. Brick, tile, concrete block, clay 
sewer pipe, warm air furnaces and cast 
iron and convector radiation—all items 
that have been short—are now being pro- 
duced in such quantities that the supply 
is approaching a balance with demand. 
The Division forecasts that lumber con- 
sumption, including millwork and flooring. 
for the last half of 1946 and for all of 
1947, will total 37% billion board feet. 
Consumption of cast iron soil pipe for 
the same period was estimated at 947,642 
tons; cast iron and steel bath tubs, 2,518,- 
000; sinks, 3,771,000; lavatories, 3,457,000; 
and water closets, 3,563,000. These esti- 
mates represent quantities of materials 
actually required to be put in place, and 
do not include necessary inventory build- 
up. 

. . * 

Price Stability nearer—Also be- 
fore the Producers’ Council, and also in 
an optimistic vein, Thomas S. Holden, 
president, F. W. Dodge Corp., New York 
City, said that “signs of approaehing price 
stabilization have begun to appear. Some 
farm prices have begun to soften . . . and 
prices of agricultural products are usually 
the bellwethers of general price move- 
ments.” While saying that building mate- 
rials prices are considerably higher, they 
average only 47 per cent higher than in 
1939 as compared with an over-all total 
for all commodities of 66 per cent, based 
on figures supplied by the Bureau of Labor 
statistics. Lumber prices, he said, are 90 
per cent above pre-war, plumbing and heat- 
ing materials are up 34 per cent, and ce- 
ment is 16 per cent higher than in the pre 
war year. 

. . 7 

A survey of inventories—lInven- 
tories held by manufacturing companies 
have not been increasing, since June 30, 
as rapidly as sales, according to a nation- 
wide survey by Merrill, Lynch, Pierce, 
Fenner & Beane. Retailers have shown a 
tendency to increase stocks more rapidly 
than manufacturers, but well under half 
of those interviewed reported inventories 




















growing faster than sales. Three factors 
have been working to increase inventories: 
Shortages of parts adding to inventories of 
semi-finished goods; higher prices that 
raised the value of existing inventories; 
and some withholding of goods in antici- 
pation of higher prices. The latter cause 
operated in less than 10 per cent of manu- 
facturers surveyed. Manufacturing inven- 
tories increased proportionately less than 
sales in 56 per cent of the companies, 
about the same for 27 per cent and more 
in 17 per cent. Retail inventories gained 
more slowly in 34 per cent, the same in 
25 per cent and faster in 42 per cent. 
Roughly, half of both manufacturers and 
retailers said that their inventory goals are 
the same today as they were on June 30. 


The lead shortage—Today’s short- 
age is plaguing industrial users of lead 
in such widely diversified fields as paint, 
plumbing, printing, utility cables and lead 
foil. However, no industry has felt the 
pinch worse than the makers and users of 
storage batteries. While substitute materials 
are being used in place of lead in various 
lines, battery makers are dependent on 
lead as an essential, and they are by far 
the largest consumers of the metal. Third 
quarter manufacture of replacement bat- 
teries was restricted by Order M-38 to 19 
per cent of the 1944 usage of lead for this 
purpose. The fourth quarter allotment for 
small users will remain unchanged, but 
large users will be cut some 20 per cent. 
While lead is unrestricted for use in orig- 
inal equipment batteries, manufacturers 
are having difficulty locating sufficient 
sources. For primers, the paint industry 
has been able to substitute zinc chromate 
for red lead. Production of outside paint 
has been curtailed to a “trickle,” both 
because of the white lead shortage, and the 
fact that this type of coating requires more 
oil and pigment than other paints. 


Farm equipment continues 
scarce—The U. S. Agriculture Department 
has predicted that supplies of farm ma- 
chinery, attachments and repair parts for 
the 1947 planting and cultivating seasons 
will show little if any increase over the 
past year. Continued shortages of mate- 
rials and labor are adversely affecting pro- 
duction. While output for the past year 
was about 5 per cent below the relatively 
favorable level of the previous season, it 
would have been better, the department 
said, except for labor-management disputes 
in major machinery plants. The depart- 
ment predicted that prices of most items 
of new machinery will be higher than this 
year. It also forecast a higher level of 
farm production costs in 1947. It said farm- 
ers’ “out-of-pocket” operating expenses 
mounted from something less than $6,200,- 
000,000 in 1940 to nearly $11,300,000 in 
1945. Further increases, not yet totaled. 
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t for Yes...as fast as flies multiply, INSECT-O-BLITZ profits will build for 
but you...if you'll just let a counter display tell your customers you have 
cent. it in stock. Because INSECT-O-BLITZ has now been used in millions of 
orig- homes where it’s proved itself an easily-used, fast, safe insecticide. 
irers Satisfied customers tell others about INSECT-O-BLITZ!.. And satisfied 
cient customers come back for more! 
istry Your sales story is easy. Just tell your customers that INSECT-O- 
nate BLITZ is still exactly the same as supplied to the U. S. Armed Forces 
aint where it proved its effectiveness overseas in controlling disease-bearing 
both flying insects. 
the Let your customers know how economical it is. One dispenser will 
nore protect an average home a season...at a few pennies per room per 
application. 
Tell your customers how safe it is. When used as directed, INSECT- sses-eiadiidiides 
O-BLITZ is absolutely harmless. It’s non-inflammable . . . non-expiosive. ? acws etencorens 
ues Tell your customers how easy it is to use. It takes only four seconds st Rector aeceatieneices ion 
ent to spray the average 1000 cubic foot room with INSECT-O-BLITZ. When ’ onmee Ot seosatens “i soon 
ma- not in use, the self-spraying steel dispenser is sealed. There’s no waste Diddle Diflvors Methene (Freon 12) 05.00% 
for ...nothing to fill or spill...to mix or pump. INSECT-O-BLITZ is always 
ons ready and stays that way. a 
the Put INSECT-O-BLITZ on your counter. It not only “sprays ’em and ee ae rene 
ite- slays ’em”...IT SELLS ’EM! 
ro- 
ear ORDER YOUR INSECT-O-BLITZ FROM YOUR DISTRIBUTOR OR DIRECT 
ay Price List: Aerosol INSECT-O-BLITZ retail list price $3.00 per unit. Foir- | 
” traded $2.95. Subject to liberal trade di ts. F.O.B. destination on 3 @ 
nt cases or more. Presently packed 24 per case. on 
es © Contains 3% DDT Aerosol @ Harmless to humans when 
rt- Grade. used as directed. 
ms © 2% Pyrethrum (.4% Pyrethins). © Non-inflammable. 
118 
of 
n- INSECTICIDE DIVISION 
. INDUSTRIAL MANAGEMENT CORPORATION 
. SALES OFFICES: 458 South Spring Street, Los Angeles 13, California; 38 South Dearborn Street, Chicago 3, Illinois * FACTORY: Valparaiso, indiang 
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And here are Sreasons why: 


1 More Profit per Sale. A substantial unit 
of sale, worthy of your time and effort. 


2 A Sales Policy that Protects You. Prime 
sells only through recognized jobbers, 
relieves you of service worries. 


3 Acceptance and Standing. Prime offers a 
12-year record of success, and experience 
unequalled in the industry. 


4 Consistent National Advertising. Prime 
’ controllers have been advestinel regular- 
ly for more than 12 years in the farm 
papers your customers read. 


i. Sofety. Every Prime hi-line controller 
bears the label of Underwriters’ Labora- 
iy tories, Inc. 


Yes, there is money in electric fence con- 
trollers—when you concentrate on Prime. 
Prime controllers deliver the strong, de- 
penable shock farmers want. That makes 
friends for Prime—and for you. 


Prime’s new models give you more to 
sell than ever—new features—new talk- 
ing points. See your jobber and order 
your Fall requirements now. 


The Prime Mfg. Co. 


Milwaukee, Wisconsin 


VYlewu Model 


with the new Shock 
Control and Muiti- 
ple Signal Lights... 


For the first time 
— a controller that 
tells the user auto- 
matically — not if 
but bow much shock 
is on the fence. 
110-120 V 60-cycle 
A.C. Model 486... 
Retail price $44.50 











are for 1946. The department said that 
farmers will have to pay higher wages, also 
higher prices for feeds, equipment, build- 
ing materials, fertilizers and other sup- 
plies, at least through early 1947, than in 
1946. Effective Oct. 3, OPA ruled that 
imported farm machinery and equipment 
will remain under price control. 
. 7 > 

Auto tire outlook Although 
manufacturers are making more automo- 
bile tires than ever before, it is unlikely 
the supply will be sufficient to take care of 
all demands until the third quarter of 1947, 
rubber authorities said recently. How- 
ever, tires are easier to obtain than earlier 
this year. There are two main reasons for 
the continuing short supply. First, all deal- 
ers have a large backlog of orders from 
customers who have had no new tires since 
the war stopped deliveries in 1941. Second, 
people are driving cars longer than ever 
before, and must have replacements for 
tires that daily are wearing out. The in- 
dustry is now producing at a rate 40 per 
cent higher than ever before. Between 80 
and 85 million units are being made, on 
an annual basis, and of these about 65 
million will be passenger tires. However, 
about 25 million passenger authomobiles 
are operating in this country, and even 
with this year’s expected record production 
the total for 1945 and 1946 would not pro- 
vide four new tires for each old car. Akron 
tire makers say that the quality of tires, 
made largely of American synthetic rubber, 
is improving, as the manufacturers gain ex- 
prience with the material. Some makers 
assert their synthetic tires are better than 
their pre-war natural rubber tires. How- 
ever, imports of natural rubber now make 
possible the manufacture of tires with 13 
per cent natural rubber, and the amount 
may rise to about 25 per cent by the end of 
the year. Supplies of tires for heavier 
trucks and buses are much improved. 
Those for the smaller trucks of general de- 
livery type continue scarce. 
see 


Rulings affecting lumber—Hous- 





| extended to cover sawmills, despite vigor- 





| 


| may use twice as much softwood plywood 


ing Expediter Wyatt announced that, effec- 
tive Nov. 1, lumber priorities will be 


ous opposition from lumber producers. The 
order will enable lumber yards and other 
dealers to serve on the sawmills the housing 
priority handed to them by the builder of a 
veteran’s home. A plan is said to be in 
preparation to relax the requirement that 
lumber yards hold 80 per cent of their sup- 
plies indefinitely for priority orders. This 
requirement may be dropped to 50 per 
cent. Builders of conventional type houses 


in home construction in the remainder of 
this year as in the third quarter, and soft- 
wood plywood will also be available for the 
first time to certain essential industrial 
uses under limitation order L-358. Effective 






Breeze or 
low 
Monitor 


WINDMILL 


" Governor @ 
CONTROLS R.P.M. 


5 m.p.h. Wind—Monitor 
Windmills are sensitive to 
very light winds. Auto- 
matic wind “governor” 
completely releases wheel 
brake. Ball and roller 
bearing construction as- 
sures adequate water sup- 
ply, even during calm 
summer months. 










40 m.p.h. Wind — An 
automatic wind“ governor” 
on the Monitor Windmill 
applies wheelbrake, pre- 
vents runaway wheel speed; 
assures constant pumpi 
speed in varying win 
velocities. 


Here is a windmill that will save 
your farm customers many hours 
of work and worry. Investigate 
our special dealer plan. Write 
your nearest Baker branch. 
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POW SEHR WINDMILLS 








@ BRANCHES @ 
BAKER MFG. CO. Minneapolis, Minn; 
Madison, Wis, Fort Dodge, lo, Cedor 
Rapids, la, Omaha, Neb, Konsos City, 
Mo; Enid, Okla; Hutchinson, Kan 
BAKER MFG. LTD. Winnipeg, Canodo 
AXTELL CO . Fort Worth, Tex, Amarillo, 
Tex, Lubbock, Tex, Son Angelo, Tex 








Oct. 3, to encourage production, the ceiling | 









BAKER MANUFACTURING CO., EVANSVILLE, WIS 






HARDWARE AGE 

















Ag 
pre 


stai 


To 
Pe 
Ev. 
Qi 
wil 
FIf 
tai 
er 
tril 
be 


on 


si 


oc 
















Applause is a natural expression of ap- 
preciation . . . and so it is with the great 
American Public's appreciation for the out- 
standing performance of Peerless Heaters. 





Today's great demand is a result of 
Peerless insisting on QUALITY FIRST... 
Even with today’s unprecedented demand, 
Quality Remains First... and QUALITY 
will continue to be 
FIRST . . . thus main- 
taining consumer pref- 
erence. See your dis- 
tributor—and Remem- 
ber—PEERLESS First 
on the Heat Parade. 
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MANUFACTURING CORPORATION 


INCORPORATED 
LOUISVILLE 10, KENTUCKY 
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KESTER PAYS 
OFF HERE... 











for Ready Sales ° Steady Profits 


KESTER Metal MENDER 


@ Sweet music you'll hear often, with a NEARBY 
DISPLAY of Kester Metal Mender. The attractive 
green Kester display carton, up there where your cus- 
tomers are sure ‘to see it, makes extra sales. 


@ There’s still a scarcity of many items and people who 
never even tried to mend things before—who threw 
away broken or leaky metal articles and bought new— 
will mend them now if you supply them with Kester 
Metal Mender. 


@ Most of your trade already knows Kester Metal 
Mender—it’s been nationally advertised for years. It’s 
the convenient home solder anyone can use. The flux is 
right in the solder—no muss or fuss 
—just apply heat and the job’s 
done! 





Order Kester Metal Mender from your jobber! 





KESTER SOLDER COMPANY 
4207 Wrightwood Avenue Chicago, Illinois 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 


= + 
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*Seenecce sete 






KESTER 





ie ae ee, ee Se Se 9 














NONE-BETTER Thin 
Wall Socket Sets sell 
rapidly because they 
are designed for today’s 
jobs in shop, home and 
farm. These modern Thin 
Wall Sets adapt themselves 
readily to hard-to-reach, hard- 
to-turn spots which yesterday's 
tools can’t touch. 


The NONE-BETTER Thin 
Wall Socket Set illustrated is a 
professional kit containing 49 
pieces as shown. It covers a 
wide range of work under a 
wide range of conditions. It will 
reach through narrow openings 
into obscure corners with ease. 


NONE-BETTER profits are 
yours for the asking. You are 
furnished with attractive display 
boards to boost sales in your 
store. You sell a product of un- 
rivaled performance and Guar- 
anteed quality. And you handle 
a line sold in hardware stores 
exclusively. Modernize your 
stock today. 


ont 









sold only in theffbetter hardware stores 
THE NEW BRITAIN MACHINE CO 
NEW BRITAIN, CONN 















price on eastern spruce was lifted $4.00 
per 1,000 board feet. A raise of $1.00 per 
1,000 was allowed on several kinds of pine 
and hemlock from the northeast and Atlan- 
tic coast regions. 
* . s 

Limitation orders remaining — 
CPA’s September bulletin on priorities 
listed only 16 limitation or “L” orders still 
in effect, largely governing glass and tex- 
tile manufagturers. In the “live” list, how- 
ever, remain orders L-63 (Wholesalers’ 
and retailers’ inventories) and L-219 (Con- 
sumers’ goods inventories). Among the 
“M” orders still in use are found M-2] 
(iron and steel), M-39 (lead), M-43 (tin), 
M-84 (manila and sisal fiber and cordage), 
M-310 (hides and leather), M-328, also 
M-375 (work gloves) and M-390 (hide 
glue stock). 

* > s 

International controls near end 
—International allocation control over natu- 
ral rubber will end Dec. 31, “in view of 
the increased quantities of natural rubber 
becoming available,” the six-nation Com- 


| bined Rubber Committee announced this 


month. Fourth quarter allocations are the 
last it will handle, and those are already 
made. This release will permit natural 
rubber transactions in a free world market, 
subject only to the various restrictions of 
individual governments. It is not likely that 
it will mean an end of natural rubber allo- 
cations within the United States. Controls 
here are expected to continue as in the 
past, with natural rubber being channelled 
to users by the government. The combined 
rubber committee was formed in 1945. The 
member countries are the United States, 
the United Kingdom, The Netherlands, 
France, Belgium and Canada. 
. os . 


Eureka Williams sales — Total 
sales, for the year ended July 31, 1946, by 
Eureka Williams Corp., including war ma- 
terial and claims resulting from termina- 
tion of war contracts, increased 43 per 
cent over the previous fiscal year, from 
$12,400,000 to $17,700,000. Shipments of 
civilian products represented $9,700,000 of 
that amount, which compares with $4,000,- 
000 for the combined civilian sales of the 
separate Eureka and Williams companies 
for the last full pre-war years which ended 
in 1941. 

7 s * 

Vacuum cleaners gaining—Vac- 
uum cleaner sales have reached an annual 
rate of more than 2,700,000 units, substan- 
tially higher than in 1941, according to 
B. C. Neece, Landers, Frary & Clark, New 
Britain, Conn., president, Vacuum Cleaner 
Manufacturers’ Association. He took issue 
with a statement by CPA Administrator 
Small, to the effect that women cannot 
obtain household vacuum cleaners “and 
have little hope of getting them for a 





while.” Mr. Neece said the CPA statement 





“does much injustice to an industry which 
is amply serving current consumer needs, 
and of course cannot help but discourage 
many homemakers, or convey an utterly 
wrong impression to them.” August factory 
sales of domestic-size cleaners hit an all- 
time high of 225,165 units, Mr. Neece said, 
while from January to August, factory sales 
almost doubled as the industry made a 
“complete change-over” from war manu- 
facturing. Vacuum cleaners are available 
for immediate delivery everywhere in the 
United States, Mr. Neece told the Admin- 
istrator. 
sd oa > 

Steel priorities denied—Perhaps 
in the above connection, it is significant 
that CPA Administrator Small has ruled 
out steel priorities for manufacturers of 
stoves and similar consumer durable goods, 
including vacuum cleaners, refrigerators, 
washing machines, radios and sewing ma- 
chines. “We now have practically full pro- 
duction and full employment,” Mr. Small 
said. “Extra steel for one industry can 
only come from taking it away from others 
that need it just as much.” 

* 7 > 

Aluminum wire for copper—lIt 
is generally known throughout consuming 
industries that the supply of copper “spe- 
cial shapes” is extremely short, if not prac- 
tically extinct, in the case of many con- 
sumers. A further reflection of this 
situation was shown in a recent statement 
by the U. S. Rubber Co., which said: 
“Because of the current copper shortage, 
U. S. Rubber Company will substitute 
aluminum for copper in some of its build- 
ing wire and cable now going into pro- 
duction. The insulated aluminum wire will 
be made in all sizes, as approved by Un- 
derwriters’ Laboratories.” Aluminum has 
high electrical conductivity, light weight 
and adequate flexibility, according to the 
company’s wire and cable department. 

* * * 

Lead and antimony—CPA has 
revised lead quotas for manufacturers of 
automotive replacement batteries in the first 
quarter of 1947 to equalize the use of lead 
for smaller manufacturers. Manufacturers 
of replacement batteries who used less 
than 70 tons of lead for this purpose in 
the third quarter will be permitted the 
same amount for the fourth quarter, while 
manufacturers who used more than 70 
tons in the third quarter will be limited 
in the fourth quarter to 80 per cent of 
the amount they used in the third quarter. 
Manufacturers of batteries for original 
equipment are authorized for the fourth 
quarter the same amount of lead they used 
for this purpose in the third quarter. Manv- 
facturing quotas have also been estab- 
lished for type lead, and for sheet, pipe, 
and other components of new chemical 
equipment. Manufacturers of these items 
will receive the amount of lead used in 
the third quarter. By recent CPA action. 


HARDWARE AGE 








ee 


ters. 
THI 





oc 








ry which 
er needs, 
liscourage 
In utterly 
st factory 
t an all- 
eece said, 
tory sales 
made a 
ir manu- 
available 
e in the 
» Admin- 





-Perhaps 

gnificant 

as ruled 

urers of 

e goods, 

gerators, 

ing ma- 

full pro- 

, Small 

try can 

n others 

per CAST IRON COOKING UTENSILS 
suming 

Ta OR more than 80 years housewives the 
ry con- World over have used Griswold Cast Iron 
Powe Ware with the solid assurance of well 
said: ql cooked, nutritious meals for their families 
ortage, ... Griswold Cast Iron utensils and Grand- 
ern, mother’s cookbook full of tempting recipes 
1° pee have no trouble today in winning the hearty 
re will ie | applause of folks who like to eat well. As we 
C _ swing into peacetime production, your pro- 
weight fits on Griswold turnover will mount to 


steady income as the years come and go... 
We thank you all for your continued loyalty 
to Griswold products., We kindly request 


to the 
it. 


\ has 

ee : your further patience until more manpower 
f lead a is available and reconversion can actually 
turers mm be accomplished so that orders can be filled 
ings \ | MN promptly. 
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WHY do it 
the hard way 








BY POWER! 


You can use your own 

hand tools on the 

OSTER No. 422 Power 
Vise Stand 


""Moforize your stocks and dies!’ 
Let the Oster No. 422 Power 
Vise Stand take over the time- 
muscle-wasting job of cutting 
off, reaming, and threading 
ipe. Get the work out faster, 
tter, and without effort! 


No. 422 ie only 140 pounds 
(it's the lightest weight, motor 
driven, power pipe machine 
obtainable!) ... easy to handle 
. » + sets up in two minutes ... 
always ready for action in the 
shop or on the job. 


Standard range is !/,” to 2” 
pipe. Range with special, uni- 
versal drive shaft is 2!/.” to 6”. 
Write for FREE illustrated cata- 
log. Mention “List No. 22-A." 


THE OSTER MFG. COMPANY 
2028 E. 61st St. ¢ Cleveland 3, Ohic 














antimony ore and metal is brought back 
under import control by adding antimony 
ores, concentrates, metal and alloys to the 
list of materials subject to general im- 
ports order M-63. 
. . 7 

Release expected steadily—Roy 
L. Thompson, chairman, Price Decontrol 
Board, predicts that during the next six 
months price control “and all its irritations 
and problems will be a long way toward 
bowing out of the picture.” In an address 
prepared for a meeting of state officials of 
the American Retail Federation, Mr. 
Thompsen said he saw signs pointing to 
“less and less need, month by month, for 
price control on many fronts.” Mr. 
Thompson pointed out that about 60 per 
cent of the country’s privately produced 
output is at present under price control, 
and that this compares with 80 per cent in 
June, 1945. Citing record-breaking pro- 
duction in many manufactured lines, and 
on the nation’s farms, Mr. Thompson said 
he did not think it would be long before 
the need for price control will be “swept 
overboard by waves of production.” 

* . . 

Ask Freeing of leather—Claude 
Douthit, chairman of American Hide & 
Leather Co., is one who urges the removal 


of price controls on meat, hides, and 
leather. He said hide and leather receipts 
have dwindled almost to nothing since re 
imposition of meat controls in August, and 
that “there is no hope of adequate profits 
until raw stocks start moving freely. In 
our opinion this cannot happen until the 
controls are completely removed on meat, 
hides, and leather.” There is also a deep 
fear among manufacturers of sports equip- 
ment, due to hide and leather controls. 


Relief seen—but not decontrol 
-Recently Reconversion Director Steelman 
announced a program designed to ease “the 
serious leather shortage” by stepping up 
imports and holding exports to a minimum. 
However, he said, “There can be no change 
in controls over domestic hides and leath- 
ers, until there is a better balance between 
Action to step up 
continued, 


supply and demand.” 
imports, the announcement 
“were made necessary by a growing short- 
age of domestic hides and leathers which 
has threatened to curtail shoe production 
40 to 50 per cent in the next three months.” 
Under the new program, CPA will revise 
its allocation regulations so that so-called 
“base period” tanners and contractors may 
import and process raw cattle hides and 
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The value of name brands is emphasized strongly in this advertisement of The 
Union Fork & Hoe Company, Columbus, Ohio, which appeared on the front cover 
of the October 10, 1946, issue of HARDWARE AGE, and which says in part: “During 
the war, people sought name brands for the best possible quality and honest 
values. In the years ahead they know that makers of name-brand goods will never 
be satisfied to stop at any fixed grade or standard but will work constantly to 
excel.” An unusual, and exceedingly courteous, touch is the inclusion of other 
famous brand names which appear in the lower left corner. 
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calfskins without counting these against 
their domestic quotas. No price adjust- 
ments will be made on leather from im- 
ported raw. cattle hides, but OPA will ad- 
just the price of leather made from im- 
ported calfskins, to reflect the higher cost 
of imported skins. Mr. Steelman said ex- 
ports of hides, skins, and leather will be 
held to a minimum “consistent with proper 
relations with other countries,” and he 
stressed that the allocation and price pro- 


grams affect imports only. 
* * * 
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The nation’s trial balance—As 
of Oct. 1, this accounting of the nation’s 


economic ledger was submitted by Recon- 


3 wn U version Director John R. Steelman: 
| On tHE Creprt Swe: 
Civilian employment—Now at an all-time 
|high of 58,000,000, including 10,000,000 
| veterans. 
POT we 0 ao K sy | Unemployment—2,000,000 compared with 
| the 2,700,000 postwar peak and 8,000,000 


in August, 1940. 
and Screen Holders | Business profits—At an all-time high an- 


Fast-moving 3-WAY POT HOOKS will |nual rate of nearly $11,000,000,000 after 
make a welcome addition to any hard- | nanan. 
ware line. They sell themselves to any cus- | Farm income—At an 
tomer who is painting his house, cleaning | peak, and farmers less debt burdened than 
or painting storm sash and screens. | ever before. 

Private industrial production—Reached 
}an annual rate of about $172,000,000,000, 











unprecedented 





| highest in peacetime history. 
i | Consumer spending—For goods and ser- 
| ) | vices now at a rate of $126,000,000,000 a 
Retailing at two for 20c, 3-WAY POT | year. 
HOOKS were designed by a professional New Construction—Expenditures passed 
painter They hold paint cans firmly | the billion-dollar mark in August, the 
against either side of the ladder where highest since the war month of November, 
they cannot sway and spill paint. There 1942 
is nothing to turn, nothing to adjust, and : 


no damage to the side of the paint can. Income payments to individuals—At an 


annual rate of $167,000,000,000, highest in 
history. 

On tHE Desir Side: 

Taxes—Must continue at present high 
levels until inflationary threat subsides. 

Prices—Rose more in the three months 
following expiration of the old OPA act 








3-WAY POT HOOKS can also be used to , ; 
hold screens, storm sash, doors, and other | June 30, than in the previous 38 months. 
large, flat items on step ladders, at the | ”ages—Take-home pay dropped 8.5 per 


Transportation—Serious shortage of ser- 
viceable freight cars, causing reconversion 


bottlenecks. 


most convenient height for painting, | cent between April, 1945, and July this 
this is speculative hoarding. 
safely inside the can, work on either side 
+ . * 
Two for 35¢ retail. 


cleaning or repairing. year. 
Materials—Many key commodities still 
of the ladder, support screens and storm 
DEALERS: Write for details of 


eo if Business inventories—Accumulating at a 
G J FOR 
scarce, including iron, steel, sheet alu- 
sashes on ladders, and suspend brushes 
attractive dealer arrangements. 


CPA’s present “re-caps”—CPA 
Administrator John D. Small told the Pro- 
ducers’ Council recently, that he sees a 
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Dri-Seal 

















rate of $6,500,000,000 a year—“a rate that 
cannot go on indefinitely’—and some of 
PROFESSIONAL PAINTERS | «: , . 
minum, tin, lead, lumber, rubber plastics 
5-WAY POT HOOKS hold spare brushes | | resins. 
in oil or turpentine for cleaning. Nothing 
to adjust, nothing to get out of order. 
ENTERPRISES brightening outlook for building materials 
643 Bloomfield Ave.,Verona,N.J. | supplies almost “all along the line.” The 
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pate brush or spray liquid Dri- 
Seal on wood, masonry or leather 
and they shed water like a seal’s skin. 
Dri-Seal quickly penetrates pores and 
seals out water. Treated surfaces are 
impregnated — no peeling off. Any- 
one capable of painting can apply — 
no experts required. 

Dri-Seal prevents mildew, fungus 
growth, dry rot. Stops termites. Meets 
the rigorous demands of semi-tropical 
and tropical climates. 

Uses for Dri-Seal products seem 
endless. Just a few of the many are: 
basements . . . concrete water tanks 
... Silos... boats . . . leather sport- 
ing goods ... shoes .. . luggage... 
buildings... window sashes and sills 
..- harness. Farm, home and factory 
offer a tremendous 3-way market. 
The first sale means repeat sales. 


Dri-Seal Products Inc. has an 
attractive proposition for whole- 
salers and dealers. Write today. 


DRI-SEAL 
PRODUCTS INC. 


2326 N. 3rd Street 
MILWAUKEE 12, WISCONSIN 






























Yes, versatile is the 

word that aptly describes 
the Master STREAMLINE 
steel tape rule. 

Its accuracy, of course, has 
never been questioned but, 
in addition to extreme accur- 
acy, STREAMLINE performs 
many measuring jobs. You can 
use it with confidence as a 
caliper, height gauge, scriber and for 
inside measuring. This last use is par- 
ticularly outstanding since'the reading 
is made directly on the rule itself — 
no adding or subtracting is necessary. 
The lever brake holds the reading 
indefinitely. 

Note STREAMLINE's fine chrome 
plating and extra long tip which acts 
as a claw in holding the blade steady. 
Also note that spare blades can easily 
be inserted. 

Restock with STREAMLINE at once 
—available in 6 and 8 foot sizes. 


MASTER RULE MFG. CO., INC. 


201 Main St., White Picins, N. Y. 
BRANCH: P. ©. BOX 1587, OAKLAND, CAL. 
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gap is gradually narrowing, he said, be- 
tween supply and demand for hardwood 
flooring, softwood plywood, bricks, gypsum 
board and lath, cast soil pipe, asphalt 
roofing and siding, warm air furnaces and 
radiation. Some of these products, he added, 
will even be able to meet the requirements 
for this year. Still on the doubtful list, he 
said, are lumber, water closet bowls, sinks, 
nails and cast iron pressure pipe. Elab- 
orating as to a few of these lines, Mr. 
Small reported that: Asphalt roofing and 
siding should be in good supply “before 
long.” Estimated August production was 
6,700,000 squares, a new record. On gyp- 
sum board and lath, while production this 
year will lag below total requirements, 
output next year should exceed total re- 
quirements of more than 4,000,000,000 sq. 
ft. Warm air furnace output should meet 
requirements by next spring. Sixty thou- 
sand units were estimated as the August 
output, against 55,000 in July. Nail manu- 
facturers will have to “drive hard” to meet 
even 1947 requirements, estimated at 72,000 
tons a month. Shipments in August hit a 
new high for 1946—61,000 tons, about 20 
per cent above July output. Output of 
radiation in the fourth quarter should ex- 
ceed requirements. August production of 
cast iron radiation was 3,850,000 sq. ft., 
an increase of 20 per cent from the pre- 
ceding month, while convector radiation 
output jumped to 2,340,000 sq. ft. in 
August, a gain of 26 per cent over July. 
*e* @ 


Recent sales reports—Sales of 
U. S. department stores showed in the 
Oct 5 week, a decline in the rate of gain 
which has been maintained for several 
years, according to report by the Federal 
Reserve System. The week’s increase over 
the year-ago mark was 14 per cent, while 
the latest four weeks gained 25 per cent. 
The weaker showing in the Oct. 5 week 
was accentuated by a decline of 17 per 
cent in the Cleveland district, and by a 
gain of only 2 per cent in the New York 
area, partly attribute to regional labor 
disturbances. Surprising marks continue in 
the mail-order groups. September sales of 
Montgomery Ward and Co. rose to a new 
record, $94,005,156, increasing 70.4 per 
cent over a year ago. Sales in the eight 
months ended Sept. 30 increased 52.8 per 
cent, to also set a new record. Sears, Roe- 
buck & Co. reported new high sales records 
for September and the first eight months 
of its fiscal year. September sales increased 
81.6 per cent, from a year ago, to $148,- 
455,884. For the eight months sales gained 
63.6 per cent over the corresponding 1945 


| mark. F. W. Woolworth Co. reported Sep- 


tember sales compared with a year ago 
gained 14.1 per cent. For the nine months 
ended Sept. 30 sales made an increase of 
13.7 per cent over the 1945 comparison. 
S..S. Kresge Co.’s corresponding gains were 








Get that Screw 


SELF-CENTERING 
PUNCH 


Help the carpenters build 10 million homes. 

© Tapered to fit the hinge. 

e Made of hardened steel. 

© Sold thru Hardware Wholesalers. 

© Electros & catalogue sheets free. 
Each doz. has a display card. 


~~ Sfelea 


METAL PRODUCTS INC. 


SHELTON, CONN. 




















12.3 and 9.5 per cent. 





FOLDING 


Clothes Dryer 





A Household Necessity 


30 FT. OF DRYING SPACE 


Opened Collapsed 
W-31", H-64 31” x27" x 5” 
PACKED 6 TO CARTON 
SHIPPING WGT. 42 LBS. 

Jobbers and Dealers write 


133 Carnegie Woy, N. W., ATLANTA 3, GEORGIA 
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| Hardware Store Items 
That Have 
Been Decontrolled 


(Continued from page 159) 


5. Malleable iron unions and union fittings 
limited to the following: 
a. All fittings larger than 2” IPS regardless 
| of pressure designation. 
b. All fittings designated by the manufac- 


KEY BLANKS 


Made from the 
» finest brass stock 

\ obtainable, nickel 
f finish only. Care- 





fully selected for 
easy cutting and 
smooth finish. 
Accurate milling 
and correct di- 
mensions provide 
blanks that fit 
















fectly. 
perfectly 

ff 
a WRITE FOR FREE 
, = CATALOGUE AND 
ADDRESS OF NEAREST 


JOBBER 
Mfrd. by 


/ HUGO MANUFACTURING CO., INC. 


6470 Epworth Blvd., Detroit 10, Mich. 
SOLD ONLY THRU YOUR JOBBER 











THIS TOP QUALITY LOCK 
MAKES NEW FRIENDS 
— AND PROFITS 








: FOR YOU § 
a NEW REVOLUTIONARY 


TWISKEE 


The BRASS Lock with the Twisted Key 


Here’s WHY TWISKEE has no equal: 
Its brass body and mechanism is rustproof, 
salt-water-proved for corrosion resistance 
in marine and every outdoor use. There 
are no tumblers to freeze, rust, corrode or 
wear. Tough, too—with its case-hardened 
shackles, it cannot be chiseled or sawed 
open. And SAFE — TWISKEE Locks can 
only be opened with the Twisted Key, for 
which no duplicate can ibly be impro- 
vised. Unlimited key changes. 
Order TWISKEE Locks through your Job- 
ber TODAY. Prompt delivery ae individ- 
ually boxed, 12 to a display carton. 
JOBBERS! Write for literature and prices! 











UNA LS 
732 W. Virginia Street, Milwaukee 4, Wisconsin 
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turer for more than 150% SWP regardless of 
size. 

c. Flanged unions. 

6. Brass flanged and screwed fittings includ- | 
ing unions and union fittings (but not in- | 
cluding circulating boiler fittings) limited to | 
the following: 

a. All fittings larger than 2” IPS regardless 
of pressure designation. 
| b. All fittings designated by the manufac- 
turer for more than 1254 SWP (MIP) re- 
gardless of size. 

ce. Railing fittings. 

7. Swing joints, expansion joints, and 
flexible joints. 

8. pper and brass sweat or solder joint 
fittings limited to the following: | 

a. Sizes less than %” O. D. tubing. 
b. Sizes longer than 2%” O. D. tubing. 


_ 9. Brass flare fittings limited to the follow- 
Ing: 

a. Sizes larger than 2%” O. D. tubing. 

b. All fittings especially designed to SAE 
standards and so designated by the manufac- 
turer. 

10. Bronze fittings with ends for high tem- 








perature brazing. 

11. All forged or cast steel, carbon steel, 
steel alloy fittings, screwed, flanged or weld- 
ing ends except welding and fittings designated 
by manufacturer for less than 250% SWP. 

12. All prefabricated pipe, except pipe cut 
to specified length or pipe on which fittings 
are “made on.” 

18. Nipples, black and galvanized, except 
radiator nipples and those manufactured from 
standard weight welded steel pipe and welded 
genuine wrought iron pipe, threaded both 
ends, in pipe sizes 6” or less and in the lengths 
shown in the National Bureau of Standards 
Commercial Standard No. CS5-46. 

VALVES, tire and pneumatic oral inflated 
valve. All automatic regulating and/or float 
valves. 

VANES, weather. 

VENETIAN BLIND HARDWARE. 

VISORS, sun. | 

VOLLEY BALL EQUIPMENT except ap- 
parel and shoes. 


Ww 


WALKERS, baby. 

WASHERS, aluminum. Ferrous washers 
(this suspension does not include any washers 
which may come under the definition of steel 
castings in Revised Price Schedule No. 41, 
high alloy castings in MPR No. 214, manga- 
nese steel castings in MPR No. 2365, malleable 
fron castings in MPR No. 241, or gray iron 
castings in MPR No. 244). Non-ferrous wash- 
ers (this suspension does not include any 
washers which may come under the definition 
of non-ferrous castings in RMPR No. 125). 

WATERERS, poultry. 

WATERPROOFING COMPOUNDS (mason- 
ry) except bituminous roof coatings. 

WATER SPORTS EQUIPMENT. 

WEATHERSTRIPPING, metal and metal 
bound. 

WEIGHTS paper. 

WELDING EQUIPMENT, d.c., arc welding 
types only. A.c., including fus; type weld- 
ing, rotating arc welding: units but not includ- 













REVERSIBLE HUNTING CAPS 
(WITH INBAND) 

Heavy duty, durable duck. Reversible 

red top. Sizes: 634-794 and 67-71. 

Doz. to box. 


No. W-7 Tan Duck 10.50 doz. 
No. W-8 Tan Duck 12.00 doz. 
No. W-9 Tan Duck 13.50 doz. 


No. W-10 Red PoloCloth 13.50 doz. 
(not reversible) 





4 Ks i 


QGINDA/ 


ALL-WEATHER CAP 
Water-repelient cloth crown, RAINDRI 
treated. Heavy red pile ear and neck 
protector, scarlet lined. Reinforced 
visor. Tie top. 67 to 71/4. Red-on-Red, 
Brown-on-Brown, Tan-on-Tan, .00 
Grey-on-Navy. No, H-44 18. 


EAR 
MUFFS 


Genuine Laskin 
lamb. Adjustable, 
flexible band. 
Packed: 1 dozen to 
box, asst. colors. 
No. HA-101 








ing transformer type welders. Welding and 
cutting equipment subject to RMPR 186. Weld- 
ing and cutting equipment, gas, limited to 
torches, tips, regulators, and generators. 

WELDING RODS and coated electrodes. 

WHEELS, buffing and polishing. 

WHITING. 

WINCHES and WINDLASSES, hand and 
power operated. 

WINDOW, anit-fogging compounds. 

WIRE GOODS, bright. (This category does 
net include nails, or. tacks.) 

WIRE. ROPE products, fiibricated. 

WOODEN E, househeld. 

EQUIPMENT, except apparel 


| 





and shoes. 









5-50 


dozen 


1 it-me COLO} 21. im orem 


Established 1895 





Sales Office and Warehouse 


905 Sth Ave. Pittsburgh, Pa. 






























































Shopping Basket Display Attracts Women 


Few women shoppers can resist the lure of a neat. colorful shopping basket. The 
Kohl Hardware Co., Ripon, Wis., places a display of baskets up near the front door 
several times a year and has found that many sales are made as a result. A step- 
up display is used for the showing which permits the display of numerous baskets 
in a mass offering. A sign on one recent display stressed the “lifetime” wearing 
qualities of these good baskets. 
















Bach MONTH more SpeedWay Drills 
come off the production line; are being 
shipped each day. But, frankly, though 
we are beginning to cut into our moun- 
tainous pile of back orders, there's a 
deal of waiting still for a lot of people 
who are ordering SpeedWay Tools today. 
However, because they are worth waiting 
for, we suggest that you place your order 
now with your local SpeedWay deoler 
for earliest possible delivery. 


SPEEDWAY MFG. CO. 


1819 S. 52nd Ave., Chicago 50, Ill. 


No. 89 equipped with Snap-Release Chuck. 
No. 89-J with Jacob chuck (as 
itustrated) . . . $5.00 extra 














Answers to 
Builders’ Hardware Quiz 


(Continued from page 266) 


Chapter 16—Intermediate Course 
JamB-FLooR AND 
Cueckinc-FLoor HIinces 


1. Simpler applications and wider 
openings. 

2. Yes. 

3. By the use of jamb plates. 

4. They are made for both single 
and double-acting doors. 

5. Six. 

6. Jamb, floor and checking floor. 

7. Yes. 

8. Spring butt hinges and pivot 
hinges. 

9. Yes. 


Chapter 17—Intermediate Course 


MortiseE Bit Key 
Locks AND LATCHES 


1. There are three types and the 
double-compression spring type is best. 

2. Right hand, left hand, right hand 
reverse bevel, left hand reverse bevel. 

3. Stand outside and if the door 
swings away to the right it is a right 
hand door. If the door swings away to 
the left it is a left hand door. If the 
door swings toward you to the right it 
is a right hand reverse bevel. If the 
door swings toward yo:1 to the left it is 
a left hand reverse bevel. 

4. (A) One tumbler; (B) three 
tumbler. 

5. ¥ in. beyond casing. 

6. Box strike. 

7. Bit key lock, bath lock, communi- 
cating lock and French door lock. 

8. The French door lock. 

9. Latches have no dead bolt or lock- 
ing feature, as do locks. 


Chapter 18—Intermediate Course 


Mortise CYLINDER 
Locks anp LATCHES 


1. Two. 

2. Front door, vestibule and auxili- 
ary, latch office door locks. 

3. They prevent picking of the latch 
bolt and provide greater security. 

4. So that the cylinders will be the 
proper length for the thickness of the 
door. 

5. Practically unlimited. 

6. By splitting the pins. 

7. A lock having no spring action. 
When locked the bolt is rigid. 

8. (A) Five pin, (B) Six pin. 

9. 144-in. back set. 

10. Yes it is generally conceded that 
a real expert with proper tools can do 
so. 
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Your customers will look for the “CP” | 

* seal on the famous brand automatic gas 

ranges on your sales floor because ““CP”’ is 

? | the only unbiased buying guide of its kind to 


superior cooking performance. The high ““CP”’ 


performance requirements are set by leading 
manufacturers aided by home economists, 
homemakers, and 1,200 gas utilities. That is 
why gas ranges built to ““CP”’ standards have 


every single performance and convenience 
feature women are looking for. That is why 
the “CP” program will move high grade, 
profit-building, automatic gas ranges off your 
sales floor in volume to the 12,500,000 homes 
that have gas ranges more than 10 years old. 



















Ask the manufacturers of the profit lines listed 
below how to build your sales with the ‘““CP”’ 
program, or write Gas Appliance Manufac- 
turers Association, 60 East 42nd Street, New 
York 17, N. Y. 













CASH IN ON THE “CP” PROGRAM 
WITH THESE FAMOUS BRAND NAMES 








A-B ° CALORIC ° DETROIT JEWEL 
ESTATE HEATROLA ° GARLAND ° GRAND 
GLENWOOD ° HARDWICK ° MAGIC CHEF 
O'KEEFE & MERRITT . QUALITY ° ROPER 
SGE-ORIOLE ° TAPPAN ° UNIVERSAL 
WEDGEWOOD ° WESTERN-HOLLY 
In Canada — CLARE BROS. *« GURNEY + MOFFAT 
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GAS THE WONDER FLAME FOR AUTOMATIC COOKING 
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Small Hand Tools 
For Handicrafters 


“Genie Tool” a new type holder and the 
first 22 accessories, designed for the handi- 


craftsman are now available for handi- 





craft work. The tools are all smaller than 
\% in. and consist of gouges, chisels, hack 
saws, outlining knives, chucks and special 
tools capable of cutting square corners and 
holes. These tools are adapted to many 
handicrafts, home repairs, home work 
shops, graphic arts, carving and model 
making. For draftsmen, designers, display 
and advertising men, plastic and leather 
workers. Individually or in sets, 15¢ to 
$14.95. Model Tools, 1060 N. Lake St., 
Burbank, Cal. 


‘Ace Rocket’ Scooter 


A seamless, tubular frame scooter which, 
it is claimed, will withstand a 300 lb. 
test, is now being produced in volume 
by A. C. E. Inc., Transportation Bldg., 
Detroit 26. The “Ace-Rocket” is finished 


Segoe sp ction 





with a baked enamel, combined with 
cadmium plated trim, and is available in 
blue, red or apple green with cream or 
yellow wheels. Riveted three-piece axles 
are free from bolts. Seven inch welded 
wheels carry a % in. molded rubber tire. 
Parking stand and rubber handle grips. 
The scooter weighs 8% lbs., is 35 in. long 
by 32 in. high. Twelve scooters are packed 
to a carton weighing 100 pounds. Retail 
selling price is $4.95. 


‘NWL’ Drain Cleaner 


A flexible, cable type drain cleaner, de- 
signed to clear out stopped drains more 
easily and quickly, has been placed on the 
market by the Nationa! Waterlift Co.., 
Kalamazoo, Mich. The “NWL” Drain 
Cleaner has an automatic cable lock in the 
lower swivel handle, which eliminates the 





familiar thumbscrew cable clamp. When 
this handle is moved up, the lock releases 
its grip on the cable, and when the handle 
is moved down, the cable is secured in 
place. The user can take a good two- 
handed grip on the upper and lower 
handles, start the cable into the drain, and 
feed it in or retract it as rapidly as desired 
by an up or down movement of the bottom 
swivel handle. It is equipped with 25 feet 
of oil tempered spring steel cable which is 
reeled into the ventilated aluminum shell. 
The “tee” handle is of cast aluminum. 
Can be rotated by hand or power driven 
by attaching an electric hand drill to the 
upper handle. 








Ekco Introduces 
Small Pressure Cooker 


Ekco Products Co., 1949 N. Cicero Ave., 
Chicago 39, introduces a smaller model 
pressure cooker. A new 2% qt. version 





(left) of Ekco pressure cooker is designed 
identically the same as the original 4% 
qt. cooker. The diminutive-appearing 
cooker will prepare meals for two or three 
people. As an auxiliary to the large model, 
it will cook vegetables for six or eight 
while the main meat course is being pre- 
pared in the larger cooker. 


Infra-red Heat Lamp 
Has ‘Pyrex’ Bulb 


An infra-red heat lamp with “Pyrex” bulb 
has been added to the “Penetray” line of 
infra-red lamps. “Penetray” with “Pyrex” 
was developed especially te withstand the 
high temperatures generated by infra-red 
heat. The maker claims its primary ad- 
vantage is that it will not accidentally 
break when the bulb is spattered with 
water. The red-colored “Pyrex” glass is 
also claimed to cut down glare. Retails at 
$3.50. Also available in ruby, amber, 
ceramic coated on inside frost types. 
Penetray Corp., Toledo 5, Ohio. 
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INITIATING APPARATUS 
U.S. PATENT NO. 736,704 
Issued Aug. 18, 1903 
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YOU’RE NEVER 
IN THE DARK 


You know where you stand every minute when you 
sell Dexter-Tubulars. You know you're selling a prod- 
uct with honest in-built quality, a product that builds 

~ goodwill for you, because there's a written lifetime 



















guarantee packed right in every box with every latch. 
You know you're helping your customers to save valu- 
able installation time, because Dexter-Tubulars elimi- 


nate all deep mortising and special fitting. 







Catalog No. 121'/2 A 122 Bedroom and 
Bath Set. Locking Rose inside, passed by 


You don't have to go through an elaborate initiation emergency key outside. Solid .wrought 
to demonstrate their advantages. Prominently dis- anigen 
played they'll practically sell themselves, build good- 

will for you today; build profitable sales for tomorrow. 













NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 


Sales Representatives in NEW YORK «+« BOSTON © MILWAUKEE «+ COLUMBUS, OHIO + TAMPA 
DETROIT + PORTLAND, ORE. + ST. LOUIS * BALTIMORE «+ FORT WORTH + CHICAGO 
CLEVELAND «+ PHILADELPHIA + SAN FRANCISCO + LOS ANGELES + OMAHA + KNOXVILLE 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 
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MEET THE DEMAND WITH , Plastic Washer Cover 


The “Tex-Knit” Duraflex Plastic Washer | 
Protector is designed to protect washers | 


‘Dil 
Silv 


Zim 


... @ household word! 


ZIMS are sturdy and efficient, at- 
tractive in both price and appear- 
ance. Housewives all over the 
country know and ask for time- 
saving Zim household appliances. 


Opens any shaped can, 
leaves edges neat and 
clean. Well made for 
long service. Folds up 
out of the way when 
not in use. 


ZIM JAR OPENER 


Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not in use. 


ZIM FLATIRON REST 


An important ad- 
dition to any ironing board. Leaves 
entire board free for ironing. Folds 
back neatly when not used. 


WRITE FOR LITERATURE AND PRICES 





ZIM MANUFACTURING CO. 
Headquarters for Labor - Saving Home Appliances 
3047 Cerroll Ave.—Chicago 12, Illinois 
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| ing out 





| trigger and it goes off with a loud click. 


black or blue with black trigger. 
556 in.; height, 3% in.; thickness, 15/16 
in. Packed 144 to a shipping carton. 


against dust, dirt, oil, and keep the wring- 
| 


ers clean. 


a damp cloth. Fits practically all wash- 


ers. Comes in semi-transparent colors with | 
contrasting color binding and packaged. | 
Manufactured by Tex- | 
tile Mills Co., 2637-69 W. Polk St., Chicago 


Retails for $2.95. 


12, Tl. 


‘Tri-ogen’ Rose Spray 


Rose Mfg. Co., Beacon, N. Y., is bting- | 
packages of | 
sizes in | 
duotone cellu-lustre Christmas kits are | 
The special Christmas “A” Kits | 


| TABER, BUSHNELL & CO. 


special Christmas 


“Tri-ogen,” Rose Spray. Two 


available. 
(24 to case) are listed at $1.50 each and 


the large “B” Kits (12 to case) at $4.00 
each, subject to regular terms and dis- 
counts. 


Toy Pistol Clicks 


A toy pistol that really works—pull the 


Made of molded plastic in brilliant red, 
Length, 


Is made of pliable, water-re- | 
pellent plastic, and can be kept clean with | 





Mack Molding Co., Inc., 100 Main St., 


Wayne, N. J. 








SPEEDY HANGER FOR 
TROUSERS AND SKIRTS 


Hew HOME VALET 


Garments slip in or out instantly as de- 
sired, without manipulation or adjust- 
ment of slides, clamps or other fasteners. 
With the patented equalizer bar one 
end-of each hanger arm is always open 
ready to receive garments, yet lightest 
of summer skirts or thickest tweed trous- 
ers hang equally securely. Increases 
usable space when used on closet doors. 
Holds four garments in full length, tail- 
ored storage. Saves time, space, clothes. 
Nickel plated steel. At men’s clothing, 
department and hardware stores. 


















Minneapolis 1, Minn. 
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Cenning in tin cans saves time! 


Saves flavor! Saves the product! 1946 Burpee 
Cen Sealers and Burpee Pressure Canners 


‘ 


he Modern Way 


BURPEE CAN SEALER COMPANY 


Barr ngton HHlimors 
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‘Dip’n Shine’ Is New AOE eS eT i 


Silverware Cleaner | f area a iy age 
A new, quick-acting liquid silverware | a oA ; YF 
cleaner is being introduced by Higgins , J 9 7 ’ 


Products Co., 5005 Exposition Blvd., Los | 
Angeles, Cal. 


















VANATTA 






: Six interchangeable 
~ screw-in tips adapt 
“Dip’n Shine” is claimed to virtually iron to a variety 

incorporate the silver cleaning process with | of soldering jobs. 
dishwashing. Knife, fork or spoon is sim- | 































































Minn ply dipped into a jar of this liquid and 
removed and wiped off with a clean, dry | 
cloth. Wiping, removing the tarnish and | 
polishing are claimed to be combined in one | 
operation. Almost no rubbing or polishing | 
is required according to the maker. For 
muna pieces, the cefation io applied with Sell Kwikheat Thermostatic Soldering Irons for 
a soft brush, then wiped off. . 
is clai ; Mee profits and repeat sales. They give customers 
It is claimed that this solution is per- | Fs SAG f d | ful 
fectly harmless to both the user and the solid, satisfying performance an ong usetu 
silverware. Said to be equally effective on life. Built-in thermostatic control prevents over- 
chrome, stainless steel, silver and gold | P “ae | 
: - «+e On 
Getiume jowelry and glace, oo well as on | f heating ...less re-tinning. Heats fast ++ only 
silver. 0 90 seconds. Use less current to keep iron at 
= | : usable temperature. 
Kellogg Adds Twoltems | Two sizes, 225-watt and 450-watt. Less than 
To ‘Koiled Kord’ Line | 2 A half the average weight of conventional-type 
Two new retractive electric cords, the | 3 irons of equal power. Perfect balance. Cool, 
“E-x-t-e-n-d-o” utility extension cord and 4 ZA plastic handle. Six interchangeable tips and core 
the “Recoilo” washing machine replace- . of heat- 
ment cord, have been announced by the of fast - heating copper alloy. Body 
Koiled Kord Division of Kellogg Switch. | 5 resistant chrome plate. Push the new, modern, fully 
‘ . " “ 
, board and Supply Company, 6646 S. Cicero | CP ‘guaranteed Kwikheat Soldering Irons for profits. 
. Ave., Chicago 38. 
s The “E-x-t-e-n-d-o” is an 8-foot multi- 
e purpose utility extension cord set which 






measures only 16 inches long when re- 
tracted to its. normal position. Its com- 
panion, the “Recoilo” Koiled Cord protects 
and guards users of washing machines from 
electrical shorts and shocks. It, too, ex- 
tends to a full 8 ft. from 4 retracted length 
of approximately 12 in. Its heavy rubber 
insulation on the conductors and heavy 
Neoprene outer jacket covering is claimed BEE 
to resist moisture, oil, standing water and pees cut case ; 7 ; io Rd. Glendale 4. Colif 
steam. amet: ses ieee ms pees 
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New Fishing Reel Has 
Anti-backlash Action 


The “Stream Liner Handl-Grip” Reel is 
claimed to offer a positive anti-backlash 
feature that eliminates the need of thumb- 
ing while the cast is being made. This 
reel is made by Wm. C. Sowell Associates 
and is distributed nationally by the sales 
division, the Van-Ker Corp., 419 Dime 
Bldg., Detroit 26. Anti-backlash braking 
feature is operated by a brake bale that 
rides the line in advance of the level wind. 
This bale controls a brake cam post that 
operates a brake arm located inside the 
housing, to which is attached a brake shoe 
that is faced with a long lasting, automo- 
tive type brake lining. When the line is 
taut, as in casting, the brake is lifted, by 
the brake bale, from the reel drum and 
the line runs free. The slightest slackness 
in the line gently lets the brake down 
onto the reel drum and gradually snubs 
the line. Offered in two models, an at- 
tractive conventional detachable type with 
« black Tenite streamlined plastic housing, 
and the “Handl-Grip” model that com- 
bines both the reel and a cast aluminum 
handle into one unit. A cork insert and 


WHATS NEW 












pistol grip plus collett type rod lock are 
other features offered with the “Handl- 
Grip” conventional type reel to retail for 
$15, and “Handl-Grip” to sell for $30. 
Dealer discount 40 per cent. 


Compact Electric Stove 


A new electric stove by the Gill Elec- 
tric Mfg. Corp. Redlands, Cal., has a 


stainless steel top and aluminum body and 





weighs approximately 11 lbs. Takes up 
little space being only 21 in. long. 9 in. 
deep and 7 in. high, but still makes a com- 
plete meal at one time. The large element 
holds two small utensils or one large grid- 





MAGOR shovels and scoops 


are favored because of 
these FEATURES 







easier, quicker. 


Line. 


the minimum. 


SELLING THE MAGOR LINE MEANS PROFITS 





NORMALIZED STEEL — The 
steel in Magor Shovels and Scoops 
is normalized for maximum wear 
and toughness—resists splitting or 
turning at the cutting edges. 


BALANCE — Magor Shovels and 
Scoops are designed to prevent 
back-breaking or straining on 
strenuous jobs. Balanced from tip 
to tip, they’re built to make jobs 


MAGOR BRAND NAMES-—Deal- 
ers and customers know the Magor 
brand names—Master, Power, Dig- 
well, Arrow, Bull’s Eye, Gold 
Target. They ask for them by name, 
knowing they can trust the Magor 


SIMPLIFIED LINE — Range of 
sizes and types has been carefully 
planned to fit all needs, 
and also to hold dealers’ 
inventory problems to 






























MAGOR 


CAR CORPORATION 











dle or frying pan and at the same time pro- 
vides heat for the broiler. A grease rack 
and broiling rack large enough to hold six 
slices of bread for toasting, included. High 
and low speed switch. Cast aluminum 
griddle on the square element is made with 
a detachable handle so that it can be used 
in the broiler if desired. Is sold in con- 
junction with the stove or as separate unit. 
Volts 110-120. A.C. (D.C. available at 
slightly increased cost.) Watts, 150 to 
1650. Stove and griddle in combination, 
approximately $43.50. Griddle alone, ap- 
proximately $4.95. 


Newell ‘E-Ze Latch’ 

A gravity type latch for screen and 
storm doors that require no mortising for 
installation. While operating with a finger 
touch the locking device of this latch is 


$ iM } HT] 
1 


















YZ ee 
claimed to defy picking. Made of steel, 
finished in two-tone baked enamel or brass. 
May be had with either knob or lever for 
outside of door. Newell Mfg. Co., Lowell, 
Mich. 


Snap-on Sash Lift 

A new sash lift by the Ideal Brass 
Works, 250 E. Fifth St., St. Paul, Minn., 
is removable for painting the sash without 
disturbing screws or the alignment. When 
in place the screws do not show. To in- 








SNAPS ON TO SCREW BY 
ENGAGING A INTO B 

SHOULDER C ASSURES 
PROPER ALIGNMENT 






stall the lift is snapped over two specially 
designed screws and can be removed by 
merely prying off with a screw driver. Lifts 
are finished in brass, bronze, aluminum, 
steel and stainless steel. 
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MIDGETS” 


VACO 


offers you © 
line that’s 
co MPLETE 


As a hardware jobber or dealer, 
this is important to you . . . to be 
able to select from one line of 
known dependability, the exact 
type of screw drivers your trade 
has a need for. 


VACO AMBERYL 


Break-Proof and 
Shock-Proof Screw Drivers 


These drivers and small tools 
cover every home, factory, lab- 
oratory, office and industrial need. 
From the big giant types that 
look like a young crowbar, to the 
midget model shown above, 
there’s a VACO screw driver for 
every purpose. 

You will find, as hundreds of 
other hardware outlets do, that 
it pays to handle and push VACO 
screw drivers. 


Write for catalog. 


173 TYPES 


317 E. Ontario St., Chicago 11, Ill. 
in Canada: 560 King St. W., Toronto 2, Ont. 
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WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 





The great demand for Warwood 
Forged Tools is reflected in the pop- 
ularity of the two items, here ill- 
ustrated, the Wood Chopper’s 
Maul and Railroad or Clay Pick. 
Correctly designed, accurately 
forged and scientifically heat 
treated, they meet the require- 
ments of exacting buyers. 
Warwood is a line you can 
sell with confidence. 
MATTOCKS..SLEDGES..MAULS 
HAMMERS... WEDGES... PICKS 
BARS... HOES... ALSO TRACK 
TOOLS..ANVILTOOLS.. MINING 
TOOLS, AUGERS AND CUTTER 

BITS. 


WARWOOD TOOL COMPANY 


WHEELING, WEST VIRGINIA 
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TIGHTENING 
TWO SCREWS 


SECURES 
~\ ZCLAMP 
etane nm”, ¥/ ALONE 


Retail and 
> List Price 


if 2QO¢ 


APIECE 


Here's big news! A special, new item! Now 
available to tie in with sooming sales, profits from 
famous MINUTE MOP & Drainer—this Precision 

steel HANDLE-TIGHT CLAMP, esape- 
cially designed at urgent request of industrial 
maintenance men who need the time and money- 
saving MINUTE MOP. 

SAFETY-TIGHT for MORE EFFICIENT CLEANING. 
HANDLE-TIGHT CLAMP locks the DuPont Cellulose 
Sponge Mop-head securely te handle. Easily slips on— 
then two screws tightened. Gives mop an amazing efficiency 
—greater than ever imagined. Al rough, hard usage. 
Increases cleaning speed—particularly for hard-to-get-at 
spote—under radiators, behind furniture, slong molding. 


ote 

HOUSEWIVES BY HUNDREDS OF THOUSANDS. 
who long have called MINUTE MOP & Drainer a wonder 
cleaning help that keeps hands out of water and eliminates 
back-breaking drudgery will acclaim this dramatic. new 
item, and spread the word around fast. 

P FRATURE the New Minute Mop HANDLE- 
TIGHT CLAMP. A real sales getter, « profit- 
builder that fite any MINUTE MOP you have 
in stock. No need to return your stock of mops 
for this improvement. Simply order HANDLE- 
TIGHT CLAMPS today from your jobber—for 
— DELIVERY. Retail Price, 20¢ 
eac! 


" Packed 1 dos. CLAMPS to a bow; 
6 boees in 4 shipping carton. 


MINUTE MOP (0. 


ee Es ee eT 
CHICAGO 16 ILL. 











‘Admiral Dual-Temp’ 
Refrigerator Displays 


Timed to be ready for dealers when first 
“Dual-Temp” refrigerators are shipped, are 
Admiral’s new five-piece floor display, 
part of which is shown. The display’s two- 
fold purpose is for display and for demon- 
stration. Full color food panels realis- 
tically portray how the refrigerator will 
appear when filled with food. For demon- 
stration, these food panels open to show 
the empty refrigerator, with the panels 
becoming informative selling pieces. Per- 
manent sections of the display call atten- 
tion to Admiral’s most highly publicized 




















features: No defrosting, no covered dishes, 
and the built-in freezing locker that actu- 
ally quick freezes or stores up to 80 lbs. of 
frozen foods. Admiral Corp., 3800 Cort- 
land St., Chicago 47. 


‘Rotoflo’ Features 
Horizontal Blade 


The “Rotoflo” Power Mower has a one- 
piece single blade horizontal mower which 
can be adjusted for cutting height without 
removing it from the mower. Its light 
weight is claimed to make it especially 
adaptable to the trimming of banks and 


terraces. Safety release on cutting blade 


WHATS REW 











2 as aie tne J 


is said to protect entire mower when an 
obstruction is encountered. Has single light 
alloy housing. Floating handle compen- 
sates for varying cutting requirements and 
position most comfortable to operator. 
Tool steel blade tempered to enable re- 
sharpening with an ordinary file. Cuts 
backwards or forward and trims close to 
obstructions. Cutting width: 21, inches. 
Cutting range: 14% to 2% in. Engine: 
aviation type 2 cycle. Horsepower: 2% at 
operating speed.. Weight: 49 lbs. R.P.M. 
Mfg. Co., 401 Independence Ave., Kansas 
City, Mo. 


Electric Heater 
For Pressure Cookers 


An electric automatic pressure cooker 
appliance, manufactured by the Page Mfg. 
Co., 2304 Amsterdam Ave., New York City 
33, can be used like a fireless cooker when 
used with a pressure cooker. Can be used 
separately as electric broiler or hot plate. 
Fits standard 4-qt. pressure cooker. When 
heater cools to 135 degrees it is claimed 
to automatically start again for one minute. 
When desired temperature is reached cur- 
rent shuts off automatically. Unit made of 
aluminum. Suggested retail price $10. 
Dealer’s cost $7. 











Masonry Drills Announced by Willey’s 


A complete, new line of masonry drills 
has just been announced by Willey’s Car- 
bide Tool Co., 1340 W. Vernor Highway, 
Detroit 1, Mich. They require no coolant. 


Sizes range from 3/16 in. to 14% in. diame- 
ters. Each drill is individually packed, and 
tips are protected by a tough plastic coat- 
ing. 


a tee 
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ordering suggested. 


Time to Re-Order on Famous 
Modglin 3% inch Salt and 
Pepper Shakers with the 
“Twist-Easy” closure. No need 
to accept substitutes. Your cus- 
tomers demand and deserve 
the best. 


foL.oRFul SALT 





Just a twist and it’s open! 
Simple but effective closure, 
stays firmly in place yet comes 
out easily. Ideal for picnics and 
individual table settings. Dura- 
bly Modglin-Molded in many 
bright colors, and packed in 
a sales-minded carton contain- 
ing one dozen pairs each. Early 





f PELPPT F SM AKERS 
ty. 


ORDER FROM YOUR WHOLESALER 


or write Housewares Dept. 































These Fingertip Seasonettes are the latest of 
Modglin’s “Molded Plastic Sales Builders”. 





*The Moj-line includes a selection of Superior Plastic and 
NYLON Combs, Toothbrushes, Hair and Hand Brushes with 
NYLON bristles, Tumblers and many other long-profit items. 
“Moj-liners” means headliners n the Modglin Line! 





"Twist-Easy” 
New - improved | 
Base Design 


Non-removable 
And Easy To Fill 


This bright 4-color poster is 
designed to help you sell 
more Modglin Salt and 
Pepper Shakers, has glue 
in all the right places. 














Clear the way 











for a 
Christmas-gift 
natural 





For food or liquids on the dinner table, in the 
refrigerator, on outing or picnic, in the game room 
or on the card table, colorful Tupper Wonder-Bowls 
have a thousand uses. And no wonder. Made of 
Tupper postwar Poly-T, they are breakproof, light, 
flexible, non toxic and tasteless, will not mar furni- 
ture, and are easy to clean. Squeeze the sides 
together and you can pour from them in pitcher 
style. Low in price and high in quality, these bowls 
have eye appeal and buy appeal that attract new 
customers and bring a bowlful of steady profits. 
Tupper Wonder-Bowls, in frosted crystal and frosted 
lemon, lime, orange, raspberry and plum, may be 
purchased singly or cellophane wrapped in nests of 
three assorted shades. Every Tupper product is made 
entirely in our plant and sold only through jobbers. 
















TUPPER PLASTICS, INC. 


FARNUMSVILLE, MASS., U. S. A. 


NEW YORK CITY OFFICE: 225 FIFTH AVE 
CAN. ADDRESS: HINDAVID, REG + 916 BLEURY ST., MONTREAL, P.Q 
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Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 


which it is attached to the wire, the rapid- | 


ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance, These time and labor 
saving features have made the 


Townsend Wire Stretcher 
a profitable seller for over 30 years. It 


will stretch plain, twisted, barbed, woven | 


wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


WHATS NEW 


Appliance Cord Signal 


“Pilotrons,” attached to broilers, toasters, 
hot plates, irons, heaters, will signal bright 
on high heat and dim on low heat. At- 
tached to smal) motor appliances, tools, 
drills, lathes, refrigerators, fans, washers, 
dryers, etc., they are said to glow dim on 
normal current and fully bright on over- 
loads. They indicate when appliances are 
left “on” when not in use. Detect AC from 
DC, voltage-on-line, polarity and peak 
loads. Available in many types and numer- 
ous ratings. Pilotron Co. of America, 3774 
Surf Ave., Brooklyn 24, N. Y. Suggested 
retail price, $2.65. 


through 
JOBBERS 


SALES-MAKER! 


Keep this carton on your coun- 
ter. Cash-in on Plaster-Stik’s 
1946 advertising. With every 
sale of paint, see that your 
clerks sell Plaster-Stik — the 
slick new way to fill hair- 
line cracks in plaster. 
Simply rub into crack — 


smooth with finger — 





B. W. TOWNSEND 
Painted Post, N. Y. 


Ladder Catalog NY \ 


then paint. 

The Moulton Ladder Mfg. Co. 2-40 a \f & The LEONARD Co 
Harding St., Somerville 43, Mass., has is- ot 707 Locust St 
sued a 43-page catalog. Large photographs Des Moines, lowa 
show the ladders in use for the particular 
purposes for which they were designed, and 
construction features are shown in accom- 
panying artist’s drawings. Also shown are 
various types of ladder equipment and at- 
x tachments. The firm also has new litera- 


PROTECTING sane en te Vine of eatenlie pe ceties 
dryers. 
AMERICA’S 














| Gem Blades, Razors 
Available in Quantity 


Free selling of Gem Blades and Razors 
is again being made possible by the 
American Safety Razor Corp., 315 Jay St., 
Brooklyn 1, N. Y., for the first time in four 
years, since its products have been on an 
allocation basis. A full size card holding 
20 packs of blades is now being released. 


The new Gem full-sized card sells to deal- 
ers for $3. Puzzled 7 


There’s no perplexing problem to sell- 
ing pump leathers . . . when your stock 
is Simplex. 











Simplex pump leathers are perma- 
nently imprinted with plain size mark- 
ings to save time and prevent mistakes. 





When you order pump leathers, order 
“Simplex.” 
Ask your jobber or write us 
for price list. 











HARDWARE AGE 








‘Shoe Keeper’ 
New Closet Convenience 


Clothes closet floor space may be saved 
by using “Shoe Keepers” wherever they 


won’t interfere with hanging of clothes. | 


Accommodate any size shoes. Made in 


colors to match or harmonize with pre- 
vailing color scheme. Made of heavy steel 
wire and steel] bracket. Toes of hard wood 


and lacquered in colors. Lee-Rowan Co., | 


6301 Etzel Ave., St. Louis 14, Mo. 


Prefabricated Display Set 


A seven-piece prefabricated display set | 


to boost retail appliance sales has been de- 
veloped by the Retail Store Division of 
Designers for Industry, Inc., New York, 
Cleveland and Chicago. Made of bent 
pressedwood, the set is said to fit the re- 
quirements of any size store and forms a 
portable display background that circum- 
vents pillars and other permanent obstruc- 
tions. The units may be assembled in many 
combinations to form backgrounds for the 
display of apparel, luggage and piece goods 
as well as home appliances. Consisting of 
seven sections, the display unit is made 
up of a three-piece circlebase, one free- 
form base, one flat and two scroll panels. 
The finish, turquoise and lemon yellow, 
is baked on. The three-piece circlebase 
measures 54 in. in diameter and 6 ft. in 
height. Total cost for the seven pieces is 
$201 which includes crating. 


Goodrich Catalog 
Of Farm Use Products 


Devoting several sections to such sub- 
jects as “How to Keep Your V-Belts in 
Top Condition,” “How to Get Most Service 
From Flat Belts,” “Mixing Farm Ferti- 
lizers,” “Ideas for the Farm Handyman,” 
“Housekeeping Time Savers” and “Home 
Decorating Hints,” a new 36-page catalog 
of its many rubber products for agriculte- 
ral use has just been published by the 
B. F. Goodrich Co., Akron, Ohio. Copies 
are available upon request. The catalog 
covers V-belts, flat belting, hose, footwear, 
rubber gloves, rubber putty, tarpaulins, 
pulleys, rubber mallets, friction tape, 
water savers, fire extinguishers and a host 
of other products widely used in the agri- 
cultural field. 
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STATESMAN 
NYLON 


Bait Casting Line — 
——— ee 


A POPULAR AND FAST SELLING LINE ~ — 


Meets the most exacting demands of the world’s best fisher- 
men...Stronger and smoother than other lines of equal 
diameter... Braided by our special slow, careful process 
which insures greater strength and distance in casting... 
Made in eight sizes and tests. Black, white or gray. 


4 

Size . ‘ ; J I H F E D 

a . ‘ . 12% 15 20 25 30 35 

List per spool (50 yd.) $1.35 1.50 1.85 2.00 2.35 2.50 
Packed two 50 yd. spools connected. 


Sise « ‘ ; A ; Cc B 
Test . ‘ > . 42 50 


List per 100 yd. $6.15 6.75 


42 and 50 test on 300, 400, or 1000 yd. tubes, universal 
winding, cellophane protected. 
Ask Your Jobber Salesman 
“Nothing better was ever made for fishing than a Norwich Line” 
NORWICH LINE COMPANY, Inc. 
NORWICH, N.Y. 
LOA. 








Hand power cutting tools for 
bolts, rods, chain, wire, rope, etc. 
The name Porter on the handle. 
The kind you have always sold 
with confidence and satisfaction. 


Ove Pia 
oe 


VATE 


ayy: 
(3 


H. K. PORTER, INC, 


LE 


BOSTON 49, MASS. 


321 











| ALUMINUM ICE CUBE TRAYS 


Immediate 
Delivery 
Popular 

Sizes 
Write for prices 


Mention your 
FOR INSTANT RELEASE jobber 
EDISON COOLING CORPORATION 
310 E. 149th St. New York 51, N. Y. 











DAVID B. TAYLOR CO. INC. 
BALTIMORE 2, MARYLAND 
Presto Cookers—DeWald Radios—Electri- 
cal Appliances — O'Cedar Mops and 
Chemicals — (AGM) Water Heaters and 
Products — Cordage — Cutlery — Gifts 

— Brushes — Paint. 

— STOVES — 
Gas—Oil—Coal or Wood 
Hardware—Farm—Household Specialties 
STRICTLY 





Wholesalers & Distributors 





‘SUNSHINE 


rent ? 


cHAM 


MADE IN U.S A 


“ASK YOUR JG888 
FOR OUR DOUBLE DUTY CHA 
DOUBLE VALUE TO THE CON 

HOYT & WORTHEN TANNING CORP 


MAVERHILE MASS 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


pRIEST? 2 


cLIPPE 


A COMPLETE LINE 











COOK’S 


—-EW— 

SUPER VALUE 
NAIL CLIPPER 

rove 20¢ 


THE H. C. COOK CO. 
V7 Beaver &., Ansonia, Cova 





ELEPHANT 
STEEL WOOL 


Long, uniform, resilient 
strands for keener bite 
and longer life. Big 16- 
unit pkg. Order direct 


fovea 
S 
or from your jobber. 





BEST 


FILE HANDLE. Assures better workmanship and 
safety to user. It can't split. 


ee 
FILE CARD—cleans Giles, taps and dies quickly and 


HOG SOCRAPERS—Singlc or double ond. 
TROY FILE WORKS 
Trey, Est. 1831 N.Y. 


Your Customers Con Mehe 
Their Own Signs For 90% 
Less—With Attractive 
Weatherpruf Easily Put On 


D-O DECAL 
LETTERS-NUMBERS-SIGNS 
BLACK & GOLD 
Display Loose Leaf 
Steck Binder PRES! 


No. 2 Deal Costs $20.22—Sells $33.70 
ponsi e ers prove! 
~ p0nRr sO SOLD THRU Jousens 











462 E. Fordham Road, Bronx 58, NM. Y. 




















Stoel Weel Corp, Springfield, Ohio 


x. oR ) 


Ks ! 


LEATHER 
AND 
SADDLE SOAP 


Maker for You 


For use on all leather except 


suede. 
POLISHES 


CLEANS 
SOFTENS PRESERVES 





LAWN MOWER 


REPAIR PARTS 
ctdimcta 


ORDER CATALOG Nj 
*~.. AMCOLLOT SUPPLIES 
: 221 N.W.8 Ave Miami Fla 


SPAR-TEX 


.... ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AUE., NEW YORK 57, 1.9 

















Easily attached to any 

Pot Type OIL STOVE 
—saves up to 40% in fuel consumption. 
A draft booster; prevents backfire; re- 
duces smoke, soot, carbon. Sells for less 
than $10. Write for prices! 


KARBON KLEEN 3110 N. Milwaukee Ave. 
Pa Dept. 12, Chicago 18, Ill. 


Distributors and Salesmen Write for Details 














FAST SELLERS! 
GRAN 


STANDARD 











Packed In 6-01., 12-03. & S-tb. Cans 
ASCO CHEMICAL CO. 


64) Lexington Ave., Brooklyn 21, N. Y, 








CHAIRS 


Upholstered 
Picin. Many styles 

Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N.Y. 
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Heavy Steel-White Lacquered 


MIRROR VANITY 
$1 -50 


A real nifty made of heavy steel, fin- 
ished with two coats white lacquer. 
Seamed edge; shelf is bulb edged. 
Retail list price, $3. Immediate de- 
livery! 


Free Mats and Advertising Costs Split 
‘ Jobbers Inquiries Invited 


YAGLE SPECIALTY CO. 


*\a29 B. VENANGO ST. CU 8-1676 PHILA. 34, PA. 














ins a Gilo-lexr” proouct 


Colorful 
BOWL COVERS 


EXTRA LARGE SIZES 
FIT.. MATCH YOUR NEW 


From Your 


PYREX* 


1178 $o. La Brea Ave. 
JOBBER los Angeles 35, Calif. 
% Registered trade mark of Corning Glass Werks 
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_WHATS NEW 


New Rubber Link Flooring 
The Loewenthal Co., 188 W. Randolph 





| St., Chicago, is introducing a new type 
| floor matting for industrial use. Similar 


to the small rubber link household door 


mats. Makers claim that actual tests have 


| proved that workers standing on the new 


“L-CO” floor matting are able to stand 
much longer with noticeably less fatigue. 


| It is claimed that the new “L-CO” floor 
| matting provides virtually indestructible, 
| skidproof and shock-absorbing underfoot- 
| ing. Matting is sold by the square foot in 


any size to met the user’s specifications. 


| It can be custom fitted to odd shape rooms 


and is available in special purpose mats 
for work areas or as a wall-to-wall floor 
covering. 


Infra-Red Lamp 


Designed for small heating, drying and 
thawing tasks in the home, this infra-red 
lamp manufactured by Sylvania Electric 
Products Inc., 500 Fifth Ave., New York 
City 18, fits any common household socket, 
and is available in 125-, 250- and 375-watt 
sizes. Among other things, it is claimed 
the lamp will defrost a refrigerator, dry 
dishes, dry clothes, deflea a dog, cook food, 
heat a bathroom, kitchen, workshop or any 
other comparatively small area, ease pain, 
warm up a cold car motor, dry films and 
prints, thaw out frozen pipes, dry glue, 
paint and plaster, speed up the drying of 
finger nail polish, dry hair, remove paint, 
dry certain kinds of paint and warm up 
chicken coops and kennels. 





shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


Principal Products Include: 


Bors * Pilates * Sheets © Structurols 

inland 4-Way Floor Plate * Mechanical Tubing 

Boiler Tubes *  Hi-Bond Reinforcing Bars 

Allegheny Stainless * Alloy Steels * Tool 

Steel * Babbitt Metal * Wire © Chain 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Steel-Service Plants af: 
CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 








America s Champion 
Cleaning Twins 
Make Double Sales 


And All Year ‘Round Repeats! 


cere 
Losin 


¥ 
Frefte : ‘ 9. 


JIMYSTIC 
‘£0AM 


America’s No. 1 
Upholstery & 
Rug Cleaner 


“Nothing Blee Cleans 
So Well, Bo Hastly, 
for Bo Little.” 


Misia A 


. ZIP- 


do Soap! No Water! 
No Rinsing! No Drying! 


Order trom your jovder | Rasathe 
MYSTIC FOAM CORP. ise 0 
Cleveland 14, Ohie oe 
The Mystic Feam Os., 
Los Angeles, Callf. 


mystic 
Sa 




















\ BETWEEN 


(. pliable, plastic 
poateerelrees 


Easily and quickly 
applied to windows, 
doors, baseboards. 
Stops expensive heat 
lecks. 


Just press into 
place. Mortite does 
not shrink or crack. 
Keeps out dust and 
dirt. 


Roll covers about 
80 feet, enough 


for 5 windows. $1.25 























Higher west of Rockies 
end Canada 





American Home Saturday Evening Post 
Better Homes & Gardens Time 

House & Garden Parents’ Magazine 
Howse Beautiful Popular Mechanics 


and other national magazines and newspapers. 


Sales are growing for Mortite, in its 4th suc- 
cessful year . . . an improved product now 
in new, transparent moisture-proof package. 


ORDER THROUGH YOUR JOBBER 
4. W. MORTELL CO., 508 Burch St, Kenkakes. , 





NEATER IN APPEARANCE 


EASIER TO HANDLE 
SUPERIOR 


IN SERVICE 





U. S. POULTRY NETTING 


STRAITLOK — HIEXLOK 





| 
| el 


| ‘Cap-Off’ Lifts 
Bottle Caps Easily 


The “Cap-Off” is claimed to eliminate 
the possibility of cutting or bruising fingers 
when opening bottles, and at the same 
time protects clothing from possible foam- 
ing of the bottle’s contents. Requires no 
prying or pulling as caps are lifted by 
equalized leverage of three claw-like fingers. 
Polished rustless alloy with nickel rolled 
handles. In gift package to sell for $2.50. 
Eagle Industries, Inc., subsidiary of Bow- 
ser, Inc., 110 N. Franklin St., Chicago 6, 
Ti. 








‘Karvit’ Tongs 
Hold Meat for Carving 


“Karvit,” a tong, holds roasts or fowl 
while carving. Is nationally advertised and 
carries the Good Housekeeping seal. Made 
in chrome, which retails for $3.00 each. 
and in silver plate which retails for 
$7.50 with federal tax included. “Karvit” 
is shipped to dealers with a free blue mir- 
ror background display stand where orders 











Awl 


INDIANA 





justify and are packed individually in 
gift boxes. Queen City Buckle Mfg. Co., 








STCCL & WIRE CO. 


Temple Bar Bldg., Cincinnati, Ohio. 





WHATS NEW 












Stanley Window Trim 


The Stanley Works, New Britain, Conn., 
is offering to the hardware trade a colored, 
lithographed, three-piece window trim. The 
large piece is 30 in. high and 20 in. wide, 
and the smaller pieces measure 12 in. 
high and 7% in. wide. They are reproduc- 





tions of a ball bearing hinge, its box and 
label, printed in natural colors and mount- 
ed on an easel. 


‘Silver Walkee-Bike’ 
Finished in Chrome 


Caldwell Industries, Inc., Kent, Ohio, is 
producing a new model of its “Walkee- 
Bike” for toddlers, in chrome plate, for the 





holiday season. Frame is of 18-gage steel. 
Has permanently installed rubber cushion 
casters and horizontally mounted round 
bumpers of hard rubber, with soft cushion 
tread, to protect walls and furniture. As- 
sembly is accomplished by tightening three 
bolts on the frame. Priced at $7.75 to 
dealers, f.o.b., Kent, Ohio. 


HARDWARE AGE 
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EAGLE originated THE 
WELDED STEEL BENCH OILER 


FORTY 


MACHINE-CUT 





Eagle Welded Steel Bench Oilers have been 
widely used for over forty years. Their superior 
welded construction assures a long life of depend- 
able service under tough usage. Available in 1/3, 
1%, % and 1 pint capacities with 4”, 6”, 9” or 12” 
spouts. Furnished also with bent or flexible spouts. 





THAT WAS 


. 





YEARS 






















Order from your Jobber 


EAGLE MANUFACTURING COMPANY 
WELLSBURG, WEST VIRGINIA 


REINFORCED INSERT 
TYPE SPOUTS WITH 
WELDED SEAM 


BOTTOMS ELECTRICALLY WELDED TO 
BODIES-GUARANTEED NOT TO LEAK 


BODY MADE OF 

































C€ARLSON  Srcet 








Wind. 


Change biade 
connection and 
Frictioniess Wind 


feature. 


CARLSO 


501 WEST 
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A popular priced 
inside-measuring 
rule with etched 
blade featuring 
Quick - Change 
blade connection, 
Automatic Braking 
and Frictioniess 


A top quality gen- 
eral utility rule in 
convenient pocket 
size with the Quick- 


An_ inside-measur- 
ing rule with per- 
manently bonded 
snow-white blade 
and easy-to-read 
jet black numerals 
ond graduations. 
Also Quick-Change, 
Automatic Brake 
and Frictioniess 
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WHITE CHIEF 






N & SULLIVAN 


FOOTHILL BLVD. 
MONROVIA® CALIFORNIA 

























HOLLOW SCREW 
ASSORTMENTS 


These hand-picked Assortments of screws and 
keys sell fast to mechanics, repairmen and service 
establishments. Feature them as a specialty line to bring 
in the more-and-more users of hex-socket screws. 
Sales extend to the household “handy man” for domes- 
tic appliance repairs, and carry a nice profit at retail. 













JUNIOR KEY KIT 


Seven short-arm Allen Keys 
are included in this strong 
leatherette envelope. They 
fit the pex poles of sizes Nos, 
8, 10, %”, *Ae’, 94", "Ae" an 

YA” set screws and Nos. 4, 5, 
6, 8, 10, also %4”" and 5A¢ 
cap screws. No. 604; list 
price $0.50. 
















BOXED ASSORTMENT 


Metal compartment box; 
contains 590 set screws, from 
No. 10 to %” with keys to 
fit. Diagram inside of cover 
lists sizes of screws and 
wrenches contained in box. 
No. 602; list price $ 33.80. 






KEY SET 


This canvas partitioned bag 
contains 11 short arm hex- 
agonal keys which fit all 
screws from and including 
No. 10 up to and including 
1%" diameter set screws. 
No. 603; list price $1.75. 





DRIVER SET 


Includes 5 complete “Han- 
di-Hex”’ Keys in sizes from 
050” to 4%" hex diameters, 
fitting set screws from No. 4 
to %”" and cap screws from 
No. 1 to No. 8 inclusive. 
Also 3 extra blades for each 
of 5 handles. Use of this set 
greatly speeds up assembly 
with hex-socket (Allen- 
head) screws of the smaller 
sizes. No. 6075; list price 







KEY ISLAND 


This handy key set (left) 
contains 14 keys fitting all 
sizes of set screws up to and 
including 1%"; cap screws 
up to 1”; shoulder screws 
to 1” and pipe plugs to 1”. 
The container is plainly 
labeled to show the correct 
size og use with each 
screw. No. 615; list price 
$2.35. 















The above Sets and Assortments are made up primarily 
and especially for the hardware trade, to be ordered 
through your Hardware Wholesaler 


THE ALLEN MANUFACTURING CO. 
HARTFORD 1, + CONNECTICUT, U.S.A. 
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The Universal {Se ~- 
Bp Liquid Cement 


It certainly does sell AMBROID — Makes it easy for your customers to 
buy this all-purpose cement that's been tops for over a generation. 


Put it to work in your store — and get the quick turn-over and fast 
profits that come by giving people what they want, QUALITY. 


TUBES in 2 sizes: Big 2 oz. tube 25¢ — Jumbo 4 ox. tube 50¢ 
Also in pints, quarts, gallons 


GET FREE SAMPLE — by sending us your name 


and your wholesaler’s name on a postgard. 


: ‘SIKOIL * 








CASH IN 
with SHOX-STOK 


Liberal margins. 
Dealers get every aid in ad- 
vertising and promotion. Don't 
pass up this profitable volume. 





PH-5S—All electric 


MODEL 
with fence tester. Plugs into any 
110 Volt A.C. tine. 


Immediate Delivery on all three 
models 


Also DeLux All electric 
110 Volt A.C. 






MODEL D 
Wet or Dry Battery unit. 







ELECTRIC_FENCE CONTROLLERS 
GUARANTEED PRODUCTS COMPANY 


WELLINGTON, OHIO 














‘Personna’ Game Set 


The “Personna” DeLuxe 3-piece Game 
Set, manufactured by Personna Blade Co., 
Inc., 595 Madison Ave., New York, makers 
| of “Personna” razor blades, consists of 





Sabatier slicer, fork and sharpening steel. 
Slicer is 125% in. overall. Cutting edge 
8% in., hollow-ground and hone edged. 
Slicer and fork of stainless steel, mirror 
polished. Sharpener of forged steel. 
Handles are one-piece imported rosewood, 
highly polished. Ferrules and butts of 
nickel silver. Set comes in hardwood block. 
Retails for $17.95. Gift boxed. 


Beam Compass 


The “Verniflex” is a new, pocket-size 
beam compass for measuring sheet metal 
and machinery. It has a plated zinc die 
casting, flexible metal tape, a separate 
Vernier scale and two steel compass points. 








Measures distances up to 72 inches, and is 
claimed by makers to be accurate to within 
.005 of an inch. May be used to scribe 
circles. To sell for $12.50 Verniflex Co., 
551 Boylston St., Boston 16, Mass. 


‘Dura-Lite’ Clothes Dryer 

The “Dura-Lite” clothes dryer is portable 
and is designed to be set up in basement, 
garage or on the lawn. Has 105 ft. of line. 
Folds compactly when not in use. Dryer 
weighs 8% lbs; base 2 lbs. Working 
height, 6 ft.; height folded 6 ft., 6 in. Open 
arm spread 9 ft. Dryer is 24 ST aluminum 
alley and base is all steel. Outdoor perma- 
nent base has protective cap that fits level 
with ground. Packed for shipping in four 
units, entire package weighing 12% lbs. 
Enterprise Mfg. Co., 7407 N. E. Broadway, 
Portland, Ore. 
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Hand Saws 
Hacksaws 








EVERY FAUCET 
IN EVERY HOME 
NEEDS ONE! 


This scientifically de- 
signed water filter elim- 
inates dirt, rust and mi- 
cr pic organisms and 





RETAIL 
becomes as _ indispens- $1.25 
able as a faucet itself! Complete with 1 doz. filter pads 


P Specially designed from molded bake- 
And FILTO-KLEEN is lite, it comms semaeh business with refill 
not only popular with 


pads (Retail 6 doz. 50c). 

See your jobber immediately for delivery, 
alert stores but also 2 
profitable 


or write to: 


FILTER-KLEEN MFG. CO. 


EVERETT 49, MASS. 














e QUALITY PRODUCTS—Every iaeliis item 
is the finest product for its purpose that can 
be made. 

© SUPERIOR PACKAGING—Metal Containers 

that stand up, attractively labelled to give 


sa eye-appeal to aid sales. 
@ EFFICIENT SERVICE—Even during wartimes 
Landen Customers were able to get prompt 

delivery in quantities. 
rpnorrts_) © COMPETITIVE PRICES—Every effort hes 
been made to give you highest quality at 


prices that will bring in profits. 





LANDEN PUTTY WORKS 


45 Irving Street Malden, Massachusetts 


LINZ OLN 


LUBRICATING EQUIPMENT 
“It's The Finest That Money Can Buy” 
Model 1035 Lever Gun 













* EA ss 


Lincoln makes a complete line of Lubri- 
cating Equipment and Grease Fittings— 
Hand-Operated Grease Guns, High-Pres- 
sure and Volume Type Bucket Pumps, 
Transfer Pumps, Kleenseal and Button 
Head Grease Fittings in a full range of 
types and sizes for tractors, trucks, pas- 


















Model 


101A senger cars, farm implements and farm 
h Type ry: 
Pus YP Write for Complete Information. 


Grease Gun ~ 
LINCOLN ENGINEERING COMPANY 
5701 Natural Bridge Ave., St. Louis 20, Mo. 








C46-11 








Landen Putty @ Fiexiseal Glazing & Caulking Compounds | 


Crosscut Saws 
Keyhole Saws 












Circular Saws 
All Other Types 




























IA. Y. MCDONALD MFG. CO. 













Dubuque, lowa 
Makers of Pumps,: Plumbers 
Brass, Oil Handling Equipment 





















THE RIGHT TOOLS 


For Hard-To-Get-At-Places!* 




























‘CUTS AROUND CORNERS” 


K-D 99 CONVERTIBLE SAW 
FRAME saws in narrow places, 
and spans obstructions with short 
blades. Improved locking device 
features quick blade changes, as- 
sures correct tension. Frame ae- 
comodates 3”, 444”, 6”, 10”, 12” 
blades. One 3”, one 12” blade fur- 
nished. Ail steel, one piece frame. 
No loose parts. "Ideal for Electri- 
cians, Plum , Engineers, etc.! 


K-D 10K 
PLIERS 
5 KIT—al- 
/ steel 
5) iers, 
Fight for 
small 
jobs in 
tight 
} places. 
Accurate- 
ly designed, tempered to correct 
hardness. Built to last. 4 ty; 
milled jaws as illustrated, les 
knurled. Packed in pocket size 
roll. Handy for Craftsmen, Model- 
makers, Electricians, etc. 











K-D 20 
RATCHET |@) 
WRENCH w O 
SET.Tough Au * Ips @® 
alloy steel 3 
wrenches in 
4 popular 3 
sizes. No i 
heads to , 
change, re- 
versible 
ratchet. 
Close teeth permit short stroke. 
Box socket construction holds 
screw or nut for starting in close 
laces. Sizes 3” to 43%” long. 
‘acked as shown. 



























K-D 5B TOOL 
KIT. Good uni- 
versal seller. 
Two K-D Pliers 
plus 3-in-1 
screwdriver 
packed in pock- 
et size kit. Al- 
loy steel pliers, 
brass screw- 
driver, all cor- 
rectly tempered. Not a toy. Handy 
for everyone! 


*K-D TOOLS 
7 9 
K-D MFG. Company 


Hamilton, Ont 
































Lancaster, Pa., 








BATHROOM AND KITCHEN ACCESSORIES 


“DESIGNED TO MAKE THE PASSER-BUY” 


OCTOBER 24, 1946 
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WHATS REW 


: \\ by | Nested Flexible Bowls 


) a 
wn Co 














Your customers expect you to carry 
lines that have a reputation for quality. 
Don’t disappoint them; don’t drive them 
elsewhere. Ask your wholesaler for 
ROYAL, every time! 





ROYAL ELECTRIC CO., inc. 


PAWTUCKET RHODE ISLAND 


WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS * TROUBLE LIGHTS 
CHRISTMAS LIGHTING SETS * 








Tupper “Wonder Bowls,” made of Poly- 
T flexible plastic, are feather-weight and 
break-proof, and are claimed to stand all 


sorts of abuse. Recommended for use in 
boats, planes and camping because of their 
lightness. Will float. Each bowl is cello- 
phane-wrapped with a folder to describ: 
and illustrate uses. Packed in frosted 
crystal alone or in assorted colors with th 
middle bowl always in frosted crystal 
Other assorted colors are frosted lemon, 
lime, orange, raspberry and plum. Three 
nested bowls are 7 in., 6% in. and 5% in 
in diameter, respectively. Retail price $1.50 
set of three. Also available in any one 
size, colors equally assorted, packed bulk. 
Tupper Plastics, Inc., Farnumsville, Mass. 


Linoleum Finish 


“Lin-O-New” is a new linoleum finish 
recently placed on the market by Plasti- 
cized Coatings Corp., Merchandise Mart, 
Chicago. The manufacturer claims this 
plasticized coating is flexible; is non-slip; 
dosn’t crack or chip and withstands re- 
peated washings. Dries in one hour. 
Maker claims it is non-yellowing. 


Odor Sealed, Step-on Can 


The “Self-Seal” Heavy Duty Step-on 
Can, being produced by Poloron Products, 
Inc., New Rochelle, N. Y. has a thick rub- 
ber gasket to seal odors in. Aluminized 
steel inner pail. Solid steel bottom, elec- 


trically seam welded to sides. Rubber 
center step section on steel bar treadle. 
Two coats of baked white enamel inside 
and out. Capacity 15 qts. Weight packed 
one to a corrugated carton: 14 lbs. 


Catsup Dispenser 


The “Pump-it” dispenser is for table or 
kitchen use. Made of styrene plastic, neo- 
prene rubber and has a stainless steel 
spring. Fits all popular brand bottles. 
Size 10% in. by 2 in.. Weighs 2 oz. Dis- 
play box contains dozen. Or mounted on 
card, one dozen to carton. Made by 


“Pump-it,” Inc., Hollywood, Cal., and dis- 
tributed nationally by W & E Sales Co., 
Inc., 319 E. Fourth St., Los Angeles 13. To 
sell for $1. Dealer’s discount is 40 and 5, 
f.o.b. Los Angeles. 


Camfield Merchandiser 


Any four of the new Camfield Serving 
Trays may be displayed in this counter 
unit, furnished without charge with an 


initial purchase of the Camfield “Grand 
Slam” 16 tray package assortment. The 
display is designed to show the Camfield 
variety in walnut, cork and leatherette 
styles. It occupies only 14 inches of table 
or counter space. Camfield Mfg. Co., Grand 
Haven, Mich. 


HARDWARE AGE 
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— AND AFTER ALL OF OUR 
ADVERTISING, TOO! 
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5 IT’S SO EASY TO USE 
FRANKLIN GLUE 


if Blondie had used 
Franklin Glue the 
joint would have 
been stronger than 
the wood itself. 
4 Franklin is genuine 
asa as be hide glue in liquid 
a PD. 5 oe form, ready-to-use. 


THE FRANKLIN GLUE CO. 


COLUMBUS 15, OHIO 































Copr. 1946 King Features Syndicote, Inc. 
Werld rights pr d. Do not reprod: 
witheut permission. 
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NS HOME 
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“Mall 


PORTABLE POWER TOOLS 


You can help both Builders and Veterans, and make a substantial profit on 
each sale by recommendi Mall Portable Power Tools. Over A MILLION 
Sales Messages each month fo Builders, Carpenters and Contractors pave 
the way for large unit sales and profits. 


NEW Model 60-ELECTRIC MALLSAW—featured above is priced within reach 
of every mechanic. Has 2" cutting capacity in rough or dressed lumber. 
Also »,". 2%"" and 4/2," capacity models. 


MALLDRILLS—Mode!l 125—featured above has '/2" capacity in steel and |" | 
in wood. Simplifies drilli tie and clamp holes in concrete form boards. 
Also 4%" In 2 speeds, 3 ne" and %"' models. All MallSaws and MallDrills 
operate on 110-volt AC-DC or 220-volt AC-DC. 





| 


@ MALL TOOL COMPANY @ 
7702 South Chicago Ave., Chicago 19, Ill. | 





; - 
Ask Your Jobber or write POWER TOOL DIVISION UNION STEEL PRODUCTS COMPANY 


604 N. Berrien Street ° Albion, Michigan 
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PICNIC 
=< STOVES 


»oe* 















Highly Popular — 
Highly Profitable 








More cars in 1947 mean more people at play... | 
more outdoor activities...more demands than ever 

for HI-LO Charcoal Picnic Stoves. We'll have them 

for you in time to meet 1947 demands... stream- 

lined, sturdy and easy-to-use-profit-makers that 

feature ‘‘Pan-less’ cooking .-. . hot sellers for the 

vacation crowd! Be ready for the 1947 rush! 











*. 













HOT PLATE W-1. One 
piece unit, 600 Watts, 
115 V.* Gun metal 
finish. 24 to carton. 
OPA Retail... $1.85 
Nickel plated finish. 
OPA Retail... . $1.95 
. 


ALL-METAL TREE 


@ Timely, sure-fire sales items now oleae X45 Com- 
* ° ination red and green 
available! Quality products that helidaw chines te bet 


sell on sight—merchandised to give _ liont finish. Six prongs 
hold tree firmly. Self 


you a plus margin of profit! Cash poe tits 2 Epa rr 
in on Holiday Sales! 24 to carton. 
OPA Retail... .$1.19 











OCTOBER 24, 1946 








R. C. VICTOR MFG. CO. ¢ 23 S. JEFFERSON ST., CHICAGO 





COVERED ELEMENT 
PLATE C-1. 600 Watts, 
115 V.* Nickel plated 
finish. Compact, safe, 
sturdy. 24 to carton. 


OPA Retail... $2.19 























*AC-DC. Available 220 V on special order. All 
use standard cord. Furnished less cord. 







CHROME COFFEE 
BREWER WC-IO1. 
Underwriters’ Labora- 
tories approved. One 
piece heavy metal. 
600 Watts, 115 V.* 
24 to carton. 


OPA Retail....$2.48 x 


























For man, woman or child 





No. 41 Automatic Drill 


easiest fo use .. 
easiest to sell 





) Fresh it! ... nothing 
could be easier or more 
attractive to housewife, 
handyman or to the skilled 
mechanic. Sturdy spring 
in handle makes drilling 
any hole a simple, one- 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 
... 4g to 114, inch... easy 
to see, select and replace. 
Drills easily inserted and 
removed from chuck; yet 
cannot pull out in use. 
Chromium plated, fine 
looking and sturdy as all 
“Yankee” Tools. Every 
one you sell makes a 
friend as well as a profit 
for you. 


NORTH BROS. MFG. CO. 
Division of The Stanley Works 
Philadelphia 33, Pa. 
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WHATS NEW 





Utility Lawn Cart 


The “Ten Bushel Lawn Cart” is one of 
a new line of wheeled toys and hardware 
specialties announced by the Palmer Mfg. 





Co., 8115 Clinton Rd., Cleveland, Ohio. 


| The cart supports an impregnated (mildew, 
| fire and water proof) fabric bag on steel 


framework. Designed for hauling leaves, 


| grass, and rubbish. Cart folds to compact 


size for storage. Jobber inquiries invited. 


‘Kwikheat’ Display 
Kwikheat Soldering Iron Division of 
Sound Equipment Corp. of California, 


| 3903 San Fernando Road, Glendale, Cal., 
| offers a new sales aid for dealers and dis- 


tributors of “Kwikheat” Thermostatic 


eS, 
OT IN 90 SECOND yon 
L- a AT 





Soldering Irons in the form of a display 
identically the same as the original 4% 
unit which holds an iron. Printed in three 
colors. These displays are enclosed with 
each standard order for one dozen irons, 
or can be ordered direct by Kwikheat dis 
tributors and dealers, at no charge. 


New Mechanics Length 
High Speed Diill Series 


Republic Drill & Tool Co., 322 S. Green 
St., Chicago 7, Ill., announces that a four- 
page illustrated bulletin containing com- 
plete information on the new Republic line 
of mechanics length high speed drills is 
now available. These drills are 15% 
shorter than equivalent sizes of jobbers 
length drills, and correspondingly lower in 
price. They are available in fractional 
sizes from 1/16 in. diameter to % in. 


diameter and wire gauge sizes from No. 1 
through No. 34. Faster feeds and longer 
intervals between grinds are claimed for 
the new drills because their shorter length 
reduces vibration at high press speed and 
allows sturdier over-all drill construction. 
Persons interested in receiving Bulletin 
RM-1 should request it direct from 
Republic Drill & Tool Co. 





‘Zippo’ Available 
In Gold, Silver Cases 


The Zippo Mfg. Co., Bradford, Pa., is 
now making its windproof “Zippo” lighter 
in 14-karat gold and sterling silver cases. 
Come in chamoisette envelope, packed in 
gift box. Both gold and silver models may 
be obtained either in engine turned or 
plain case. The 14k. gold engine turned 





case, $175.00; plain, $165.00; sterling silver 
engine turned case, $20.00 and plain, 
$15.00. All prices plus 20 per cent Fed- 
eral tax. 


Adjustable Door Closer 


A new type door control which is claimed 
to require no periodic oiling or servicing, 
is now being manufactured by the B.L. 
Mallory Co., 1201 E. Eight Mile Road, 
Hazel Park, Mich. For domestic, industrial 
or office use. Principal working parts are 
self contained and sealed. A mechanical 
adjustment is provided to increase or les- 
sen tension as required. The action of the 
control is such that the door is made to 
close relatively fast up to a point about one 
inch short of being fully closed and is 
then automatically sl@wed and quietly 
eased into its closed position. Constructed 
of steel and cadmium plated. At present 
it is being made in two sizes, standard and 
heavy duty, which weigh 1-% and 2-% 
Ibs.. respectively. 

” 
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Sturdy Twist Drill Stands 


Made of die cast metal. Can be hung on wall 


ae or placed on work bench. Popular priced. Sold 


#10 #11 ae #12 ' through hardware and mill supply jobbers. 














for Jobbers Drills for Wire Gauge Drills for Jobbers Drills Sales Agents—John H. Graham & Co., Inc. 
1/16 to 1/4" inc. #1 to 60 inc. 1/16 to 1/2" by 64ths 105 Duane Street, New York 8, N. Y. 






































MAYDOLE BALL PEIN HAMMERS 


FINE TOOLS 















Suggested 
Retail Price 
1625—1 5/16" $1.00 
1626—1 9/16" 1.10 Since 1831 











MAYDOLE Machinists’ Ball Pein Hammers as well 
as MAYDOLE Claw Hammers have been recognized for 
more than 100 years as a standard by which Hammers are 
judged. With MAYHEW Chisels, Punches, Screw Drivers, 
Bit Extensions, etc., they carry complete satisfaction to the 
user and full profit satisfaction to the Dealer. 


1627—1 7/8" 1.40 


Die cast green enameled case. 
All brass unit cylinder pin- 
tumbler construction. 


Two brass keys fluted and 
milled. Unlimited key changes. 


“QUALITY TYPES ONLY” 
ASK YOUR JOBBER 
THE E. T. FRAIM LOCK CO 


Producers of Quality Padlocks and Night Latches for 67 Years. 
LANCASTER PENNA. 
































“Ask your Jobber Salesman’”’ 


MAYHEW STEEL PRODUCTS, Inc. 


Shelburne Falls, Mass. 































interior of 
A R T I E XxX rerproot Paints for exterior and smmercial buildings. and 
One of the oldest = son Ay Proven by yeors 4 we, oe ecrured in eae ond 16 fe 
ne ‘and brick buildings. ting protection. 
VARNISH co. 


cement, mesoary. . Sells fast. - - ives las 


throughout ine afure and dealer propesition. ART-TEX PAI ut & st. PETERSBURG 7, FLORIDA 



















TARPAULINS| HOLD-E-ZEE 


(Canvas Covers) 


MADE oF ae byt AUTOMATIC GRIP 
WATER PROOF— 
SCREWDRIVERS 




























TERMS SIZES PRICES 
Check Must | 12" x J tetees _ a ~~ de Hold-€-Zees do the job better, faster. 
Osseo, | te" x 18°... 13.95 Ea, | Rotation As Tey cant winrar cemaaieen we seed 
Than $150.00 Lots Of 6 Or More Received by sarin’ action, 
ing up ovt of way when not in use. Highest 












materials thoughout. Order through PATENTED 


Phone—Write—Or Wire Your Order Today! b- cma og 
TEXTILE COMMODITIES CO.., Inc. | a ee 
913 Roosevelt Rd. Dept. 15-B Chicago 8, Illinois | UPSON BROG., INC., 84 Exchange St, Rochester 4,N. Y.* 
























Pres-to Canvas and Fabric Cement 
EASY TO USE — QUICKLY APPLIED 


DURAL waterproof cement for economically repair- 
ing rips and tears in canvas and other fabrics— 
clothing, upholstery, etc. Unequalled for th d 
and one uses. Cement both parts—let dry—press 
together. Seams remain strong and waterproof when 
washed, boiled or ironed. Available in 2 oz., 4 oz., 
8 ot., quart and gallon sizes. 


























day! 


DURAL CO., INC. “wisconsin: 






OCTOBER 24, 1946 


Generating sta- 
tion, Northern 
Indiana Public 
Service Co. Sup- 
plies electric 
power for 229 
midwest com- 
munities. 

Right: Workman 








applies protective 
Abesto coating. 


No small maintenance job! 
More than 70,000 square 
feet of roof on this generat- 
ing plant, one of many big 
Structures protected and 
maintained with 


ABESTO 


Roof Adhesives and 
Coating Materials 


Abesto is recommended for 
new built-up roof construc- 
tion (used with any standard 
brand roll roofing)—as well 
as for small and large repair 
work—from patch jobs to 
big industrial roof mainten- 
ance. This broad usage 
makes Abesto a really fast- 
selling line . .. means more 
profit for you. 


ABESTO MFG. CORP. 
Michigan City, Indiana 
Please send me free specification sheets and 
descriptive literature on profitable, fast-sell- 
ing Abesto. Also information on dealer aids. 
2 

Name 


| 


treet. 
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City State 


332 


Fixtures Display 


Columbus Plastic Products, Inc., Colum- 
bus, Ohio, offers this display board, with- 
out extra cost, for its DeLuxe “Lustro- 
Ware” Fixtures. It features the advantages 
of the concealed wedge-lock surface attach- 
ment plate. May be used as counter dis- 
play or as a wall hanger. Samples of 

| “Lustro-Ware” colors included as part of 
| the display. 


| Display Standard 
For ‘Handee’ Tool 


The Chicago Wheel & Mfg. Co., 1101 W. 

| Monroe St., Chicago 7, is issuing a new dis- 
play standard for its “Handee” “tool of 
1001 uses.” The tool, which uses 200 
different accessories, is claimed to work on 

| all metals, alloys, resins, plastics, bronze. 


TOOL OF 
1001 USES 


A WHOLE SHOP FULL OF TOGLS IN OWE! 


glass, wood, horn, bone, stone, etc. Tool 
weighs only 12 oz. Works on AC or DC, 
110 volts. Speed 25,000 r.p.m. 


| Underlay for Flooring 


Consumers Plastic Underlay, a product 
of Consumers Glue Co., 1515 N. Hadley 
St., St. Louis 6, Mo., is a composition to 
level floors before installing linoleum and 
asphalt tile. Can be used on wood, metal 
or concrete floors above grade, according 
to makers. Said to eliminate the use of 
lining felt in installing linoleum. Trowels 


| easily. Ready for use. Sets hard in $8 to 
| 4 hours. Packed in 5 gal. kitc and 1 gel. 


cans, packed 4 to case 


|, CONSUMERS 
ASTIC UNDE 


_WHATS NEW 


‘Super-Force’ Drain Pump 


The “Super-Force” Drain Pump has 
unique construction of thick rubber and 
has a stout handle. Manufacturer claims it 
cannot be worn out in ten years. Packed 
12 to a carton with the three color counter 


; s 
Lael { YOUR DRAih PIPE 
2 — Tpowmis FoRFuR 


— 


display shown. To retail for $4.95. Super 
Products Co., Inc., 114 W. Hubbard St., 
Chicago 10, Il. 


Ironing Board 
For The Pigtail Set 


Northern Industries, Inc., Milwaukee, 
Wis., is making the “Miss Cinderella” toy 
ironing board. The steel back support, 





rigid construction and double row adjust- 
ment of this board add up to a toy that 
measures % in. by 7% in. by 30 in. It 
is adjustable to four different heights. 


Chrome-plated Pads 


The “Nu-Top Pad,” manufactured by 
the Metaloid Co., 5815 Kinsman Rd., Cleve- 
land 4, Ohio, is designed for the protec- 


tion of the tops of stoves, refrigerators, 
tables, etc. Chrome finished, it has an 
embossed design. Tarnish-proof and rust- 
proof. The pad is backed with asbestos. 
“Nu-Pads” come in four sizes, 7 in. by 
7 in., 8% in. by 20 in., 14 in. by 17 in. and 
18 in. by 20 in. Individually packaged. 
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650 West Leke Street 


TURNBUCKLES and EYE BOLTS 


Screen Door Braces 


Turnbuckles, Inc. aan 


Chicago 6, Illinois 











HEAVY DUTY ALUMINUM sauce pPaNs|| NO. 7 SQUAREHEAD SPRAY STRAINER 


With Covers 
immediate 
Delivery 
Mirror Finish 
Outside 
Sunray Finish 
Inside 


SOLD ONLY 
THROUGH 
JOBBERS 


SPUN ALUMINUM PRODUCTS CO. 
565 Fifth Avenue, New York 18, N.Y. PLaza 3-9255 


A popular selling household item for 

| dealers that retails readily at 15¢. 
Made with heavy synthetic rubber 
body and aluminum spray disk. Strains 
the water, stops the splash and pre- 
vents breaking of dishes and glassware 
against the lash, The fine needle 
spray is concentrated enough to rinse 
milk bottles. Fine for cleaning vege- 
tables and dishes. COLORS—Red or 
Green, Packed on individual cards. 
One dozen of a color to a box. Wot. 
14 ozs. per box. 





Please order through your jobber. 


SEED FILTER COMPANY, © Freeport, now vort 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 














® Manufacture of GEP RODS will be resumed just as soon 
as materials and labor are available. It is doubtful, how- 
ever, if many rods will be ready before next year. Ask your 
Jobber to let you know when he receives his supply. 


GEPHART MFG. CO. 


1020 West Adams Street + Chicago 7, Ill. 
Specialists in Steel Fishing Rods for 
BAIT CASTING e FLY FISHING © SALT WATER FISHING 








Ny LET'S GET ACQUAINTED! 


World’s Largest Manufacturer of 


ACETATE CELLULOSE 
LEATHER AND LEATHERETTE 


Low Priced 


NOVELTIES AND NOTIONS 


EMPRESS NOVELTY CO. 


501-507 EAST 171ST ST. BRONX, N. Y. 
Ludlow 3-1940-1-2 - 














r t's Vours : Sree! 


This attractive, popular Allied Counter Disploy Box is yours FREE 
with your order for 20 dozen Black Hammered-lron Finished House 
numbers. 

Strongly made of sturdy wood, the Display Box contains 2 dozen 
numbers in each compartment. There is also an extra compartment 


for nails. 


# Order From Your 
Jobber Today 


HARDWARE CORP. 
328 GRAND AVENUE 
BROOKLYN 5, N. Y. 
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It is still mighty important to keep 
belts running and you as a dealer can 
help do your part by calling attention 
to the importance of proper lacing 
in prolonging belt life. One of the 
most effective ways to do this is to 
have an Economy Display Unit of Alli- 
gator Steel Bele Lacing right out on 
the counter where your farm and shop 
trade can see it. 


An Economy Package of Alligator 
Steel Belt Lacing is the best insurance 
there is against loss of time due to belt 
failures. This Economy Package con- 
tains one set of Alligator Steel Belt 
Lacing complete with hinge pins for a 
12” belt or the 12” length can be 
broken to length for narrower belts. 


A display of Economy Packages on 
your counter will help you sell bel 
protection. 


ECONOMY DISPLAY UNIT 
Ne. 410 Economy Display Unit. List......$5.60 


Four sizes of Economy Packages are packed 
in the display unit shown above. Contents 
made up of 3 packages 15E, two of 20E, 
three of 25E, and two of 27E. 


ECONOMY PACKAGES 
























clothes. A six-vane agitator and corruga- 
tions on the tub bottom are claimed to 
give a gentle washboard action. The 
wringer rolls are well cushioned and extra 
large. Safety release bar is readily ac- 
cessible and easily tripped from any posi- 
tion. Corners and projections have been 
eliminated and working parts are com- 
pletely shielded. An electric drain pump 
is optional. Nozzle on drain hose hooks 
over edge of laundry tub or sink. Opera- 
tional noise and vibration reduced by a 
rubber cushion between the chassis and 
tub. Working parts run in a sealed oil bath. 






















‘Golf Cart’ Replaces Bag 


The Langhoff Mfg. Co., 121 N. Broadway, 
Milwaukee, Wisc., has designed its new 
“Roll-A-Long Golf Cart” to replace the 
golf bag. Carries a full set of 4 woods and 
10 irons, with heads down, distributing the 
weight evenly between the wheels instead 





















Lacing _List per carton Belt of on the pulling handle. Flat wire spring 
No. of Ten (10) Thickness clips hold clubs securely. Tubular steel 
15E $4.75 1/8” to 5/32” 






20E 5.00 5/32” to 3/16” eS 
25E 6.25 3/16” to 7/32” 
275 6.65 1/4” to 9/32” 
35E* 8.50 9/32” to 5/16” 


*Not Included in Display Unit. 
Order from Your Jobber 


FLEXIBLE STEEL LACING 
COMPANY 


4616 Lexington Street, Chicago 44, Illinois 


















For more than 30 years the most universally 
used belt lacing in the world. 


ALLIGATOR 


samnm at 1 


STEEL BELT LACING 














Nineteen Hundred Corp., St. Joseph, 
| Mich., is now presenting its new ‘1900 
whirlpool 50” model -wringer-type washing 
machine which holds nine pounds of 


construction. Is 16 in. wide by 48 in. high. 
Ten inch rubber tired wheels. Zipper bag 
is included for balls, tees, and other small 
accessories. To sell for about $16.95, for 
standard model, and $22.50 for DeLuxe 


model illustrated. 


Colored Stair Treads 


Colored rubber stair treads for brighten- 
ing up the home are being offered for im- 
mediate shipment by the American Mat 
Corp., 1731 Adams St., Toledo 2, Ohio. 

The treads, which measure 9 in. x 18 in., 
are available in red, blue, green and brown. 


‘Ambroid’ Display Box 


Ambroid Co., 305 Franklin St., Boston 
10, Mass., has a new counter display box 
for its Ambroid Liquid Cement. Tubes 























come in two sizes: 2 oz. tube for 25 cent 
sale, and 4 oz. tube at 50 cents. Also in 
pts., qts. and gals, 


Carded Towel Holder 


















The Ed-Son Co., 5833 Towne Ave., Los 
Angeles 3, is imtroducing a new towel 
holder suggested for use in kitchens, bath- 
rooms, offices, lockers, bars, bowling alleys, 
etc. Pull on towel serves to make it bind 
tighter. Suggested retail price 25 cents, 
one to a card. Packed 3 doz. cards to box. 
Cost $18 per gross cards. Minimum ship- 
ment one gross. 
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THE 


YOU CAN TRUST 


PLYMOUTH, MASSACHUSETTS 


ROPE 
BINDER TWINE 
BALER TWINE 





" Reliable—Clean Cutting 
Long-Lived 


The Choice of Professional 
Hairdressers over 
three generations. 





BROWN & SHARPE 


HAIR CLIPPERS 


FULLER TO 


RONX 





OL CO 





It's Time For 
STORM WINDOWS and 


KEES Gossett Hangers 


Special ‘‘guide flange’’ and extra large ‘‘eyes’’ 
make them the HANDIEST of all hangers. 

Doubly convenient . . . one set of hooks serves 
for both storm sash and screens. You can get 
extra eyes or lower halves packed separately. 

CASH IN on the growing nae 
larity of storm windows 
they're real fuel savers. 


F. D. KEES MFG. CO. 
Beatrice, Nebraska 
Distributed Through Wholesale Hardware Trade 








59, New York 





Here's important news about 

your screwdriver and nut 

driver sales! XCELITE tools, 

in big demand by shop 

men, are being produced 

in quantity. You'll want to 

cash in on XCELITE popu- 

larity . - on its shop- 

proven efficiency . . . on its 

quick turnover. The line in- 

cludes quality-made types 

to handle every nut and screw problem. For all 
details, one 

ty | METALWARE CO., INC. 

» Orchard Park, New York 





Accept No Substitutes 
STOVOIL 


Guarantees Satisfaction 


REMOVES 


THE BEST SINCE 1916 


SUPERIOR LABORATORIES - 





Grand Rapids 4, Mich. 














STANDARD LOUVERS 
"Good for the life of 
Any Average Building” 





SPECIAL LOUVERS 
For NEW Construction 
Nice job—Easy to install 


Scientific Design L re) LU V & ty S>rat. Appl. for 








MANY EXCLUSIVE FEATURES—-NONE BETTER ON THE MARKET 


Equipped 
with 
LUMITE 
Plastic 
Screen 


+ 








STAIN PROOF 
Our complete line includes ¢; 
over 30 Sizes and Type for 
every use. 





a 


RUST PROOF 

We also build Special 
Louvers for the Industrial 
trade. 


Arr-O-Line MANUFACTURERS—3062 -4th Ave. So., Minneapolis 8, Minn. 
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The Lest ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OlL TEMPERED SPRINGS 


McGILL METAL Prooucts Co. 
Marengo, Illinois 











Fishermen see the 
point instantly! 


Place our handsome 
display where they 
can see it and watch 
‘em move! 


Lucky 
JUNE BUG 
SPINNERS 


Plain or hammered; 
nickel or gold piated 
blades. Also fur- 
nished with red and 
white or red and 
yellow enameled 
blades. 


Free Spin 
SPINNERS 


Embossed or plain; 
nickel or gold plated. 
Also furnished with 
red and white enam- 
eled blades. 


Write for catalog 
today! 





Mille Lacs 
Lake Spinner Co 


704 SECOND AVE 
SLE, MINNESOTA 





| 
| Coming Conventions 


And Events 


Corrected Each Issue 
According to Latest Data 


Ace Hardware Corp. convention and 
exhibit, Jan. 27-29, 1947, at the Hotel 


| Sherman, Chicago. E. G. Lindquist, 1319 


S. Michigan Ave., Chicago 5, IIl., secretary. 


American Hardware Supply Co. con- 
vention and exhibit, Jan. 27-28, 1947, at 
company headquarters, 41-43 Terminal 
Way, South Side, Pittsburgh, Pa. William 
M. Stout, executive vice-president and gen- 
eral manager. 


Bicycle Institute of America, Inc., 
winter meeting, Jan. 28-30, 1947, at the 
Hotel Commodore, New York City. Cecile 
Meehan, 122 E. 42 St., New York City, 
secretary. 


California Retail Hardware Associa- 
tion convention, Feb. 11-13, 1947, at Hotel 
Whitcomb, San Francisco. LeRoy Smith, 


| 417 Market St., Rm. 237, San Francisco 5, 











Cal., secretary. 


Connecticut Hardware Association gon- 
vention, Feb. 11-12, 1947, at the Hotel 
Bond, Hartford. Ned Russell, Harris Hard- 
ware, Southport, Conn., secretary. 


Florida Retail Hardware Assn. conven- 
tion in May, 1947, at Orlando, Fla. Willlam 
W. Howell, Waycross, Ga., secretary. 


Franklin Hardware & Supply Co. 
annual dealers’ meeting, Feb. 4, 1947, 
probably at the company’s general offices 
and warehouses, 918-928 N. Delaware Ave., 
Philadelphia, Pa. 


Georgia Retail Hardware Assn. conven- 
tion in May, 1947, at Atlanta, Ga. Wil- 
liam W. Howell, Waycross, Ga., secretary. 


Hall Hardware Co. anaual meeting 
and winter convention and exhibit, Feb. 
17-20, 1947, at company headquarters, 6th 
to 7th Ave. No. on Third St., Minneapolis 
1, Minn. S. P. Duffy, president and general 
manager. 


Housewares and Appliance Show, 
Feb. 9-12, 1947, at San Antonio, Tex. San 
Antonio Housewares and Appliance Show 
Committee maintains offices at 2200 Alamo 
National Building, San Antonio 5, Tex. 


Housewares Show, April 27-May 2, 
1947, at Convention Hall, Philadelphia, Pa. 
Exhibit sponsored by the National House- 
wares Manufacturers Association, 1402 
Merchandise Mart, Chicago. S. L. Hans- 
sen, temporary secretary. The association 
is a new group formed by the merger of 
The Housewares Manufacturers Associa- 
tion of Chicago and the New York House- 
wares Manufacturers Association. 


Illinois Retail Hardware Association 
convention and exhibit, Feb. 24-26, 1947, 
at Hotel Sherman, Chicago. William F. 
Ewert, 1321 Merchandise Mart, Chicago 5, 
Til., managing director. 





Indiana Retail Hardware Association 
convention and exhibit, Jan. 27-30, 1947, 
at Murat Temple, Indianapolis. G. F. 
Sheely, 333 No. Pennsylvania St., In- 
dianapolis 4, Ind., managing direetor. 


Intermountain Association convention, 
Nov. 6-7, 1946, at Hotel Boise, Boise, Idaho. 
Leon L. Weeks, Chamber of Commerce 
Bldg., Boise, Idaho, secretary. 


Iowa Retail Hardware Association con- 
vention and exhibit, Feb. 11-14, 1947, at 
Des Moines, Iowa. Exhibit at Coliseum. 
Philip R. Jacobson, Mason City, Iowa, 
secretary. 


Kentucky Hardware and Implement 
Association convention and exhibit, Jan. 
20-21, 1947, at the Kentucky Hotel, Louis- 
ville. Morris Jones, 501 Republic Bldg., 
Louisville 2, Ky., secretary. 


Minnesota Retail Hardware Association 
convention and exhibit, Jan. 21-23, 1947, 
at the Minneapolis Auditorium, C. J. Chris- 
topher, Nicollet at 24th, Minneapolis 4, 
Minn., manager. 


Michigan Retail Hardware Association 
convention and exhibit, Feb. 11-14, 1947, 
at Detroit. Sessions at Statler Hotel; ex- 
hibit at Convention Hall. Harold W. Schu- 
macher, 1112 Olds Tower Bldg., Lansing 
8, Mich., manager. 


Missouri Retail Hardware Association 
convention and exhibit, March 11-13, 1947, 
at Hotel Jefferson, St. Louis. Louis C. 
Kreh, 323-324 Wainwright Bldg., St. Louis 
1, Mo., secretary. 


Mountain States Hardware and Imple- 
ment Association convention, Jan. 9-10, 
1947, at the Cosmopolitan Hotel, Denve 
John T. Bartlett, 637 Pine St., Boulder, 
Colo., secretary. 


National Metal Exposition, Nov. 18- 
22, 1946, at Municipal Auditorium, At- 
lantic City, N. J. Chester L. Wells, 7301 
Euclid Ave., Cleveland 3, Ohio, assistant 
managing director. 


Nebraska Retail Hardware Association 
convention and exhibit, Feb. 25-27, 1947, 
at Omaha. Exhibit at the City Auditorium; 
convention headquarters at Paxton Hotel. 
C. A. McCoy, 325 Insurance Bldg., Lincoln 
8, Neb., secretary. 


New England Hardware Dealers’ As- 
sociation convention and exhibit, Feb. 20- 
22, 1947, at Hotel Statler, Boston, Mass. 
Russell R. Mueller, 185 Dartmouth St., 
Boston 16, Mass., secretary. 

New York State Retail Hardware As- 
sociation, annual convention and trade 
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POSITIVE IN ACTION 


NEWELL DOOR CLOSERS - - come ms 
EASY TO INSTALL 


r No. 006-A ZEPHYR a No 008 AIR-FLO 


For a low-priced closer, Ideal for combination 
the 006-A has all the screen and storm doors 
features of higher-priced and light inside doors 
closers. A really proved Each one in individual 
fast seller carton. 


TWO BEST SELLERS « ~ cx'irc: 


sf 1 Door Stop prevents damage 


Phd GS a > bem es door ‘ _ forced of 
aay ome — 
——— door close: 


No. 001 DOOR STOP template, in each box 


7 & 
Beh 


No 014 OIL-FLO 


This latest addition to the 
Newell line operates in an 
oil bath. Smoothest oper- 
ating closer yet presented. 


Bg i Oe 
é ¥ 





4, 
NTN 


a CHORE 
GIRL 


“Pot Cleaner 
of the Nation” 


I’ve improved in appearance and effective- 
ness because of war-time experiences. As al- 
ways, I am being distributed only through 
regular jobber and wholesale channels. For 
your adequate supply get your orders in 
promptly to insure earliest delivery. 


METAL TEXTILE CORPORATION 
* ORANGE, N. J. 

















Seymour $mitx 


[Snapiock 


» PLIER-WRENCH 


Serves As 

A PLIER 

A WRENCH 

A HAND VISE 
A CLAMP 


POWERFUL 
ADJUSTABLE 
TOGGLE ACTION 


Tremendous gripping and holding power—locks when closed 
for holding pieces for drilling, welding, scribing, grinding, 
etc. Easily and quickly unlocked. Used also without lock- 
ing as a plier. Thousands of uses wherever mechanics work. 
No. 1607, 7" size; No. 1610, 10" size. Full details on re- 
quest. Sold only through jobbers. 


SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Makers of “Snap-Cut” Pruners, Grass Shears, Hedge Shears 


Sales Representatives: 
JOHN H. GRAHAM & CO., Inc., 105 Duane St., New York 8, N. Y. 


\/ 
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A Fast Selling, Profitable Line 1s 


Is Consumer Products of Lonq Established Quality 


CONSUMERS CRACK FILLER 


or Wood Putty. Mixes smooth, dries hard and 
stays put. Will not chip, crack, shrink or peel. 
Fills holes, cracks or breaks in wood, stone, 
etc. 5-oz. and 1-ib. cartons. 


TIGER GRIP LINOLEUM CEMENT 


Ready for use for laying and patching. Also 
used on drain boards and stair treads. Packed: 


pints, quarts, gallons. 














OCTOBER 24, 1946 


=. ¥ ete => 

i Cig a 
a a j 
PAIAT BRUSA 

mS Gofal? ia. 


DAISY BRUSH CLEANER 


Cleans paint brushes perfectly and conditions 
them for work. Makes them last longer. 3-oz. 
cartons 10¢; 12-0z. packages 25¢. Packed 1 
gross to the case. r 


DANDY WALL PAPER REMOVER 
Easily applied—soaks old wall paper off walis 
in a jiffy. Pint sufficient for average size room. 
Also quart and galion size cans. 


CONSUMERS GLUE COMPANY-— since 1906 —ST. LOUIS, MO. 

























































































WIRE SPECIALTIES 
FOR ELECTRICIANS 


Many of the wire hooks, 
eyes and other fittings used 
by electricians can be had 
in Brooks quality fabrica- 
tion. Tell us what your 
trade requires and let us 
compare notes. 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


HOGKS 


BROOKS 











1840 


OUTPUT DISTRIBUTED THROUGH THE JoBBING TRADE EXCLUSIVELY 
itaeeel : 
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| show. Headquarters at Seneca Hotel, show 
at Convention Hall, Rochester, N. Y., Feb. 
4-6, 1947. N. H. Kiley, 508 Hills Bldg., 


Syracuse, N. Y., secretary. 


North Coast Retail Hardware Associa- 
tion convention, Feb. 2-3, 1947, at New 
Washington Hotel, Seattle, Wash., D. D. 
Stewart, 714 American Building, Seattle 4, 
Wash., secretary. 


North Dakota Retail Hardware Asso- 
ciation convention and exhibit, March 25- 
27, 1947, at the Municipal World War 
Memorial Bldg., Bismarck. Miss Clarine 
Sherwood, 21 Clifford Bldg., Grand Forks, 
| N. D., secretary. 


Ohio Hardware Association conven- 
tion and exhibit, Feb. 4-7, 1949, at the 
Cleveland Public Auditorium, Cleveland. 
Sessions and exhibit at Auditorium; con- 
vention headquarters at Hotel Cleveland. 
John B. Conklin, 175 So. High St., Colum- 
| bus 15, Ohio, secretary. 





Oklahoma Hardware and Implement 
| Association convention and exhibit, Feb. 
| 4-6, 1947, at the Municipal Auditorium, 
| Oklahoma City. R. K. Thomas, 711 Wright 
| Bldg., Oklahoma City, Okla., secretary. 


Pacific Northwest Hardware and Im- 
| plement Association convention, Oct. 28-29, 





1946, at Spokane, Wash. J. B. Channing, 
615 Empire State Bldg., Spokane, Wash., 
secretary. 

Panhandle Hardware and Implement 
Association convention, Feb. 10-11, 1947, 
at the Herring Hotel, Amarillo, Tex. Mrs. 
C. L. Thompson, Canyon, Tex., secretary. 

Pennsylvania and Atlantic Seaboard 
Hardware Association convention and ex- 
hibit, Feb. 10-13, 1947; at the Wm. Penn 
Hotel, Pittsburgh. W. Glenn Pearce, 400 
N. Broad St., Philadelphia 36, Pa., secre- 
tary. 

South Dakota Retail Hardware Asso- 
ciation convention and exhibit, March 18- 
20, 1947, at the Coliseum, Sioux Falls, 
Earl Erlandson, Cottonwood, S. D., secre- 
tary. 

Southern California Retail Hardware 
Association convention and exhibit, Feb. 
18-20, 1947, at Long Beach. Sessions at 
Hilton Hotel; exhibit at Municipal Audi- 
torium. A. C. Kammeier, 112 W. Ninth 
St., Los Angeles 15, Cal., secretary. 

Tennessee Retail Hardware Association 
convention at the Andrew Jackson Hotel, 
Nashville, Feb. 24-25, 1947. Morris Jones, 
501 Republic Bldg., Louisville 2, Ky., sec- 
retary. 

Texas Hardware and Implement Asso- 
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STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACTS OF CONGRESS OF AUGUST 24, 1912, 
AND MARCH 3, 1933 


OF HARDWARE AGE, published bi- 
weekly at Philadelphia, Pa., for 
September 27, 1946. 

| State of New York, County of New 

| York, ss. 

Before me, a Notary Public in and for 

the State andgeounty aforesaid, person- 

ally appeared arles J. Heale, who, hav- 
ing been duly sworn according to law, 
deposes and says that he is the President 
of HARDWARE AGE and that the fol- 
lowing is, to the best of his knowledge 
and belief, a true statement of the 
ownership, management (and if a daily 
paper, the circulation), etc., of the afore- 
said publication for the date shown in 
the above caption, required by the Act 
of August 24, 1912, as amended by the 

Act of March 3, 1933, embodied in sec- 

tion 537, Postal Laws and Regulations, 

printed on the reverse of this form, to 
wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and 
business manager are: Publisher, Chilton 
Company, Inc., 100 East 42nd Street, New 
York 17, N. Y.; Editor, J. M. Witten, 190 
East 42nd Street, New York 17, N. Y.: 
Managing Editor, Kenneth A. Heale, 190 
East 42nd Street, New York 17, N. Y.: 
Business Manager, Charles J. Heale, 100 
E. 42nd Street, New York 17, N. ¥ 

2. That the owner is: If owned by a 
corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one per cent 
or more of total amount of stock. If not 
owned by 2% corporation, the names and 
addresses of the individual owners must 
be given. If owned by a firm, company, 
or other unincorporated concern, its name 
and address, as well as those of each in- 
dividual member, must be given. 

Estate of C. A. Musselman, 260 Syca- 
more Ave., Merion Station, Pa.—Bene- 
ficiaries: Mabel M. Musselman, Mary M. 
Acton, David Acton; Charlotte M. Ter- 
hune, 160 E. 48th St., New York, N. Y.: 
Cc. 8. Baur, c/o Chilton Co., 100 EB. 42nd 
St.. New York 17, N. Y.; J. 
Deventer, 50 Lake Shore Drive, Vails 
Grove, Peach Lake, Brewster, N. Y.; Mrs. 
Beulah Fahrendorf, 19 Tunstall Rd., 
Scarsdale, N. Y.; Mary M. Acton, 260 
Sycamore Ave., Merion Station, Pa.; 
Mabel M. Musselman, 260 Sycamore Ave., 
Merion Station, Pa.; Dorothy S. Johnson, 
1115 Fifth Ave., New York, N. Y.; Ann 





E. Tomlinson, c/o Bankers Trust Com- 
pany, P. O. Box 704 Church Street Annex, 
New York, N. Y.; Ethel G. Breen, Trustee 


u-w of Charles W. Anderson, Old Green- 
wich, Conn.—Beneficiaries: Robert C 
Anderson, Percival E. Anderson, Charles 
W. Anderson, Jr., Annie L. Clark; John 
Blair Moffett, 1608 Walnut St., Philadel- 
phia, Pa.—Agent for J. Howard Pew, 
J. N. Pew, Jr., Mabel P. Myrin, Mary 
Ethel Pew; Elizabeth J. Bailey and Ell- 
wood B. Chapman, Trustees Estate of 
James Artman, Deceased, 930 Real Estate 
Trust Building, Phila., Pa.—Beneficiaries : 
Franklin Artman, Vera Watters, Alvin 
Cc. Artman, Elizabeth J. Artman, Marion 
A. Pratt, George H. Pratt, by assignment, 
Edwin Moll, by assignment; Frederick S. 
Sly, 149-40 35th Ave., Flushing, L. 
m3 

3. That the known bondholders, mort- 
gagees, and other security holders own- 
ing or holding 1 per cent or more of total 
amount of bonds, mortgages, or other 
securities are: (If there are none, s0 
state.) None. 

4. That the two paragraphs next above, 
giving the names of the owners, stock- 
holders, and security holders, if any, con- 
tain not only the list of stockholders and 
security holders as they appear on the 
books ef the company but also, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting, is 
given; also that the said two paragraphs 
contain statements embracing affiant's 
full knowledge and belief as to the cir- 
cumstances and conditions under which 
stockholders and security holders who do 
not appear upon the books of the com- 
pany as trustees, hold stock and securities 
in a capacity other than that of a bona 
fide owner; and this affiant has no reason 
to believe that any other person, associa- 
tion, or corporation has any interest di- 
rect or indirect in the said stock, bonds, 
or other securities than as so stated by 
him. 

5. That the average number of copies 
of each issue of this publication sold or 
distributed, through the mails or other- 
wise, to paid subscribers during the 
twelve months preceding the date shown 
above is (This information is required 
from daily, tri-weekly, semi-weekly and 
weekly publications.) 

CHARLES J. HEALE, 
President. 

Sworn to and subscribed before me this 
27th day of September, 1946. 

Mae A. Gatzenmaier. 
My commission expires March 30, 1948. 
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BRONZE BEARING BENCH GRINDERS 


Built rigid and heavy to withstand long hard service. 
Ideal for grinding and polishing work — for home, 
shop or garage. 

Note the fully enclosed base—a safe guard for the belt 
and “V” pulley, which can be driven from the back or 
below. Equipped with guards and adjustable tool rests 
for perfect work. Also popular priced Saw Mandrels. 
Write for descriptive circular of our entire line. 


Majestic Toal Mig. Co. 
QUALITY TOOLS @ 


120 N. JEFFERSON STREET 
CHICAGO, ILL., U.S.A. 


























TONKA CASTING RODS 


Chrome finish tubular step-down cast- 
ing rods with offset handles. Prices 
ranging from a retail list of $11.95 for 
the 4% foot Tonka Brave to $19.95 for 
the Tonka Warrior, 5 feet. 


| 
Be 


aes 


New circline fluor- s A 
escent floor lamp. r 
(top section  illus- 
trated) 





Centact your jobber or write the man- 


ufacturer for additional information. Fluorescent desk lamps re- 


tailing for $9.95 to a TWO 
BULB lamp for $14.95. 


OTHER FLUORESCENT PRODUCTS 
MANUFACTURED BY KABEE: 


Germicidal lamps 
Switches 


Bed lamps . 
Bulb sockets . 


Pin-up lamps ° 
Starter sockets ° 


KABEE CORPORATION 


Minneapolis | 1, Minneapolis 
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| Easiest 
Rolling! 


Baby Buggy! 


TRUCK 
BARGAIN 


Quiet 10" Semi- 
Pneumatic Wheels 





Order Monday— 
Get It Friday! 

Handees — best 
known truck of 
its type on the 
market — offers 
new Mode! 60 at exceptionally 
low price. Ideal for cases, car- 
tons, bags, cylinders, etc. Cap. 
urved cross straps; %"' 
axle. 10 x 1.75 puncture- 
proof tires save floors, make 
rolling easy. Special steel 
bearings. Order by mail. 
Send back express collect 
if not highly pleased. 


14" 


and Oilite bearings. 


300 Ibs. 


Model 50. 


Same truck} 


with 5x2 Rub- 
ber Wheels 


Thru Your Wholesaler or 
Order from 


HANDEES CO. 


Dept. 2528 
Bloomington, Ill. 





MOLLY CORPORAT 


Sales Headquarters 
2-260 GENERAL MOTORS BLDG 
DETROIT 2, MICH 


$1995 





C 
















































Let MOLLY SCREW ANCHORS 
show you high profits . . . sell 
themselves fast from attractive 
counter display cases. 

Easy for anyone fo install. . . 
neatly ... in any wall material 
from concrete to thin fiber- 
board. Threaded anchor will not 
loosen or drop when bolt is 
removed any number of times 
to clean or replace wall fixtures. 


MOLLY BOILER PLUGS for per- 
manent leak repair . . 
selling for easy home use... 
Proved under 225 Ibs. direct 
steam pressure. 

ASK YOUR JOBBER 


. fast- 





122 € 
NEW YORK 17 


fitié - 


ie) 


42ND ST 





Height 
54" 


Nose 
427 





Weight 
32 Ibs. 

















MD#14- BOOT SAVER 


Van’s Boot Saver is 

a smart, simple de- 

vice for the proper 

drying and between- 

season care of boots 

and other outdoor 
footwear. Easy to carry, even in coat 
pocket—folds flat. 


Quick Drying 
Rising warm air circulates through 
boots, quickly drying them. Prevents 
cracking—long boots do not have to be 
folded. 
FOR EASY SALES 


A convenient vending display 
which holds stock—occupies less 
than a square foot of counter 
space. Consistent advertising in 
leading sportsmen’s magazines. 


Retall Price $1.25 
Leaving you a good profit. 
if your jebber cannet supply you right new, 
we will give your order prompt service. 
NOEL VAN TILBURG COMPANY 
1027 Washington Ave., S.E., Minneapolis 14, Mina. 














Get a 


FIRM GRIP 


IN HOLLOW MATERIALS : 


Paine Spring Wing 
ba or Bolts take hold 
in hollow walls and 
provide sure, perma- 
nent support for hang- 
ing or securing fix- 
tures. The two-piece 
toggle springs into 
place after insertion 
and will not pull out 
or work loose. Avail- 
able in several head styles in standard 
bolt diameters from 1%” to 4%” in stand- 
ard lengths. 
SPECIAL TOGGLE BOLT CLAMP — free with 


every box of Paine Toggle Bolts—euts installation 
time in half. 


Ask Your Jobber or Write for Catalog 


THE PAINE COMPANY 
2963 Cerroll Avenve Chicago 12, Illinois 


‘TrAIna- 
and HANGING DEWICES 





ciation convention and exhibit, week of 
Jan. 26, 1947, at Houston. Sessions at the 


Rice Hotel. Exhibit at the Municipal Au- | 


ditorium. Ray M: Souder, 81415 Texas 
Bank Bldg., Dallas 2, Tex., secretary. 
Triple Mill Supply convention, May 
11-14, 1947, at the Hotel Traymore, Atlan- 
tic City, N. J., will be headquarters for 


American Supply & Machinery Manufac- | 


turers’ Association, Inc. The National Sup- 
ply & Machinery Distributors’ Association 
and the Southern Supply & Machinery Dis- 
tributors’ Association. R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh 22, Pa., 
is general manager of the American asso- 
ciation; Henry R. Rinehart, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treasurer 
of the National association; George A. 
Fernley is advisory secretary of the Na- 
tional association, and E. L. Pugh, 712 
Volunteer Bldg., Atlanta 3, Ga., is secre- 
tary-treasurer of the Southern association. 

Virgina Retail Hardware Association 
convention Feb. 24-26, 1947, at the John 
Marshall Hotel, Richmond. G. T. Cmo- 
hundro, Jr., Scottsville, Va., secretary- 
treasurer. 

Western Retail Implement and Hard- 
ware Assn. convention and exhibit, Jan. 
28-31, 1947, Municipal Auditorium, Kansas 
City, Mo. Frank H. Spink, 322 Scarrit 
Bldg., Kansas City 6, Mo., secretary- trea- 
surer. 

Western Winter Mart, Feb. 3-8, 1947, 
at the Merchandise Mart, San Francisco, 
Calif. Frank K. Runyan, Mart president. 

Wisco Hardware Co. 20th annual mer- 
chandising school and sales-show, Dec. 2-4, 
1946, at company headquarters, 15 So. 
Brearly St., Madison, Wis. J. A. Fitschen, 
secretary and general manager. 

Wisconsin Retail Hardware Association 
convention and exhibit, Feb. 4-6, 1947, at 
the Auditorium, Milwaukee. H. A. Lewis, 
Stevens Point, Wis., secretary. 


Correct Answers to 
Test Your Hardware Sense 








(Questions on page 264) 


1—Answer. Circumference (a) 12.56 
in.; (6) 18.85 in.; (c) 21.99 in. Rule is 
to multiply 3.1416 by the diameter of the 
pipe. ; 

2—Answer. One kilowatt hour equals 
the consumption of 1000 watts of electrical 
current in one hour. 

3—Answer. It will cost customer 2% 
cents per hour to operate the heater which 
draws 1000 watts per hour where the resi- 
dential rate is 24% cents per kilowatt hour. 

4—Answer. Area of circle (a) 50.26 sq. 
in.; (6) 78.54 sq. in.; (c) 113.09 sq. in. 
Rule is diameter squared times .7854 
equals area of circle. 

5—Answer. Extra items to suggest are 
paint brush, turpentine, sandpaper, brush 
cleaner, enamel undercoat, and others. 











Latest News on 


RECONVERSION 
on page 290 

















Serving the 
Retail 
Hardware Trade 
Since 1936 


Well known brands of 
hardware, electrical 
and plumbing supplies. 


Inquiries from ' 
Dealers invited 


CROWN 


HARDWARE CO. 


723 W. LAKE STREET 
CHICAGO, ILL. 














ERS Tt 


ARIZON. 
ona Hardv 
CALIFORD 
Taylor Whol 

fornia 


Cent alley 

COLORAL 
tne. 

CONNECT! 
. Gold 


NO. SM 1680 SHEET 
METAL SCREWS 


@ A complete, compact department in 
itself. 1680 round head, gimlet point 
Sheet Metal Screws, hardened and elec- 
tro galvanized, in 16 sizes ranging from 
% x 4 to I, x 12. Inexpensive refills 
quickly available. Big profit on very 
small investment. Send for catalogue 
sheet. 


Order from your jobber or direct 


x \ +I 
Shavow Fo and ScPii Co. 
\- ” 


BOSTON 10, MASS 


HARDWARE AGE 
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CHARGES 
BY DAY 


PERMA-GLOW! 


ERMA-GlOy, 


45°) Cn» 


By OMT 6 


SHORT FIPOSURE To DAYLIGHT 


Steen PERMA- 


Com 
Dooley Wholesale Hdwe. Co. 
Valley Hdwe. Co. 
SOLSanee 


CONNECTICUT 
Goldman & Co., Ine. 
tndelt Hardware Co. 


Hdwe. Co. 
The Page. Steele & Flagg Co. 


it & Co. 
RICT OF COLUMBIA 
ay Hdwe. Co. 


1 Co. 
oe ¢ Co. 


FLORIDA 
je—MeCann Mesoanttte Co. 


Farrey’s Wholesale 
~~ 
la Hdwe. 

Bench Sewell” "‘ntinae Co. 
GEORGIA 


Hardware 
niga’ s Wholesale 
repper Company 
Hardw le 


IDAHO 
lack Distributing Co 
—’ 
Hdwe. Corp. 


lalties Sales Co 
3 — & Supply Co. 


y Key & Hardware Mfore. 
house & Wells Co. 
Barker-Goldman & Lubin 
a 


hafer Ce. 
tticher & Kelleg Co. 
ay & Reefing Co. 


8 cnlatter Hardware Co. 
Hardware Ce., Ine. 6 
0. 


Serviee & Equip. 
Maree Distributing Ce. 

Interstate Distributing Co. 
1OWA 


* E. Armstrong & Sons 


CLOW wa 


Retails at 


GLOWS 


This plastic house 
and weather. “3 
it visible for 6 


with non-rustin 


packages. © 


15¢ 


BERS THROUGHOUT UNITED STATES SELLING PERMA-GLOW 


Des iin Camp Hdwe. Co. 
NSAS 


Wiehite—Cummines & Company 


KENTUCKY 

Loulsville—Archer Plastics & Spee. Corp. 
Louisville Tin & Stove Co. 

LOUISIANA 
Baton Rouge--industrial Hdwe. & Sup- 
plies, Inc. 

New Orleans—Stratton- Baldwin Co., 
Woodward Wight & Co.. Ltd. 

Shreveport— Ogilvie Bros. 

MAINE 
Houlton—Almon H. Fogg 
Portland—K endal!- Whitney 

Myrals, tne. 

Netson & Small, Inc. 

MARYLAND 

Baltimore—John Duer & Son 

Stein Brothers 

Wholesale Elec. Assoc., Ine. 
Cumbertand—The Schriner Co., Ine. 
Frederick—Frederick Trading Co. 
Hagerstown—Schindel, Rohrer & Co., 

MASSACHUSETTS 

Boston—Decatur & Hopkins Co. 

Massachusetts Hdwe. Dist., Ine. 
Fitehburg—Fitchburg Hardware Co. 
Lynn—B. & E. Paint & Wallpaper Co. 
Roxbury—Erwin Supply Company 
Woreester—Mendall Benjamin Co. 


Ross Bros. 
MICHIGAN 
Battle Creek—B. C. Supply Ce. 
Bay City—Meisel —_— & Supuly 
Bay City Hdwe. Co. 
Detrolt—Atias Merchandising Co. 
Buehshaum Bros 
New-Way Enamelware & Hardware Ce. 
Geo. C. Wetherbee & Co. 
Eseanaba—Delta Hdwe. Co 
Flint—George W. Hubbard Hdwe. 
Grand Raplds—Michioan Hardware Co. 
Jackson—Smith-Winchester Co. 
Lansing—VanDervoort Hdwe. Co. 
Muskegon—Towner Hardwere Co. 
MINNESOTA 
Duluth—Kelley-How-Thomson Ce. 
Minneanolls—E!l-Mar Sales Co. 
Jenney-Semple-Hil!l & Co 
St. Paul—Raymer Hdwe. Company 
MISSISSIPPI 
Jackson—General Whelesale Co 
Natchez—Feitus Bros. Hdwe. 
MISSOURI 
ba Louls—Mound City Supply Co., 
New Market ~~? Co. 
Aeme Sales 
Chas. R. Myers Hdwe. Co 


Ine. 


Ine. 


Rothler Company 

Schwander Appl. Co. 

Tiemann Hardware & Supply Co 
Witte Hardware Co. as 


MONTA 
Billings—Billings Hdwe. 
Marshall- Wells Ce. 
Helena—A. M. Halter Hdwe Co. 

EBRASKA 
Lincoln—United Supply 
NEW JERSEY 
East Orange—Reliable Hdwe. 
Newark—Eagle Sales Co., Inc 
Jonn Giesinger Corp. 
1. Lehrhoff Company 
Phoenix Hardware Ce. 


Ce. 


& Supply 


ate 

Penn's Grove—R. F. Willis & Bro., Ine. 

Red Bank—Union Distributors, Ine. 
NEW YORK 

Albany—Albany Hdwe. & Iron Co. 

Binghamton—t. & K. Electric Co 

Brooklyn—Schneid Bros. 

Singer & Singer 

ea D. Taylor Co. 


Wm. L. Blumberg 

William Goldenblum & Co 

Herman Kornahrens, Inc 

Solomon Leinwand & Son 

Masback Hdwe. Co. 

Saul Shugerman 

Underhill Clinch & Co. 

Chas. Weiland, Inc. 
Rochester—Cesec Elec. Supply Co 

Mathews & Boucher 

Weed & Company 
Syracuse—Alexander Grant, Sons 
Utica—Roberts Hardware Co., Inc 
Watertown—W. W. Conde Hdwe 
Woodside, L. 1.—Dash Sales 

NORTH CAROLINA 

Greensboro—Odeli Hardware Co. 
Monroe—Monrce Hdwe. Co. 
Raleigh—Southern Jobbers. 

Job P. Wyatt & Sons Co. 
Wilimington—Jacobi Hardware Company 
Winston - Salem — Brewn- Rogers Dixson 

NORTH DAKOTA 

Fargo—NW ee Plasties 
HI0 


we * Wholesale Hardware 
& H. Wholesale Supoty -s 

Cincinnatl—Keystone Hardware. 

Cleveland—W. Bingham & Co. 


Co 


Co. 
Columbus—The Tracy- Wells Gomecty 
Dayten—The W. H. Kiefaber 
Universal Supply Co. 


AT NIGHT -"° lig 
umber is made t 


ight exp? 
s after dark. 
ASSINE ENVELOPES — 


Refills in 1 Dozen 


short dayli 
to 8 hour 


s 10 Dozen in Gt 


g screws. 


Order today from 


Youngstown—Trumbull Plumbing Supply 
M 


LAHO 
Tulsa—Clark-Darland Hdwe. Co 
OREGO 
Portland—Gilbert Bros. Ine. 
NW Hardware & Steel Co. 
PENNSYLVANIA 
Allentown—M. S. Young & Co 
Altoona—The H. C. Prytzman Co. 
Beaver Falis—Ace Elettric Supply Co 
Danville—Welliver Hardware 
Hazleton—Jere Woodring & Co. 
Kingston—Harris Hardware & Supply Co 
Lancaster—Reilly & Raub 
Morrisville—Engineering-Sales Associates 
Philadeiphia—Charles J. Danvers 

Franklin Hdwe. & Supply Co. 

E. J. McAleer & Co., Inc. 

Jos. E. Podgor Co., Ine. 

Shields & Brother 

Supplee-Biddle Hardware Co 

dw. K. Tryon Co. 
Pittsburgh—American Hdwe. 

Logan Gregg Hdwe. Co 

The Martin Hardsocg 

Schoinick, Ine. 

Joseph Woodwell Co. 
Pottsville—The Pottsville Supply Co 
Shamokin—Jones Hdwe. Co 
Wilkes-Barre—Genner Bros., Co. 

Lewis & Bennett Hdwe. Co. 
York—Fulton, Mehring & Hauser Co 

RHODE ISLAND 
Providence—Barker Chadsey & Co. 


Supply Co 


Company 


Charleston—C 
Greenville—Sullivan Hardware Co. 
Co. 


SSEE 
Chattanooga—Faber & Nichols Machining 
& Sales Co. 
Jackson—Frankiand’s 
Knoxville—Galyon & Company 
House-Hasson Hardware Co. 


C. M. McClung & Co., Ine. 
Nashville—Mid-South Builders Supply 


your fa 


vyorite jobber. 


TEXAS 
Amarillo—Gibsen Products Co. 
— Christi—Corpus Christi Hardware 


San Antonio Machine & Supply Ce. 
Dalhart—Mayfield Feed & Grain Co. 
Dallas—Higginbotham-Pearistone Hdwe 


Co. 

Huey & Philp Hdwe. Co. 

Fort Worth—Deaigh & Brewer 
Houston—Bering-Cortes Hardware 

F. W. Heitmann Co. 

Lacks be amy Dist. 

Lebow Sales Co. 

National Jobbers & Distributors 

Peden Iron & ag Co. 

Radefl Brothers, Inc. 
Lubbock—Becknell-Witkins Hdwe. 
San Antonio—Bulilders Supply Co. 

Watts Hdwe. Co., Ine. 

UTAH 
Ogden—Geo. A. Lowe Company 
VIRGINIA 
Clarksburg—Johnson Hardware Co. 
Lynchburg—Bailey-Spencer Hdwe. 
Richmond—Virginia-Carolina Hdwe. 

The W. S. Donnan Hdwe. Co. 

Watkins-Cottrell Company 
Roanoke—Graves-Humphreys Ce., 

WASHINGTON 
Seattio—Cariton Hardware Supply Os. 

Peerless Electrie Co. 
Spokane—Jensen-Byrd Co 
Tacoma—Frederick C. Wolf & Sen 

Hunt & Mottet 

WEST VIRGINIA 
Clarksburg—Johnson Hdwe. Company 
Huntington—E mmons-Hawkins Hdwe. Ce. 

Watts, Ritter & Co. 

Wheeling—Oitt-Helskell Co. 
WISCONSIN 
Madison—Wisco Hdwe. Co. 
Milwaukee—The Hunt Company 

John Pritziaff Hdwe. Co. 

Wausau—Specialty Products Ce 


Co 


Co 


Ce., 
Co. 


Perma-Glow sold only through jobbers — So send your 
order to your jobber listed above. If your jobber does not 
a ee send order and his name to Reflecto 


Sold. “+ units of Display Assortments of Numerals. 


. REFLECTO LETTERS 


411 East 101st Street, New York City 








MONROE 
Acclaimed The Finest 
From Coast To Coast 


Acclaimed by dealers as the HOTTEST 

HEATER line. You too will agree that 

MONROE Heoters, with their striking 

beauty and outstanding quolity are the 

Heaters for you to sell. Modern MONROE 

Vented circulating Heaters will make 

available to your customers the luxury 

of gas heat at a cost comparable with 

coal or oil. Unrivailed gas economy re- 

sulting from the unique design of the Super 

Warm-Fior Radiants and famous Gasmoster Burner make MONROE the 
choice of the L.P.G. user as well as those using other gases. 


Famous Gasmaster Burner 


Orifice Inside Bell 
(Protected from damage) 
Monroe Designed Valve 
(Precision and quality) 
Beveled Crown Interior Baffles 
Better (Even flame distribution) 
Le Blue Flame Pilot 
(A (Light it once a year) 
More and Higher Ports 
(For perfect combustion) 





(Dirt or Dust won't clog It) 


Let These Sales Features 
Increase Your Heater Volume 


® Ultramodern Styling ® Automatic Ughting 
® Abundant Radiation ® No Moisture Problem 
®@ Warmer Floors ® A.G.A. Approval for L.P.6 


Model Illustrated is MRV-65, 65,000 8.T.U., Height 36", Width 334", Depth 
20%". Other vented models in 45,000, 30,000, and 20,000 B.T.U. capacities. 
Also unvented Kool-Kabinet models. 


MONROE STOVE CO. 


COLUMBUS, OHIO 3256 MILWAUKEE AVE., CHICAGO 18, ILL. 
SAN FRANCISCO, CALIF. NEWARK, N. J. OMAHA, NEB. 


y Grreater 


Majestic 


FORMED STEEL* 
Dampers 


“FORMED STEEL 


Rugged and Long-Lasting 


Fireplace construction and mod- 
ernizing are simplified by using 
Majestic Formed Steel Dampers. 
They maintain proper ratio of 
throat area to fire —- opening; 
assure correct height of throat and 
other dimensions. Built-on lintel— 
no angle iron required. No fitting 
necessary; damper rests flat on 
rough masonry. Valve closes 
tightly, and operates easily with 
an ingeniously simplified poker 
control. Built to get highest effi- 
ciency from every fireplace, Majes- 
tic dampers also withstand years 
of exposure to rust, smoke, soot, 
and heat without impairment. For 
safe draft control and permanent, 
smoke-free satisfaction, install 
Majestic Formed Steel Dampers. 


Nationally Known and Advertised for 40 years 


featured on the 

r Majestic 
inc'uding Cir 

r Fireplace 

ts, Underground 
sarbage Receivers 


Home Incinerators 


THE NEW Streamiine 
“SIMPLEX” SPRING BUTT-HINGE 


@ Combines every impertent 
feature of proven advan- 
tage with the beauty eof 
modern design and sim- 
plicity of application. 


@ Quality in every detail in- 
sured by our sixty yeors 


experience in the design 
and manufacture of spring 


hinges. 


Double Acting Type BUT900! 


Trim and Streamlined . the "Simplex" ie Is intent 
to harmonize : Tomeen bulides 


with the mos! modern requl S 
1 pn eeg hepedp 
Here Is a product that maintains our tradition for 
ete ole 





Chicago Sy Spring Hinge Co. 


CHICA NEW YORK 

















WILL REMOVE OLD HARD PUTTY 
MORE QUICKLY, MORE EASILY 
AND LESS EXPENSIVELY 














Don't resort to the old laborious method of 


| chipping out hard putty from an old window sash. 


Do it the modern electrical FLETCHER way with 
e@ FLETCHER Electrical Putty Softener. 


Not only will it do the work in about one-third 
the time, but it will do a 
better job, leaving the sash 
uninjured, . . . also, the § 
operator. The old glass lifts ; 
out and can be used again. 


If you do much reglazing, | 
this tool is an excellent 
investment. Write for com- 
plete particulars. 


THE FLETCHER, TERRY COMPANY 
FORESTVILLE, CONNECTICUT 


HARDWARE AGE 
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Because people get cold all over... 













' fey Rea ays a LP Le : ti” 
Ordinary, old-fashioned heater provides only limited area of warmth | | 
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---a Heater that warms all over 
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Modern Thermador Longfella’ provides head-to-heels warmth 


- 






LONG TO PROVIDE HEAD-TO-HEELS WARMTH 
SLENDER TO CONSERVE SPACE 







Height 36'” 


Base 
Diameter, 10” 












GE 


Wt., Approx. 
4 lbs. 
Shipping 
Wt., Approx. 
5% lbs. 
1320 watts, 
120 volts, AC 
$13.75 incl. 
Govt. Excise 
Tax 
Cat. LP131N 


| aoe 
: a5 at 
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Ser fe . acs , | 
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OCTOBER 24, 1946 


Here, at last, is an electric portable that warms you ALL over. Unlike the 
ordinary portable that merely beams its rays in a restricted direction, the 
long, slender Longfella’ diffuses its warmth over a high, wide area. As a 
result, this remarkable Longfella’ gives you greater warmth to a greater height 
over a greater portion of the room. 

Naturally, then, the Longfella’ is more economical . ... but that’s not all. 
Its slender design conserves space... its heat, being electric, is clean and 
pure... and its exclusive, cam-shaped safety base, which automatically 
points the heating element ceilingward when the heater is accidentally 
pushed over, offers maximum protection. 

For complete details, see your jobber or write to Dept. HA-10. 


THERMADOR .« 
LONGFELLA’ ..7.%.. 


Thermador Electrical Mfg. Co., 5119 District Bivd., Los Angeles 22 
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CUTTERS No. my 
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HAND TOOLS by\ 


ASC 


Chisels, punches, drills, nippers, screw \ 










drivers, staple pullers, wrecking bars 
and numerous other fine hand tools 
bear the name DASCO. They’re quality a 
built to serve the worker . and 
smoothly finished to make attractive 
dealer displays. 


oe¥, 


P egies 
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Each tool is separately numbered for 


easy reference in re-ordering. 
Mins 
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DAMASCUS STEE L PRODI 
ROCKFORD, ILLINOIS 







Sold by 
Leading Jobbers 


te Ame ae 


Dm TESTED 





“CORP. 


ine RED DEVIL tools 
alog Available 


RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A 











STEVENS 


NO. 306 MACHINIST'S LEVEL 





The newest addition to the popular Stevens line. 


Precision built for skilled craftsmen. Features 
include: Machined casting with adjustment 
screw in base. V-grooved for curved surface. 
Nickel-plated tubular cover turns over vial and 
protects glass when not in use. Precision- 








ground glass is tested for accuracy. Graduated 
reading shows .005" per foot. Has cast-iron 
base with black crackle finish, nickel plated 
holder and end plugs. 


Packed in individual box. Weight 1 Ib. List 
price $5.00 subject to regular trade discount. 
Delivery within 30 days of receipt of order. 


E. A. STEVENS LEVEL CO. 


NEWTON FALLS, OHIO 






















HAND AND POWER 
TOOL GRINDERS 
SICKLE GRINDERS 

GRINDING WHEELS 

SHARPENING STONES 


and 


ABRASIVE FILES 
GENERAL 





3618 W. PIERCE STREET 





Quality 
Hardware 


Buy from your regular jobber 


HARDWARE 





VISES 
SKATE SHARPENERS 
LAWNMOWER SHARPENERS 
and GARDEN TOOLS 
LAWN RAKES 
GRASS CUTTERS 
WEED CUTTERS HOSE REELS 


COMPANY 


MILWAUKEE, WISCONSIN 





















There's no waste circulation — your Help Wanted, Ac- 
counts Wanted, Sales Representatives Wanted and Business 
Opportunities advertisements go straight to the hardware 
trade—the very class you want to reach. You can run a 


HARDWARE AGE, 








Hardware Age Takes Your Sales Message To Over 30,300 Subscribers 


Classified Opportunities Dept., 100 East 42nd St., New York 17, N. Y. 


filty-word, set solid, classified sales message under any of 
these headings for five dollars; or a Position Wanted ad at 
a Special Rate of only two dollars. Send check or momey 
order (only) to 
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AND THIS 


IS ONLY THE BEGINNING, 


WITH NOVEMBER, THE BIGGER AND BETTER-THAN-EVER 
MECHANIX ILLUSTRATED HITS AN ALL TIME HIGH 














¥ MORE PAGES 


VV MORE COLOR 


V/V MORE EDITORS 
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V/¢/¢7 MORE CIRCULATION 


V/7V7 MORE ADVERTISING 





16 new pages will make a fatter book ... an even 
greater reader value . . . better front-of-the-book 
positions for advertisers. 


Of the 16 additional pages half are in color, allowing 
more advertisers this eye-catching advantage. 


Two more “top notchers”— specialists in the field —to 
augment an already accomplished editorial staff that 
attracts and holds more and more readers. 


ABC for first six months of 1946 is 593,792—<an increase 
of 27.7% over the same period last year. 98% NEWS- 
STAND SALES. Print orders for November and December 
the largest in our history! 


More advertisers are investing more dollars in the 
November MECHANIX ILLUSTRATED than in any issue 
ever before. 61.2% over November, ’45! 


A vigorous, vital, GROWING market. A responsive audience of mechanically 
minded men who are alert to the new... and quick to buy. 








MECHANIX ILLUSTRATED 
Presents the First Annual 


NATIONAL CRAFTS and SCIENCE SHOW 
Madison Square Garden 
New York 
November 17 thru 24, 1946 


A gigantic promotion to create and foster active 
interest in scores of active hobbies—the kind that 
keep millions hopping ... and shopping! 











OCTOBER 24, 1946 





MECHANIX 
ILLUSTRATED 


Fawcett Publications, Inc. 
295 Madison Ave., New York 17, N. Y. 
World's largest publishers of monthly magazines 
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FOR CLOTWES Lime Amp “Me 
MAMY OTHER USE 


will not rot 


croc™ 
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FITS ALL CLOTHESPINS—? ga. (.148”) 
ALUMINUM WIRE 


National advertising of this new NICHOLS solid alum- 
imum wire for clotheslines is now starting to create a 
heavy demand for this most popular of all modern clothes- 
line materials. 

Here is an item that meets the demand of housewives 
everywhere. It is the type of clothesline that women have 
wished for year after year. Once installed it need never 
be taken down again. Because of its permanent nature it 
is mot a seasonable item as it can be sold and used in 
winter and summer, in sunshine, snow or rain. If you 
have not already stocked and displayed this revolutionary 
clothesline wire, you are missing a bet on good profits 
from merchandise that is now available for immediate 
delivery and that sells on sight. 


For Yard, Basement or Attic 


Nichols Aluminum Clothesline Wire can be sold anytime 
during the year. It can be installed in any convenient 
place where washing is hung to dry. Ideal for basements 
and attics in snow and rainy weather. 

Sells for less than either sash cord or plastic line. Packed 
four 300 ft. coils per carton—marked every 50 ft. for 
convenience in cutting. 


ORDER TODAY FROM YOUR FAVORITE JOBBER 


Builders Metal Products available in 
Steel or Aluminum 
Ridge Roll Conductor Pipe 
Roll Valley Eaves Trough 


OTHER 
NICHOLS 
PRODUCTS 


Flashing Shingles, etc. 


NICHOL 


Ar ©) Poe § soe 


wa © DAVENPORT, IOWA ©® Battle Creek, Mich 
















NEW /- 
an ironing board cover 


that won't burn! 


.--and sells like wildfire! 


a REA 


wire Meeks ws 





FUIRD CUO ER 


se ree 
Sts roy MOC Gaia oe 


*?0@ 
44576 toe rhes oF cover © 


* Waswagce 





to iron over—and better-look- 
ing ironed work! 


AT LAST—IT’S HERE! 
For the first time, housewives 
can have an ironing board 
cover that is actually burnproof! 
Safer, longer-lasting, washable, 
elastic binding for easy fit! Easier 


Unfortunately, for the pres- 
ent, only a limited supply of 
these covers and pad sets are 
available. 

*Reg. U. S. Pat. Off. 





IRONING BOARD COVER 


TEXTILE MILLS: 2637 West Polk St., Chicago !2, Ill. 
New York Office: 200 Fifth Ave. 
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SAFPETY-THY 
AUTOMATIC IRONS 


FEATURE 


FOLO-AWAY TRAVEL IRONS 
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TEMPO-FLEX TABLE RANGES 


‘ 


SAFPE-FLEX 
RUBBER BLADED FANS 


OCTOBER 24, 1946 


TO PRODUCTS OF DISTINCTION 
at popular prices, Samson has 
added another ‘‘buy” appeal... 
"“SHOWBOXING”’ that means 
extra sales and profits for the 
dealer. 

Consider the famous Samson 
Heating Pad. Not only is it avail- 
able in a wide range of styles and 
colors, but each pad is cellophane- 
wrapped and smartly packed ina 
compact SHOWBOX that is a com- 
plete merchandising display in itself. 


SAMSON ELECTRICAL APPLIANCES 


Shhowbexed ts Sell 


SAFE-T CIRCUIT HEATING PADS 


For example, Samson Heating 
Pads can be displayed singly 
or in groups ... spotted about a 
store or concentrated to form the 
nucleus of a “health” department. 
Yet wherever they are, on counters 
or in show windows, they're a 
feature attrgction! That’s because, 
opened or closed, the Samson 
Heating Pad SHOWBOX is an eye- 
catcher that stops the shopper... 
that pictures and describes the 
product .. . that sells as it tells! 


SAMSON UNITED CORPORATION, ROCHESTER 10, N.Y. 


Samson United of Canada, Limited, Toronto 


COPR. 1946, SAMSON UNIT 
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(Classified Advertising Rates 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Each additional word......... | 


Positions Wanted 
(Special Rate) set solid, maximum, 


Each additional word 


Allew Seven Words for Keyed Address 
or Yeur Address 





Set solid, maximum, 50 words....... $5.00 


ED enadkngeedacesheéeteeds $2.00 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders now allowed. 
“DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions. 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stam ps. 





of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 








—— CS 





[ Help Wanted «dt 


CATALOGUE MAN WANTED: PERMA- 
NENT POSITION in Well Established Whole- 
sale Hardware Firm in Middle West. Address 
Box K-621, care of Hanpwaae Acs, 100 East 
42nd St.. New York 17, N 








WANTED EXPERIENCED HARDWARE 
CLERK. LARGE STORE IN SMALL BUT | 
BUSY TOWN. Write giving full particulars as 
to age, experience, salary desired, etc. Address 
Box K-832, care of Harpware Acre, 100 East 
42nd St., New York 17. N. Y 

WANTED — EXPERIENCED HARDWARE 
MAN IN METROPOLITAN DISTRICT. Good 
at Figures in Office of Long Established Hard- | 
ware Firm as Price Clerk Permanent Position 
for the right person State experience and salary 
expected Best of references required Address 
Box K-837, care of Harowarr Acr, 100 East 
42nd St.. New York 17, N. ¥ 





EXCEPTIONAL OPPORTUNITY 


for highly experienced 


HARDWARE MANAGER 
in IMinols Department Store. 
Earnings Upward of $6000 Yearly 
Forceful personality, selling ability, merchandising 
skill will make this a lifetime chance for right man 
Write giving details te Box K-829, care of Hardware 
Age, 100 East 42nd St., New York (7, N. Y 




















Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS, HAMPERS, 
RAKES, CASTERS, MOP WRINGERS, 
DRYERS, PIN-UP LAMPS, TOASTERS, 
KITCHEN STOOLS, BROILERS, MIR- 
RORS, RUGS, SMOKERS, DOOR MATS, 
DOLL CARRIAGES, ETC. 


The WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 





The Schutze Sales Co. 
393 W. Central Ave. 
St. Paul 3, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 





WANT A SIDELINE? 


Rug mill desi repr tative covering 
bardware or department or furniture stores 
to sell bath room mats; commission basis. 
Write giving territory covered. 


GOODRICH RUG MFG. CO. 
744 E. Passyunk Avenue Philadelphia 47, Penna 




















EXPERIENCED SALESMEN 


For wholesale hardware company to 
sell to retail stores. Jersey and Penn- 
sylvania. Salary $60.00 per week, 
plus commission 


Address Box K-835, care of pase acs 
100 East 42nd St., New York 17 




















SOUTHEASTERN STATES 
“Manufacturer's Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

mag ghey ee SIMPSON, ING. 
9822 N. E. 2nd Avenue Miemi 38, Ploride 




















SALESMEN WANTED 


FOR CONTRACT BUILDERS HARDWARE TO 
COVER METROPOLITAN NEW YORK TERRI- 
TORY. SALARY $70.00 PLUS COMMISSIONS. 
ADDRESS BOX K-828, CARE OF HARDWARE 
AGE, 100 EAST 42nd STREET, NEW YORK 17, 
N. Y. 














SALESMEN 


Calling on wholesale hardware with our 
self-centering punch spring action appear- 
ing on Page 308. A few states open. 


STELRAY METAL PRODUCTS, INC. 


SHELTON, CONN. 














SALESMEN WANTED 


By Large Manufacturer and Distributor Pres 
ently Calling on Store Fixture Manufactur- 
ers, Hardware Dealers, Restaurants and Ho 
tel Equipment Supply Houses and Architects 
to Handle Fast Selling Miscellaneous Hard 
ware and Allied Lines. State experience and 
territory. 
Address Box K -823, care of pAsewase f= 
100 East 42nd St., New York 17, N. 














fae ne NE Ser and Postwar 


om tibial: 





orn Agents 
ANCO CORPORATION. Pittsburgh, Ps. 
Branch Offices 
Now York - Phitadeiphia - Detrelt . Chucage . Cleveland - Louisville 
Covering ali ciasses of jobbers. We will carry the 
sesounte or you can bill direct 
Write fer further infermation ond references 




















YOUR EXPORT 
BUSINESS 


when entrusted to BETTERBY merely takes the 
shape of additional domestic sales transactions. You 
are relieved of all details and worries. BETTERBY'S 
resident representatives abroad promote your sales 
and its staff of expertly trained export personnel 
competently handles all correspondence and esnsular 
and other documents for shipments all over the werld 
BETTERBY also eliminates your credit risks by 
naying fer all goods in New York. 


BETTERBY — Exporters 


230 FIFTH AVENUE NEW YORK 1, N.Y. 











lumber, building and mill supply, etc., 
available for additional representation. 





jobbers and dealers. 


REPRESENTATION 


We manufacture a complete line of nationally known paint and water-proofing specialties distributed by leading hardware, paint, 
See our full page ad on page I/4l. 
Live wire manufacturer's agents and salesmen write, stating full particulars to Sales 
Manager, Evercrete Corp., Evercrete Bldg., New York 18. 


A few choice territories ore 
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Classified Opportunities Section... 








[Sales Representatives Wanted] [Sales Representalives Wanted] |[ Recounte Wowked 


SALESMEN CALLING ON HARDWARE 
DEALERS TO SELL AN ESTABLISHED 
LINE of Plumbing, Heating and Rubber Special- 
ties. Some desirable territories available. Address 
Box K-801, care of Harpware Aez, 100 East 
2nd St., New York 17, N. Y. 


PAINT SALESMAN WANTED: TO SELL 
A COMPLETE LINE OF PURE BRISTLE 
BRUSHES to Retail Trade. Reply in confidence 
with full references. Address Box K-833, care of 
Harpware Ace, 100 East 42nd St., New York 
7, B 





EASTERN COASTAL AREAS OPEN FOR 
ENTERPRISING SALESMEN to represent fast 
growing manufacturer of lawn goods‘ items for 
whoiesale hardware trade. Write now to Box 
K-812, care of Harpware Acr, 100 East 42nd 
St., New York 17, N. Y. 


REPRESENTATIVES SOUGHT THROUGH- 
OUT U.S. TO TAKE ON ADDITIONAL 
LINE of Plumbing, Heating, Electric and Hard- 
ware Supplies. Commission basis — Reputable 
Well Established Mid-West Supply House. Ex- 
traordinary opportunity for capable individuals 
with experience and a following in these lines. 
Address Box K-839, care 
East 42nd St., 


New York 17. N. ¥ 





UNUSUAL SALES :sti!! available for 
OPPORTUNITIES - caliber manufac- 


turers’ representatives 
now ——. hardware and paint store job- 
bing trade. Highest quality silver chrome finish 
with proven sales records. Well advertised and 
pr d. Give complete details. 
Address Box K-824, eare of Hardware Age 
100 East 42nd St., New York 17, N. Y. 

















DISTRIBUTORS AND 


SALES REPRESENTATIVES 
WANTED FOR ALL TERRITORIES BY MANU. 
FACTURER OF ALUMINUM COO 
OTHER KITCHENWARE. ITEMS, SELLING TO 
HARDWARE JOBBERS. CHAINS, DEALERS AND 
DEPARTMENT STORES. GOOD OPPORTUNITY 
TO EARN LARGE INCOME. 


NORTHWEST STEEL PRODUCTS CO. 
2746 N. ELSTON AVE. CHICAGO 47, ILL. 














JOBBERS WANTED 


New Fast Moving Line of Quality Kitchen Housewares 
and Utensils — available fer aggressive sales produc- 
ing jobbers and distributors. Investigate the oppor- 
a a by this long profit line. State terri- 


MANUFACTURERS EXCHANGE CORP. 


5414 W. Center St., Dept. A, Milwaukee 10, Wis. 











MANUFACTURERS 
CALLING ON RETAIL HARDWARE AND 
PLUMBING TRADE WANTED for New Eng- 
land, Eastern and Southern States. Address Box 
K-825, care of Harpware Ace, 100 East 42nd St.. 
New York 17, N. Y. 


SALESMEN WANTED. SELLING A GOOD 


LINE of Plumbing and Heating Specialties and 
Brass Goods and Hardware Specialties to the 
Retail Hardware Trade, Plumbers, Mill Supplies 
and Lumber Yards. All territories in the United 
States open. Commissions. Address Box K-827, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 


OUR NATIONALLY ADVERTISED PAT- 
ENTED DOG LEASH Is An Exceptionally At- 
tractive and Highly Profitable Permanent Side 
Line Item for men thoroughly covering hardware 
and sporting goods stores. Advise territory and 
lines carried. Address Box K-830, care of Harp- 
ware Ace, 100 East 42nd St., New York 17, 


| N. Y. 


of Harpwarr Ace, 100 | - 


SALES REPRESENTATIVES WANTFND— 


| We have an Excellent Line ef Household Clean- 





| ers, Waxes, Polishes, and Insecticides for sales- 


man calling on hardware, variety and department 
stores. Commission basis. State full infermation 
in first letter, territory cevered, types ef ac- 
counts, etc. Burton Products Company, 8439 So 
Chicago Avenue, Chicago 17, Illinois. 


WANTED—MANUFACTURER’S AGENTS 
CALLING ON Builders’ Hardware Contract 
Dealers and Lumber Yards te Seil Established 
Line of Casement and Storm Sask Hardware. 
New York, Pennsylvania, Pacific Coast and Other 
Good Territory Open. Address Box K-781, eare 
of Harpware Acz, 100 East 42nd St., New York 
17, N. Y. 








Accounts Wanted | 
MANUFACTURERS’ REPRESENTATIVE 


GIVING COMPLETE AND INTENSIVE COVER- 
AGE OF ALABAMA, ARKANSAS, LOUISIANA, 
saey cg AND TENNESSEE DESIRES ADDI- 
TIO LINES. SALES MADE EXCLUSIVELY 
TO NOBBERS. 


COMMONWEALTH SALES CO. 
4142 Seuth State Street Jackson, Miss. 























Manufacturers Representative Wanted 


—to take Unlimited Quantity Orders from Industrial 
and Jobber Trade for Bolts, Nuts, Screws and Lock- 
Washers. Huge stocks now available in our ware- 
houses for prompt national and export distribution. 
Attractive commission. 


ACME SUPPLY CO., INC. 
1311 W. 7th St. Los Angeles 14, Calif. 











J. M. PATTEN & SON 


te Hardware Division, 
MeKaight & Patten 
Selling Agents 


501 McCall Bidg., Memphis, Tenn. 
We are interested in a few more lines for the hardware 
jobbers. Y Ly Seu Jebbers . We serve 
jobbers in all of the Southern States and are traveling 
regularly p Fh Georgia, Tennessee, Mississippi. 

Arkansas, ané Louisiana. 











REPRESENTATIVE 


ESTABLISHED MANUFACTURERS 
AGENTS AND DISTRIBUTORS—Wants Two 
Additional Lines for distribution in California, 
Oregon and Washington. Now selling the finest 
lumber, building supply, plumbing and hardware 
dealers quality medicine cabinets, kitchen cabinets, 
and bathroom accessories. References furnished. 
Address Smith Becker Co., 29 Pine Street, San 
Francisco 11, Calif. 











| 
| 





WELL-ESTABLISHED 
MANUFACTURER'S AGENCY 
calling on the Hardware, Electrica] and MI Guppiy 
Jobber, Syndicates and Department Steres through- 
out Michigan, Ohio, Indiana, Kentecky and 
Pennsylvania desires ONE ADDITIONAL MANU- 

FACTURER’S LINE. 
Address Bex K-796, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















BUILDERS HARDWARE 
HARDWARE HOUSEHOLD SPECIALTIES 


BURSON SALES, INC. 
Direct Manufacturers Representatives 
1921 Blake St., Denver 2, Colorado 
Covering Colorado — New Mexico — 
Wyoming — Utah — Idaho 

















SWISS AGENT 


WISHES TO REPRESENT AMERICAN FIRMS IN 
SWITZERLAND FOR TOOLS AND HARDWARE. 
IF POSSIBLE WITH STOCK ON DEPOSIT. GUAR- 
ANTEE AVAILABLE. PLEASE WRITE TO 


G. ANDEREGG AGENCIES 


WANGEN a/AARE, SWITZERLAND 

















ELEVEN WESTERN STATES 


Hawaii & Alaska 


OUR MR. A. C. KIENLY WILL BE 
AT THE TRAYMORE HOTEL, AT- 
LANTIC CITY, OCT. 12-19. COM- 
MODORE HOTEL, NEW YORK, 
OCT. 20-26. 

THE 


GEO. H. EBERHARD 
COMPANY 
Selling Agents since 1891 
290 First St., San Francisco 


Los Angeles, Pertiand, Seattle, 
Salt Lake City, Denver 
Aggressive Selling and Merchaadisiag 


to the Whelesale, Chain, Dept. Store, 
Retail and Other Trade Outlets. 








(Classified Opportunities continued on page 350) 
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[Accounts Wanted if 











Mercaatile Building 





HI-YA PARDWNER 
GOING WEST? 
WE CORRAL A HEAP OF BUSINESS 


Montana — Utah — idaho - Wyoming - Colorado 


LINDSAY-BERGSTROM COMPANY 


NEED A LIFT? 


FIVE GOOD SALESMEN 
IN TWO NICE SHOWROOMS 
Commission Basis Only 


All Inquiries to Denver Office Please! 


“WITH THE TRADE OVER A DECADE" Cheever Building 








Penobscot Bidg., Detroit 26, Michigan. 








ware, Toy and Sports Lines. Warehousing facil- | dicates hardware and electrical distributors in | 
ities available. Address H. A. Sanders, 876 | greater New York seeks line—references fur- 


AND NEW. ORK. STATE By ee ae | LINE FOR NEW JERSEY, C Lumber 

A enced | LI ‘ontacting eat 
Sales Well 7 i a | Yards, Hardware Dealers, Mill Supply Houses. Age 39, good health, excellent education; gentile, 
ware, Automotive, Electric Supply Jobbers and | !2 years in territory. Aggressive coverage. , : p 
Chains. Boston Showroom and Warchouse. Dun | mission basis. Will carry stock. Address Box perienced buyer, merchandiser, executive. Address 
and Bradstreet rated. Address Perkins Sales | K-816, care of Hanpware Ace, 100 East 42nd St., | Box K-834, care of Harpware Ace, 100 East 





DENVER SALT LAKE CITY 
MANUFACTURERS’ AGENT--DISTRIBU- | FACTORY REPRESENTATIVE—TWENTY 
TOR COVERING MICHIGAN desires Hard- | YEARS’ personal contact among chain store syn- a Positiom Wanted | 





| nished. Address Box K-826, care of HarmDWARE 


Ace, 100 E. 42nd St., New York City 17, N. Y. AVAILABLE — EXECUTIVE, MANAGER 


| OR MANUFACTURER’S REPRESENTATIVE 
| for Northern California. Responsible government 


. | executive wants permanent connection with estah 
MANUFACTURERS AGENTS DESIRE | lished manufacturer to earn $500.00 up monthly. 





family-man, home-owner near San Francisco, Ex- 


| New York 17, N. Y 42nd St.. New York 17, N. ¥ 





MANUFACTURERS OF PAINTERS, 
PAPERHANGERS & GLAZIERS 


TOOLS & SUNDRIES 
WE OFFER CONCENTRATED CALIFORNIA 
COVERAGE TO THE WHOLESALE PAINT AND 
HARDWARE TRAD 


WALLIN BROTHERS 


747 So. Hill Street, Los Angeles 14, Calif. 








TO A DEALER OR WHOLESALER located 


MISSOURI, KANSAS, IOWA, — |) 70 4 DEALER OR WHOLESALER locate 
NEBRASKA, ARKANSAS, OKLAHOMA terested in securing the services a thoroughly 
CUSACK AND HARMAN trained man with 22 years in sales, purchasing 


and inventory control. Desire connection with a 
413-15 RELIANCE BLDG. smaller concern where experience gained in ex- 
KANSAS CITY, MO. 


used to full advantage. Salary requirements are 











ecutive capacities with large corporations can be 
DIRECT FACTORY REPRESENTATIVES 











MANUFACTURER OF TIRE MATS — 
WILL REPRESENT OTHER MFG. 
OF ASSOCIATED PRODUCTS 
calling on Jobbers, Wholesalers, Chain & 
Dep't Stores. We employ nine salesmen, 

& Georgia. Wil! warehouse 
of merit, for exclusive distribution. 
les & Catalogues invited. 
JAX RU PRODUCTS CO. 
461 Lime Street Jacksonville 4, Fia. 

















WANTED 
BUILDERS HARDWARE SPECIALTIES 
By Moenefecturers Agents covering Illinois, Indiana, 


chain and mail order houses. 
Representation Considered. 


JENWOOD SALES 
4 N. Wells St. Chicago, Illinois 

















Ad@itions! Major Line. Now selling Hardware, 
Houseware Jobbers. Department Stores, Chain Btores, 
@e. We have salesmen covering Pennsylvania, Ohio 
and West Virginia. We welcome the cpportunity to 

references. Only direct factory representation 


HAUSER SALES SERVICE 
1609 Investment Bidg. Pittsburgh 22, Penne. 











sane and do not expect to necessarily enter as an 
| executive. Available on reasonable notice. Ad- 
- — dress Box K-821, care of Harpware Ace, 100 
| East 42nd St., New York 17, N. Y. 





WEST COAST 


Sales Organization (representing manufacturers 
only) desires additional Houseware, Appliance, 


or Hardware Line—complete coverage by cool | | Buainess Oppovtunitiea 
road men—sell both dealer and jobber—perma- 

nent show-rooms in Califognia. Available for 
interview in East in November and December. 


Adtress Ben K-0:0, care of BAROW ARE AGE | MANUFACTURERS ATTENTION: OPEN 














— eae Se CAPACITY — AUTOMATIC SCREW MA 
CHINES—Brown & Sharpe and Acme—Anything 
up to 4%”. You furnish material. Dare Products, 
| Ine., 66 E. Jachkson St., Battle Creek, Mich. 








[ Positiows Wanted | 


EXECUTIVE OR BUYER’S POSITION 








WANTED. VETERAN, 26, College, 9 years’ | wWanTED: FIXTURES FOR HARDWARE 
experience in all phases of Hardware and Elec- TO OR USED. Must be fairl 

1. Personable, intelligent, good producing and | STORES, NEW a oe ee 
inane ’ 4 to date and in usable condition. Send full de- 


oe ceed “ ; 
nae ee scription and prices to Box K-831, care of Harp- 
Ace, 100 East 42nd St., New York 17, N. Y wang Ace, 100 East 42nd St., New York 17, 
ayy 1 apts! tage NOs 








AVAILABLE SALESMAN GUARANTEES 
MANUFACTURER MAXIMUM PRODUC- 
TION from New Jersey and Eastern Pennsyl- HARDWARE STORE WANTED BY TWO 
vania. Top producer for present National manu-| EXPERIENCED HARDWARE MEN. Will 
facturer. Have been covering department stores, | purchase for cash store doing between $30,000 te 
the better hardware, housefurnishing and variety | $60,000 located anywhere New York, New Jerscy 
trade both retail and jobbers in this area for past | or New England States. Should be well estab- 
seven years. Following of over 600 accounts. | lished. Must stand investigation and check of 
Have background to do a real merchandising job. | bookkeeping records. Address Box K-783, care of 
Thirty-two, college graduate. Write John A. | Hanpware Aor, 100 East 42nd St., New York. 
| Doran, 28 Old Short Hills Rd., Millburn, N. J. | 17, N. Y. 











HARDWARE AGE 
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SURF CASTING REEL 


Holds world’s record in hands of Primo Livenais for cast of 485 
feet! ¢ Perfect star drag tension control. Finely balanced precision 
construction. High speed clutch prevents broken lines. Spring 
balanced breaking assures smooth snubbing, Gears constantly 
meshed to eliminate stripping; synchronized to withstand shock 


of largest fish. Unbreakable aluminum alloy spools $ 00 
with Oilite bearings. Weight 14 oz.; line capacity 16 


250 yards; gear ratio 2 1-2 to 1; spool width 2 1-16"; 
diameter 2 7-8”. Guaranteed. 


LIsT 
O.P.A. Ceiling. 


IMMEDIATE DELIVERIES ON ENTIRE LINE 


Deluxe Two-Piece Sand Spike— ‘Fishing soe a 4 fe. é Pacem and two 
. . piece ; 6 o7; cadmium 
Chrome finished, collapsible. placed; improved end tip and 
Holds any size pole... fits all steel end piece. Hardwood handles. 
tackle boxes. List price $2.00. List $2.00 


Sal King—Single action; precision alu- Lord Weldon Fly Rod Reel—All metal; 
minum; 4% oz., yet it has strength of etched finish prevents corrosion. 
heavy reel. Fits all fly rods. Holds 100 Single action, flyweight. Holds 
yards line; adjustable click regulates over 50 yards of line. Guaranteed. 
drag. Guaranteed. List price $4.50. List price $3.50. 


ROYAL ENGINEERING CO. 
or, (iy 1333 FOLSOM STREET * SAN FRANCISCO 3, CAL®. 
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‘Tracy WEEK 


During Tracy Week, as in every 
other week of the year. we are dis- 
tributors of the famous Tracy Stain- 
less Steel Sinks throughout Ken- 
tucky. Southern Ohio and Southern 
Indiana. We have a complete line 
of all sizes of Tracy sinks ready for 
immediate delivery. 


the : Supply Co. 
































2624 COLERAIN AVENUE 
CINCINNATI 14, OHIO 














WHY SELL 10c OIL? 


A 40¢ oil is accepted with more confidence and used as 
quickly as a cheap oil. Why ring up a 10¢ sale when 
300% added to it will add 1000% to your customer’s 
satisfaction. 


LUBRICATES 
PREVENTS RUST 


CLEANS 











Qudex Slo Adwertisenn 











E 
Abesto a S — ductaoepavodaat 332 | E & J Enterprises, inc. ........... 307 
Acme Steel Co. .........-.e000e-- 62 | Eagle Industries, Inc. ............ 263 
Adirondack Chair ae 322 Ps Ws 6 abc criesinndceeas 325 
Advance Glove Mfg. - 300} Eagle Specialty Co., inc. ........ 323 
TU:  csdobipesessenceses 283 | Edison Cooling 3 eae 322 
Plastics Corp. ..........+.. 211 | Ekco Products Co. ............... 114 
Allen PS ME “wesdbsseceseepens 325 | Embury Mfg. Co 43 
Allied Hardware Corp. ........ 333 | Empire Brush Works ............. 270 
Aluminum Company of America.. 133] Empire Level Mfg. Co. .......... 237 
Aluminum industries, Inc. ..... 69 | Empress Novelty  wondebeesdsce 333 
TG: schedakescercongs’s . 326} Evercrote Corp. .............0..+5 141 
American Chain & Cable Co. 148 

American Grease Stick Co. ..... 106 | Fawcett Publications, Inc. ........ 345 
American Mfg. Co. ............. 42 Cap & Set Screw Co. ..... 223 
American Shearer Mfg. Co. ...... 322] Filer-Allen Mfg. Co. ............. 124 
American Steel & Wire Co. ...... 131 | Filter-Kleen Mfg. Co. ............ 327 
Apex Oil Products Co. ......... 71 | Fletcher, Ter = PSS 342 
Archer-Daniels-Midland Co. ...... 243| Flexible Steel Lacing Co. ....... 334 
TED “an nadunvdaduccéscesces 8/| Florence Textile Products ........ 323 
Arr-O-Line Mfg. Co. sesseees 335] Foley + Dn athinadehiacncdie 353 

| Art-Tex Paint My Varnish Co. ...... 331] Formica Insulation Co. ...... 
| Arvey el ened: habit ned aiid 70 | Forsberg diy A PR 
| Asbestos Textile Co., Inc. ....... 80] Fraim Lock We TE Be <csscan ee 
Asco Chemical Co. ............ 322| Franklin Glue Co. ............... 329 
Atkins & Co., E. C. ........... 327 | Freeport Machine Works ......... 78 
Automatic Products Co. ...... 104 | Frigidaire Division ..............7 125 
A ic Washer Co. ...... 271 | Fuller Tool Co. ............ ‘ 335 
Autoyre Co., The ............ 327 | Fulton Bag & a Mills ..... 206 


Barcalo Mfg. Co. 
Barnes Mfg. Co. 
Barrows Lock Works .... 
Bennett-Ireland, Inc. .. 
Black & Decker Mfg. C 
Blackstone Corp. 
| Blaisdell Pencil Co. ....... 
peer S ea. the Co. 


. 
r 
= 
e 
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Bridgeport Brass Co.. 
& Sons, M.S. .... 
Brown & Sharpe Mfg. Co 
Burgess Battery Co. we 
Burpee Can Sealer Co. .. 

Burroughs Co., The—Los Angeles... 





Burroughs Co. The—New York City 7} 





















































Increased Store Traffic 
BUILDS SALES... 


Your gift department can add profits to your entire store . . . Poten- 
tial customers are passing your doors daily. Wake them up. Show 
them that their hardware store ie also a gift center. Pep up sales 
im every department with bigger store traffic. 

A copy ef the Hagn Merchandiser is yours for the asking . . . Full 
of Volame Values in modern Giftwares and Household Specialties. 


Gend fer your copy today 
35th Anniversary 






JOSEPH HAGN CO. 


WHOLESALE DISTRIBUTORS SINCE 1933 
217-225 W. MADISON STREET « CHICAGO 6 









Geni" JOMES 2° SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


write to 


N.Y.C 


Ask your Jsotoer =) suppiied 


DOMES of SILENCE Inc. 35 Pearl St., 


Caldwell industries, Inc. ......... 88 
Comfield erry Hg 
illus Cutlery Co. . 277 
| yo mel - ih seckupohbes ,---60-61 
| Carlson & Sullivan ............... 325 
| Carmen-Bronson Co. ............ (34 
| Casce Products Corp. ..........24, 136 
| Casein Company of America 118 
| Champion Hardware Co, 88 
| Champion Lamp Works ... 84 
Chattanooga Implement ’& Mfg. 
AREER Pe 134 
Cheney Hammer Corp., Henry 59 
Chicago Die Casting Mig. Co. 56 
Chirago Lock Co. ye 136 
Chicago bo Hin 342 
Chicago Wheel ahs . 37 
Clark Mfg. Co., ‘. 134 
Clarke Sanding Machine Co. 276 
Clemson Brothers, Inc. ........ 5! 
Cleveland Cap Screw Co. 135 
| Cleveland Chain & Mfg. Co. 199 


| Cleveland Model & Supply Co. 


Cleveland Quarries Co. 


| Collot Supplies. A. M. 


Colson Corp., The 

Columbia Stee! Co. 
Columbus-McKinnon Chain Corp. 
Columbian Vise & Mfg. Co. 
Committee on Steel Pipe Research 
Congress Die Casting Div. “ 
Consumers Glue Co. . 
Converse Rubber Co. . 
Cook Co., H. C. . 
Corbin, P. & F 

Corning Glass Works .. 
Coughlan Co., G. N. 
Crescent Bronze Powder Co. 


| Crown Hardware Co. 


| Diamond Calk Horseshoe Co. 
E. 


| Domes of Silence 
| Dominion 


| Dow Chemical Co. 


D-O Decal Co. 
Daisy Mfg. Co. 
Daiglish & Co., J. 
Damascus Steel Products Corp. 
Dore Products . 
Dearborn Monroe Co. ......... 
Decatur Pump Co. 
Devoe & Raynolds Co., Inc. 


Dietz Co., The R. 

Dobbins Mfa. Co. ; 

Electrical Manufactur- 

ing, Inc PRS 

Dri-Seal eee Inc. 

Dunton Co., M. 

du Pont de all & Co., Inc., 
E. |. (Duco Cement) 

Dural Co., Inc. oasahenane 

Durham Co., Donald 














Gantner ~ we ety 281 
Garrett Co., Inc., Geo. K. ... 15, 83 
Gas Appliance Manufacturers As- 
GOEL duce ecupeowesneyse= sas 3 
General Electric Co. (Bidg. Ma- 
terial & Wiring Div.) 220 
General Hardware Co. 44 
4 em Cutiery ‘Div. 132 





General Paints, 
Gephert Mig. Co. .......0....000- 333 
Getty & Co. ina. x * 251 
Gee BI, CO. occ c ccc ccsecscese 9 
Globe “ag Goods Mfg. Co... 10 
OTE Gs ccccccccescasesicase . 309 
Goulds A aieeeetes bid 52 
Grand series Co. scr alnaavlen 322 
Gray & Dudley Co............... 77 
Great Lake Varnish Works, Inc...16-17 
ar =r Neck Saw Manufacturers, 
quails Tesi BI vine di ached ian aera 
Griswold Mfg. Co., The 305 
Guaranteed Products 2 326 
Hagn Co., Joseph .. 5a 
Haines Mfg. Corp. aes ae 
Hamilton Mfg. Corp. ............ 289 
Handees Co. ..... se 
Hazard wy Wire Works ... 113 
Henry Co., saeaee Seeds aa ie 
PN-Ghew Ce. ..cc.c.ccsccccccece 297 
Hodell Chain Co. eae naawed 44 
Hodgman Rubber Co. . 144 
Horrocks-Ibbotson Co. So 
Howard Co., Jay . ‘ .. 16-17 
Howe Co., The ie. 
Hoyt & Worthen Tanning Corp. 322 
Hudson Mfg. Co., paces . 
Hugo Mfg. Co. se eee . 309 
Ideal Brass Works ............-+- 134 
Ideal Novelty & Toy gp 82 
Ideal Rubber Co. ...... . 140 
Ilinois Lock Co. . = 


Imperial Bit & Snap Co. 
Indiana Steel & Wire Co. 
industrial Management Corp. ... 30! 
Ingersoll Steel & Disc Div. ......- 47 
Inland Mfg. Co. 

isdesnatioasl Chain & Mfg. Co... 272 
International Steel Wool Corp. .. 322 
Irwin Auger Bit ce janet me apy 





Jackson Mfg. Co. os : . 9 
Judd Co., tnc., WH. L. ..........5. B 
Justrite Mfg. o.. invade aay 
ES eerrrrrer rT rere | 

ON RP oi per 339 
Kabee Corp. ro 


Karbon-Kleen 


Kaul yt Agency, ‘Inc., Leo 142 
Kay-Tite Co. ......--.eeeseeeeeees 137 
Kees Mfg. Co. D. . 335 
Kellogg switchboard ‘& ‘Supply | 

Nt RE Ap RET PRS Ae 2 122-123 
Kester Solder TR 8S 303 
Keystone Chemical Co., Inc. ..... 136 
Kinney Aluminum Co. ; — | 
Klein & Sons, Mathias ........... 255 
Knack Corp. OE EE 
Kniaht Co., George C. .......... 97 
Kwikheat Soldering Iron Div., 

Sound eancnniine haat ae 
Kyanize : 212 

L 

Lamson & Sessions Co. are 
Landen Putty Works . Lethe ih ee 
Landers, a B& Clark .....<- . 247 
Raeshe GOI. ccscccscccsvvsccess 85 
Larson Co., Charles .. ssasdense 56 
Lavelle Rubber Co. si cvnndeniin 108 
Leipzig & Lippe, Inc. ........---- 82 
Lennan Lights, Inc. ........+-+-+5+ 249 
Leonard Co. .....-- ses cccceeeees 320 
Lewis Engineering & ‘Mfg. Co., The 93 
Libbey-Owens-Ford Glass Co. .... 29! 


HARDWARE AGE 









Orci 
Oste 


Pain 
Pane 
Para 
Park 
Pate 
Patt 
Peck 
Peer 
Penn 
Pent 
Pern 
Pers: 
Petk. 
Petr: 
Pion: 
Pion 
Pitts 
ve 
Plym 
Polk 
Porte 
Price 
Purit 
Que 


Radi 
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Ondex Slo fdwenrtiners || no 6 ANTI-SPLASHER 











Malleable Iron Range Co. ...... p 


ers Association .............. | + Rds peers 





Pioneer Merchandise Co. = Wickwire Brothers, Inc. 
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hg » 9. Face neerwhads.s B | ae } a — Searmsnaeasereny - 
in neering Co. ....... . ed Jacket jp Ge ccccccccccse + te : 
Lincoln Sagineering Co. Machinery Reel-Line com OA LENS. © 56 Dealers find this little item a good 5-cent 
i ee : a Reflecto Letters Se. sestesteness ot seller to housewives. It stops the annoying 
we. es emington Arms Co., Inc. ....... 
Lofstrand Co., The pactess * 13 | Repeite Metals Ce. ............ 195 splash in the sink =p en the — 
Louden Machinery Co. .. 48| Richards-Wilcox Mfg. Co. ....... 100 through the fine nickel-plated sieves. Has 
— a =~ a . = —— oe” seeeeeeseeese 2 a heavy brass nickel-plated shell with 
ucas le nc., sonn . os er De cccccgescsecceses 
Lufkin Rule Co., The ............. 235 | Royal Metis Go, tne. 1.0... 328 threads for screw type faucet and rubber 
M Royal Engineering Co. .......... 35! bushing for plain or swivel type faucets. 
MacArthur Products, Inc. ........ 75 | Ruberoid Co. .................... 98 Assorted sizes in box for Swivel and Plain faucets. %4" for 
woge a. COPP. «002 +-0e0re0-e- = > Burdsoil & wae Oe 2 28-129 swivel, %" for plain. Also furnished with a hose washer only 
Molestie Tool Mig. Co. ......... 339| Rusticide Co., The ............... 66 for screw faucets. Specify style No. 6-B. Packed 3 doz. to the 
Mall Tool Co. ......---.--0+0+00s: 329 | Ryerson & Son, Inc., Jos. T. ..... 323 box. Wot. | Ib. per box. Please order through your jobber. 


s 
Martie recite Prodich Goip. %0| Somon ‘United Core. || SEED FILTER COMPANY 


Marshalltown Trowel Co. 33 | Sandvik Saw & Tool Corp. ....... 138 


Master Lock Co. ..........00-00+> pee ye aera 207 
Master Products Co. ........---.- 126 | Seed Filter pe tao eae 333, 353 FREEPORT NEW YORK 
Master Rule Mfg. Co., Inc. ...... 308 | Shapleigh Hardware Co. ........ 356 
Masters Planter Co. ..........--- 40 | Sharon Bolt & Screw Co. ........ 340 
4 Steel Products Co. ...... 331 | Siebring Mfg. Co. .........-0++- 108 | — ——$_____—— 
mbridge & McCambridge Rs INE ronan 00 cexecadenss 74 
x eoctenccscccesceccsssoocccce 352 | Simonds Abrasive Co. .......... 103 
McDonald Mfg. Co., A. Y. ...... 327 | Simplex Mfg. Co. ..........000++ 320 
McGill Metal Products Co. ...... 336 | Slaymaker Lock Co. ...........++ 197 
MeKay Co., The .........--eeeeees 95 | Smith & Son, Inc., Seymour ..... 337 
Miciee Gees GO. os 00.csccece.0. SELES ED: 3..6055>-<a0eensessove 234 
McLaughiin-Millard, Inc. ........- 39 | Sear-Ten Co., The .....0.csccecee 322 
— exile Corp. = ekeaseadsces = Speedway Mig. "Ge. emanleaash Be 
WYOTCOTS WO. . nw weercccceeencns portin Os, IEC. ...cccccce le 
Midiand Industries .............. 56 | Spun Aluminum Products Co. .... 333 
ae oe Lg 3 —_ ine = standard Pressed Sted Co. ..... 199 WE STOCK ALL OILS SOLD IN 
er Protecto Produ Oe eee fanley Tools .......-.-.0seeeesees 
Miller, Inc., Robert E. ............ 352 | Stelray Metal Products, Inc. .... 308 YOUR PAINT DEPARTM ENT 
Millers — a ee eee as wading oe S. oigate. scvsarees a 
waukee Loc ig. Co. ... yy errr | 
ae “a | PY anal , po Stewart Iron Werls, Con Ine. The Re PURE GUM TURPENTINE INSEED OIL 
racie esives ) ee rdy Too ardware Co...... 
woae 4. basta Se ctadsekavpieess poe Sunnyside Oil Co. cogetenereeees 353 LACQUER THINNERS—REMOVERS 
ony PD. ness ccccccccsevcseces per wcts an’ FRBs ccccccce a. TS—N 
ee Se ey gee 7 Superior, Laboratories etic ea'ces 335 ALCOHOL—SOLVEN APHTHA 
oore ame "% 9 Bs 200 wain Nelson Co. ...........000- 189 
Mortell Gourd. We ssttccess | Swit & Co. ves ition. 28 OIL-DRI (OIL ABSORBENT) 
ulti-Kwik Co., Division ...... : -A-W t ts : a= —_ 
Murdock Co. se . Speeenbiee 246 wing ay Steel Products Co.. 32 ANY QUANTITY: CANS — DRUMS — TANK CARS 
urray Ohio Mfg °e The ..... Taber Bushnell & bo Maniacs saasa 314 
Myers & Bro. Co., F. E. ......... 96) Taylor Co., David B.............. 322 SUNNYSIDE OIL CO. estas. iss: 
YORE OGM WO. -. --oeeeveress : Taylor Instrument Companies ... 265 
, N Taylor-Shantz Co. ........-.+00+: 35 2212 W. SUNNYSIDE AVE., CHICAGO 25 
National Brass Co. .............. 313 | Tel-O-Post Co., The ...........:- 
National Carbon Co., Inc. ..... 143 | Templeton, Kenly & Co. ......... 322 
National Die — err 79 | Tennessee Coal, Iron & Railroad Smead a 
National Hardware Show ....... ee 131 
National Housewares Manufactur- Tennessee Valley Associc 


ow Co. _y 
241 | ae as :. ts Wi th 
National Ideal Co., The.....116, 142| Textile Commodities Co. ........ 331 ofits 
National Industries S00 Ses MS con connccea 346 Model Pr LS 
ot ODE 





National Lock Co. ............ 110 | Thermador Electrical Mfg. Co 343 
National Mfg. Co. ............. 54 | sma sng UD pM 
National Screen Co. ............ 231 Tan Than ieodeds Oe pie hE ee = Ring Pp AND Number! 
National Screw & Mfg. Co...... 355] Townsend. B. W CB RS BOE 320 VE AN New Dollar 
Mestelene Co. ......ccccsscsecces 138 | tracy Mfg. Co. ...+-+.+c2ccceee: 26-27 ¢ her 1 
ogg Mfg. oy L. Rocce seen . Tremco Mfg. | “EARS = Anot 
ew Bacon, Inc. ........ 5 ai 
New Britain Machine Co. ........ 304 vinle'A eat Grote Corp. spat ee 21 Lockheed 
New York a a saddens 55 Triplex Screw Co a ae 213 G 
Newel! Mfg. Coecsecceceooces 337 Troy File Works Sty eh, ta ee one 322 OTIN 
Nichols Wire rg Steel Ge.,....... 346 | Tucker Duck & Rubber Go. ...... 120 "SHO 
Noblitt-Sparks Industries, inc. ... 81 Tupper Plastics, Inc spaces 5 319 us p-80 
Nockonwood Industries, Ltd. .... 88|Turnbuckles. Inc. .............. ” 333 STAR 
North Bros. Mfg. Co. .......... FU) og alll ha ieee 7 00 
Norwich Line Co., Inc. ...... 321 Y -t eppeee teases . Eng — 
Union Hardware Co. .........+++ 86 ° 
Ce OO. nde st gnsesccasere 233 : : 
Union Pacific Railroad .......... 267 
y+ omg oe gente Co. ....... = Union Steel Products Co. ........ 329 
Okonite oe The Bes scneteras 113 United States Gypsum Co. ...... 67 
O'Malle Valve Co... Edward *** 993 United States Plywood Corp. .... 142 
Geahand’ tadaien ine. " 29 United States Steel Corp. ....... 131 
Oster Mfg. Co. . : * 306 United States Time Corp. ....... % 
Owens Products —o 22% Universal Metal Products Co..... %% 
Ox Wall Tool Co. —. 292 Upson Brothers, Inc. ............ 331 
ar ea Utica Drop Forge & Tool Corp.. 10! 
v 
ce ae ae *e** SE Vaco Products Co. ..-..+--++. 317 
fereges Ginter Corp. ..... 22 Vaughan Behn i“: = 
‘ar etalware eS 
Patent Specialties, ; 282 ag Ba >> c 329 FOLEY FLOUR SIFTER 
Patterson-Sargent Co. Sihaalaits 245 | Vite Var Corp. ....-.-.s.seeeeees 2 CUP SIZE 
Peck, Stow & Wilcox Co. ..... 273 | yle A, Be sasenecseesessees 3 : 
Peerless Mfg. Corp. tec. pers 303 | Vollrath Co., bass It’s aluminum—light as a 
ennsylvania Aircra orks, Inc. 76) nic if} ; 
Seiienes Wrateda, tne. $| Warren Tool Corp. — ora dg —_ 
Serme-deck Corp.. The 227 | Warwood Tool Co. one hand, stir with other. 
Persson Co., T. 6.. 132 | Wastemaster Srtetete protects > S Sifts into electric mixer. 
Petko Industries ..... 203 | Western Fiuorescent Lighting Vo Sifts into measuring cup 
West Metal Products ......... , : Pp. 
Petroleum Sebvents Corp. ........ 112 | Womens Metal Mremuele .....,..- 4 Levels measurement. 


Pioneer Rubber Co. 124 | Wilbar Sales & Engineering Co.. 116 
ee © Glass Co. nvees aay a tig | Co. ... - = FOLEY 
verno Se 253 | Wi ornice Co. j 
ny Be Mle 2 0) Wood Shovel & Tool C a sce Oe BLENDING FORK 
Plymouth Cordage Co. 335 | Wooster Brush Co. seeeee 2 Slanted i fork kly cuts short- 
Polk Industries, The “AE = Wrought Washer Mfg. Co... . 106 pov ine ater for pies. C se porn and 
Porter, Inc., H. K. ‘ butter for cakes, cookies, blends gravies, 
Price-Pfister. Mfg. Co. mate aid * Yale & Towne Mfg. Co......... 3 cream sauces. Stainless steel, 11 inches long. 
ae “e oA ‘Mn OG . 302 —_ Su ply =e. HE. teen eeeeees 4 Available through jobbers only. 
uritan Cordage ils : 275 | Toung, inc., ere sseeesvere 
. Youngstown "Manufacturing, Inc... 49 FOLEY MANUFACTURING CO. 
Queen City Buckle Mfg. Co.. 116 120 2nd St. N. E., Minneapolis 13, Minn. 
R to. a Eee 314 Makers of the Foley Food Mill 
Radlobar Co. of America ....... 14| Zippo Mfg. Co. ........-..--++5: 121 





































































































































































ITAVAR PENETRATING FLOOR 
EALER AND WOOD FINISH __ 


GT WILL NOT 
CRATCH / 


Vita-Var Penetrating Floor Sealer and Wood Finish, wis 
applied to the left half of this board . . . on the right half§ 
ordinary surface finish was used. Note how the ordinary 
surface scratched and chipped away, while the Vita-Var 
Wood Finish remains unharmed. 


@ Penetrates to protect and preserve 

@ Tough, scratch-proof, wear resistant 

@ Easy to use... never turns white 

@ Non-slippery satin finish 

@ Dirt can’t grind in 

@ Available in clear finish or stained effect 
@ Does not require waxing 





Write today for details and descriptive folder! 


Prnereatia§ 
FLOOR S 
woop 


CORPORATION mena Neg 


PAINT ENGINEERS SINCE 1888 e NEWARK, N. J. 














What’s WRONG with this picture? 






































Phillips Recesses are designed for 
maximum driving power in each 
size of screw. Drivers are matched 
to insure proper torquing values. 

There are only four drivers to 
cover the complete range of sizes, 
and two drivers fit 85 per cent of 
all Phillips Screws used. 

With the correct size of driver 
you get all the advantages of re- 
cessed screws and avoid the “bug- 
aboo”, present in some recessed 
screws, of possible reaming. The great driving power of the 
cruciform recess makes this a real danger when you use too 
large a driver. 

Conversely, too small a driver spoils the outstanding advantage 
which the recessed screw can give you—that same driving power. 

We design delicate tools for the tiny screws and robust, sturdy 
tools where maximum torques are permissible. It pays to use 
the right tool for the job. 

A ship's anchor is out of place in a rowboat! 











THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 








SHAPLEIGH HARDWARE COMPANY 


Sle lQUIS 





3 
Fins ee 


SE . TR MRL LE OE RGAE sc CE ATE EE hae EO 


Shapleigh National Series No. 244% 








